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The  Famous  Patent  Antisway 

will  be  exhibited  at  the  Toronto  Furniture 
Exhibition  with  the  rest  of  the  Progress  Lines. 

We  extend  you  a  hearty  invitation  to  the  Ex- 
hibition to  our  display.  You  will  be  given 
every  assistance  in  inspecting  our  Lines,  and 
studying  their  good  selling  points. 


Wishing  You  a  Happy  and  Prosperous  New  Year 

The  Progress  Spring  Bed  Mfg.  Co. 

146-154  Cadieux  St.      •      .      •      .  Montreal 
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Give  your  business  to  the  man  who  is  enterprising  enough  to  spend  money  and  time  to  get  in 
touch  with  you.    Our  advertisers  represent  the  most  progressive  manufacturers 
and  dealers.    Make  your  purchases  of  them. 


Waterloo  County 
Furniture  Exhibition 


Furniture  Merchants 

The  Waterloo  County  Furniture  Manufacturers  invite  you  to  their  15th  Annual  Fur- 
niture Exhibition  to  be  held  at  Kitchener- Waterloo  January  8th  to  20th,  1923. 

All  dealers  will  be  guests  of  the  Manufacturers  at  the  Walper  House,  Kitchener,  the 
official  Headquarters. 

On  arrival  please  register  with  the  Association  Secretary,  Mr.  J.  P.  Scully,  who  will  be 
stationed  in  the  Walper  House  Rotunda  and  will  arrange  for  your  accommodation. 

Waterloo  County  Furniture  Exhibitors. 

LIST  OF  EXHIBITORS  AT 
CANADA'S  GREATEST  FURNITURE  CENTRE 


Anthes  Baetz  Factory 
Kitchener 

Anthes  Baetz  Co., 

Baetz  Bros.  Furniture  Co., 

Baetz  Bros.  Specialty  Co., 

De  Luxe  Factory 
Gaukel  Street 
Kitchener 

Art  Furniture  Co., 

Beaver  Furniture  Co. 

De  Luxe  Upholstering  Co. 

Exhibition  Building 
175  King  Street  East, 
Kitchener. 

Chesley  Furniture  Co., 
Crown  Furniture  Co. 
Elmira  Furniture  Co., 
Fischman  Spring  Co., 


Gem  Crib  &  Cradle  Co., 
Brantford  Willow  Works 
Ideal  Reed  Co., 
J.  Kreiner  &  Co., 
Heywood  Wakefield  Co. 
Novelty  Reed  &  Rattan, 
Grey  Furniture  Co. 
Orillia  Furniture  Co., 
Reitzel's  Limited, 
J.  Mitchell  Ltd., 
Specialty  Upholstering  Co. 
Wiarton  Furniture  Co. 

Auditorium,  Queen  St, 
Kitchener. 

Hepworth  Mfg.  Co., 
G.  H.  Hachborn  Co. 
Lippert  Table  Co., 
Lippert  Furniture  Co., 
Waterloo  Bedding  Co. 

Snyder's  Limited  Factory 
Waterloo. 


Snyders  Limited, 
Simmons  Limited, 
National  Table  Co. 

Jacques  Furniture  Co.,  (Factory) 

Kitchener 
Jacques  Furniture  Co., 
Strathroy  Furnitue  Co., 

H.  Krug  Furnture  Co.,  (Factory)  - 
Kitchener 

Malcolm  &  Hill  Limited,  (Factory) 
Kitchener 


Wunder  Furniture  Co., 
36  King  St.,  West 

E.   O.  Weber  Limited, 
Waterloo 

Woeller,  Bolduc  &  Co. 
Herbert  Street, 
Waterloo. 


(Factory) 


nuary 
923 


See  the  Special  Display  in 
Our  Permanent  Showrooms 

Opposite  G.  T.  R.  Depot 

The  ever  increasing  part  play- 
ed by  Woeller,  Bolduc  produc- 
tions in  the  furniture  trade 
makes  our  coming  display  of  un- 
usual interest  to  all  dealers. 
For  1923  we  are  showing  some 
of  our  new  numbers  that  we 
firmly  believe,  are  destined  to 
prove  excellent  sellers.  We 
invite  you  to  see  these  lines 
while  you  are  attending  the 
Kitchener- Waterloo  Furniture 
Exhibition. 

January  8th— 20th 


WOELLER,  BOLDUC  &  COMPANY 

WATERLOO,  ONTARIO 


L-  6 


You  are  Cordially  Invited 


to  view  the 


C.E.O.  COMBINATION  LINE 

which  will  include  a  number 
of  new  and  attractive  designs 
very  moderately  priced. 


Display  arranged  in  our 

Permanent  Show  Rooms  in  Kitchener 

175  King  St.,  East 


CENTRALLY  LOCATED 


Our  showing  is  for  your  convenience 
in  making  selections 


Chesley  Furniture  Co.  Limited 

CHESLEY,  ONTARIO 

Elmira  Furniture  Co.  Limited 

ELMIRA,  ONTARIO 


Orillia  Furniture  Co.  Limited 

ORILLIA,  ONTARIO 


Furnit 
Wor 


I 


Everything  is  now  'pointing  to  one  of  the  biggest  furniture 
markets  Grand  Rapids  has  seen  since  the  big  riot  of  1919.  During 
the  last  month  there  have  been  present  in  the  market  as  maiiy  as  75 
buyers  a  week,  all  seeking  furniture,  and  all  urging  its  quick  delivery. 
From  all  sections  of  the  countrxj  comes  the  word  that  furnitui'e 
manufacturers  are  sold  up  for  around  six  months  in  advance,  and  the 
orders  are  still  flooding  in.  There  has  been  a  slight  advance  in 
prices,  but  January  may  see  a  considerable  further  advance  if  the 
demand  continues  us  promises. 

Furniture  Journal,  Grand  Rapids,  December  1922. 


How's  Business 

Every  indication  of  InisirLess  shoivs  that  ex]ja}ision  of  demand  for  goods  is  with  us. 

This  is  especially  so  in  the  furnishing  trades,  due  in  part  to  the  great  amount  of  home  build- 
ing, and  in  part  to  the  "dammed  up"  demand. 

Dealers  in  centres  where  home  building  has  been  greatest  agree  that  the  demand  for  furni- 
ture to  furnish  these  homes  has  not  by  any  means  been  satisfied.  In  addition,  the  normal  demand 
for  replacements  in  older  homes  has  not  been  taken  care  of.    The  demand  has  "dammed  up." 

Fundamental  business  conditions  in  Canada  are  good,  as  well  as  in  the  United  States.  Surplus 
stocks  have  disappeared  in  both  suppliers'  and  manufacturers'  hands.  Raw  materials  in  many 
lines  are  advancing  in  price.  Skilled  mechanics  are  scarce.  Most  factories  are  more  efficient  to- 
day than  they  have  been  in  years,  and  yet  at  prices  prevailing  are  not  producing  adequate  profits, 
if  any. 

Do  not  make  the  mistake  of  under-estimating  your  needs  for  Spring  when  you  visit  the 
markets  in  January.    If  you  do,  it  is  quite  probable  that  prices  will  be  higher,  and  goods  scarcer. 

Buy  goods  of  known  merit,  for  they  ivill  not  fill  up  your  sales-floors  with  unsaleable  mer- 
chandise. 

And  when  you  come  to  the  markets,  please  remember  that  ive  will  have  new  lines  on  display 
at  medium  prices,  and  that  we  will  do  all  we  can  to  make  your  visit  to  Kitchener-Waterloo  pleasant 
and  mutually  profitable. 

Three  shops — each  specializing  in  its  own  line — are  at  your  service — 

ANTHES  BAETZ  FURNITURE  COMPANY,  LIMITED 

Dining  Room  and  Chamber  Furniture.  .  . 

BAETZ  BROTHERS  FURNITURE  COMPANY,  LIMITED, 
Furniture  for  the  Living  Room. 

BAETZ  BROTHERS  SPECIALTY  COMPANY,  LIMITED. 
Portable  Electric  Lamps  and  Shades. 

Each  of  these  shops  specializes  in  its  own  line,  but  each  has  the  same  ideals — "Quality"  and 
"Character." 

KITCHENER,  ONT.,  January,  1922.  ' 


Managing  Director 


A  BOLD  HUNTER 

Lecliircr — /  rviilurv  to  assert  there  isn't  a  nut  n  in  Ih  ix  andience 
who  has  ever  done  anything  to  prevoii  the  destrnci ion  of  our  vast 
forests. 

Man  in  the  audience  (timidly)  I've  shot  a  few  woodpeckers. 


Are  You  Planning  for  1923? 


The  opportunity  offered  dealers  by  the  Kitchener  Furniture 
Exhibition  to  become  acquainted  with  the  new  trend  in 
Furniture  is  nowhere  more  evident  than  in  the  display  of  the 
Art  Furniture  Company  in 

DE  LUXE  UPHOLSTERING  CO. 

FACTORY  SHOWROOMS 

GAUKEL  STREET— JAN.  8th— 20th 


We  extend  a  cordial  invitation  to  the  trade  to  visit  us  where 
we  are  displaying  a  very  representative  line  and  in  making 
up  your  sales  plans  for  1923  you  will  do  well  to  see  the  Art 
Line  before  placing  your  orders. 

Art  Furniture  Company  Limited 

Kitchener       —  Ontario 


Guaranteed  Furniture  Means 
Increased  Business 


Members  of  the  Trade  will  do  well 
to  see  the  Beaver  Line  displayed 
in  De  Luxe  Upholstering  Go's, 
showrooms,  Gaukel  St.  January 
8th  to  20th,  before  placing  orders 
for  1923. 


BEAVER  FURNITURE  COMPANY  LIMITED 

KITCHENER,  CANADA 


Factory  Show  Rooms 

will  present 

Chesterfield  Suites 

in   numerous   new  designs,  in  a  host  of 
attractive  and  artistic  coverings. 
This  is  YOUR  OPPORTUNITY  to  see  the 
Leading  Chesterfield  Designs  for  1923. 

Make  yourself  at  home 

at  our  Display 

We  will  be  AT  YOUR  SERVICE  to  make 
your  visit  enjoyable  as  well  as  profitable. 


DELUXE  UPHOLSTERING  GO.,  Limited 

Kitchener  -  Ontario 


1 


Furnitur* 


NEW 


Top  44  X  20 
Mirrors  8  x  28,  18  x  42 


Crown  Quality 

CREATIONS 


No.  720  Bedroom 
Suite,  Made  in 
I       Walnut  only 


An  eight  piece  suite.  Drawers  are  mahogany  lined  with  centre  bearing.  Trimmings  are  of 
solid  brass.  Be  sure  to  see  this  suite  at  th»  Furniture  Exhibition,  Kitchener,  175  King  St.  E., 
Jan.  8  -  20.  You  will  be  particularly  attracted  by  the  beautiful  graining  and  fine  workman- 
ship which  characterize  it.  A  comparison  of  prices  too  will  convince  you  of  its  value  for 
this  class  of  furniture. 


CROWN  FURNITURE  LIMITED 

PRESTON        -        -  ONTARIO 


0-|day-the 

(inana  is  for 

NVSARD 

tIRNITURE  SHOES. 


-  tia/6 


Kitchener 
Ont. 


"All  their  furniture  equipped  with  Onward  SKding  Furniture  Shoes." 
That's  the  story  of  the  King  Edward  Hotel,  Toronto,  the  Mount  Royal 
Hotel  of  Montreal  and  other  leading  Canadian  Hotels. 

And  the  reason? 

Simply  because  they  must  have'  the  very  best  equipment  possible  in 
every  detail. 

These  hotels  have  found  that  the  Onward  Sliding  Furniture  Shoe  is 
the  best  furniture  footwear  for  protecting  their  floors  and  furniture  be- 
sides improving  their  appearance  and  saving  labor. 

Individual  families  too,  through  our  DOMINION-WIDE  ADVER- 
TISING CAMPAIGN,  have  discovered  that  Onward  Sliding  Furni- 
ture Shoes  will  also  save  their  floors  and  carpets  and  make  moving 
a  simpler  and  easier  job.  They  now  look  on  Onward  Sliding  Fur- 
niture Shoes  as  an  accepted  feature  of  good  furniture  and  therefore 
they  want  'Onward"  fitted  furniture. 

MAKE  SURE  YOU  CAN  SUPPLY  THEM  by  telling  your  manu- 
facturer to  equip  all  the  furniture  you  order  from  him  with  Onward 
Sliding  Furniture  Shoes.  The  extra  cost  is  as  nothing  compared  with 
the  comfort  and  economy  they  ensure  your  customers. 

When  ordering  furniture  always  specify  "FITTED  WITH  ON- 
WARD SLIDING  FURNITURE  SHOES." 


The  "Onward"  has  altogether  superseded  the  old-time  castor. 
There  is  nothing  about  the  "Onward"  to  get  bent,  cracked  or 
rickety.  The  heaviest  piece  of  Furniture  equipped  with  "Onwards" 
can  be  moved  smoothly  and  easily  over  hardwood  floors  or  costly 
carpets  without  any  danger  of  damage.  Made  in  all  sizes  and 
styles,  glass  base  or  smooth  metal  base  to  suit  any  piece  of  furni- 
ture, pianos  or  metal  beds.  Your  manufacturer  knows  the  style 
needed. 


ONWARD  MFG.  CO. 


Kitchener,  Ont. 


Pad 


FISCHMAN  PRODUCTS 


Furniture 
World 


The  great  popularity  which  our 
various  lines  enjoyed  among 
the  trade  during  the  past  year 
will  draw  much  attention  to 
our  display  at  the  Kitchener 
Furniture  Exhibition,  Jan.  8th 
to  20th.  This  showing  will  be 
the  most  representative  we 
have  yet  attempted  and  we 
want  you  to  see  it. 


Our  complete  line  on  display 
will  include  Fischman  Venti- 
lated Spring  Mattress,  Venti- 
lated Box  Spring,  Ventilated 
combined  Box  Spring  and  Mat- 
tress, Ventilated  Spring  Pil- 
lows, Spring  Upholstering 
Cushions,  Upholstering  Con- 
stuctions,  Auto  Seats,  Spring 
Rosettes,  Chair  Pads,  etc.,  etc. 


FISCHMAN  SPRING  CO. 


KITCHENER 


ONTARIO 
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Our  Furniture  in  many  new  designs  in  willow 
and  reed  will  be  attractively  displayed  at  the 
Kitchener  Furniture  Exhibition. 

175  KING  ST.  EAST,  GROUND  FLOOR 

January  8th  -  20th 
We  invite  you  to  come  and  inspect  our  line. 


It  will  be  time  well  spent 
and  we  will  be  at  your  service. 


:JiMli§glCiH[a»«MHIMIM)lSHISHISlMHiailH(aHH 

i  Brantford  Willow  Works 


$  Brantford 


Ontario  it: 


SNYDER'S  LIMITED 

Waterloo      -  Ontario 


Extend  a  cordial  invitation  to 
visit  their  wonderful  display  of 
Living  Room  Furniture  which 
will  be  shown  at  the  factory 
salesroom  Waterloo,  January 
8th  to  20th. 

Many  new  patterns  have  been 
added  to  the  line. 


m. 


9/ 


1 012  mm 


No.  248 


Come 


and 
Why  Kru 
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Krug  productions  have  long  been  accepted  as  the 
standard  in  beauty  of  workmanship  and  design. 
They  are  distinguished  by  a  rare  artistry  which 
maizes  them  the  inevitable  choice  of  discriminat- 
ing people.  During  the  Kitchener  Furniture  Ex- 
hibition we  particularly  invite  you  to  see  these 
pieces  in  our  own  showroom  where  you  will  be 
given  every  opportunity  to  study  them  at  your 
leisure.   Remember  the  dates — 

JANUARY  8th  —  20th 


See  Them 
in  our  Factory 
Showrooms 


The  H.  Krug  Furniture  Co.  Limited 

KITCHENER,  CANADA 
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1923 


To  See  is  to  Believe 

This  is  our  reason  for  inviting  dealers  to  visit 
our  factory  when  attending  the  Kitchener- 
Waterloo  Exhibition  Jan.  8th-20th.  You  will 
see  the  most  up-to-date  mattress  factory  in 
Canada  and  be  convinced  of  our  superiority 
as  mattress  manufacturers. 

Our  line  will  be  displayed  in  the  Auditorium, 
South  Queen  Street,  Kitchener,  during  the 
Exhibition  where  we  cordially  invite  you  to 
visit  us.  An  extensive  range  in  new  and 
attractive  coverings  will  be  shown. 


This  Trade  Mark  appears  on  all  our  produc- 
tions and  is  an  absolute  guarantee  against 
inferior  and  unsanitary  mattresses. 


WATERLOO   BEDDING  COMPANY  LIMITED 

WATERLOO  -  ONTARIO 


Furniture 

World 

FURNITURE  MEN 

Something  you  must 
be  sure  to  see 

When  you  attend  Kitchener- Waterloo  Furniture  Exhibition  Jan.  8th- 
20th  is  Reitzel's  Ltd.  display  of 

DINING  ROOM  SUITES 

in  the  Furniture  Bldg.  175  King  St.  E.,  Kitchener.    They  are  attractively 
designed,  well-made,  distinctive  and  popularly  priced. 

You  will  find  them  a  real  trade  stimulator 

REITZEL'S  LIMITED 

WATERLOO  ....  ONTARIO 


Specialty  Upholstering  Company's  Lines 

will  be  attractively  displayed  in  the  Furniture 
Building,  175  King  St.  E.,  Kitchener,  during  the 
Furniture  Exhibition,  Come !  it  will  afford  you 
the  opportunity  to  inspect  our  entire  line  to 
which  many  new  productionsin  pleasing  designs 
and  artistic  coverings  have  been  added. 

A  hearty  welcome  awaits  you!  COME 


Specialty  Upholstering  Co.  Ltd.        Waterloo,  Ont. 


II  GO 


Take  a  Trip  to  Kitchener 


Your  inspection  of  the  Furniture 
on  Display  at  the  various  ex- 
hibitions will  be  incomplete  un- 
less you  see  our  lines.  Our  latest 
productions  will  be  shown  in 

Jacques  Furniture  Go's  Factory  Showrooms 

January  8th ,  20*^ 

Visit  us— we'll  make  you  welcome  and  you'll 
be  well  rewarded  for  the  time  spent, 

THE 

STRATHROY  FURNITURE  CO.  Limited 

STRATHROY,  ONT. 


1923     Greetings  1923 

Just  a  reminder  of  the  Exhibition  to  be  held  in 
Kitchener  January  8 — 20,  where  you  will  view 
new  and  varied  designs. 

By  co-operation  and  service  we  desire  to  make 
1923  a  mutually  prosperous  and  banner  year. 


MALCOLM  &  HILL,  LIMITED 

KITCHENER,  ONTARIO 


Januaru  8th  to  the  20th 


JANUARY,  1923 
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You  Will  be  Well  Repaid 

for  Visiting  Our' Display  at  the 

Stratford   Furniture  Exhibition 


OUR  display  this  year  will  be  unusually  interest- 
ing.  Our  very  latest  productions  will  be  exhibit- 
ed, and  we  feel  that  more  than  passing  interest 
will  be  shown  by  visiting  dealers. 

The  best  way  to  find  out  about  the  newest  designs  in 
Rattan  Furniture  is  to  come  and  inspect  our  lines.  Ar- 
range now  to  see  them,  for  they  have  proved  genuine 
trade-builders  for  others  and  will  prove  the  same  for 
you. 


Remember 
the  Dates 

JANUARY 
lO'h  24"^ 

We'll  Make 
You  Welcome 


The  Imperial  Rattan  Co. 


LIMITED 

Stratford  ■  Ontario 


F  URN  IT  IJRE  WORLD 


PUIfNtTyi^E 

Globe- Wernicke 

will  again  demonstrate  its 

Leadership  in  the  Bookcase  Field 

at  the  Stratford  Exhibition 
Jan.  10— 24 


THE  Globe-Wernicke  display  will  be 
one  of  the  outstanding  attractions 
of  the  Stratford  Exhibition.  It  will  de- 
monstrate conclusively  that  in  the  matter 
of  style,  design,  finish  and  all-round 
workmanship  Globe-Wernicke  is  main- 
taining its  leadership  in  the  Bookcase 
field. 

Great  as  its  1922  record  has  been,  1923 
will  be  even  greater.  A  visit  to  the  Ex- 
hibition will  tell  you  why. 


tarly  ,u<,/J..  'Iht 
whole  tamily  will 
Jinti  It  Uriivertat" 


STRATFORD  ONTARIO 


JANUARY,  1923 
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Standard  of  the  Industry 

In  every  industry  there  is  a  product 
whose  leadership  is  recognized  and 
whose  standards  are  the  ones  by  which 
all  others  are  judged.  So  it  is  with  Globe- 
Wernicke — the  best  known  and  most 
highly  regarded  of  all  bookcases. 

Each  year  Globe-Wernicke  breaks  new 
sales  records  and  becomes  more  firmly 
established  in  the  goodwill  of  the  dealer. 
Why  not  share  in  its  success?  A  postcard 
will  bring  full  particulars  or  we  shall  be 
pleased  to  have  our  salesman  call. 


STRATFORD  ONTARIO 
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The  complete  Kroehler  line 

Stratford 


January 


Kroehler 


Invisible 
Bed  Room 


The  Kroehler  Manufacturing  Company 
Limited,  extends  a  cordial  invitation  to 
every  visitor  to  call  and  see  their  display  at 
the  Stratford  Exhibition.  Jan.  10  to  24  a 
comprehensive  range  will  be  on  view,  pro- 
viding a  splendid  opportunity  to  become  ac- 
quainted with  this  popular  line. 

Be  sure  and  see  the  new  Kroehler  designs  for  1923  with  their 
special  features  and  offerings.  They  will  double  your  sales. 
We  can  assure  you  a  turnover  for  1923.  Watch  for  details  of 
our  consumer — National  advertising — for  1923. 

THE  KROEHLER  MFG.  CO.,  LIMITED 

{Operating  Kindel  Bed  Co.,  Limited) 
STRATFORD  -  -  -  ONTARIO 
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will  be  on  display  at  the 
Exhibition 

10-24,  1923 
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With  most  people  nowadays  it  isn't  a 
question  of  whether  or  not  they  will  pur- 
chase a  folding  bed— that  much  is  already 
decided— the  question  is,  which  kind  will 
they  buy  ?  You  can  decide  for  them  by 
showing  a  Kroehler  Daven-0,  'The  Invis- 
ible Bed  Room".  And  you  will  have  the 
satisfaction  of  seUing  the  very  finest  of  all 
folding  beds. 


THE  KROEHLER  MFG.  CO.,  LIMITED 

{Operating  Kindel  Bed  Co.,  Limited) 
STRATFORD  -  -  '  ONTARIO 
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FURNITURE  WORLD 


rURNITURE 


McLAGAN  GRAND 

IN  ALL  ITS  EXCELLENCE— AT  STRATFORD  EXHIBITION 

JANUARY 


The  Dining  Room 
suite  illustrated  is 
Gothic  Chippendale 
design — made  in  Solid 
Walnut. 

Period  Bedroom 
Suites,  Dining  Room 
Suites,  Hall  Furnit- 
ure, etc.,  will  be  dis- 
played in  our  factory 
showrooms. 

Our  desire  to  ren- 
der increased  service 
is    kindled    by  the 
knowledge    that  our 
efforts   have  always 
been  appreciated.  We 
have    received  loyal 
support  in  the  past, 
and  old  friends  and 
new  may  rest  as- 
sured of  our  hon- 
est endeavor  to 
serve  them  well 
in  the  future.  To 
this  end  we  are 
opening  our  ex- 
tensive disj^lay  on 
Wednesday,  Jan. 
10th  in  our  Fac- 
tory Showrooms. 

To  fail  seeing 
this  display  would 
be  passing  up  the 
greatest  furnit- 
ure sales  oppor- 
tunity of  1923. 


Buffet  5320 


S.  Table  5328 


Chair  5329 


Johe 

McLagan 


Furniture  Company 


JANUARY,  1923 
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MASTER  FURNITURE 


10-24,  1923 


This  year  our  exhibit 
will  be  most  interest- 
ing and  representa- 
tive. 

Exclusive   new  crea- 
tions will  be  shown 
which  anticipate  well 
the  coming  trend  in 
furniture.    You  will 
be  able    to  examine 
these  productions  at 
your  leisure  and  see 
for  yourself  the  ex- 
ceptional Q  u  a  1  i  t  A'', 
Charm    and  Crafts- 
m  a  n  s  h  i  p  that 
have    made  our 
productions  the 
outstanding'  fea- 
tures  of  furnit- 
ure sales  in  past 
years. 

Remember  the 
dates  January 
10th  to  24th. 

A  hearty  wel- 
come awaits  you 
here. 


Chair  5329A 


China  Cabinet  5324 


Limited,  Stratford,  Ontario 
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FURNITURE  WORLD 


All  in  Readiness 

JANUARY   10th -24th 

These  are  red  letter  days  to 
every  live  merchant  who 
wants  to  keep  abreast 
of  the  times 


The  Stratford 

STRATFORD 


JANUARY,  1923 
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for  Your  Visit 


Remember  the 
Stratford  Chair  Company  Exhibit 

NE  of  the  most  interesting  ex- 
hibits  in  the  building  will  be 
that  of  the  Stratford  Chair  Company 
where  you  will  have  the  opportun- 
ity of  viewing  the  remarkable  ad- 
vances that  have  been  made  in  this 
class  of  furniture.  Not  a  thing  has 
been  overlooked  to  make  your  visit 
really  worth  while. 

Quality  and  Value  is  the  keynote 
of  the  exhibit,  and  it  is  safe  to  say 
that  these  two  features  have  rarely 
been  so  much  in  evidence.  You 
can  make  them  the  basis  of  a  bigger 
and  better  season's  selling. 

Plan  NOW  to  attend. 


Chair  Company 


ONTARIO 
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See  the  Complete  Rang-e  at  the 
Stratford  Exhibition 


No.  51     Folding  Table 


The  many  years  of  exper- 
ience behind  this  line  is 
your  assurance  of  a  high 
grade  product  that  builds 
up  business  of  the  per- 
manent kind. 

Do  not  overlook  this  range 
at  the  Stratford  Exhibi- 
tion, Jan.  10-24,  1923. 

We  will  be  glad  to  see  you. 


0 


No.  47 
Folding  Chair 


The  Stratford  Mfg.  Co.,  Limited,  Stratford,  Ont. 


"Fire  Me 


said  a  progressive  salesman  to  the  Manager.  "I  am  costing  the  House  too  much.  I  am  spend- 
ing so  much  of  my  time  explaining  to  prospective  customers  who  I  am,  who  my  House  is,  what 
my  goods  are,  and  why  they  are  worth  buying,  that  I  don't  have  much  time  left  for  selling.  Do 
all  this  preliminary  work  for  me  by  means  of  effective  advertising  before  I  reach  the  Furniture 
Dealer's  store.    It  can  be  done  better  and  cheaper  this  way  than  I  can  ever  hope  to  do  it." 


Hudh  C.MacLean  Publications  Limited 
Toronto     Montreal    Winnipeg  Vancouver 

The  wise  manufacturer  uses  Furniture  World  not  only  to  save  his  salesmen  time  but  also  to  save 
the  time  of  the  Jobbers'  salesmen. 

The  "open  door"  to  the  Furniture  field  is  the  "Furniture  World"  which  for  years  has  earned  and 
held  the  confidence  of  advertiser  and  buyer. 


Toronto 
Exhibition 


January 
8-20 


I 


Advertisers 
in  this 
Section 


Bluebird  Corporation    44 

Coombe  Furniture  Co.,  F.  E   41 

Davidson  Mfg.  Co.,  Thos   43 

Gendron  Mfg.  Co.  .  .  .  .•   52 

Goderich  Art  Craft  Furniture  Co.  48 

H.  E.  Furniture  Co   50 

Heywood-Wakefield  Co   45 

Kilgour  Davenport  Co   51 

Knechtel  Furniture  Co   30-31 

Malcolm  Furniture  Co.,  Andrew  38-39 
Matthews  Bros     52 


McClary  Mfg.  Co   52 

Meaford  Mfg.  Co   37 

Montreal  Upholstering  Co.  .  .  .  34-35 

Morlock  Bros   50 

Mundell  &  Co.,  John  C   46 

North  American  Bent  Chair  Co.  .  49 
North  American  Furniture  Co.  .32-33 

Otterville  Mfg.  Co   44 

Peppier  Bros   42 

Ruddy  Mfg.  Co   36 

Schierholtz  Furniture  Co   47 

Watson  Furniture  Co.,  J.  B   40 
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Furniture 
World 


Knechtel  Furnit 

See  Our  Exhibit 

Toronto  Furnit 


No.   597    Bedroom    Suite   (Queen  Anne) 
Walnut,   polish   or  satin   finish.     Tops,   fronts  and  gables  are   veneered.     Posts,    standards   and    mirror   frames   are  solid 
walnut.     Plain   British  plate  mirrors.     Cast  brass  trimmings. 

Keep  These  Dates  Open 

An  important  feature  of  an  important  event  is  our  display  at 
the  Toronto  Furniture  Exhibition.  You  can  come  to  the  Exhibi- 
tion expecting  big  things  and  we  can  promise  that  you  will  not 
be  disappointed  with  our  exhibit.  It  will  be  a  notable  showing 
of  Dining  Room,  Bed  Room,  Library,  Den  and  Office  Furniture. 
There  will  be  new  designs,  original  and  pleasing,  and  plenty 
of  them. 

THE  KNECHTEL  FURNIT 

HANOVER 
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in  the  Coliseum 

ure  Exhibition 


No.  5951^  Dining  Suite  (Italian) 
Oak.     Old   Englisli   and   American   Brown  finishes,  satin   or  velvet;   and   Italian   finish,   wax  or  velvet.  Plain 
British  plate  mirror.     Cast  brass  trimmings. 


— -January  8 — 20 

Values  will  be  offered  that  the  keenest  dealers  will  pronounce 
exceptional.  You  will  be  given  every  assistance  in  inspecting 
these  lines  and  studying  their  good  points,  and  we  urge  every 
visitor  to  give  us  a  liberal  share  of  his  time.  The  benefit  you 
will  derive  will  well  repay  you.  Let  us  have  the  pleasure  of  a 
visit  from  you.  Remember  KNECHTEL'S  2nd  Floor,  West 
Wing,  of  the  Coliseum. 

URE  COMPANY  LIMITED 

ONTARIO 
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Of  Outstanding  Interest 

will  be  the 

THE  NORTH  AMERICAN  FURNITURE  CO. 

at  the  


Toronto  Furniture 


No.  183  Side  Chair  No.  183  Buffet 

The  coming  months  will  call  for  keen  foresight  and  sound  judgment  on  the  part  of 
all  furniture  dealers.  In  every  merchandising  test  North  American  Furniture 
proves  a  line  of  unfailing  Reliability  because  its  attractiveness  is  backed  up  by  en- 
during character.    Comparison  will  prove  our  Superiority. 

The  North  American  Fur 

The  Owen  Sound 

OWEN  SOUND 
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to  the  Furniture  Trad 

display  of 

THE  OWEN  SOUND  CHAIR  COMPANY 

Exhibition,  Jan.  8-20 


No.  831A  Windsor  Chair  No.  858A  Chair 


The  largest  range  of  Living  Room,  Bed  Room  and  Dining  Room  furniture  v/e 
have  ever  shown  will  be  displayed  on  the  2nd.  floor  of  the  Coliseum,  Toronto, 
Jan.  8  -  20,  1923,  which  includes  many  new  designs  and  Period  styles  in  their  most 
pleasing  portrayal.    Every  Merchant  interested  in  good  Furniture  should  call  on 
us.  Spend  all  the  time  possible  at  our  Booth. 

niture  Company  Limited 
Chair  Company  Ltd. 

ONTARIO 
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World 


See  the  "Montreal"  Line 

at  the  Toronto 


BY  comparing-  the  various  makes  of  upholstered  furniture  at 
the  Toronto  Exhibition  you  will  be  g"iven  a  true  conception 
of  the  all-round  superiority  of  the  ''Montreal"  line. 

You  will  recognize  at  once  the  many  small  details  that  betoken 
the  touch  of  the  master  craftsman.  You  will  see  the  new  ideas 
in  materials  and  construction  that  are  sending-  "Montreal"  sales 
higher  and  higher  every  season.  And  you  will  be  surprised  too 
at  the  values  that  are  offered — values  made  possible  by  highly 
specialized  methods  of  production  and  large  turnover. 


The 

MONTREAL  UPHOL 

Head  Office:    1611-1613  Clarke  St.  Montreal 
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of  Upholstered  Furniture 

Exhibition  Jan.  8-20 


DETERMINE  now  to  make  1923  your  biggest  year 
in  upholstered  furniture  sales.  Sell  the  line  that 
has  proven  itself  a  business-getter  twelve  months  in 
the  year — the Montreal''  line. 

If  you  are  unable  to  visit  the  Exhibition,  get  in  touch 
with  us  direct  and  we  shall  be  pleased  to  forward 
full  particulars. 


STERING  COMPANY 

Toronto  Showrooms:    99  King  St.  W.,  Toronto 
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Select  the  Lines  That  Build 
Reputation  and  Profit 

The  real  value  found  in  Brantford  Kitchen.  Cabinets  is  of  material  assist- 
ance to  dealers  handling;'  this  line.  A  custcjuier  has  only  to  inspect  its  super- 
iorities of  design  and  construction  to  recognize  that  in  your  store  she  is 
obtaining-  one  hundred  per  cent,  return  for  her  money. 

For  1923  \-ou  want  to  handle  a  kitchen  cabinet  that  establishes  your 
reputation  for  giving  value  and  that  brings  you  the  most  in  sales  and  profit. 
Brantford  Kitchen  Cabinets'  are  a  distinct  asset  to  you  ironi  this  standi)oint. 
Write  us  for  complete  information  on  this  line. 

BRANTFORD  KITCHEN  CABINETS 
SELLERS  KITCHEN  CABINETS 

LUXURY  COIL  SPRINGS 

RUDDY  MANUFACTURING  CO.,  LIMITED 
Brantford  ....  Canada 

We  invite  you  to  inspect  our  complete  display  at  the  Furniture  Exhibi- 
tion in  Toronto  this  month. 
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January 
1923 


The  Centre  of  Interest 
at  the  Toronto  Exhibition 


Many  Merchants  are  holding  off 
their  orders  until  they haveinspected 
the  latest  Meaford  line  of  medium 
priced  furniture.  They  will  not  be 
disappointed,  for  we  have  succeeded 
beyond  even  our  own  expectations 
and  the  range  is  truly  one  of  ex- 
ceptional merit. 

The  latest  designs  and  finishes 
in  Dining  Room,  Bedroom  and 
Hall  Furniture  are  in  evidence  and 
the  Craftmanship  is  of  high  order. 
Yet  the  big  feature  that  will  impress 
most  dealers  is  the  values  that  are 
to  be  attained.  Only  the  greatest 
economy  and  efficiency  in  our 
shops  could  make  the  last  feature 
possible. 


A  VISIT  WILL  REPAY  YOU  MANY  TIMES. 


THE 

MEAFORD  MANUFACTURING  CO. 

LIMITED 

MEAFORD,  ONT. 
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A  Visit  to  Our  Exhibit 
Will  Pay  Big  Dividends 


It  is  our  sincere  wish  that  the  mutual  good- 
will which  we  have  enjoyed  with  the  trade 
in  the  past  may  continue  throughout  the 
coming  year  and  promote  for  all  a  prosper- 
ous 1923. 


The  Andrew  Malcolm 

Listowel,  Ont. 


I 
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January 
1923 


Toronto,  Jan.  8*  20* 
Throughout  the  Year 


Buffet  No.  900 


Andrew  Malcolm  Furniture  will  be  shown 
in  a  pleasing  variety  of  new  and  attractive 
designs  at  the  Coliseum  in  Toronto,  from 
January  eighth  to  twentieth. 

Values  extraordinary  invite  your  inspection 


Furniture  Company  Ltd. 

Kincardine,  Ont. 
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See  Us  at 

THE  TORONTO 

FURNITURE  Coliseum,  Exhibition 

EXHIBITION  Grounds 

Jan.  8-20 


Furniture 
World 


Our  extensive  line  of  Reed  Furniture  featuring  many  new  and 
unique  designs  will  be  on  display  for  your  inspection  and  every 
dealer  who  is  making  his  business  a  live  factor  in  his  district 
cannot  afford  to  pass  up  this  opportunity  to  get  in  touch  with 
those  lines  that  are  going  to  be  the  business  builders  of  1923. 
Be  sure  and  call  on  us,  you  will  be  welcome  and  well  repaid. 


J.  B.  Watson  Furniture  Company  Limited 

Kincardine  •  -  -  Ontario 


January 
1923 

See 

COOMBES 

^'Better  Quality'' 

FURNITURE 

First 

2219 

Toronto  Furniture  Exhibition 

This  display  alone  would  make  your  visit  to  the  Exhibition 
well  worth  while.  Chesterfields  and  Chairs,  Gate  leg  Tables, 
Dinner  Wagons,  Desks  and  Tables  will  be  shown.  Seeing  and 
comparing  will  prove  to  you  the  SUPERIORITY  of  these 
lines.  They  will  show  you  the  way  to  BIGGER  and  BETTER 
business  in  1923. 


The  F.  E.  Coombe  Furniture 

Company,  Limited 

Kincardine,  Ontario 
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WELCOME 

at 

Our  Exhibit 


TORONTO 
FURNITURE 
EXHIBITION 


HERE  a  representative  show- 
ing of  our  Dining  Room 
and  Bed  Room  Furniture  will  be 
on  display.  We  have  many  new 
designs  that  will  be  particularly 
interesting.  Make  your  head- 
quarters at  our  Exhibit.  Come 
and  enjoy  our  hospitality. 

PEPPLER  BROTHERS 

LIMITED 

HANOVER  ONTARIO 

Make  Our  Exhibit  Your  First  Stop 
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Trade  Mark  Registered 


The  Refrigerator  that  Means 
More  Sales  for  You 


Yon  have  only  to  point  ont  to  your 
customers  the  many  outstandino-  fea- 
tures of  "FROST  RIVER"  to  speedily 
realize  that  this  splendid  refrigerator 
meets  every  requirement  of  home  re- 
frigeration. 

By  actual  test  it  has  kept  its  food 
chamber  thoroughly  chilled  for  67 
hours  with  16  pounds  of  ice,  a  record 
for  economy  that  will  appeal  to  every 
prospect. 

The  construction  of  the  "FROST 
RIVER"  is  galvanized  sheet  steel  with 
galvanized  steel  ice  container  and 
white  enameled  food  chamber  and  drip 
cup.  This  and  its  insulation  insures 
perfect  sanitation.  "FROST  RIVER" 
is  attractively  finished  and  decorated 
and  has  many  special  minor  acces- 
sories. It  is  the  apex  of  modern,  sci- 
entific refrigeration  develoi)ment. 


You  are  cordially  invited  to  visit  the  Davidson  Exhibit  of  "FROST  RIVER"  Refrig- 
erators at  the  forthcoming  Furniture  Exhibition  in  Toronto — Jan.  8th  to  20th.  Mean- 
while, write  for  our  illustrated  booklet. 


Toronto 


Established  1860 

Head  Office  :  Montreal 

Branches : 
Winnipeg  Ca'gary 


Vancouver 


DAVIDSON 
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Our  Lines  Are  Making  Money  for  Our  Dealers 


Whi/  not  for  you? 

It  will  pay  you  to  keep  these  lines  in  stock. 
You  want  Quality  Goods  at  moderate  prices. 
Our  Goods  will  satisfy  you  on  both  points. 

Our  lines  include  :- 

Folding  Card  Tables  and  Folding  Non  Tip  Chairs,  Screens, 
Jardiniere  Stands,  Book  Stands,  Invalid  Bedside  Tables,  Bed 
Trays  and  Bed  Rests,  Smoker  Stands,  Sewing  Tables,  Etc. 


Write  today  for  Catalogue  No.  49.    A  post  card 
will  bring  it  to  you^  with  prices 


No.  20  Folding  Book  Stand 
Finished,  Fumed  and  Golden 


Otterville  Manufacturing  Co.,  Ltd. 

Otterville      ■      -  Ontario 

Bluebirds  at  Toronto  Exhibition 

January  8th-20th 

1923— Bluebird  Year 


WASHES 
BETTER 


The  Bluebird  is  a  satisfactory  and 
profitable' article  to  sell. 

Our  dealer  helps  are  wonderful  sales 
promoters. 

Secure  your  agency  now. 

Call  on  us  at  Toronto  and  let  us  ex- 
plain to  you  our  time  payment  plan. 

''Bluebird"  the  real   emblem  of 
washday  "Happiness." 

Made  entiiely  in  Canada  by  Canadian  workmen,  by 

Bluebird  Corporation  Limited 

Brantford  -  Ontario 


Slue'Bird 

ELECTRIC  CLOTHES  WASHER 


January  8th  to  the  20th 
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The  Toronto  Exhibition  willgive 
you  an  opportunity  of  inspect" 
ing  LLOYD  LOOM  FURNI- 
TURE at  close  range. 

We  will  be  glad  to  see  you  and 
show  you  why  our  line  excels 
all  others. 


Remember  the  dates 
and  come. 
JANUARY 
8th— 20th 


HEY  WOOD-WAKEFIELD  COMPANY  OF  CANADA  LIIVIITED 


ORILLIA 


SUCCESSORS  TO  THE  LLOYD  MANUFACTURING  COMPANY 


ONTARIO 
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We  Invite  You  to  Our  Display 
TORONTO  FURNITURE 
-EXHIBITION- 


As  conditions  change,  wide  awake  dealers 
know  that  they  must  keep  a  closer  watch 
upon  happenings  in  the  furniture  business. 
The  Toronto  Furniture  Exhibition  acts  as 
a  trade  barometer  and  forecasts  to  the  ob- 
servant dealer  the  trend  of  furniture  manu- 
facture in  Canada. 

The  exceptional  qualities  possessed  by  the 
John  C.  Mundell  line  have  built  an  enviable 
reputation  for  it,  and  it  should  be  given 
careful  consideration  in  making  plans  for 
your  1923  campaign. 

A  wide  range  of  our  furniture  will  be  shown 
including  many  new  designs  which  are  sure 
to  interest  you.  Take  a  trip  to  Toronto  and 
we  will  make  it  worth  your  while. 


L-JAN.  - 
JOHN  C.  MUNDELL  &  CO. 

ELORA  LIMITED  ONT. 


I 
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DON'T 
MISS 
THIS 


Schierholtz  Furniture 


at  the 


TORONTO  FURNITURE  EXHIBITION 


HIS  is  just  to  remind  you 
that  a'n  exceptionally 
fine  selection  of  Shier- 
holtz  Furniture  will  be  shown 
at  the  Toronto  Furniture  Ex- 
hibition January  8-20. 

Schierholtz  Furniture  has  al- 
ways been  looked  upon  as  a  line 
of  real  distinction,  and  the 
latest  designs  and  workmanship 
exhibited  more  than  uphold  this 
claim. 

Furniture  men  with  an  eye  to 
business  will  not  miss  this  dis- 
play. 


The  Schierholtz  Furniture  Co. 

LIMITED 

New  Hamburg  Ontario 
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i  Get  Acquainted 

with  This  New  Line 

REEDCRAFT 

FURNITURE 

To  meet  the  modern  trend  towards  reed 
Furniture  for  living  room  and  porch,  we  are 
manufacturing  a  line  that  is  fast  gaining 
prominence  in  the  trade. 

Unusually  complete  facilities  and  a  staff 
of  experienced  designers  and  workmen  per- 
mit us  to  offer  Reed  Furniture  of  exception- 
.  al  beauty  and  quality. 

In  order  to  introduce  REEDCRAFT  Furni- 
ture to  the  trade  we  are  exhibiting  in  the  Coli- 
seum, Toronto,  January  8th-20th.  You  are 
cordially  invited  to  come  and  inspect  them  at 
your  leisure  while  at  the 

TORONTO 
FURNITURE  EXHIBITION 

GODERICH  ART-CRAFT 

FURNITURE  COMPANY  LTD. 

Goderich,  Ont. 
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No.  4041/4  Extension  Table 
Top  40  inches  wide  x  44  inches,  extending  to  74  inches 

SUITE  OF  CANADIAN  BIRCH 

Dull  Walnut  Finish.   Consists  of  9  pieces.  Buffet, 
Table,  5  Chairs,  1  Arm  Chair,  China  Cabinet. 


No.  404  D.  Diner 
Leather  SHp  Seat,  Genuine  Leather 


See  Our 
Lines  at  the 

Toronto  Furniture  Exhibition 


fa- 

No.  404  A.  D.  Arm  Chair 
Leather  Slip   Seat,  Genuine  Leather 


No.  404  Buffet 
Width  50  inches.    Depth  21  inches.    Height  38  inches 


The  North  American  Bent  Chair  Co.,  Limited 

Owen  Sound,  Ontario 
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RED  SEAL 
CEDAR  CHESTS 

AND 

KITCHKNAiD 
CABINETS 


FOR  1923 


On  display  at 
Toronto  Furniture 
Exhibition,  Jan.  8- 
20. 


Your  visit  to  the  Toronto  Furniture  Exhibition  will  be  incomplete  without 
■i,  thorough  inspection  of  our  Red  Seal  cedar  chests  and  kitchenaid  cabinets 
in  many  new  designs  and  finishes. 

For  1923  these  are  going  to  be  big  business  builders,  call  and  let  us  demon- 
strate. 


«  The  H.E. Furniture  Co.  Ltd 

MILVERTON       —  ONTARIO 


We'll  Be  There! 

TORONTO  FURNITURE  EXHIBITION 

JUST  at  this  time  a  little  variation  from  the  regular 
grind  of  business  is  very  welcome.  The  Toronto 
Furniture  Exhibition,  January  8  to  20  offers  an 
excellent  means  of  mixing  business  with  pleasure,  and 
will  also  have  a  beneficial  effect  on  your  business  during 
the  months  to  come.  We  are  looking  forward  to  re- 
newing many  old  acquaintances  at  this  Exhibition  and 
we  firmly  believe  it  will  pay  you  to  come  and  see  our 
display. 

Morlock  Brothers  Limited 

Hanover,  Ontario 


FURNITURE 

for 

Modern  Homes 

I'^urniturr  that  nit-ets  tin-  recjuireiiieiits  of  the  small  hniises 
and  apartnic-nts  of  today  is  sure  of  a  heav}'  sale  in  192,i. 
(  )nr  designers  have  this  feature  constantly  in  mind  as  or.r 
new  ])roductions  show.  See  these  Davenports,  Divan.ette 
Suites,  Library  and  1  j'hry- 1  )ine  l'a])les,  Chester-Fold 
Foldins^-  Beds,  etc.,  (jn  display  at  the 


TORONTO 
FURNITURE  EXHIBITION 


When  visiting  the  Furniture  Exhibition  at  therColiseum,  Toronto,  see 

Exhibit  Showing  Their 

^^Good  Stoves  and  Cooking  Utensils'' 


Furniture 
World 


Toronto  Furniture  Exhibition 

Exhibition  Grounds  January  8th  to  20th 

Gendron  Children's  Vehicles 

will  be  shown  in  many  varieties.    Reed  Furniture  and  Bathroom  Fittings 


Our  Representatives 

Mr.  L.  V.  Dusseau,  General  Manager, 
Home  Phone— North  6512. 
Mr.  H.  H.  W.  Foget,  Sales  Manager, 
Home  Phone — Hudson  1379. 
Mr.  J.  E.  Roy,  City  Traveller, 
Home  Phone— Gladstone  3998. 
Mr.  T.   Chadwick,   Eastern  Ontario, 
Home  Phone — Trinity  2101. 
Mr.  W.  H.Bateman,  Western  Ontario, 
Home  Phone — Junction  2474. 
Mr.  J.  J.  Gagnier,  Quebec, 
Toronto  Phone— Main  7628. 
Mr.  J.  J.  Smith,  Maritime  Provinces, 
Toronto  Phone — Parkdale  990. 
Rowland  &  Campbell  Ltd.,  Western 
Canada. 


INFORMATION 

Make  our  space  or  factory  your  day 
headquarters.  Office  Phone  Main  7627, 
connecting  with  other  departments; 
we  can  give  you  service. 

Our  line  of  carriages,  strollers,  and 
carriers  for  this  season  is  quite  large 
and  we  have  several  new  designs  in 
a  class  all  by  themselves. 

Kindly  cut  this  information  out  and 
put  it  in  your  vest  pocket  for  refer- 


THE  GENDRON  MANUFACTURING  CO.,  LTD.  Duchess  &  Ontario  Sts.  Toronto 


IN  LIFE'S  MIRROR 

In  life's  mirror  if  we  smile,  smiles  come  back  to  greet  us. 
If  we're  frowning  all  the  while,  frowns  forever  meet  us. 

GIVE  US  A  SMILE  at  the  Furniture  Exhibition  in  the  Big  Arena  Building  at  Toronto 

MATTHEWS  BROS.,  LIMITED 

THE  BIG  ''MADE  IN  CANADA"  moulding  manufacturers 
1906  DUNDAS  ST.  WEST  —  —  TORONTO.  CANADA 


January  8th  to  the  20th 


JANUARY,  1023 
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"At  All  Good  Stores'' 

We  say  in  our  Advertisements  about 

Johnson's 
Polishing  Wax 

Paste  and  Liquid 


Do  you  stock  it?  It's  the  ideal  furniture  polish — imparts  a  hard, 
dry,  oil-less  finish,  which  will  not  thumb-mark  and  dust  cannot 
cling  to  it.  But  it  does  more  than  merely  polish,  it  protects  with 
a  satin-smooth  transparent  coating-,  bringing  back  lost  lustre  and 
enhancing  the  beauty  of  the  natural  wood  grain. 

We  invite  you  to  visit  the  Johnson  Booth  at  the  Furniture  Deal- 
ers' Convention  in  January  in  Toronto — all  the  Johnson  products 
will  be  exhibited  and  demonstrated  by  an  expert  and  we  know  it 
will  prove  of  interest  to  you. 

Johnson's  Wood  Dye,  Paste  Wood  Filler,  Enamels,  Varnishes,  etc., 

are  all  of  the  same  high  standard  as  Johnson's  Prepared  Wax 
but  you  probably  are  familiar  with  them  too. 

We'll  have  a  copy  of  our  booklet,  "The  Proper  Treatment  for 
Floors,  Woodwork  and  Furniture,"  for  you  at  the  Convention,  too 
— its  a  good  reference  book  to  have  in  your  store.  Ask  the  de- 
monstrator for  it. 


S.  C.  Johnson  &  Son 

Limited 

"The  Wood  Finishing  Authorities'' 
Winnipeg  BRANTFORD  Montreal 


,  FURNITURE 
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MW/7  Spots  with 

DOMINION  LINOLEUM  RUGS 

Here  is  your  cue,  Mr.  Merchant — play  up  the 
wonderful  durability  of  Linoleum — the  pictures 
are  typical.  The  economy  of  bright,  cheerful 
Linoleum  floor  coverings  has  put  them  in  thou- 
sands of  homes  and  will  put  them  in  thousands 
more.  You  can  get  your  full  share  of  this  profit- 
able business  by  impressing  on  all  your  customers 
the  many  advantages  Linoleum  will  bring  them. 


"DOMINION- LINOLEUM  FOR  iEVERY:ROOM" 

Make  this  your  slogan.  It  is  the  message  our 
National  Advertising  is  carrying  to  home-lovers 
throughout  Canada.  Identify  yourself  with  this 
widespread  campaign  by  sending  for  our  free 
newspaper  electros  and  window  trims;  write  our 
Advertising  Department  for  suggestions.  Let 
us  help  you  plan  your  Linoleum  sales  so  as  to  make 
profits  bigger. 

Send  today  for  Free  Dealer  Helps. 


Dominion  Oilcloth  &]|Linoleum  Co.  Limited 

Montreal 
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Why  Not  Have  A  Real  Line? 

The  Greatest  Combination  in  The  Trade 


PHONOGRAPHS     AND  RECORDS 


MADE   IN  CANADA 


"YORK" CONSOLE  MODEL 
$200 

A  complete  rang^e  of  Table, 
Upright,  Console  and  Per- 
iod Models,  $60  to  $750 


A  Few  of  the  EXCLUSIVE 
Brunswick  Artists 

Giuseppe  Danisc,  Thco  Kaiie, 
Florence  Easton,  Claire  Dux, 
Richard  Strauss,  Elly  Ney,  Leo- 
pold Godowsky^  Max  Rosen, 
Mario  Cliamlee,  Marie  Tiffany, 
Tine  Pattiera,  WilFem  Willeke, 
Bronislaw  Huberman. 

DANCE  ORCHESTRAS 

Isham  Jones,  Oriole  Terrace, 
Joseph  C.  Smith,  Arnold  Johm 
son,  Carl  Fenton,  Bennie  Krueg- 
er,  Gene  Rodemich. 


Do  you  know  that  the  All-in-One 

Brunswick  Phonograph  is  made  in 
Canada  and  is  the  only  phonograph 
possessing  the  All-Wood  Oval  Horn — 
Built  Like  a  Violin — the  only  instru- 
ment with  the  Three-in-Gne  Ultona — 
which  by  a  simple  twist  of  the  wrist 
plays  ALL  records  correctly.   •     t  , 

The  features  are  worth  some- 
thing— they  not  only  improve  the 
phonograph,  but  are  sales  arguments 
which  your  customers  cannot  overlook. 

    • 

Then  you  have  the  Brunswick 

Record — a  steel  needle  record  which 
plays  on  any  phonograph. 

Brunswick  Phonographs  and 

Records  are  extensively  and  continu- 
ously advertised*  throughout  Canada. 
In  the  Brunswick  line  you  have  a  line 
that  is  not  only  of  assured  quality,  but 
also  of  firmly  established  reputation. 

You  can't  beat  the  Brunswick 

as  a  money  maker.  Write  tonight  for 
our  1923  proposition. 


The  Musical  Merchandise  Sales  Co. 


TORONTO 
79  Wellington  St.  W. 


MONTREAL 
364  St.  Catherine  St.  E. 


WINNIPEG 
143  Portage  Ave.  E, 
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FURNITURE  WORLD 


ANNOUNCEMENT 

THE  NOVELTY  REED  MANUFACTURING  COMPANY  LIMIT- 
ED formerly  of  Brantford,  Ont.,  wish  to  announce  the  removal 
of  its  plant  and  Head  Office  to  Kitchener,  Ontario.  On  and  aftei, 
January  First,  1923,  a  most  complete  and  Up-to-Date  line  of 
REED  FURNITURE  and  NOVELTIES  will  be  manufactured  in 
their  new  factory,  where  new  equipment  has  been  installed  to  still 
further  improve  the  products  of  this  concern. 

A  Prosperous  and  Happy  New  Year  is  ex- 
tended to  all  our  friends  and  customers  in 
the  trade, 

DON'T  FAIL  TO  SEE  OUR  EXHIBIT  AT  THE  KITCHENER 
EXHIBITION,  where  a  wonderful  line  of  REED  FURNITURE 
will  be  on  display. 

Novelty  Reed  Manufacturing  Co.,  Ltd. 

Kitchener,  Ont. 


Guaranteed  Mattresses 

Furniture  Dealers: — 

The  stability  of  your  business  depends  on  the  re- 
liability of  your  goods. 

That's  why  we  advise  you  to  handle  our  mattress- 
es— each  has  a  guarantee  tag  attached. 

For  your  convenience,  we  are  exhibiting  at  the 
TORONTO  FURNITURE  EXHIBITION  January 
8th  to  20th  where  we  invite  you  to  visit  us. 

Our  line  of  ''Comfy"  Spring  Cushions,  etc.,  also 
will  be  on  display  for  your  inspection. 

The  National  Mattress  Felt  &  Batting  Company 

340  Gerrard  Street  East      —  Toronto 


26,000  New  Homes 

probably  a  larger  number,  were  erected  in 
Canada  in  1922. 

In  how  many  of  these  homes  will  you  find 
your  line? 

To  the  above  furniture  prospects  add  the 
replacements,  a  very  important  factor. 

Buyers  are  not  drawn  by  strings  pulled  a 
thousand  miles  away — they  are  drawn  by 
local  interests  centred  in  local  institutions. 

97%  of  furniture  and  allied  lines  are  sold  on 
the  recommendation  of  the  retail  merchant 
— in  the  eyes  of  the  consumer  he  is  respons- 
ible. 

Have  you  looked  at  business  paper  adver- 
tising from  this  angle? 

If  you  are  selling  to  business,  is  the  Furni- 
ture World  selling  for  you  ? 
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FURNITURE  WORLD 


THE  BANKRUPTCY  ACT 

In  the  matter  of  Miller  Scandrett  Limited,  (formerly  Ontario  Spring  Bed  and  Mattress  Co.) 
Sealed  tenders  will  be  received  by  the  undersigned  up  to  twelve  o'clock  noon  on  January  2nd,  1923, 
for  the  purchase  of  the  stock  and  assets  of  the  said  Company,  consisting  of  the  following:— 

The  old  established  Bed,  Bed-Spring  and  Mattress  factory  situated  on  Thames  Street,  between  King 
and  York  Streets,  and  extending  to  the  river,  in  the  City  of  London,  Ontario,  and  the  complete  plant 
and  equipment  of  the  same  in  the  following  parcels : 

I'^kCI^L  A.  "rhree  storey  solid  brick  factory  huildinj^  with  al)out  48,000  s(|uare  feet  of  floor- 
space  inchidin^-  two  outside  storage  buildin<4S,  wired  for  phones  and  alarm  system,  four 
toilets,  vault,  complete  offices.  All  in  good  repair,  with  one  and  one-half  acres  of  land, 
viz'  I'art  of  Lot  26  S.  side  King  Street,  and  the  whole  of  broken  front  on  south  side 
Kin<'-  .Street,  lying  l)etwcen  lot  26  and  the  River  Thames,  and  part  of  lot  26  North  side 
of  York  Street,  and  the  North  part  of  the  broken  front  on  the  .\orth  side  of  York 
Street. 

I'ARCl'.L  1').  Foundry  Equipment:  .Cni)ola,  P)lo\ver,  chills  and  frames,  ladles,  cliipping 
table,  wheelbarrow,  tongs,  chisels,  etc.,  Blacksmith's  forge,  blower,  anvil  and  tools,  bak- 
ing-oven. 

PARCI'^L  C.  Machine  Shop:  Shaper,  lathe,  heavy  drill,  pipe  cutting  machines  and  vices, 
tumbler,  emery  stands,  jjower  brass  sawing  machine,  pipe  turning  machine,  power  punch, 
shafting  bangers,  ])ulleys,  belting  and  tools. 

rARCl'.l,  1).  Wood  Shop:  Ik-nches,  vices,  lathe,  planer,  band-saw,  tenoner  drill,  sand 
drum  trucks,  swing  cut-olT  saw,  combination  rip  and  cut-off  saw,  with  adjustable  table, 
emery  wheel,  sticker,  jointer,  wheelbarrow,  lunibc-r  I'raines.  ])ulleys,  hangers,  shafting 
and  belling. 

I'ARC  ICL  1""..  Iron  Spring  Department:  Wire  turners,  No.  40  .Supp(jrt-liol(ic'r,  stoves,  side 
wire  machine.  No.  58  Support  stretcher,  power  weaver,  assembling  tables  and  vice, 
wooden  si)ring  stretcher,  iron  spring  stretcher,  coil  machine,  knotter,  crimper,  link  ma- 
chine, wire  reels  straightener,  power  emery,  ])uncb  cutter,  tube  bender,  baking  oven, 
complete  pulleys,  hanger  shafting  and  belting. 

1' ARC!'".  1,  V.  Brass  Shop:  Drill,  pommeller,  saw-otT  frame  blowers,  grinding  stone,  buffers, 
etc. 

I'.XRCKf.  (i.  Mattress  Department;  Grass  I'icker.  Hair  IMcker,  Cotton  Picker,  platform 
scales,  6  finishing  tables,  Wilcox  and  Gibbs,  and  Singer  sewing  machines,  track  sewing 
machines,  thread  reels,  carder,  steel  press,  wooden  press,  trucks,  cutting  rack,  pulleys, 
bangers,  shafting  and  belting. 

PARCEL  H.  Three  flat  top  desks,  one  roll  top  desk,  three  tilters,  and  other  chairs  and 
stools,  duplicator,  time  clocks,  stove,  typewriter  and  desk,  filing  cabinets,  desk  and  waste 
paper  baskets,  ink  stands,  etc. 

PAK(  1<:L  [.  Electric  Motors:  A  C  Current  1,  25  IIP.  Crocker-Wheeler,  1,  7^  HP.  Crock- 
er-Wheeler, 1,  5  MP.  Crocker-Wheeler,  1,  5  HP.  Fairbanks  Morse,  1,  3  HP.  Wagner. 
I'ire  Ivxtinguishers. 

Tenders  will  be  received  for  the  entire  premises  and  plant  or  for  the  separate  parcels. 
No  tender  necessarily  accepted. 

If  building  not  sold,  arrangements  can  be  made  to  lease  same  for  a  term  of  years  at  reasonable  rate. 

Tenders  must  be  accompanied  by  a  marked  cheque  for  10  per  cent,  of  the  amount,  balance  of  pur- 
chase to  be  arranged  within  30  days  by  cash  payment  or  approved  paper. 

Further  particulars  as  to  property  incumbrances,  detailed  inventory  of  plant  and  equipment,  and 
conditions  of  sale  of  land  and  buildings  may  be  obtained  on  application  to  the  undersigned. 

AUCTION  SALE:  If  sale  by  tender  is  not  eflfected,  the  premises,  stock,  plant  and 
t'quipmcnt  will  be  put  up  for  sale  by  x\uction  on  January  10,  next,  on  the  premises, 
Thames  St.,  l.iOndon,  commencinj?  at  11  o'clock  in  the  morning?,  the  Real  Estate  subject 
to  a  reserve  bid  and  the  stock,  plant  and  equipment  without  reserve,  continuinj^  until 
the  next  day  or  lonj^er  if  necessary.  Terms  of  Auction  Sale,  sums  $50.00  or  under  cash; 
over  $50.00  ten  per  cent  at  time  of  sale,  balance  on  removal  of  ffoods.  All  goods  sold  to 
he  removed  within  reasonable  time.  Time  may  be  given  for  larger  sums  on  approved 
paper.  Dated  at  London  this  sixth  day  of  December,  1922.  For  further  particulars  ap- 
ply to 

F.  W.  RAYMOND,  Authorized  Trustee. 
Room  10,  Greene-Swift  Bldg.,  Talbot  and  Carling  Sts.  London,  Ontario. 
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No.  560  Framed  Mirror 
Glass  size  12"  x  20" 


We  Invite  You 


When  visiting  the  Toronto  Furniture 
Exhibition,  to  call  at  our  factory  and 
look  over  the  many  new  lines  on  dis~ 
play  in  our  showrooms. 


New  designs  in  mouldings, 


The  Latest 
in 

Framed  Pictures 
and 
Mirrors. 


No.  6129  V/n"  Frame  Moulding 


No.  43502  Framed  Chandler 
Pastel 
Glass  size  8"  x  20" 


PHILLIPS  MANUFACTURING  CO.  LTD. 

258-326  CARLAW  AVENUE  (King  St.  East  Cars) 


TORONTO 


CANADA 


^^Beautiful  Pictures  Make  Beautiful  Homes'' 
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With  the  Editor 


A  Higher 
Standard 
in  the 
Home 


■'Some  years  ago,  when  we  thought 
we  were  supplying  a  good  grade  of 


furniture,"  says  a  successful  furni- 
ture dealer,  "the  highest  priced 
Davenport  we  had  in  the  house  was  marked  at  about 
seventy-five  dollars.  At  that  time  we  engaged  an  in- 
terior decorator.  One  of  his  first  suggestions  was  that 
we  could  sell  a  Davenport  for  aliout  seven  hundred 
dollars.  To  us  the  idea  seemed  fanciful ;  we  hadn't 
realized  how  many  people  there  were  who  would 
pay  seven  hundred  dollars  ior  a  single  piece  of  fur- 
niture, r.ut  we  were  willing  to  try  out  a  new  idea 
and  we  ])ought  just  one  piece.  It  was,  1  think  i)ric- 
ed  at  si.x  hundred  and  seventy-five  dollars ;  and  1 
had  a  notion  it  would  remain  in  the  store  as  a  per- 
manent decoration.  But  we  sold  it  the  first  or  sec- 
ond day!  Then  we  woke  uj)!  W'e  hadn't  c(;me  near 
the  top  ]n-ice  people  were  willing  tt)  pay  for  furniture. 
.Since  then  we  have  tried  to  reach  it,  but  sometimes 
1  think  we  never  shall.  W'e  have  just  arranged  to 
handle  sculptures  and  certain  out-t)f-door  marbles, 
the  prices  of  which  range  from  five  to  ten  thousand 
dollars  for  a  single  piece."' 

This  is  not  an  imaginary  case,  it  actually  ha])- 
pened.  Js  it  not  a  remarkable  demonstration  of  how 
the  full  possibilities  of  a  business  may  be  overlooked 
simply  for  lack  of  trying  them  out? 

W'e  do  not  wish  to  suggest  the  dangerous  prac- 
tice of  trying  to  cater  to  too  wide  a  class  of  clientele 
— chea]),  medium  and  exclusive.  T\va\.  doesn't  work. 
The  question  for  the  furniture  retailer  to  ask  him- 
self is:  am  I  selling  to  the  clientele  1  am  now  cater- 
ing to,  the  best  grade  of  furniture  they  are  willing 
to  buy  and  can  afford?  I'eople  are  sj)ending  more 
money  on  face  powder  and  the  like  than  they  are  on 
the  furnisliing  of  their  homes.  Can't  we  educate 
them  to  apportion  more  of  their  spendings  on  the 
things  that  really  matter — the  things  that  go  toward 
making  the  home  comfortable  and  beautiful  .•' 


Several    furniture    exhibitions  are 
A  Golden         being    staged    in    January.  They 
Opportunity      will  be  put  on  in  a  bigger  and  bet- 
ter way  than  ever  before,  and  there 
is  no  doubt  but  that  there  will  l^e  a  very  large  and 
representative  attendance  of  Canadian  furniture  deal- 
ers. 

These  exhibitions  are  a  feature  of  great  value  and 
assistance  to  the  retailer.    They  are  particularly  es- 


"Seir 

the 
Dealer 


sential  in  the  furniture  industry  because  the  nature 
of  the  product  makes  it  impossil:)le  for  travelling" 
salesmen  to  carr\-  around  samples,  as  is  done  in  the 
case  of  most  other  lines.  The  manufacturers  are, 
therefore,  performing  a  very  useful  service — one  that 
is  almost  indispensible,  in  fact — for  the  retail  trade 
when  they  arrange  these  splendid  displays,  which 
enable  the  buyer  to  take  in  the  whole  situation  in  the 
shortest  time,  and  most  convenient  manner  possible. 

Here,  then,  is  the  opportunity  of  rhe  year,  at  a 
season  when  any  retailer  can  best  afford  a  few  days 
away  from  his  business.  No  man  who  takes  in  these 
exhibits — with  his  eyes  and  ears  open — will  fail  to 
carry  away  something  that  will  more  than  rejjay  him 
for  the  time  spent.  It  will  help  solve  his  buying  prob- 
lems and  show  him  where  he  can  liven  U])  his  stock. 
He'll  go  back  to  the  joli  with  a  lieadful  of  pep  and 
new  ideas,  refreshed  and  enthused  and  ready  to  meet 
the  \  icissitudes  of  192.i. 

*    *  * 

An  interesting  quotation  is  used 
in  this  issue  in  which  mention  is 
made  of  the  business  failure  of  the 
manufacturers  of  Ingersoll  watch- 
es. There  has  probablv  never  been  anything  more 
widely  advertised  than  this  particular  article,  and  with- 
in recent  years  it  is,  v.-e  believe,  safe  to  say  that  it 
wcnild  be  difficult  to  hnd  anyone  on  this  continent  who 
did  ncjt  know  the  Ingersoll  watch.  Yet  the  fact  remains 
that  the  manufacturer  failed  and  the  ex])lanation 
seems  to  be  that  he  concentrated  on  advertising  to 
the  consumer  and  neglected  the  dealer.  As  a  result 
the  dealer  got  into  the  hal)it  of  saying  "Oh  Yes! 
that  watch  is  alright  for  a  boy  to  i)lay  l)all  with," 
l)Ut  he  ajjj^arently  was  more  interested  in  selling  an- 
other article. 

In  our  last  issue  we  mentioned  the  importance  of 
keeping  in  touch  with  the  dealer,  and  one  (jf  our  read- 
ers asked  us  if  we  were  oi)posed  to  the  trade  marking 
of  articles.  W-^e  decidedly  are  not.  VVe  consider  it  a 
great  advantage,  where  the  retailer  is  thoroughly 
sold  on  the  value  of  any  i)articular  article  and  car- 
ries it  in  stock  regularly  and  uses  pressure  to  sell  it 
— it  is  a  great  advantage  to  have  customers  either 
come  into  a  store  and  ask  for  this  jjarticular  article 
or  know  something  about  its  merits  when  an  effort 
is  made  to  sell  it.  Advertising  to  the  consumer  alone, 
however,  does  not  seem  to  get  results.  It  is  so  easy 
for  the  dealer  to  discourage  his  customers  and  to 
place  the  merits  of  some  other  article  in  a  more  favor- 
able light. 
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Kitchener — January  8-20 
Stratford — January  10-24 
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Jenkins 


Consultants 

to  the  Furniture  Trade 


Interesting  Sidelights  on  an  old  Established 
Firm  that  has  Won  Fame  by  Sound  Business 
Methods  and  a  Distinct  Individuality 


Tliere  is,  probably,  no  business  concern  in 
the  country  which  is  more  striking  in  its  indi- 
viduality than  the  firm  of  B.  M.  &  T.  Jenkins, 
Ltd.,  Toronto.  And  it  is  also,  we  think,  safe  to 
say  that  there  is  no  business  concern  in  Canada 
housed  in  more  handsome  and  artistic  premises. 
Jenkins'  are  generally  regarded  as  antique  deal- 
ers 'but,  properly  speaking,  they  are  really  home 
furnishers  de  luxe,  and  it  is  in  this  capacity  that 
we  want  to  view  their  business  methods,  dwell- 
ing upon  such  phases  of  them  as  we  know  will 
be  of  interest  to  all  Canadian  furniture  retailers. 
It  is  true  that  when  reference  has  been  made  to 
this  firm's  ways  and  means  of  doing  business, 
we  have  heard  furniture  men  comment,  "Ob ! 
That's  all  very  well  for  concerns  like  Jenkins', 


but — ."  Well,  just  here,  let  us  bring  in  another 
"but,"  and  say  that  these  same  methods  which 
Jenkins'  have  employed  with  such  outstanding 
success  are  applicable  in  some  degree  to  most 
classes  of  business,  and  that  the  small  town  re- 
tailer, in  particular,  who  has  an  opportunity  of 
getting  close  to  his  clientele,  can  learn  much 
from  them. 

In  the  first  place,  let  it  be  said,  the  house  of 
Jenkins  stands  to-day  as  a  monument  to  nearly 
half  a  century  of  undeviating  adherence  to  a 
policy — or,  shall  we  rather  say,  of  striving  after 
an  ideal. 

The  firm  has  always  catered  the  most  ex- 
clusive class  of  trade  and  had  never  made 
the  mistake  of  trying  to  "mix  their  drinks," — 
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The  entrance  vestibule  of  the  Jenkins  Galleries — from  College  street 
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never  any  lowering;-  of  the  standard  ol  the  l)U.si- 
ness,  nor  any  attempt  to  attract  a  crowd.  C  ou- 
sequentlv  they  have  been  al)le  to  thi)rou,i;hly 
cultivate  the  field  they  set  unt  to  cnltivate  and 
have  avoided  ivoimdin.L;-  the  \ery  lender  sensi- 
bilities of  an  elite  clientele.  This  consistency 
in  merchandising  reciuires  courage  and  con\ic- 
tion, — there  are  so  many  tem])tations  to  trans- 
gress into  another  merchant's  sphere  and  secure 
some  "easy  business."  but  the  "bird  in  the  hand" 
is  nearly  always  lost  in  atlcnii)ting  to  salt  the 
tails  -of  two  in  the  bush.  Once  the  exclusive 
establisliment  condescends  to  a  cheaper  class  of 
trade,  there's  no  coming  l)ack. 

"Cutting  the  Hair"  of  the  Trade 

Jenkins'  deal  in  all  articles  of  household  use 
thai  can  be  considered  in  the  category  of  art 
objects.  "".Vot  all  antic|ues  l)y  any  means,  fall  in 
this  class,"  said  Mr.  Jenkins  in  an  interview  with 
"l'\u-niture  World."  "Hiere  was  a  great  cleal  of 
ugly  rubibisli  made  in  the  last  few  centuries  and 
much  of  it  is  valuable  onl_\-  for  wood  that  is  in  it. 
Old  craftsmen,  however,  had  the  \  irtue  of  origi- 
nality. They  built  as  their  imagination  suggest- 
ed. Some  of  them  had  genuine  insi)iration  and 
they  ])roduced  master])ieces.  ( )thers  lacked  it 
and  |)roduce(l  monstrosities.  In  the  workmanshi]) 
of  today,  this  element  of  originality  is  largely 
conspicuous  by  its  absence.  W  e  see,  iov  the  most 
part,  only  machine  made  imitations  of  the  i)ro- 
ductions  of  the  past?  Uut.  at  the  same  time,  let 
it  be  admitted  that  a  good  imitation  of  a  genuine 
period  design  is  something  far  superior  to  inept 
attempts  at  originality.  \Ve  often  get  furniture 
sent  in  here  by  clients  who  feel  that  there  is 
something  not  just  right  about  it.  but  they  can't 
tell  what.  It  is  simply  the  case  where  some  de- 
signer has  tried  to  improve  on  a  i)eriod  design 
and  only  succeeded  in  s])oiling  it.  \\y  cutting  off 
a  curley-kew  here  and  a  decoration  there,  a  trans- 
formation is  often  wrought.  1  ha\e  seen  articles 
of  furniture,  when  they  entered  our  sho]),  actual- 
ly offensixe  to  the  artistic  sense,  but  which  by 
eliminating  one  iir  two  false  additions  to  the  de- 
sign became  almost  ])erfection.  This  is  one  of 
the  necessary  functions  of  the  industry  wdiich 
we  take  it  U|)on  ourseKes  to  ])erform — cutting 
the  hair  of  the  trade,  if  ycju  will." 

Though  it  is  their  knowledge  of  the  impor- 
tance of  the  light  touches  and  seeming  trifles. that 
places  this  firm  in  the  unicjue  ])osition  they  hold 
in  the  industry,  they  do  not  allow  thi-s  to  confine 
the  scope  of  their  operations  to  details  merely. 
.\s  a  matter  of  fact  thev  are  prepared  to  render 
any  and  every  service  a  client  may  require  in  the 
making,  or  beautifying,  of  a  home.  They  will 
superintend  the  erection  of  a  mansion  for  him 
and  furnish  it  from  basement  to  attic,  if  he  so 
desires,  or  they  will  supply  him  with  a  rare  piece 
of  china  which  will  add  the  finishing  touch  that 
spells  "atmosphere"  in  his  living  room. 

The  lines  carried  include  furniture,  old  silver- 
plate,  rugs,  china,  crystals,  and  works  cT  art — all 
the  best  of  their  kind.  The  premises  were  speci- 
ally built  to  create  an  artistic  setting  for  the  dis- 


pla\^  of  these  lines,  and  the  ;i.cconi])an\ ing  illus- 
trations show  to  what  degree  this  object  has  been 
achiex'ed.  It  would  be  out  of  the  (|uesti(jn  for 
the  average  furniture  dealer  to  attempt  anx  thing 
so  elaborate  as  is  here  shown,  lint  there  are  cer- 
tain features  that  demonstrate  the  fact  that  mod- 
ern merchandising  methods  ha\e  not  been  re- 
legated to  the  background  in  striving  after  beau- 
ty. 1  ake  a  look  at  the  illustration  of  the  main 
gallery,  for  instance.  It  will  be  noted  that  on 
either  side,  beni  alh  the  balcony  which  surrounds 
the  room,  there  are  shallow  alcoves.  These  were 
planned  for  the  purpose  of  providing  an  effec- 
tive method  of  presenting  merchandise  to  the 
customer.  Jenkins'  hav  e  ])r(jved  1)}^  actual  analy- 
sis that  not  more  than  2  ])er  cent  of  the  public — 
e\en  of  the  exclusive  trade  whose  artistic  facul- 
ties are.  presumably,  more  highly  develojied  than 
the  average — can  picture  what  a  suite,  or  a  piece 
of  furnitiu'e.  will  actually  look  like  when  they 
get  it  into  their  own  home,  unless  a  setting  is 
built  up  for  tliem.  That  is  what  the  alcoves  are 
for.  I'-ach  of  them  is  17  ft.  wide,  or  about  the 
size  of  the  average  room  in  better  class  houses, 
and  when  a  customer  is  selecting  furniture,  Jen- 
kins' make  a  lay-out.  hang  paper,  arrange  window 
treatments,  work  out  color  schemes  and  lighting 
effects — in  fad  suggest  a  room  to  suit  any  in- 
dividual taste  and  show  just  how  the  mer- 
chandise will  appear  in  the  home  sun^oundings. 
(  lenerally  speaking  the  alcove  is  sufhcient  for 
this  purpose,  because  the  eye  can  only  take  in 
one  end  of  a  room  at  a  time  in  any  case,  but  if  a 
customer  wishes  to  get  the  picture  of  a  ])articular 
ly  large  room 

width  of  the  gallerv  and  curtained  off 


the  setting  is  arranged  the  full 


Why  Not  One  Alcove? 

Here  is  an  idea  that  almost  any  furniture 
store  could  ada])t  to  its  own  premises — not  in 
this  elaborate  fashion,  it  it  true,  but  why  not  at 
least  one  alcove  such  as  has  been  described  where 
the  customer  could  see  the  effect  of  the  furniture 
he  is  selecting  without  his  artistic  and  geometric 
senses  being  disturbed  by  conflicting  designs  and 
colors  on  every  side.  This  is  one  reason  why 
some  i)eople  hesitate  so  long  before  they  finally 
come  to  a  decision  in  buying  furniture — ^l^ecause 
they  can't  just  picture  what  it's  going  to  loo'k 
like  when  they  get  it  home. 

It  is  particularly  interesting  to  note. that  this 
main  gallery  serves  another  useful  and  i)rofit- 
able  i)urpose.  At  night  a  transformation  takes 
])lace.  It  is  no  longer  a  place  of  business  or  a 
gallery  of  art.  !t  has  ibecome  a  great  hall-room, 
or  drawing  room,  where  many  of  Toronto's  most 
imjjortant  social  functions  are  held.  The  beauty 
and  spaciousness  of  the  place,  combined  with  its 
])rivacy  and  home-like  atmosphere — which  ho- 
tel ball-rooms  and  halls  lack — make  it  particu- 
larly desirahle  for  such  events.  Incidentally  a 
large  number  of  prospective  customers  'become 
ac(|uainted  with  the  interior  of  Jenkins'  premises, 
the  name  of  Jenkins'  is  kept  I)efore  the  clientele 
t(j  wdiich  the  firm  caters,  and  goodwill  is  built 
up  and  points  of  contact  created  with  many  peo- 
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■pie  of  a  conser\-ati ve  type  who  are  not  easily 
reached  by  the  ordinary  commercial  means. 

Is  there  here  another  idea  which  many  fur- 
niture dealers  might  make  use  of?  If  you  will 
keep  your  ears  to  the  ground,  you  will  not  in- 
frequently hear  one  feminine  customer  remark  to 
another,  "My  word!  If  this  were  cleared, 
wouldn't  it  make  a  wonderful  floor  for  our  ne.xt 
dance?'  And  why  not?  Too  much  bother!  W'ell 
it  would  make  mighty  fine  goodwill  advertising, 
apart  from  any  returns  that  might  accrue  in  the 
form  of  rent.  It  would  be  pa,xticularly  applicable 
in  the  smaller  places  wher^  community  spirit  is 
strong,  where  g'ood  dancing  floors  are  not  plenti- 
ful and  where  it  is  of  paramount  importance  that 
the  merchant  should  keep  in  the  closest  touch 
with  his  clientele. 


what  type  of  article  will  suit  his  home  and  what 
])rice  will  suit  his  pocket  boo-k,  and  they  will 
spare  no  pains  to  give  him  the  thing  he  will  al- 
ways be  glad  he  bought,  whether  it  be  a  matter 
of  furniture  for  the  whole  house  or  a  single  orn- 
ament for  some  little  corner.  If  he  himself  is 
in  doubt  aliout  his  needs,  the}'  will  go  to  his 
home  and  tell  him  just  wdiat  will  meet  his  re- 
fpiirements. 

It  is  indeed  in  the  matter  of  advice  that  Jen- 
kins' render  a  service  upon  which  their  clients 
set  the  highest  value.  ]\Irs.  AI —  has  rearranged 
her  li\  ing  room  a  dozen  times  in  the  effort  to 
secure  a  particular  effect  she  wants,  but  still 
there's  something  not  just  right,  though  she 
cannot  figure-.out  what  it  is.  Then  a  bright  idea 
strikes'  her.    She  consults  the  house  of  lenkins. 
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A  view  of  Jt'iikins'  central  gallery.  The  talilc  uliuh  is  tlie  Lentre  uf  iiiuit'^t  in  this  picture,  has  a  history  attai.heil  to  it.  It  was 
formerly  in  the  British  Embassy  at  Hong  Kong,  and  upon  it  was    signed   the    treaty    ceding-    Hong    Kong    to   Great  Britain 


The  fact  of  the  matter  is  that  the  'business 
methods  of  a  concern  like  Jenkins'  bear  much 
closer  comparison  Avith  those  of  the  small-town 
merchant  than  with  the  operations  of  the' big  city 
stores  in  whicli  the  hinnan  element  plays  a  re- 
latively small  part.  The  very  keynote  of  the  Jen- 
kins' Imsiness  is  the  intimacy  of  the  relations  be- 
tween the  house  and  its  clients.  They  have 
sought  to  build  business,  not  from  year  to  year 
merely,  hut  from  generation  to  generation,  and 
much  of  their  trade  today  is  in  the  third  genera- 
tion. The  children  are  l^uying'  where  their  fathers 
and  grandfathers  bought  before  them.  And  the 
firm's  first  care  is  to  make  a  close  study  of  the 
tastes  of  their  clients.  When  a  customer  en- 
ters the  store,  they  know  without  asking  him 


A  member  of  the  firm  A'isits  her  home,  looks 
around  the  room,  diagnoses  the  trouble  in  a  few 
minutes — an  unsuitable  piece  of  furniture,  C)r 
a  fault V  color  scheme,  a  decoration  too  many,  or 
whatever  it  may  be — and  ])rescribes  the  remedy. 

"W'e  really  consider  ourselves  as  consulting 
physicans  to  sick  homes,"  said  Mr.  Jenkins. 
"There  are  as  many  sick  homes  as  there  are 
sick  people  and  it  generally  takes  a  specialist 
to  discover  the  cause  of  the  ailment  and  apply 
the  remedy.  Like  the  family  physican,  we  ha\-e 
to  develop  the  intimate  touch  and  win  the  con- 
fidence of  our  clientele.  Therein  lies  the  secret 
of  the  success  of  our  business,  if  you  care  to 
call  it  a  secret.  An  incident  recently  occurred 
which  illustrates  in  a  striking  way  the  differ- 
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ence  in  our  methods  of  doing  things  and  the 
methods  of  some  of  the  big  down-town  concerns. 
There  was  a  wedding — quite  a  big  affair,  which 
caused  some  little  stir  in  society  circles,  and 
incidentally,  created  considerable  gift  business 
for  local  stores.  Now  it  happened  that  seven- 
teen friends  of  the  bride,  in  selecting  a  present 
for  her,  all  decided  on  the  same  article.  They 
all  bought  in  the  same  department  of  the  same 
store,  and  the  seventeen  duplicate  wedding- 
presents  were  delivered  to  the  bride's  house. 
The  salesman,  or  salesmen,  who  made  the  sales 
didn't  know,  or  didn't  notice,  or  didn't  care.  Af- 
ter the  wedding,  fifteen  of  the  gifts  were  re- 
turned. Now,  in  our  house,  when  a  customer 
comes  in  to  select  a  wedding  present  ,we  find 
out  in  the  first  place  for  whom  it  is  intended. 
Ten  chances  to  one  we  ha\  e  previously  had  the 
opportunity  of  serving  the  bride,  and  we  know 
her  tastes.  Frequently  we  pick  out  two  or  three 
articles  and  call  up  the  bride's  home  and  find 
out  just  which  will  l)e  tiTe  most  desiral)le.  <  )ur 


clients  know,  therefore,  that  when  they  come 
ttj  us  they  are  assured  of  selecting  gifts  that 
will  be  appropriate  and  acceptable,  and  I  may 
say  that  in  ten  years  we  have  not  had  ten  ex- 
changes of  wedding-  gifts — while  the  average 
percentage  of  such  exchanges  runs  as  high  as 
seventy." 

Needless  to  say,  in  order  to  render  the  class 
of  service  that  B.  M.  &  T.  Jenkins  do  render,  a 
great  background  of  experience  is  required,  and 
a  highly  developed  artistic  sense.  There  is 
pro'bably  not  room  for  more  than  one  store  of 
just  that  type  in  a  community  the  size  of  Tor- 
onto. But  it's  not  all  a  matter  of  art;  there's  a 
healthful  admixture  of  keen  business  judgment 
and  foresight.  Almost  any  concern  can 
find  ideas  of  interest  and  value  in  a  study  of 
Jenkins'  methods.  A\  here  there  is  no  vision,  a 
1)usiness  will  perish  ;  it  is  1)ecause  there  has 
been  an  unusual  amount  of  vision  that  this  con- 
cern stands  among  the  most  inijiortant  of  its 
kind,  not  in  this  countrv  alone,  but  in  the  world. 
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This  interesting  set  of  furniture  belongs  to  the  American  Empire 
Period,  having  apparently  been  copied  from  the  William  and  Mary 
style.  It  is  worthy  of  mention  to  state  that  this  suite  belonged,  at 
one  time,  to  the  wife  of  Abraham  Lincoln.  The  story  is  that  Mrs. 
Lincoln  had  this  furniture  made  expressly  for  her  husband,  as  a 
present,  but  whether  it  was  actually  delivered  prior  to  his  death 
is  difficult  to  prove.  The  patterns  were  imported  from  England 
and  the  copies  were  made  from  them  on  this  continent. 
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C8  FURNITURE  WORLD 


Is  it  Profitable 

to  Sell  Phonographs? 


Read  What  the  Adams  Furniture  Co. 
in  Toronto  Did  to  Them — One  Hun- 
dred   Per    Day    Spells  ''Profit" 


Can  plu in()qra])lis  he  successfully  scild  in  a 
furniture  stnre? 

riiis  is  a  (|uestii)n  fre(|uently  asked  by 
furniture  retailers.  Some  have  handled  these 
machines  fur  a  time,  ])ushed  them  spasmodic- 
ally and,  when  the  demand  did  not  appear  to 
keej)  up  satisfactorily,  let  the  business  die  a 
natural  death,  l^hese  are  |)ointed  to  as  ex- 
amples of  the  inadvisability  of  trying  to  oper- 
ate a  i)honograph  department  in  a  furniture 
store. 

On  the  other  hand,  we  find  some  convinc- 
ing arguments  on  tlu'  opposite  side  of  the 
(|uestion.  An  outstanding  examjjle  is  the 
Adams  I'urniture  Co.,  Ltd.,  Toronto. 

A  Record  Turnover 

The  success  which  this  lirm  lias  had  in  the 
sale  of  ])honograi)hs  is  a  matter  of  common 
knowledge.  Indeed  it  has  been  said  that  their 
turnover  in  these  machines  is  the  largest  of 
any  concern  in  Canada,  not  excluding  the  big 
departmental  stores.  The  experience  of  the 
Adams  ( dmpany  witli  this  line  will  therefore 
be  of  keen  interest  td  other  retail  fm'uiture 
concerns.  Realizing  this  fact,  "I'"urniture 
World"  recently  visited  their  store  and  had 
the  ])rivilege  of  an  interview  with  Mr.  (lodard, 
advertising  manager  for  the  house,  to  whom 
we  are  inde])ted  for  much  helpful  information. 

It  is  twelve  years  now  since  the  yVdams 
Furniture  Co.  first  installed  their  phonograph 
de])artment.  They  went  into  the  l)usiness  at 
a  time  when  it  was  l)eing  said  by  many  that 
the  ])honograi)li  trade  had  seen  its  best  days, 
that  it  has  already  ])assed  the  crest  of  its  i)o])- 
ularjty  and  was  on  the  wane.  .Such  pessi- 
mistic ]jrophets  did  not  realize  the  tremend- 
ous possibilities  of  the  market  and  of  the  evo- 
lution of  the  instrument  itself  to  meet  the  re- 
quirements of  that  market.  The  Adams  firm 
looked  at  it  from  the  long-range  viewpoint, 
however,  and  went  into  the  game  in  a  big 
wav.    The  machine  thev  selected,  and  which 


The  Grafonola 

they  ha\-e  since  concentrated  upon,  was  the 
Columbia  Crafonola.  J£very  year  since  the\- 
todk  this  stej)  the  business  has  increased. 

Adams  Didn't  Hide  Light  Under  a  Bushel 

Asked  as  to  what  methods  the  com])any 
has  used  in  the  introduction  and  ])ri;motion 
of  this  department,  Mr.  (iodard  said,  "Well 
in  the  first  |)Iace,  we  have  never  matle  any 
secret  of  the  fact  that  we  carry  Cratonolas. 
As  a  matter  of  fact  we  have  taken  care  to  see 
that  it  is  as  widely  known  as  possible.  To 
this  end  we  ha\e  used  extensi\'e  newsi)a])er 
advertising  and  have  also  featured  big  t)Utside 
bulletin  signs  in  well  selected  localities,  so 
tliat  the  public  attention  could  not  fail  to  ])(■ 
aroused.  (  )ur  windows  have  of  course  been 
used  for  the  same  purpose,  the  gramophones 
being  frecpiently  given  strong  prominence. 
At  the  outset  we  also  played  up  'store  recitals' 
as  an  attraction  to  bring  ])eopIe  to  the  prem- 
ises and  interest  them  in  grafonolas  or  other 
lines.  Our  ex])erience  has  not  shown  this  last 
method  to  be  the  most  efifective.  To  hold 
these  recitals  properly,  a  considerable  amount 
of  space  has  to  Ix-  given  over,  which  naturally 
tends  to  crowd  other  lines  and  deiiartments. 
and,  frankly,  we  never  found  that  the  results 
in  sales  or  ])ublicity  seemed  to  justify  the 
amount  of  space  used.  And  we  don"t  think 
that  this  was  due  to  any  fault  in  our  methods 
of  handling  the  recitals.  So  for  as  we  can 
learn,  it  has  also  been  found  in  other  stores 
that  they  ha\e  not  ])roven  a  sufficiently  big- 
drawing  card  to  justify  the  exi)enditure  of 
si)ace  and  time  devoted  to  them. 

Advertising  Particularly  Essential  to  Build 
Phonograph  Sales 

"One  thing  our  experience  has  shown  and 
that  is  that  in  the  sale  of  such  lines  as  the 
grafonola  advertising  is  i)articularly  neces- 
sary. One  has  got  to  keep  on  continually 
stmiulating    desire    and    creating  demand. 
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This  is  perhaps  due  to  the  fact  that  senti- 
ment plays  such  a  big  part  in  a  purchase  of 
this  kind.  A  chair  or  a  table,  or  a  suite  of 
furniture,  is  bought  because  it's  needed.  A 
grafonola  is  bought  because  'the  youngsters 
will  simply  be  tickled  to  death  about  it,'  or 
because  'Dad  so  loves  to  hear  the  old  airs 
played  he'll  follow  a  'band  all  around  town.' 
It  is  quite  clear,  then,  that  the  element  of 
suggestion  is  a  particularly  important  one  in 
this  case.  At  the  same  time,  phonograph 
manufacturers,  in  advertising  their  instru- 
ments, represent  them  as  home  necessities, 
rather  than  as  luxuries,  and  this  is  probabl}- 
the  correct  angle  to  take.  In  our  own  pub- 
licity and  sales  methods,  we  have  always 
stressed  the  fact  that  the  grafonola  is  an  edu- 
cational medium,  a  most  economical  means  of 
entertainment,  a  'home-builder.'  There  are 
many  other  means  of  entertainment  which 
tend  to  take  the  young  people  out  of  the  home, 
but  the  gramophones  tends  to  centre  their  in- 
terest in  the  home.  This  is  undoubtedly  a 
most  powerful  buying  motive  with  parents 
who,  to-day,  are  using  every  possible  means 
in  their  power  to  combat  the  many  outside  at- 
tractions which  are  not  always  of  a  rerined  or 
elevating  nature. 

Cabinet  Type  Supersedes 

"It  is  remarkable  to  observe  the  develop- 
ments that  have  taken  place  in  the  demand 
with  regard  to  the  quality  of  instrument  as 


w  ell  as  to  volume.  When  we  first  went  into 
this  end  of  the  business,  the  great  majority 
of  our  sales  were  in  the  smaller  type  of  ma- 
chine that  rests  on  a  table.  To-day  we  sell 
practically  none  of  them.  People  will  have 
the  cabinet  type,  or  nothing,  and  there  is  a 
gradual  tendency  apparent  toward  more  ar- 
tistic designs.  Catering,  as  we  do,  to  a  pop- 
ular trade,  we  seek  to  offer  the  best  value  we 
possibly  can  at  a  moderate  price,  and  by  far 
the  largest  proportion  of  our  sales  is  in  the 
v$95.00  cabinet  type  grafonola." 

The  Adams  Fvu^niture  Company  sell  prac- 
tically aH  their  grafonolas  on  the  time  pay- 
ment plan,  as  in  the  case  of  their  general 
lines  of  furniture.  In  their  advertising,  they 
down  payment  as  one  dollar.  Actually,  how- 
ever, they  endeavor  to  secure  as  large  an 
oft'er  to  deliver  the  goods  on  as  small  a  cash- 
initial  payment  as  possible,  and  while  the  dol- 
lar-down offer  always  holds  g"ood  they  seldom 
find  a  customer  who  is  not  willing  to  give 
more.  The  credit  man  always  urges  the  ad- 
visability of  reducing  the  indebtedness  as 
much  as  possible  at  the  outset,  so  that  the 
burden  of  paying  it  off'  will  not  seem  too 
heavy. 

One  Hundred  Per  Day 

Some  very  successful  sales  campaigns 
have  been  put  on  by  the  company,  as  in  last 
April,  immediately  following  the  reductions 
in  the  manufacturers'  prices,  when  the  sales 


The  phonograph  department  forms  an  attractive  feature  of  the  Adams  store.     It  is  .located   on  the  mezzanine  floor 
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Sixty -hive  Washing  Machine 
Sales  in  One  Month 
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electrically  driven  wringer.  While  the  wash- 
ing process  was  under  way,  the  demonstrator 
sat  down  comfortably  with  a  book  and  read 
while  the  machine  did  the  work,  illustrating  the 
comparative  enjoyment  of  the  new  wash- 
day, as  compared  with  the  former  horror  of 
washboard  and  tub  and  mangle. 

W.  H.  Rennie  with  Globe  Bedding  Co. 

Ninety-one  of  the  older  employees  of  Ro'ljin- 
son  &  Co.  Ltd.,  AVinnipeg,  recently  sat  down 
to  dinner  in  the  banquet  room  of  the  company 
in  honor  of  A'V.  II.  Rennie,  for  12  years  a  de- 
partment manager.  The  firm  was  represented 
by  Col.  J.  Y.  Reid,  \V.  Moss  and  Mr.  Lepage. 
After  a    sumptuous    meal    the    extensive  pro- 


gramme and  toast  list  proceeded  and  was  much 
enlivened  by  the  ct)mmunity  singing  led  by  (ini- 
who  is  always  ready  to  help  fill  the  gap  and  to 
whom  hearty  thanks  were  extended,  A.  Mac- 
Fadyen ;  also  to  Joe.  Lyon.  During  the  pro- 
ceedings Mr.  Moss,  on  behalf  of  the  manage- 
ment and  employees,  [)resented  Mr.  Rennie  with 
a  gold  watch  and  chain  and  extended  to  him 
their  ajjpreciation  of  his  long  and  faithful  ser- 
\ice  in  the  interests  of  Robinson  &  Co.  Other 
items  on  the  programme  were  solos  by  Mrs. 
Pollock,  Mrs.  Flo.  Eastol  and  a  reading  by  Mr. 
Rennie. 

Mr.  Rennie  has  taken  a  position  with  the 
Gloibe  Bedding  Company  of  Winnipeg  in  charge 
of  marketing  their  new  ])roduct— down  com- 
forters, cotton  comforters  and  ])illows. 
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Let's  Talk 
It  Over 


Furniture  Delivery  in  First  Class 
Condition— How  Do  You  Make 
Newspaper  Advertising  Pay? 


Commenting  further  on  tlie  question  of 
furniture  delivery  we  have  an  interesting  letter 
from  Messrs.  W.  M.  McCloy  &  Co..  of  West- 
minster, B.C.    Mr.  McCloy  writes  as  follows: 

New  Westminster,  B.C. 

Editor  "Furniture  World," 

What  you  say  about  delivering  furniture 
locally  in  first  class  condition  is  very  true. 

It  is  a  department  that  needs  the  greatest 
amount  of  care  of  any  department  in  the  fur- 
niture line.  A  sale  is  not  a  clean,  completed 
sale  until  the  goods  are  placed  in  position  in  as 
good  condition  as  they  were  on  the  floor  of  the 
furniture  house. 

We  are  following  this  out  by  insisting  that 
our  salesmen  follow  up  their  sales  and  enquire 
if  delivery  has  been  made  to  the  satisfaction  of 
the  customer.  A  concrete  instance  came  to  my 
attention  recently  which  saved  us  a  valual)le 
customer.  The  sale  had  1  )ecn  made  of  a  high 
grade  steel  bed  in  walnut  finish.  The  sales- 
man followed  u])  two  days  later  and  found  a 
disgruntled  customer.  The  bed  had  been 
scratched,  and,  though  we  believe  the  truck 
driver  had  taken  great  care,  we  nevertheless 
took  the  furniture  out  and  got  it  touched  up, 
with  the  result  that  our  client  was  very  pleased. 
If  we  had  not  used  our  follow-up  methods,  we 
should  probably  have  lost  this  customer. 

We  have  worried  over  delivery  problems 
for  many  years  and  we  believe  this  is  the  only 
correct  system.  It  costs  money  truly  but  it  is 
worth  it.  Besides  keeping  us  in  touch  with 
our  customers  we  find  it  secures  fresh  busi- 
ness. 

Yours  truly, 

W.  M.  McCloy. 


Victoria,  B.C. 

Editor,  Furniture  World 

"f  liave  read  different  articles  on  advertising 
and  lia\e  tried  them  out  to  the  extent  of  six 
inches  daily,  but  find  they  are  useless.  It  seems 
that  unless  a  man  can  afford  very  large  space 
and  has  the  stock  to  back  it  up,  his  money  is 
wasted,  especially  in  a  city  like  Victoria  where 
they  generally  go  to  all  stores  before  buying. 
My  most  effective  advertising  is  done  through 
meeting  people  personally  and  getting  to  know 
as  many  people  as  possible  at  the  different  soci- 
al functions,  and  I  do  not  consider  it  any  dis- 
grace, should  one  of  my  friends  become  engaged 
to  ])e  married  to  ask  him,  or  her,  for  their  fur- 
niture order,  if  I  can  give  them  the  goods  at  the 
ri^lit  ])rice  and  also  suit  them.  Most  of  my  busi- 
ness can  be  traced  to  friends  I  have  met  social- 
ly who  ha\'e  given  me  their  own  ljusiness  and 
recommended  my  establishment  to  others  also. 

"1  do  not  forget  the  fact  that,  should  any- 
thing go  wrong  or  prove  unsatisfactory — re- 
gardless of  whose  fault  it  is  or  how  long  after 
the  goods  are  bought — it  is  the  best  policy  to 
change  or  adjust  it,  no  matter  at  what  cost. 

"The  window  of  a  store,  I  think,  is  worth  as 
much  as  all  the  rest  of  the  i)remises,  and  many 
a  time  I  have  sold  suites  by  asking  people  if 
they  will  call  back  or  wait  and  I  will  lay  it  out 
in  the  window.  If  there  were  a  bigger  volume 
of  i)eople  passing  my  store,  I  would  put  still 
more  money  than  the  $200.00  odd  that  I  have 
invested  in  this  means  of  advertising. 

"Some  time  I  would  like  to  hear  the  \  iews 
of  more  experienced  retailers  on  how  a  small 
store  with  medium  stock  can  make  newspaper 
ad\ertising  pay." 

Yours  truly, 
].  S.  Bartholomew. 
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How  Barker  Brothers 

Won  Success 


Mr.  Barker  Says  it's  Like  Tilling 
Soil — You  Must  Cultivate  and  Fer- 
tilize if  You  Want  a  Good  Crop 


Barker  Brothers  are  furniture  dealers  in  a  big  way. 
There  is  no  doubt  about  the  fact  that  they  are  success- 
ful, well  "fixed"  financially,  well  thoi-ight-of  in  the 
community  in  which  they  operate — but  it  was  not  al- 
Vv'ays  so. 

"How  did  you  do  it,"  Mr.  Barker,  the  head  of  the 
firm  was  asked. 

"Do  you  know  what  'Intensive  Cultivation'  means," 
he  replied.  "Over  in  France  and  Belgium,  the  small 
farmer  makes  a  good  living  off  an  acre  or  two,  where- 
as, in  Canada,  we  expect  every  farmer  to  work  al^out 
100  acres.  The  difference  is  in  the  method  of  cultiva- 
tion. The  European  puts  more  into  his  soil,  and,  in 
consequence,  takes  more  out.  It's  the  same  in  our 
business.  We  'cultivate'  our  territory  more  thoroughly 
than  most  retailers  do.  We  'know'  our  customers  and 
they  know  us." 

When  Barker  Bros.,  were  a  lja1)y  concern  and  one 
rig  sufficed  to  handle  all  their  deliveries,  it  was  througi: 
this  personal  touch  that  they  made  customers.  Now 
that  they  have  reached  the  status  of  a  several  million 
dollar  organization,  employing  over  1,100  people  and 
making  use  of  one  hundred  and  seventeen  delivery 
trucks,  they  have  not  dropped  this  medium  of  busi- 
ness-building, but  rather  developed  it  and  applied  it 
scientifically.  One  branch  of  their  staff  does  not  sell 
any  goods  at  all — its  members  are  paid  solely  to  make 
friends  for  the  business. 

This  was  how  it  started,  as  related  by  M.r.  Barker 
in  the  December  issue  of  the  "American  Magazine". — 

It  Pays  to  get  Acquainted  With  Prospects 

"  'Way  'back  in  our  early  days  we  found  that  when 
business  was  dull  it  paid  to  go  out  and  get  acquainted 
with  the  people.  If  advertisements  did  not  bring 
enough  people  to  the  store  we  went  out  after  folks, 
dusting  our  clothes  off  care'fully  before  we  went.  Our 
clothes  were  apt  to  be  a  bit  dusty  then,  for  among  our 
many  duties  we  did  janitor's  work.  We  went  out;  and 
pretty  soon  we  found  that  when  we  did  this  and  talked 
personally  to  a  man  and  his  wife  who  were  moving 
into  a  new  house  or  planning  to  build  a  home,  the 
wife  was  almost  certain  to  come  into  the  store  within 
a  short  time  afterwards. 

"Both  the  men  and  the  women  liked  to  have  us 
call,  and  looked  upon  us  as  of  some  importance.  In 
a  hit-or-miss  fashion  we  continued  the  practice  until 


we  moved  to  our  present  location,  which  is  in  the 
heart  of  Los  Angeles. 

"That  was  a  venturesome  move  for  us;  we  felt 
that  we  had  to  do  a  million  dollars'  worth  of  business 
the  first  year  to  justify  it,  and  we  needed  more  cus- 
tomers So  we  set  to  work  to  extend  our  facilities  for 
getting  customers  by  personal  attention. 

"Close-up"  Methods  of  Cultivation 

"We  took  a  map  of  the  city  and  divided  it  into 
districts.  Then  we  assigned  good  men  from  our  sales 
departments,  men  who  understood  furniture  thorough- 
ly, to  each  district.  W'e  gave  them  secure  salaries  and 
sent  them  out  to  make  friends  for  us  in  the  districts 
assigned.  Also  a  bonus  was  promised  them  for  every 
person  they  brought  to  the  store. 

"We  hadn't  had  those  men  at  work  a  month  before 
we  knew  we  were  always  going  to  have  them.  To-day 
we  ha\c  twentj'-nine,  eacli  covering  a  certain  district 
and  working  there  every  business  day  of  the  year.  The 
sole  job  of  these  men  is  to  make  friends  for  us.  We 
help  them  all  we  can.  They  report  to  the  store  three 
times  a  day,  and  we  have  ready  for  them  any  news  that 
may  be  of  use  to  them  in  their  work,  especially  news 
concerning  building  permits,  for  a  new  house  means 
new  furniture. 

Getting  in  on  the  Ground  Floor 

"\Mien  a  new  house  goes  up  one  of  our  men  keeps 
watching  it.  As  soon  as  it  is  ready  he  measures  the 
windows  for  shades  and  makes  out  an  order  for  the 
number  of  sizes  needed.  When  the  man  and  his  wife 
— the  people  who  are  to  live  there — come  to  the  house, 
he  talks  with  them.  At  first,  when  trying  out  this 
direct  forehanded  method,  we  rather  thought  people 
might  not  like  it.  But  they  did;  they  were  surprised 
and  amused  to  find  out  how  much  we  knew  of  their 
plans;  and  usually  we  got  the  shade  order. 

"Each  of  these  men  representing  us  in  a  particu- 
lar district  did  all  the  things  my  ;brother  and  I  had  done 
spasmodically.  He  went  to  see  the  young  people  who 
were  about  to  be  married — a  new  house  to  be  furnished 
there;  he  looked  up  the  new  babies;  he  watched  for 
the  fires — for  losses  by  fire  mean  that  people  are  going 
to  furnish  a  new  place  when  they  get  the  insurance; 
he  watched  the  movings — for  every  move  means  some 
purchases,  because  things  never  do  exactly  fit  and  new 
ones  have  to  be  bought. 

"When  all   this  information   came  into  the  store 
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we  made  out  prosiK-ctivc  customer  cards,  jotting  down 
on  tliem  all  the  facts  of  the  case.  Then,  when  someone 
got  ready  to  buy  and  agreed  to  call  at  the  store,  our 
man  'phoned  in  or  himself  brought  the  client.  Hrother 
and  T  were  always  waiting  at  the  front  door  to  shake 
hands  with  lier  and  ])id  her  welcome.  When  she  told 
us  her  name  someone  went  at  once  to  look  over  the 
card  that  concerned  her  and  her  furniture  needs.  .\nd 
this  man,  who  knew  all  about  her,  took  her  to  the  sales- 
man 

Each  Customer  Welcomed  Personally 

"The  firm  members  don't  stand  at  the  door  any 
more;  but  half  a  dozen  do  stand  there  just  to  welcome 
people  who  come  in.  Visitors  or  customers — we  have 
a  lot  of  visitors  who  do  not  buy — they  are  all  welcomed 
personally.  Everybody  likes  it:  a  man  or  woman 
naturally  feels  of  some  importance  after  being  greeted 
hospitably  as  a  friend  of  the  firm.  They  feel  that  their 
money,  however  small,  is  an  asset  to  us,  that  their  cus- 
tom is  worth  while.  That  is  just  what  we  want  them 
to  feel,  because  it  is  true. 

"When  a  client  comes  to  the  store,  the  man  out 
in  the  district  gets  a  lionus.  Even  if  the  client  buys 
nothing  the  district  man  gets  the  same  sum.  h'or  we 
say  that  if  anyone  comes  in  to  buy  and  the  sale  is  not 
made,  it  is  the  fault  of  the  goods  or  the  salesman. 

"Sometimes  our  district  man  makes  a  new  friend 
by  attending  to  a  customer's  complaint.  The  customer 
is  always  pleased  to  have  a  firm  representative  call  to 
look  after  a  grievance.  The  call  usually  counts  far 
more  than  a  letter  would.  I'eople  like  to  have  things 
set  right  by  someone  who  has  actually  seen  just  what 
is  wrong.  If  our  man  inspects  upholstery  and  finds 
that  it  has  not  given  the  service  we  believe  it  should,  he 
tells  the  customer  so.  and  the  complainant  finds  real 
satisfaction  in  that. 

"People  who  have  accounts  with  us  pay  by  cheque 
or  call  in  person  to  luiy  cash.  We  do  not  send  col- 
lectors. If  a  customer  is  back  in  his  payments,  (jur 
district  man  may  call  and  talk  tilings  over.  An  adjust- 
ment is  usually  possible,  and  tlie  consideration  shown 
keeps  a  friend  for  us.  All  this  is  part  of  otn-  method 
of  getting  customers — get  them  in  the  first  instance, 
keep  them,  and  then  get  their  friends  for  customers  by 
giving  personal  attention  to  every  detail  that  concerns 
them. 


"Our  city  has  grown  rapidly.  Hack  in  the  early 
days  we  used  to  slip  circulars,  inviting  people  to  come 
and  visit  the  store,  into  all  the  newspapers  and  maga- 
zines which  were  sold  aboard  arriving  trains.  Then 
one  day  we  borrowed  a  new  idea:  up  in  San  Erancisco 
there  was  a  furniture  dealer  who  worked  in  conjunc- 
tion with  some  of  the  real-estate  agents.  We  thought 
we  C(nild  open  a  rental  office,  get  all  the  real-estate 
agents  in  the  city  to  list  their  houses  w4th  us,  advertise 
our  store  as  a  place  for  rental  information,  and  so  get 
people  to  come  in. 

"The  execution  of  this  plan  meant  considerable 
expense;  a  new  office,  people  to  wait  on  callers,  and 
so  on.  Also  it  meant  enlisting  the  co-operation  of  the 
real-estate  agents,  and  that  was  the  hardest  part.  The 
agents  thought  we  were  going  to  compete  with  them 
or  would  want  to  split  commissions;  they  were  cer- 
tain there  was  a  trick  somewhere.  But  we  convinced 
them  and  the  plan  was  put  in  operation. 

Home-Hunter   Appreciates  'Assistance 

"We  put  ads  everywhere,  in  the  personal  columns 
of  the  newspaper  as  well  as  in  the  real-estate  columns. 
These  ads  invited  people  to  look  over  our  lists,  to 
come  to  us  for  information  concerning  different  parts 
of  the  city.  We  offered  a  saving  of  trme  and  energy 
in  running  about  hunting  houses. 

"They  began  to  come.  Our  people  took  particular 
pains  to  send  them  to  districts  where  they  would  fit  in 
socially  as  well  as  financially.  Presently  the  real- 
estate  agents  began  to  trust  us.  Every  morning  they 
sent  in  llieir  lists  and  e\ery  day  we  sent  them  clients. 
When  the  clients  rented  unfurnished  houses,  naturally 
they  gave  us  first  choice  on  the  sale  of  furniture;  they 
knew  us.  When  they  rented  furnished  houses,  they 
Ijought  at  least  an  odd  piece  or  two,  and  later,  when 
they  located  permanently  they  remembered  us.  Now 
we  have  over  two  hundred  agents  who  place  their 
daily  listings  with  us.  .\  hundred  i)eople  a  day  come 
into  the  store  to  the  rental  department.  We  estimate 
that  in  the  course  of  time  iH)  per  cent  of  the  families 
re])resented  become  regular  customers." 

Who  will  deny  that  the  making  of  friends  through 
personal  service  is  a  good  policy  for  any  store,  big  or 
little.  Here  is  one  of  the  largest  home  furnishing  or- 
ganizations in  the  world,  built  on  that  basis. 
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How  Much  Furniture  Required  for 
These  Apartments? 
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How  much  furniture  was  required  for  this  group  of 
apartment  houses? 
Can  you  figure  it  out? 

The  building  in  the  foreground,  nearing  completion, 
will  accommodate  twenty-six  families.  Seven  other 
apartments  in  the  same  row  bring  the  total  number  of 
suites  to  118,  varying  in  size  from  four  to  seven  rooms. 

It  is  not  often  a  furniture  dealer  will  find  so  much 
business  as  this  practically  under  one  roof,  but  it  will 
interest  our  readers  to  know  that  Canada's  1922  house 
building  record  is  the  greatest  in  our  history.  The  official 
estimate  is  26,000,  with  a  prospect,  however,  that  this 
figure  will  be  exceeded  this  year. 

For  the  furniture  dealer  who  lives  in  a  district  where 
house  building  is  active,  this  seems  to  offer  a  great  op- 
portunity. 
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Section  of  the  B.C.  I,nml)er  Connnissioiier's  f(uartcrs  at 
51  Yonge  St.,  Toronto,  showing  portion  of  the  living  room 
panelled  and  trimmed  in  Douglas  fir.  The  armchair"  is  also 
made  of  Douglas  fir  in  sugi  finish.  This  effect  is  obtained  by 
the  wood  being  charred  with  a  ])lumber's  torch  and  then 
b.rushed  out  with  a  wire  l)rush.  This  removes  the  softer 
particles  and  leaves  a  ridged  or  anti(|ue  appearance. 


The  lounge  room  on  board  the  C.P.R.  s.  s.  Empress  of  France, 
known  to  many  travellers  as  the  Louis  XIV  Lounge.  It  is  decorated 
and  designed  in  the  style  of  the  Royal  Apartment  at  Hampton 
Court  Palace,  England.  The  furniture  is  a  correct  reproduction  of 
the  French  period,  even  to  the  upholstering  of  the  chairs.  A  few 
William  and  Mary  features  are  also  noticeable.  The  lounge  has  an 
air  of  rest  and  comfort,  as  was  intended. 
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Catering  to  the  Furniture  Needs  of 

the  Boy  and  Girl 


The  "Teens",  Nowadays,  Take  Great  Interest 
in  Their  Own  Rooms  Which  They  Like  to  Show 
Off  to  Their  Young  Friends 

By  L.  G.  H. 


Even  those  retailers  who  have  glimpsed 
the  opportunity  of  selling  furnishings  for 
babies,  all  too  often  have  failed  to  follow  up 
this  business  as  closely  as  they  might.  Noth- 
ing delights  the  heart  of  a  growing  girl  more 
than  a  room  of  her  own,  with  furniture  of 
her  own  ])articular  choice. 

Why  not  follow  out  the  same  idea  as  used 
in  the  ])aby  furniture?  Arrange  a  window 
with  an  attracti\e  background  of  light  paper 
and  I)right  chintz  hangings.  Set  up  a  l)ed  of 
brass,  wood  or  iron  of  single  or  three-cjuarters 
size.  Make  it  uj)  so  that  it  will  be  a  little 
unusual  but  dainty, — a  thin  spread  with  a 
colored  lining,  a  white  spread  with  appli(|ue(l 
cretonne  flowers,  or  have  the  bed  all  in  white 
with  a  bolster  with  a  great  bow  of  pink  or 
blue  in  the  middle  of  it. 

A  chiffonier  will  not  appeal  to  the  grow- 
ing girl,  for  it  is  too  hiigh  for  her  to  see  in  its 
mirri)r.  and  of  cnurse  she  no  longer  depends 
upon  her  mother.  .\  i)rincess  dresser  is  the 
thing,  and  every  girl  from  seven  to  seventeen 
loves  one  of  these  low-built,  high-mirrowed 
cases,  and  the  possession  encourages  the  own- 
er to  be  neat  and  properly  groomed  at  all 
times.  This  is  a  selling  argument  to  present 
to  mothers  who  arc  distressed  over  the  care- 
less habits  of  their  daughters  who  have  not 
yet  acquired  a  personal  ])ride  in  their  api)ear- 
ance.  A  princess  dresser  with  a  handsome 
brush  and  comb  and  manicure  set,  will  go  a 
long  way  toward  relieving  the  mother  of  the 
necessity  of  close  daily  inspection. 

Ilien  the  girl  of  this  age  will  enjoy  a  writ- 
ing desk  in  the  same  wood  as  her  dresser, 
and  a  rocking  chair  and  a  wicker  arm  chair 
with  bright  cushions,  and  if  there  is  not 
plenty  of  closet  room,  a  big,  roomy  utility  box 
will  take  care  of  a  great  many  articles. 

As  the  average  girl  ap])roaches  her  middle 
teens,  the  housewifely  instinct  awakens  in 
her,  and  she  enjoys  fixing  up  her  own  room. 
Let  the  window  display  show  just  how  this 
can  be  done,  and  suggest  by  sign  cards  that. 


an  article  of  furniture  makes  a  valuable  and 
nuu-li  appreciated  gift,  and  often  forms  the 
nucleus  of  the  furnishings  of  an  entire  room. 

And  while  we  are  fixing  up  the  girl's  room, 
let  us  not  forget  her  brother.  All  too  often 
the  furnishings  of  his  room  are  the  left-overs 
and  the  undesirable  from  the  whole  house, 
'i'he  mother  is  ])rone  to  argue  that  "John"  is 
so  careless  that  it  does  not  matter,  but  there 
is  no  way  to  make  him  ])articular  and  to  take 
a  ])ride  in  his  sm-roundings  and  a])pearance, 
more  than  to  fix  up  his  room  after  ty])ica1 
boy  fashion. 

l'"()ll(jw  ihe  window  dis])lay  for  the  ti'cn 
age  girl  with  a  window  display  for  her  "twin 
brother."  .Select  furuiiture  for  this  of  the  col- 
lege room  type.  Almost  every  boy  is  either 
kioking  forward  to  going  to  college,  or  enjoys 
fixing  his  room  up  like  a  college  man.  In  a 
large  number  of  both  the  preparatory  and 
schools  of  higher  education,  it  is  customary 
for  the  students  to  furnish  their  own  rooms, 
and  so  the  retail  furniture  man  can  point  out 
that  it  is  wise  to  get  such  furnishings  now, 
so  that  later  they  will  be  on  hand  when  the 
other  expenses  of  going  away  to  school  arise. 
Not  a  few  far-sighted  parents  actually  furnish 
their  boys"  rooms  in  advance  with  this  very 
thought  in  mind. 

Not  long  since  a  mother  said  to  the 
writer,  "We  have  just  refurnished  Robert's 
room.  We  had  a  double  pur])ose  in  doing  it. 
Ro'bert  is  sixteen,  you  know;,  and  was  be- 
ginning to  want  to  go  out  every  evening  in 
the  week.  One  day  when  I  protested,  he 
said  grtifi'ly  that  his  room  was  a  sight  and 
he  couldn't  ask  the  other  fellows  up  to  it, 
and  there  was  nothing  to  do  if  he  did. 

"I  didn't  like  the  crowd  of  boys  he  was 
in  with.  So  I  took  pains  after  a  few  days  to 
bring  uj)  the  matter  of  his  going  away  to 
college.  We  went  over  one  of  the  catalogs 
together,  and  he  was  surprised  to  learn  that 
lie  had  to  .supply  his  own  furniture  for  his 
bed-room.    'Phis   was   my   opening.  I 
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gested  that  we  might  get  his  furniture  now 
and  use  it  until  he  went  away.  He  was  en- 
thusiastic, and  that's  why  I  bought  that  bill 
of  g-oods  which  came  to  a  couple  of  hundred 
dollars. 

"There  was  an  especially  made  steel  cot, 
a  fine  mattress,  a  combined  table  and  writing 
desk,  a  Morris  chair,  a  couple  of  straight 
backed  chairs,  a  dresser,  a  wardrobe  trunk, 
and  a  few  other  things  like  that.  We  had 
his  room  redecorated  and  put  down  rugs 
which    he    chose.    You    never   saw    such  a 


tickled  lad!  He  doesn't  want  to  go  out  in 
the  evening  now,  and  he's  studying  like  a 
hero  to  make  his  examinations,  for  of  course, 
he  has  an  objective  ahead." 

Mr.  Retailer,  do  you  see  the  selling  argu- 
ments here?  Don't  neglect  your  opportunity. 

The  window  display  for  the  growing  boy 
will  be  quite  different  than  the  dainty  affair 
prepared  for  the  girl.  There  will  be  banners, 
and  paddles,  and  fishing  outfits,  and  tennis 
rackets,  and  things  of  that  kind,  but  they 
will  sell  the  goods  ! 


When  the  Demand  For  New  Furniture 

is  at  Low  Ebb 

Take  a  Leaf  Out  of  the  Automobile  Salesman's 
Handbook  and  Accept  an  Old  Suite  in  Exchange 


The  interest  of  'business  life  lies  in  its  prob- 
lems. And  there  are  mighty  few  problems  ever 
presented  that  are  not  capable  of  some  solution. 
Take  the  situation  which  developed  early  in  the 
war  when  home-buiilding  almost  came  to  a  stand 
still  and  the  furniture  trade  was  affected  as  a 
result.  War-times  created  industrial  activity, 
wages  and  profits  increased,  people  had  money, 
but  in  many  localities,  they  weren't  spending  it 
on  furniture.  Why?  Because  there  were  no 
new  homes  for  them  to  move  into  and  they  had 
furniture  in  their  existing  abodes  that  served  the 
purpose  and  was  not  easy  to  dispose  of.  Some 
furniture  dealers  said,  "Oh,  Well!  The  luck's 
against  us.    We'll  have  to  grin  and  bear  it." 

But  the  whole  trade  didn't  just  take  that  at- 
titude of  resignation.  One  merchant  we  know 
of  figured  it  out  this  way:  "the  grinning  part 
of  it  is  alright,  ])ut  I'm  not  g'oing  to  bear  any 
more  losses  than  I  have  to."  He  knew  that  the 
people  had  the  cash.  He  knew  also  that  the  rea- 
■son  they  weren't  buying  was  because  they  had 
furniture  which  had  been  boug^ht,  for  the  most 
part,  for  use  in  the  same  house  in  which  they 
were  still  livings.  The  prospective  customer — or 
perhaps  we'd  better  call  him  the  embyro  custom- 
er, for  he  really  hadn't  developed  to  the  prospect- 
ive stage,  not  in  his  own  mind  at  any  rate — took 
the  viewpoint  that  the  furniture  he  had  was 
good  enough  to  serve ;  it  fitted  the  place,  and 
he  hadn't  any  means  of  getting  rid  of  it  any 
way — so  why  should  he  buy  new  furniture.  No ! 
He'd  spend  the  money  on  a  new  automobile ; 
the  dealers  would  allow  him  five  hundred  on  the 
old  one. 

This  merchant  figured  that  if  he  could  dis- 
pose of  this  embyro  customer's  old  furniture, 
he'd  immediately  develop  into  a  prospect  for 
new  goods. 

Problem:  To  get  the  old  used  furniture  out 


of  the  homes  of  the  people  of  the  comnnuiity 
and  make  room  fi)r  new  merchandise. 

Solution:  Buy  the  old  stuff  and  sell  it  sec- 
ond-hand. 

Sounds  logical  enough,  doesn't  it?  Though 
of  course  it  wasn't  quite  as  simple  as  it  sounds. 
This  merchant  was  doing  a  fairly  high  class 
business.  lie  carried  accounts  with  some  of 
the  wealthiest  people  in  the  city.  How  could 
he  go  into  the  second  hand  furniture  business? 
He  consulted  with  his  department  managers  and 
the  idea  met  a  storm  of  opposition.  They  were 
afraid  the  prestige  of  the  house  would  suffer, 
and  he  himself  was  somewhat  douljtful  al)out 
the  proposition.  Ikit  customers  had  to  be  se- 
cured to  get  along  with  the  business,  and  he 
determined  the  try  out.    Here's  how  he  did  it: 

The  basement  of  the  building  was  set  aside 
for  all  furniture  taken  in  exchange  and  a  separ- 
ate store  made  of  it.  No  public  advertising  was 
done  in  regard  to  the  scheme,  but  he  got  his 
salesmen  working  on  the  outside  among  their 
old  clients.  They  went  right  out  and  called  on 
them.  In  the  course  of  the  \'isit  the  salesman 
would  suggest  that  the  lady  of  the  huose  would 
be  interested  to  see  some  new  dining-  room  sets 
that  had  just  been  received. 

Come  in  and  See 

"Just  drop  in  and  look  at  them,  A-Irs.  Blank." 
the  representative  would  urge. 

"But  I  couldn't  bu}^  one.''  Mrs.  Blank  would 
protest.  "I've  got  tired  of  my  set  as  you  know  ; 
but  I've  got  it  and  it's  perfectly  good  yet." 

"l)Ut  we  would  allow  you  a  hundred,  maybe 
more,  on  it,  if  3^ou  saw  something  you  did  like," 
was  the  salesman's  come-back. 

That's  when  the  embyro  customer  develop- 
ed into  a  prospect.    Mrs  Blank  knew  that  autos 
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JOHMOEAR  IFEEI 
THAT  I  AM  LOSING 
ALL  inlERtST  IN 
THE  APPE^RA^^c,t 
OF  OUR  HOME 
OUR  FURMITORE 
IS  MOT  THE  LEAST 
B)T  imERESTlHG 
OR  ATTRACTIVE 
LIKE  OTl^tRPEOPLtS 
Hones  MOST  OF 

15>  OLD  FA?>H10MEO 
AMD  OUT  OF  OME 
WE  HAVE  MOT  THE 
MECtSSARY  CASH 
TO  bUV  HEW 

couuo  c«y 

EVES  OUT 


TVitWt  .  THERE  ^. 
t^'i  UTTLE  WOMAH 
KNOW  HOW  lAlE 
CAM  OVERCOME 
THKT  THE  JOMES 
B^o^fURMITOf^E 

HAVE  AVJOHOEHEUL 
PUVn  TWtV  WIU- 
T^KE  BACK  ALL  THE 
OU)P\ECtS  OE 
FURHITORE  YOU 
DO  HOT  WAMT  IN 
EXCHAHGrE  FOa 
HEW  AMD  OPTO 
DATE  0ES16N^)AnD 
THEV  AL'SO  MAKE 
VOU  A  L\BtRKLCASH 
ALLOV^AHCE  CFP 
A  HE-W  PURCHASE 


JOHh!  YOODOttOT 
KNOW  HOW  HAPPY 
1 EEEL  I  JUST 
LO\;e  iwh  Horie 

0F0UR5  MOW 
n  Ju51  LOOKS 
BEAUTIFUL 


Ye-o  fAY  OEA?l 
IT  \SAWOHDE«- 
-FUL.  CMAHGE 
THAMKS  TO  THE. 
FURMHORE 

EV^CHAHGE- 
AHDOOR  G/\SH 
OUT  LAX  \NAS) 
30  S/^A.LL 
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and  sewing  machines  and  phonographs  were 
taken  in  exchange,  but  she  had  not  thought  that 
furniture  would  'be.  She  talked  it  over  with 
her  husband  that  night,  and  as  iDusiness  was 
g'ood  and  money  easy,  Mr.  Blank,  while  demur- 
ring at  the  expenditure  as  unnecessary,  wasn't 
hard  to  win  over  to  his  wife's  point  of  view. 
Mrs.  Blank  wanted  the  new  set.  and  she  got  it. 
A  week  later  it  adorned  her  dining  room,  and 
the  old  set  found  its  way  into  the  home  of  a 
foreign  laborjer  where  it  created  equal  satis- 
faction and  enjoyment. 

The  Scheme  Worked 

The  scheme  worked  and  the  retailer  did  not 


suffer  in  presige.  All  through  the  period  when 
home-building  was  at  a  standstill,  he  increased 
his  business.  The  exchange  plan  was  conduct- 
ed in  a  way  that  appealed  to  his  customers. 
There  was  no  hagglling  with  a  second-hand  inan. 
The  firm's  appraiser  estimated  the  prices  to  be 
allowed,  and  it  was  liberal.  Anything  was  ex- 
changed, even  to  a  chair,  and  they  usually  found 
that  when  a  woman  disposed  of  a  chair  she  did 
not  like,  she  came  to  consult  them  about  dis- 
posing of  something  else,  and  not  long  after- 
wards she'd  exchange  that.  In  1921,  the  fourth 
year  of  the  exchange  system,  one-sixth  of  the 
entire  business  of  the  firm  went  through  the 
exchange  department. 


For  Bachelor  Men  and  Women 


Don't  Overlook  the  Young  Men  or 
Women  Who  Have  Just  Started  in 
to  Earn  a  Living  for  Themselves 


Don't  overlook  the  young-  man  or  the 
young  woman  who  has  recently  become  a 
wage  earner.  Many  of  these  young  people 
will  enjoy  the  thought  of  buying  something 
they  have  always  wanted  for  themselves. 

A  young  man  who  had  just  begun  to 
work,  had  always  wanted  a  roller-top  desk. 
The  privacy  of  the  cover  appealed  to  him. 
He  would  never  have  thought  of  buying  this 
had  not  a  wide-awake  furniture  man  put  in  a 
window  which  he  specialized  as  "For 
Bachelor  Men."  By  display  card,  he  hinted 
the  possibility  of  frittering  away  consider- 
able sums  of  money  in  small  spendings,  and 
pointed  out  that  a  permanent  and  well-made 
article  of  furniture  was  a  comfort  and  a  joy 
forever.  Our  boy  friend  went  to  saving 
promptly  for  his  roller-top  desk,  and  his 
chum  followed  suit  by  deciding  to  have  a 
big,  easy  chair  with  broad  arms  upon  which 
he  could  write,  and  an  electric  light  fastened 


over  the  back  of  it.  The  window  also  sold 
goods  to  a  number  of  men  who  had  a  com- 
fortable salary  and  who  had  never  entered 
the  field  of  matrimon}'. 

Seeing  how  much  this  window  did,  the 
furniture  man  followed  it  by  another,  "For 
Bachelor  Maids."  In  it  were  a  number  of 
useful  articles  such  as  a  folding  bed,  a  day 
])ed,  a  tea  wagon,  and  an  attractive  little  cab- 
inet which  opened  up  and  revealed  a  two- 
bruner  gas  plate  on  the  inside,  with  a  place 
for  cooking  utensils  underneath. 

Window  displays  and  newspaper  adver- 
tising will  win  the  trade  of  many  people  on 
articles  they  would  not  realize  they  needed 
if  they  did  not  see  them  or  read  about  them. 
Do  not  neglect,  however,  the  trade  of  the 
children  and  the  growing  young  people,  for 
these  soon  become  of  voting  age  and  rapidly 
develop  into  the  householders  of  the  com- 
munity. 
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Make  a  Friendship 

Every  Sale 

"Know"  and  " Like"  Your  Merchandise, 
and  Don't  be  Afraid  of  Work  — Great 
Possibilities  in  Sale  of  Modern  Furniture 

By  "Sales  Manager" 


Does  it  not  appeal  to  you,  or  in  other  words  is  it  not  reasonable  to  state  that  to  be 
a  successful  salesman  in  any  line  of  merchandise,  it  is  imperative  that  ycu  know  and  Lk3 
the  goods  you  sell? 

And  is  it  not  just  as  reasonable  to  state  that  you  must  not  be  afraid  of  work.  There 
are  other  very  important  factors,  such  as  the  correct  manner  of  approach,  etc.  But,  the 
ground  is  fairly  well  covered  if  the  salesman  knows  and  likes  his  merchandise,  and  is 
not  afraid  of  work. 

"Not  afraid  of  work"  may  appear  to  some  as  a  very  hackneyed  expression.  However, 
the  writer  has  yet  to  discover  a  successful  man  in  any  line  of  merchandising  who  was,  or 
is,  afraid  of  work. 

Can  you  imagine  a  "successful  salesman"  in  a  Furniture  Department  taking  an  in- 
different attitude  when  showing  any  piece  of  furniture,  be  it  large  or  small?  The  writer 
has  known  salesmen  who  never  have,  and  never  will,  reach  the  position  of  first-class,  high- 
grade,  100%  salesmen,  simply  because,  although  they  may,  and  do  as  a  rule,  take  quite  a 
lively  interest  in  the  requirements  of  a  customer  when  something  large  or  expensive  is  in 
question,  they  take  a  very  indifferent  attitude  when  such  a  thing  as  a  common  kitchen 
chair  is  mentioned.  Particularly  is  this  the  case  with  some  salesmen  working  on  commis- 
sion basis. 

This  is  a  very  grievous  error  on  the  part  of  salesmen,  even  if  thinking  only  of  the  re- 
turn in  commissions,  and  forgetting  entirely  the  service  he  most  rightly  owes  both  to  the 
customer  and  his  employer.  A  kitchen  chair,  well  sold,  is  very  often  merely  the  fore-run- 
ner of  many  profitable  sales  to  a  satisfied  customer. 

A  salesman  well  known  to  the  writer,  once  made  such  a  success  of  selling  a  newly 
married  couple  their  first  furniture  that  they  have  bought  every  piece  of  furniture  they 
have  required  from  him,  in  the  years  intervening  since  that  time.  In  addition  to  this  they 
have  made  it  a  point  to  advise  all  their  friends  to  come  to  him.  In  commissions  alone  this 
salesman  has  reaped  richly.  In  friendships  formed  he  has  reaped  beyond  estimation. 
"Make  a  friendship,  every  sale" — this  has  always  been  the  policy  of  the  writer. 

Furniture  salesmen,  particularly  in  large  up-to-date  furniture  stores,  have  wonderful 
merchandise  to  sell.  Be  it  odd  pieces  or  suites,  every  article  has  its  own  peculiarities  of 
style,  and  beauty — the  wood  itself,  the  designs,  finishes,  coverings.  What  splendid  effects 
can  be  produced  in  the  groupings!  Add  to  this  a  salesman  who  likes  furniture,  and  is  not 
afraid  of  work,  and  what  wonderful  possibilities  of  success! 
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Can  You  Write  a  Letter? 


That  is,  a  Letter  That  You  Can  be  Sure 
Your  Customer  Will  Read — Much  Good 
Money  Goes  Into  The  Waste  Paper  Basket 


The  average  business  man  to-day  receives 
his  mail  literally  in  sheaves,  and  probably  fifty 
per  cent,  of  it  is  consigned  to  the  waste  basket. 
'Why?  Simply  because  it  doesn't  get  his  in- 
terest. 

Here's  an  interesting  question  to  analyze. 
What,  class  of  matter  is  it  that  finds  its 'way 
to  the  waste  basket,  and  what's  wrong  with  it? 
A  certain  small  percentage  no  doubt  consists  of 
c|uestionnaires — sent  out  by  people  who  want 
information  for  selfish  reasons — ^but  the  major- 
ity of  it  is  sales  letters  that  don't  get  across. 
And  the  reason  they  don't  get  across  is  either 
that  they  have  been  sent  to  the  wrong  i)arty 
or  that  they  haven't  taken  the  right  method  of 
approach  or  haven't  presented  their  facts  in  a 
sufficiently  clear  and  striking  way. 

Analyze  Your  Own  Reaction 

It's  a  mighty  good  practice  to  analyze  one's 
own  reaction  to  the  different  types  of  letter  that 
reach  one's  desk,  to  consider  why  one  throws 
this  one  in  the  basket,  sets  another  aside  to 
think  the  matter  over,  and  sits  down  and  an- 
swers a  third  right  off  the  bat.  You'll  get  some 
mighty  good  ideas  for  use  in  your  own  corres- 
pondence. 

Pretty  nearly  every  lousiness  letter  written 
is  either  a  sales  letter  or  an  answer  to  a  sales 
letter.  By  this  we  mean  that  the  gTeat  volume 
of  business  correspondence  has  a  selling  mis- 
sion to  perform — not  necessarily  the  sale  of 
goods,  'but  the  sale  of  an  idea.  It's  an  attempt 
to  persuade  the  reader  to  do  something  that  the 
writer  wants  him  to  do  and  convince  him  that 
it  is  to  his  advantage  to  do  so. 

Qualities  of  Good  Letter 

Let  us  consider  what  cjualities  are  necessary 
in  order  that  a  letter  may  perform  this  mission. 
An  advertising  expert  sums  up  these  essentials 
as  follows:    The  letter  must  be: 

( 1 )  Clear  as  to  meaning 

(2)  Free  from  error 

(3)  Concise  (to  the  point) 

(4)  Courteous 

(5)  Expressive  of  personality. 

Neglect  in  providing  for  all  or  any  one  of 
chese  must  result  in  weakening  the  message 
and,  consequently,  its  eft'ectiveness  as  a  business 
producer. 

The  Humor  of  Ambiguity 

The  test  as  to  clearness  in  any  written 
statement  is  its  ability  to  express  the  whole 
meaning  to  the  reader,  and  in  such  a  way  that 
more   than   one   meaning   cannot   be  inferred. 


Every  one  has  smiled  at  such  classified  news- 
paper advertisements  as  that  which  read, 
"Piano  for  sale  by  old  lady  with  mahogany 
legs."'  Lack  of  clearness  is  an  evidence  of  loose 
thinking  on  the  part  of  the  writer. 

This  fault  of  ambiguity,  as  illustrated  in  the 
above  advertisement,  is  a  common  one.  It  is 
often  found  even  in  legal  arrangements  which 
are  supposed  to  be  written  by  specialists  in  the 
art  of  preparing  documents  that  are  absolutely 
without  a  loop-hole.  Yet  how  often  some  clever 
lawyer  is  able  to  take  a  clause  in  some  such 
supposedly  hole-proof  document  and  read  into 
it  an  entirely  dift'erent  meaning  from  what  the 
writer  may  have  intended. 

The  experienced  business-letter  writer,  real- 
izes the  necessity  of  thinking  well  before  he 
writes  and  of  carefully  weighing  what  he  has 
written  before  despatching  it  through  the  mails. 
Pie  does  not  need  to  be  warned  against  vague- 
ness and  the  use  of  large  words  and  involved 
sentences  which  may  be  "over  the  head"  of  the 
individual  he  wants  to  reach. 

Can  Over-do  Brevity 

Conciseness  is  a  ])articularly  important  qual- 
ity. Business  men  to-day  simply  haven't  got 
time  to  read  long  correspondence.  If  a  letter 
looks  long  and  the  first  sentence  does  not  in- 
dicate that  it  is  about  a  matter  of  real  import- 
ance, ten  chances  to  one  it  is  deposited  in  the 
dud  receptacle. 

Of  course  brevity  may  be  overdone,  and  some 
writers  in  the  attempt  to  be  brief  succeed  in 
being  curt.    Here's  an  example  of  such  a  mis- 
guided eft'ort : 
Gents : 

Re  yours  of  25th,  have  no  record  of 
your  order.    Please  repeat.  - 

Y'rs 

J.  Brown 

Conciseness  is  really  a  matter  of  conveying 
one's  ideas  in  the  shortest  form  that  is  con- 
sistent with  completeness  and  with  dignified 
expression.  In  case  of  doubt  it  is  far  better  to 
err  on  the  side  of  using  too  many  words  than 
to  run  the  risk  of  appearing  discourteous. 

Courtesy  Always 

Courtesy  is  just  as  essential  in  correspond- 
ence as  it  is  in  personal  contact  with  custom- 
■ers.  As  a  matter  of  fact  one  can  say  things 
in  conversation  which,  when  written,  might 
actually  have  the  appearance  of  impertinence. 
The  source  of  courtesy  lies  in  smypathy  with 
the  other  fellow's  viewpoint,  in  the  subordina- 
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tion  of  one's  own  interests  to  his  interests,  in 
seeing  with  his  eyes  and  thinking  with  his 
brain,  as  far  as  is  humanly  possible.  The  man 
who  has  this  faculty  is  what  is  known  as  a 
"born  salesman,"  and  he'll  sell  goods  by  mail 
or  in  any  other  way.  We're  not  all  born  with 
it,  of  course,  but  all  of  us  can  cultivate  it  to  a 
considerable  extent. 

The  quality  which  is  perhaps  most  frequent- 
ly lacking  in  business  letters  is  individuality, 
that  is,  expression  of  personality.  There's  so 
mucl: — such  a  mass  of  so-called  sales  corres- 
pondence—  that  is  really  just  plain  drivel,  that 
the  business  -man  gets  "fed  up."  He  sees  the 
same  old  stuff  come  to  his  desk  day  after  day, 
the  same  old  arguments  presented  in  the  same 
old  way,  and  he  finally  reaches  the  stage  where 
he  becomes  very  unsusceptible  to  the  appeal  of 
sales  letters.  It  takes  real  "i)unch"  to  arouse 
his  interest. 

Choose  Mailing  List  With  Care 

The  retailer  who  uses  direct-by-mail  meth- 
ods has  the  advantage  that  his  letters  are  gen- 
erally directed  to  the  home,  which  is  not  sub- 
jected to  such  heavy  and  continous  sales'  bom- 
bardment as  the  business  office  and  is  con- 
sequently not  so  strongly  fortified  against  ap- 
peals. The  average  letter  that  enters  the  home 
is  opened  and  read,  in  |)art  at  least,  if  its  very 
appearance  does  not  proclaim  it  to  l)e  an  ad- 
vertisement. But  whether  it  gets  any  results 
of  course  depends  on  the  contents,  and  also  on 
the  care  with  which  the  merchant  has  picked 
his  mailing  list. 

This  letter  point  is  a  most  important  one. 
A  great  deal  of  time,  money  and  effort  is  fre- 
quently wasted  through  the  use  of  a  poorly 
selected  prospect  list. 


Vernon  &  Go.  Doing  Good  Work 
in  Local  Furnishing 

.\  recent  issue  of  the  Truro  "Uaily  News" 
contains  an  interesting  item  on  some  attractive 
decorations  that  had  just  been  installed  by  the 
firm  of  Vernon  &  Co.,  well  known  local  furnish- 
ers. Part  of  the  item  refers  to  this  company's 
own  display  and  the  remainder  to  the  decoration 
of  another  store.  The  item  reads,  in  part,  as 
follows : — 

The  passers-by  are  all  stopping  to  look  in 
Vernon  &  Co.'s  windows,  which  have  'l)een 
beautifully  redecorated  and  made  over  into 
furnished  rooms,  one  showing  a  cosy  living 
room,  with  big  comfortable  Chesterfield,  shaded 
lamps  and  tea  cart  all  set  out  for  tea,  and  ap- 
parently a  real  fire  blazing  on  the  hearth,  with 
a  massive  brick  mantel,  and  a  fine  tapestry  panel 
inserted  above.  The  next  window  shows  a  bed- 
room, with  an  old  fashioned  bed,  in  putty  color 
with  floral  panels,  and  the  dresser  and  chiffonier 
to  match,  the  background  having  a  dainty  paper 
striped  with  black,  with  a  French  window,  drain- 
ed in  rose  silk  madras.    The  whole  lay  out,  back- 


grounds, mantel  and  fire  place  were  made  u])  in 
Messrs.  Vernon  &  Co's.  own  workshop,  and  are 
most  artistically  carried  out. 

Also  Arranged  Murphy's 

In  W.  B.  Murphy's  Inglis  Street  store,  which 
re-opened  today,  the  show  windows  are  draped 
in  the  very  latest  style,  with  a  handsome  fringed 
valance  and  side  drapes  of  rose  poplin,  which 
draw  right  across  the  window  when  store  is 
closed,  the  whole  being  su])plied  and  fitted  up 
by  Vernon  &  Co.,  the  well-known  furnishers, 
who  also  supplied  and  laid  a  grey  tiled  linoleum 
in  the  front  store. 


Accept  Old  Furniture  as  Part 
Payment 

We  have  an  interesting  letter  from  Mr.  E.  J. 
(lordean,  manager  of  the  Gordean  Furniture 
Company,  complete  house  furnishers,  Edmon- 
ton, Alta.  Mr.  (jordean  was  formerly  manager 
of  the  National  Flome  Furnishers  of  the  same 
city.  He  has  sent  us  a  couple  of  photographs  of 
his  store  which  we  are  reproducing  on  other 
pages  of  the  present  issue  and  outlines  an  inter- 
esting experiment  he  is  trying,  namely,  accept- 
ing old  furniture  in  part  payment  for  new.  Our 
readers  will  be  interested  in  another  article  on 
this  self  same  subject,  also  running  in  this  issue. 
Mr.  (rordean  writes: 

Edmonton,  Alta. 

Editor,  Furniture  World: 

"We  are  conducting  both  a  credit  and  cash 
business  and  are  situated  in  the  heart  of  the 
city.  We  are  utilizing  our  basement  which  is 
50'  by  150'  for  display  room,  as  photo  will  show, 
— in  all,  11,000  square  feet  of  selling  space. 

In  connection  with  our  business  we  accept 
cild  furniture  as  part  payment  on  new  merchan- 
dise. However,  we  do  not  bring  any  of  the 
second-hand  goods  into  our  establishment,  same 
being  sold  directly  to  the  second-hand  dealer  as 
soon  as  we  do  any  exchanging.  We  have  a 
special  man  who  goes  out  and  makes  the  differ- 
ent ap])raisements.  We  find  that  this  idea  has 
made  us  quite  a  number  of  sales  in  the  short 
time  that  we  have  been  in  'business." 

Yours  truly, 

E.  J.  Gordean,  ■ 


The  attention  of  retailers  is  especially 
drawn  to  the  exhibition  of  Canada  Furni- 
ture Manufacturers,  Limited,  which  will 
be  held  at  their  wholesale  showrooms  136- 
140  King  Street  East,  Toronto,  on  the  same 
date  as  the  other  January  exhibitions.  The 
January  exhibition  is  a  permanent  feature 
of  this  firm,  as  is  also  a  July  exhibit,  and 
retailers  may  count  on  seeing  a  fine  dis- 
play of  high  class  furniture,  as  the  com- 
pany have  a  very  large  exhibit  by  reason 
of  the  size  of  their  warehouse  show  rooms. 


A  view  of  the  interior  of  the  Gordean 
Furniture  Company  Edmonton,  Alta., 
one  of  the  handsomest  in  Western  Can- 
ada. Another  view  is  shown  on  the 
next  page 


80  URN  IT  LIRE  WORLD 


8 


0 
O 

o 

'0 


T^Ae  Gordean  Furniture  Co.  also  accept 
old  furniture  as  part  payment.  They 
occupy  11,000  sq.  ft.  of  selling  space 
and  have  only  been  in  business  a  short 
time. 
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Show  Card  Writing-Talk  No.  6 


The  sixth  of  a  series  of  illustrated  talks  on  modern  show  card  writing.  The 
author  has  had  a  wide  experience  in  this  work  and  we  urge  our  readers  to 
follow,  carefully,  the  talks  as  they  appear.  Are  you  finding  them  useful? 
A  line  from  you  will  be  appreciated.    We'll   gladly  answer  any  questions. 


For  our  next  step  in  the  art  of  card-writing 
we  will  study  letter  shading.  With  a  little  prac- 
tice shading  will  be  found  the  easiest  part  of 
card-writing,  and  here,  as  well  as  in  executing 
the  letters  themselves,  we  should  remember  that 
absolute  precision  is  not  necessary.  With  the 
best  card  writer's  work,  mistakes  can  be  read- 
ily seen  when  each  individual  letter  is  scrutiniz- 
ed, while  the  general  effect  of  the  card  will  have 
a  smart,  dashy  look  that  is  quite  attracti\'e. 

As  our  aim  is  to  produce  cards  that  have  a 
compelling  and  attractive  appearance  with  the 
least  amount  of  effect  and  in  the  least  time,  we 
will  find  great  opportunity  for  the  use  of  the 
shade. 

To  execute  a  shade  correctly  on  seme  letter 
(or  exactly  as  the  rule  would  call  for)  would 
take  too  much  time.  We  aim  to  get  a  good  ef- 
fect without  unnecessary  work.  It  will  ])e  no- 
ticed in  referring  to  the  shading  on  the  card 
illustrated  that  the  shade  between  the  letters 
"M"  and  "A"  in  the  word  "Made"  is  disconnect- 
ed.   Practicallv  all  shading  is  done  with  a  flat 


MADE  IN 
CANADA 


have  firsf  place  li 


lere 


brush  in  one  stroke,  and  it  Avill  be  seen  that  to 
make  the  shading  join  a  number  of  small  strokes 
would  have  to  be  made,  thus  making  necessary 
the  use  of  the  point,  instead  of  the  side  of  the 
brush. 

It  is  quite  permissible  to  break  the  rules  in 


cases  like  that,  as  we  lose  the  dashy  effect  if 
too  much  care  is  put  on  the  details.  Shading- 
should  always  be  done  with  single  strokes,  if 
at  all  possible,  using  the  side  of  the  brush  after 
it  has  'been  spread  to  a  flat  or  square  edge. 
Sometimes  space  will  not.  permit  of  the  full 
width  of  the  brush  ;  in  this  case  do  as  has  been 
suggested. 

All  vertical  and  horizontal  shades  should  l)e 
made  with  a  continuous  one  stroke.  In  cases 
such  as  the  letter  "I''  the  shade  is  made  com- 
plete without  lifting  the  brush.    In  our  exam- 


Shading^ 

Too  ClpSB 
fi/O/fTSPACE 


l/se  the 
one  stroke 


pies  it  will  be  noticed  that  we  have  shaded  our 
letters  only  on  the  left  side.  This  has  become 
the  standard  practice  chiefly  due  to  the  fact  that 
the  left  side  of  the  \'arious  letters  is  more  un- 
bro'ken  than  the  right,  allowing  of  greater  speed. 

It  will  be  noted,  too,  that  considerable  space 
is  left  'between  the  letter  and  the  shade.  This 
can  be  varied  according  to  circumstances, 
though  the  effect  of  placing  the  shade  at  a  good 
distance  from  the  letter  is  more  pleasing  and 
attractive  than  when  it  is  placed  more  closely. 
This  will  be  readily  appreciated  by  giancing  at 
the  accompanying  illustration. 

Shading  will  be  found  a  great  help  in  "ton- 
ing up"'  a  card  that  has  not  been  lettered  just 
as  well  as  might  be  desired,  as  it  serves  to  hide 
a  great  many  minor  imperfections  that  other- 
wise would  be  very  noticeable. 
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Upholstering 


The  Formation  of  the  Nosing,  the  Lacing 
on  of  the  Hair  and  the 
Muslin  Covering 


The  next  stej)  is  the  formation  of  the  nos- 
around  the  inner  edge  of  the  arm.  A 
])iece  of  canton  flannel  larger  than  the  face  of 
the  arm  is  tacked,  as  indkated  in  Fig.  26, 
keei)ing  the  tacks  about  one-half  inch  from 
the  edge  of  the  arm.  The  surplus  material, 
which  goes  beyond  the  edge,  is  then  stuffed 
up  to  form  a  nosing,  as  indicated  at  "x"  in 
Fig-.  26A.  This  diagram  shows  the  com- 
mencement of  the  nosing.  The  stuffing  is  con- 
tinued down  on  the  inside  edge  of  the  arm  to 
the  point  where  it  joins  the  seat  and  is  con- 
tinued also  around  the  top  curve  of  the  arm, 
diminishing  in  size  until  it  practically  dies 
away  at  "A."  No  nosing  is  provided  on  the 
edge  between  "y\"  and  "B''  for  this  type  of 
chair,  but  the  surplus  material  is  carried 
around  the  edge  and  tacked  to  give  a  finish. 

After  the  nosing  has  been  entirely  formed, 
it  is  regulated  into  shape  and  stitched  so  as 
to  have  the  appearance  of  Fig.  27.  Note  also 
the  enlarged  detail  diagrams  27A  and  27B, 
which  give  a  clearer  idea  of  the  stitching. 

The  next  step  is  the  lacing  on  of  the  hair, 
as  shown  in  Fig.  28,  the  compact  mass  being 
kept  uniform  and  carried  uj)  over  the  top  of 
the  arm  smoothly,  so  as  to  produce,  in  the 
muslin,  the  shape  shown  in  h^ig.  29. 

After  both  arms  arc  done,  the  wings  are 
next  in  order,  these  being  tirst  canvassed,  as 
shown  in  •'"ig.  29.  'i'hen  the  flannel  for  the 
nosing  is  back-tacked  on  the  edge  of  the  wing, 
as  shown  in  Fig.  30,  and  this  also  is  stuffed  up 
and  tacked  to  provide  a  compact,  smooth  edge, 
as  indicated  in  Figs.  31  and  32,  and  in  the 
stitched  form  shown  in  Fig.  33. 

The  operation  of  forming  the  nosing  can 
be  reversed  by  tacking  the  inside  edge  of  the 
flannel,  then  stuffing  it  and  tacking  the  out- 
side instead  of  back-tacking  the  outside  edge, 
stuffing  it  and  then  tacking  the  inside,  which 
is  shown  in  connection  with  these  figures,  and 
an  equally  satisfactory  job  can  be  done  either 
way. 


'I'lic  next  operation  is  the  lacing  on  of  the 
hair,  as  already  shown,  I'^ig.  3-1^,  and  finally 
the  CDvering  with  muslin  to  the  stage  illus- 
trated in  I'ig.  3.^.  Where  the  muslin  of  the 
wiing  jiiins  the  muslin  of  the  ami,  it  will  be 
necessary  to  sew  tiie  two  together  on  the 
line  XX,  as  shown  in  i'ig.  35.  On  the  comple- 
tion of  the  co\  ering  also,  it  will  be  found  nec- 
essary to  ha\('  the  material  seamed  at  "this 
])oint  in  order  to  ])ro\  ide  the  ])ro|)er  shai)e. 


)otli  wiings  covered 


With  both  arms  an( 
in  nnislin,  the  chair  will  now  have  the  a])l)ear- 
ance  indicated  in  h'ig.  36.  Just  here  it  is  well 
to  i)oint  out  the  possibility  of  losing  the  sym- 
metrical lines  of  the  chair  by  upholstering 
that  is  too  full  or  that  rounds  out  oxer  the 
edges  of  the  frame.  This  possibility  is  indi- 
cated in  Fig.  36A,  where  all  of  the  sharj)  sym- 
metrical lines  of  the  chair  have  been  lost,  and 
bulbous,  pillow-like  outlines  have  been  creat- 
ed. In  this  illustration  the  arms  are  too  full, 
the  front  seat  nosing  too  round,  and  the  back 
and  wings  have  lost  the  shapeliness  which 
is  characteristic  of  the  original  frame. 

The  chair  is  now  completely  upholstered 
in  muslin,  the  outside  arms  and  wings  having 
been  lined  with  muslin  for  display  purposes, 
and  the  only  upholstering  yet  remaining  to 
complete  the  muslin  stage  is  the  making  of 
the  down  cushion. 

It  used  to  be  customary  on  chair.s  of  this 
description  to  allow  a  recess  at  the  bottom  of 
the  inside  arms  and  at  the  bottom  of  the  back 
for  the  down  cushion  to  slip  into.  This  is 
not,  to-day,  considered  a  good  i)ractice,  hut 
the  arms  and  the  back  are  finished  straight 
down  and  the  down  cushion  is  made  to  fit 
into  the  space  between  the  arms.  Therefore, 
a  paper  is  smf)othly  laid  over  the  seat,  and 
with  a  pencil,  held  .upright,  an  outline  of  the 
cushion  is  marked  on  the  paper,  and  from  this 
pattern  the  cushion  is  made  the  exact  size 
thus  indicated. 
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William  and  Mary,  1688-1702 


'iMie  William  and  Mary  ])eri()d,  sometimes 
called  the  Ang-lo-Dutch  period,  lasted  for 
only  about  fourteen  years.  It  is  only  natural 
that  this  ])eriod  should  be  very  much  Dutch 
inclined,  as  Mary's  husband,  William  of 
(3range,  was  a  Lovvlander.  Not  only  this, 
but  many  of  the  attaches  of  the  court  were 
Dutch,  and  brought  much  of  their  furniture 
with  them,  and  it  is  from  these  |)atterns  that 
English  workmen  copied  their  furniture,  with 
such  changes  as  suggested  themselves.  A 
new  style  was  thus  gradually  developed, 
which  became  known  as  the  William  and 
Mary  period.  There  are  certain  features 
which  are  traceable  to  Louis  XIV,  coming 
in  a  roundabout  way  through  Ilolland,  and 
there  is  also  a  certain  Spanish  influence. 

There  is  little  to  be  said  about  the  orna- 
mentation, for  a  general  simplicity  of  style 
prevailed  throughout  the  whole  period.  The 
ornaments  took  the  form  of  figures  and 
flowers  in  carving,  but  there  was  not  a  great 
deal  of  this.  On  the  other  hand,  we  find  an 
increasing  use  of  colour  and  form  instead  of 
the  usual  carving  scroll  work.  Plain  furni- 
ture was  the  general  run  of  the  period.  The 
one  outstanding  characteristic  was  the  single 
and  double  hood, — originating  probably  from 
the  doul)le  throne. 

The  most  common  ])ieces  of  furniture 
were  chairs,  stools  and  forms,  settees  or 
sofas,  day  beds,  bedsteads,  tables,  chests, 
chest  of  drawers,  highboys  and  lowboys, 
cabinets,  secretaries,  desks,  cupboards,  buf- 
fets, dressers,  mirrors  and  checks.  The  i^rin- 
cipal  woods  used  in  the  manufacture  of  this 
fruniture  were  walnut  and  oak,  the  former 
predonn'nating  in  cabinet  work.  Judging 
from  the  workmanship,  the  walnut  secretary, 
marcpieterie  chest  of  drawers  inlaid  and 
oystered,  would  appear  to  have  been  the  most 
lK)pular  pieces  of  furniture,  though  not  the 
most  common. 

A  striking  feature  of  this  period  is  the 
variety  in  design  of  the  legs,  each  particular 
grou])  of  furniture  having  a  design  distinct 
from  the  other,  but  at  the  same  time  retain- 
ing the  common  curve  in  some  form  or  an- 
other. 

Contours  have  the  inverted-cup  or  spindle 
turnings  with  ball  feet  and  also  scrolled  legs 
with  Spanish  feet.    Chairs  have  the  cabriolle 


legs  ringed  or  colored,  with  mouldings  be- 
low the  knee — some  were  carved — with  ])un- 
fect.  Cabinets  and  highboys  as  well  as  low- 
boys have  short  and  long  legs.  The  legs 
were  turned  in  spiral,  octagonal,  spindle, 
trumi^et  fashion,  finishing  ofi:  in  many  in- 
stances with  bun  or  inverted-cup  feet.  'I'he 
highboys  and  lowboys  usually  stood  on  five 
or  six  feet  and  were  underbraced  with  flat 
stretches  of  concave  or  serpentine  shape.  The 
scr])entine  stretchers  generally  gave  the  ap- 
pearance of  two  serpents  crossed  diagonally 
in  the  shape  of  an  X. 

Cabinets  were  nearly  always  made  in  two 
pieces,  that  is,  an  upper  and  a  lower  piece, 
the  whole  ])eing  dixided  l)y  a  nidulding  and 
cornice.  The  upper  portion  may  have  two 
doors  in  front,  and  inside  would  be  a  tier  of 
drawers  or  pigeon  holes.  The  lower  ])ortion 
was  in  reality  a  table  supported  by  five  or 
six  legs  with  two  drawers  on  either  side — 
included  in  the  frame — with  a  smaller  one  in 
the  centre.  On  tliese  drawers  such  metal 
mounts  as  knobs,  pear-drops,  handles,  and 
drops  of  difi'erent  shapes  were  used  ;  also  key 
plates  with  cherubs'  heads. 

Tables  were  small  and  of  the  gate  leg- 
style,  differing  from  the  Jacobean  in  this  re- 
spect, that  the  legs  were  turned  with  cup  or 
sjMndle,  with  stretchers  and  bun  feet.  Tal)le 
decorations  took  the  form  of  marqueterie, 
oyster  and  laccpier.  Clocks  were  richly  de- 
corated to  harmonize  with  other  ])ieces  of 
furniture  used  in  the  same  room. 

Chairs  invariably  had  high  backs  and 
were  caned,  carved  and  upholstered.  The 
toi)s  of  the  upholstered  chairs  were  usually 
straight  across  and  straight  sides.  The 
wooden  backs  were  made  in  three  pieces :  a 
broad  piece  ran  down  from  the  crest  of  the 
chair  and  joined  the  two  outsides  a  little 
above  the  seats.  This  centre  contained  the 
majority  of  the  carving  on  the  chair.  The 
seats  were  practically  scjuare,  slightly  nar- 
rower at  the  back,  and  usually  ujjhofstered. 
The  legs  were  supported  with  stretchers. 
Settees  may  be  classed  with  chairs  seeing 
that  their  design  and  construction  followed 
the  .same  lines.  The  double  hooded  settee  is 
perhaps  the  most  interesting,  and  even  to  the 
present  day  we  find  this  characteristic  ap- 
jjearing  in  our  modern  pieces  of  furniture, 
though  somewhat  in  an  altered  condition. 


^^^^^^^^^^^^^^^^^^^^^^ 
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William  and  Mary 
Characteristics 

A,  straight  top,  finished  with 
cornice  and  projecting  ovolo,  flat 
frieze.  B,  inverted  cup.  C,  D,  H, 
ball  or  vase  finial  junction.  K,  L, 
R,  S,  T,  bun  or  bracket  feet.  E, 
ring,  or  collar,  cabriolle  leg  with- 
out stretchers.  F,  straight  brac- 
ket. G,  scrolled  legs.  I,  hoofs, 
cloven  goats'  feet.  M,  spiral  legs, 
octagonal.  N,  spindle.  O,  bun 
feet,  spindle  legs.  P,  cup  turned 
flat  stretchers.    Q,  baluster. 
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They  Did  it  All 

in  Three  Short  Years 


Lesieur  Brothers  Have  Built  up  a 
Fine  Furniture  and  House  Furn- 
ishing Business  in  St.  Johns,  Que. 


1 


0 
o 

1 


■5 


i 

p. 
p. 


i 

i 

I 


p 
p 


I 
I 


I 

1 
1 


'I'liat  tlie  iH-inciplc's  ajjplifd  to  the  Miccess- 
fiil  (.■onduct  (if  alonist  aiiy  l)UsiiK'.ss  in  which 
coiicciitratii  in  and  c'ntcri)rise  arc  demanded 
may  be  transferred  with  equal  success  to  the 
conchict  of  another  l)usiness  in  an  entirtdy 
different  sphere  of  action,  is  exemplitied  in 
the  case  of  the  I^esieur  l)rotliers,  whose  re- 
tail furniture  business  at  St.  Johns.  Oue., 
known  as  the  .St.  Johns'  i*"urniture  Store,  is 
a  con>picuous  exam])le  of  what  may  be  done 
in  less  than  three  years  by  the  ri,i;ht  men  and 
the  ri^lU  methods. 

Before  Charles  Lesieur  and  ]ii>  br<ither 
Maurice  \entured  into  the  furniture  business, 
they  were  in  the  insurance  ,^ame.  I'dr  no  less 
than  seventeen  years  Charles  was  l)eput\ 
Superintendent  at  Sorcl.  Que.,  for  the  .\Ietro- 
l)olitan  f.ife  Insurance  Company,  while  his 
brother  Maurice  occupied  a  simiilar  position 
at  St.  Johns  for  the  same  firm. 

Succsss  Makes  Success 

The  Lesieur  brotiiers  ac(|uired  the  busi- 
of  the  late  I).  Keishner.  Like  many  other 
retailers,  their  early  efforts  were  attended  by 
troubles  and  trials  all  their  own.  They 
found  themsehes  in  ])ossession  of  an  empty 
buildini^  three  storeys  high  which  required 
to  be  overhauled  and  stocked  just  at  a  time 
when  e\en  the  older  houses  were  finding  it 
difficult  to  get  goods.  They  applied  them 
selves  with  a  will,  however,  and  with  that 
sanguine  touch  of  optimism  which  goes  with 
the  enterprise  of  two  h.ealthy  young  men  in 
the  early  thirties.  I'he  success  of  their  ef¥orts 
may  be  judged  by  the  fact  that  in  the  first 
year  the  business  they  transacted  was 
twenty-three  thousand  dollars  in  excess  of 
the  best  year  their  ])redecessor  ever  had. 
Success  makes  for  success,  and  the  business 
of  the  St.  Johns'  Furniture  Store  has  con- 
tinued to  show  steady  increase. 

Carry  Big  Line  of  Accessories 

The  Lesieurs  conduct  a  general  house 
furnishing  business  which  includes  a  i)iano 
and  |)honogTaph  department,  as  well  as  a 
co-mplete  line  of  wall  paper  and  other  acces- 
sories. They  are  also  funeral  directors.  The 
l)iano  and  phonograph  department  has  been 


a  considerable  source  of  revemie  and  has 
am])ly  justified  itself. 

l)oth  the  Lesieur  lirothers  are  well  IsUown 
in  .St.  johns  and  localitv.  The  elder  brother. 
Charles,  looks  after  the  buying  and  is  per- 
si-nallv  res])onsible  for  the  supervision  of 
funeral  arrangements,  a  department  which  he 
added  to  the  old  busTiess  and  in  which  lie  has 
l)een  \ cry  successful. 

Maurice  Lesieur's  si)ecialil\-  is  the  selling- 
end,  lie  will  tell  you  that  an  appreciable 
t'lenu'iit  of  ihe  success  which  ha^  attended 
him  in  this  lield  has  i)een  diu-  to  tlu'  fact  that 
he  has  always  considered  the  customer's 
vie\\i)oint. 

Personality  cf  Staff 

W'e  hear  a  great  de;d  about  service  these 
days.  In  this  medium-sized  provincial  busi- 
ness we  find  service  at  all  points — service  in 
its  practical  as  well  as  in  its  theoretical  a])- 
])licati()n.  Lie  attributes  his  success  in  the 
retail  business  primarily  to  giving  service  t(J 
the  customer  at  all  times  and  under  all  condi- 
tions, particularly  in  the  matter  of  treating 
him  fairly  and  e\en  generously  in  the  matter 
of  exchanges  and  refunds.  A])art  from  this 
he  1)elieves  that  the  (jUestion  of  personalit}- 
in  the  staff  constitutes  one  of  the  main  fea- 
tures in  successful  retailing,  (iood  reliable 
goods  at  reasonable  prices,  he  will  tell  you, 
backed  up  by  the  honest  efforts  of  a  salesman 
who  is  out  to  serve  the  customer,  and  to  help 
him,  lay  the  foundation  of  retail  success,  al- 
ways provided  that  the  fundamentals  under- 
lying the  furniture  business  are  observed. 
These  fundamentals  Mr.  Lesieur  defines  as 
careful  buying,  forceful  and  well-timed  local 
advertising,  the  saving  of  every  possible  dis- 
count, and  pre-payments  on  goods  for  h'all 
or  .Spring  delivery. 

The  Lesieur  boys  will  have  the  best 
wiishes  of  readers  of  the  "Furniture  World" 
in  the  further  exjnmsion  of  their  business  to 
which  they  are  looking  forward  with  the  im- 
prcncd  conditions  which  one  may  reasonably 
exi)ect  in  the  near  future.  This  expansion 
will  take  the  form  of  additional  lines  of  mer- 
chandise, and  the  construction  of  a  roomy 
Ixisement,  to  provide  increased  warehouse 
space. 
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St  Johns  Furniture  Store 

The  Home  of  the  St.  Johns' 
Furniture  Store  and  its  two 
hustUng  proprietors.  A  won- 
derful success  due  to  "Service." 
Phonographs,  pianos,  wallpaper 
and  other  accessories  have  ad- 
ded greatly  to  the  total  tur.-i- 
over  of  merchandise. 


Mr.  J.  Maurice  Lesieur 


Mr.    Charles  Lesieur 


94  FURNITURE  WORLD 


i 


A  Very  Appropriate 
Gift 


l'\irniture  dealers  may  find  a  valuable 
sug-j^estion  in  the  accompanying  illustration. 
This  novel  little  table  is  most  ap])ropriate 
as  a  gift.  Husbands  searching  for  novelties 
that  are  of  real  constructive  value  will  make 
no  mistake  in  choosing  "Susan ;"  while 
bachelor  friends  who  are  entertained  with 
occasional  dinners  and  supi^ers  in  some  home 
of  charm  will  find  it  a  wise  and  welcome  of- 
fering to  the  hostess  who  presides  in  that 
home.  The  table  illustrated  is  made  by  the 
C.  B.  Worthen  Co.,  Cleveland,  of  mahogany, 
and  in  two  styles.  One  is  the  Colonial  sup- 
norted  by  a  pedestal,  and  looks  very  like  a 
Martha  Washington  sewing  table.  The 
other  is  a  two  shelved  type  of  more  severe 


I 


^uailiiUll 


An  electrically  equipped  table 


modern  style.  It  weighs  but  sixteen  pounds; 
the  outlets  are  of  the  universal  type  and  will 
take  care  of  all  the  standard  appliance  con- 
nections made.  The  cord  with  which  it  is 
fitted  is  ten  feet  long.  It  fills  a  decided 
want,  and  will  act  as  a  connecting  link  be- 
tween the  inadecpiately  wired  home  where 
the  use  of  appliances  means  a  network  of 
awkwardly  strung  overhead  cords,  and  the 
l^erfection  of  equipment  where  every  piece  of 
furniture  is  wired  and  fitted  with  outlets  for 
all  conceivable  pur|)oses. 


The  Neglected  Factor 


Mr.  Sherman,  of  the  Westinghouse  Union 
Battery  Company,  says  that  one  reason  why  na- 
tional advertising  campaigns  failed  in  1921  was 
that  the  dealer  was  not  advertising.  He  feels 
that  more  attention  must  be  paid  than  hereto- 
fore to  selling  the  advertising  idea  to  the  re- 
tailer through  whom  the  goods  are  being  sold 
to  the  general  public. 

It  is  hinted  that  one  of  the  causes  for  the 
recent  failure  of  the  manufacturer  of  IngersoU 
watches  was  lack  of  attention  to  the  dealer.  The 
manufacturer  advertised  heavi'.y  to  the  consumer, 
but  when  it  came  to  real  work  on  the  dealer, 
there  was  little  interest  shown 

"Class"  regards  these  two  statements  as 
significant.  They  show  that  many  manufactur- 
ers have  given  the  trade  too  little  consideration, 
and  that  the  merchant  has  been  a  neglected 
factor.  Too  many  manufacturers  have  thought 
that  consumer  advertising  was  the  whole  story, 
and  that  carrying  on  a  national  campaign  to  the 
general  public  gave  them  a  franchise,  so  to 
speak,  entitling  them  to  the  interest,  co-opera- 
tion and  support  of  the  retailer. 

This  is  a  huge  mistake.  The  dealer  is  in- 
terested in  advertising,  and  appreciates  its  value 
as  a  merchandising  stimulus,  but  there  are  many 
things  about  the  product  that  he  wants  to  know 
before  he  gets  enthusiastic  to  the  point  of  spend- 
ing his  own  money  in  support  of  the  manufac- 
tur's  efforts.  Consumer  advertising  does  not  al- 
ways impress  him  as  the  major  reason  in  favour 
of  stocking  and  pushing  a  given  item. 

More  attention  to  the  trade  will  conserve 
advertising  efforts.  Cultivation  of  the  retailer 
will  pay  dividends.  Tell  the  merchants,  through 
their  own  trade  publications,  what  you  are  do- 
ing. Seek  their  interest  and  support  on  a  busi- 
ness basis — that  you  have  a  good  article,  priced 
to  yield  a  profit,  and  capable  of  being  sold  to 
advantage  in  the  dealer's  store.  Make  a  friend 
of  the  merchant,  and  justify  the  friendship  by 
the  advantages  a  connection  with  you  will 
bring. — From  "Class,"  Chicago. 


Opening  a  New  Store 

Mr.  E.  A.  Gladu,  formerly  one  of  the  firm 
of  Gilbert  Hamel  &  Co.,  Montreal  has  just 
recently  opened  a  new  retail  furniture  store 
at  2572  ,St.  Hubert  Street,  a  growing  and  very 
progressive  part  of  the  city.  His  new  stock 
is  all  nicely  arranged  in  the  show  rooms  and 
also  in  a  large  display  window. 


JANUARY,  1923 


96 


FURNITURE  WORLD 


Prominent  Furniture  Men 
of  Canada — 4. 


E.  BUSSELL 

Mr.  v..  Biissell  came  nut  to  this  country  sonic 
tliirty  two  years  ago  on  a  pleasure  tri]),  to  \  isit  some 
relatives.  It  was  necessary  for  him,  on  the  way  to 
his  destination,  to  pass  through  Toronto  and  during 
his  short  stay  there  he  was  so  much  impressed  with 
the  citp  he  decided  that  he  would  c((mc  hack  to  it. 
The  imi)ression  stuck  and  he  came  hack  to  stay, 
with  the  ohject  of  earning  his  li\ing  and  found  his 
lirst  jol)  with  the  T.  Eaton  Com])any. 

He  is  With  Them  Yet 

As  is  well  known  to  many  of  our  older  readers, 
ihe  r.  ICaton  Company  was  then  hut  a  small  store 
(in  \'onge  Street.  Mr.  BusselFs  first  joh  was  in  the 
car])ct  department;  soon,  however,  he  nuived  fmni 
lhat  department  to  the  draperies  and  then  rajjidly 
from  one  department  to  another, — all  connected  with 
house  furnishing — till  finally  he  had  heen  through 
e\ery  department,  including  pictures,  wall])apers, 
curtains,  carpets,  and  so  on.  lie  was  not  ci  intent 
t(i  merely  gi'  through  the  hnsiness  as  a  store  hand, 
picking  up  whatever  line  he  came  in  contact  with, 
hut  he  dug  in  to  the  real  side  of  the  hnsiness,  and 


Mr.  E.  Bussell 


made  himself  thoroughly  familiar  with  e\er_\-  detail 
in  the  line  of  furnishing.  l>eing  of  a  meciianical 
frame  of  mind  he  naturally  was  interested  in  learn- 
ing the  art  of  furniture  making  and  quickly  acc|uired 
the  necessary  information  for  the  successful  handling 
thereof.  He  was  actually  among-  the  Hrst  men  of  the 
tirm  to  go  out  and  deliver  fiu-niture,  this  not  by  the 
nil  idem  methods  as  ])racticed  by  the  company,  hut 
by  the  old-fashioned  horse  and  rig  and  even  with 
hand  appliances.  The  laying  of  carpets  or  lino  is  not 
foreign  to  him,  for  he  has  done  that  as  well  as  many 
of  the  other  things,  such  as  being  shi])per,  packer, 
unpacker,  .salesman,  chief  salesman  and  so  on.  It 
may  be  said  to  his  credit  that  all  this  was  accom- 
jilished  within  the  short  period  of  two  years,  a  re- 
cord remarkable  in  itself. 

As  time  went  on  and  his  firm  began  to  expand 


and  the  demand  was  increasing,  his  responsibilities 
became  greater,  and  he  realized  that  he  would  re- 
(piire  more  than  merely  the  ordinary  knowledge  of 
furniture  to  enable  him  U)  buy  intellig-ently  and  cor- 
rectly to  sujjply  the  demand  of  the  ever  growing  pub- 
lic. Therefore  trips  to  England,  France  and  Italy 
were  arranged.  These  trips  were  not  meant  to  be 
l)leasure  trips  visiting  the  different  cities  and 
pleasure  resorts  but  digging  into  the  very  heart  of 
the  furniture  industry,  which  included  going  through 
factories  of  the  biggest  manufacturers  and  studying 
the  styles  in  the  various  museums  and  historic 
buildings  of  \ Cnice,  (lenoa,  V^ersailles,  I'aris,  Lon- 
don, lulinburgh  and  others.  To-day  we  have  in  Mr. 
P.ussell  a  manager  who  has  not  only  a  theoretical 
and  practical  experience,  but  one  who  is  a  thorough 
business  man.  lie  says  "without  practical  ex- 
perience, one  cannot  hope  to  accomi)lish  great 
things."  Mr.  P.ussell  is  well  deserving  of  his  title 
"Daddy  of  the  Furniture  l.uilding,"  by  which  he  is 
known  among  his  fellow  employees. 


Blackmore-Hamilton  Furniture  Co. 

I  he  I'.lackmore-l  lamilton  f  urniture  (  onipany. 
l-imited,  which  recently  ]iurcliasc(l  the  chair  factory 
in  l.istowel,  (  )nt.,  has  received  its  charter  and  com- 
lilcted  its  orgaiiizalioii.  The  officers  of  the  comi)any 
arc:  President  and  general  manager,  N.  Blackmore  ; 
\  ice-]iresideiit.  Ilugh  Ilamiltnu;  secretary-treasurer, 
1\.  A.  Treleaxc'ii;  directors,  Thdiuas  P.uniett,  j.  II. 
P.lacknn  irc  and  Louis  Pfelici".  (if  Listowel,  and  N. 
I  1 1  mdcrick,  .M  il  \  erli  m . 

Ihe  ciiiupany  lias  already  started  operations  in 
the  existing  ])lant  at  Listnwel.  I  he\-  are  commenc- 
ing on  a  limited  scale  and  will  extend  as  conditions 
w  arrant. 


Onward  Shoes 

It  will  be  (il  interest  to  our  readers  t(i  know  that 
all  the  furniture  purchased  by  the  United  Hotels 
( dinpany  for  the  Mount  Koyal  Hotel,  Montreal,  as 
well  as  all  the  furniture  in  the  Prince  Edward  Hotel 
(if  Windsor  and  the  addition  to  the  King  Edward 
Hotel,  'foronto,  was  etpiipiied  with  sliding  furniture 
shoes  supplied  ])\-  the  (  )iiward  Manufacturing  Com- 
pany. 


Congratulations 

Miss  Morence  Krug,  daughter  df  Mr.  and  Mrs. 
Ilartman  Krug,  Kitchener.  Out.,  was  married  on  No- 
xcmber  29  to  Mr.  (Jerald  McHugh  of  Windsor.  One 
of  the  bridesmaids  was  Miss  Helen  Witzel,  daughter 
of  Mr.  T.  A.  Witzel. 


Stratford  Furniture  Exhibit  January  10  to  24  Inclusive 

1 11  our  last  issue  we  reported  the  dates  (if  the 
.^tratford  Furniture  Show  as  January  10  to  20.  'fliis 
was  an  error  and  should  have  read  January  10  to  24. 


\V.  II.  Bunt,  of  Fleshertdii,  Out.,  who  has  been 
operating  a  furniture  business  in  that  town  for  the 
past  twenty-four  years,  recently  suffered  loss  through 
fire.  He  is  at  present  carrying  on  very  successfully 
in  another  store  opposite  the  scene  of  the  fire. 
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When  you  are  in  the  City  for  the 
Furniture  Exhibition 
Gome  to  See  Us 


Our  lines 

are 
Different 
to  Others 


J.  H.  WALKER,  LIMITED 

Manufacturers'  Direct  Representatives 

Foy  Bldg.  32  Front  St.  W.,  Toronto 


Something 
Brand  New 
in  Table 
Lamps 


Fitted  Pictures, 
Mirrors,  Serving  Trays, 
Smoker  Stands,  Sewing  Cabinets, 
Solid  Mahogany  Lamps,  Candlesticks  and 
Bookends,  Art  Pottery,  Antique  Brassware 


Season^ s 


Let  us  all  pull  for 


igger 
etter 
edding 
usiness 


Greetings 

For  1923 


Our  Line  Includes 
Lamb's  Wool,  Cotton  Felt  and  Kapok 
Mattresses 
Kapok  Feather  and  Down 

Pillows 
Kapok  and  Down  Filled 
Comforters 


Full  line  may  be  seen  at  the  Toronto  Furniture  Exhibition 
Near  Entrance  on  Ground  Floor. 

Be  sure  and  call. 


The  Canadian  Feather  &  Mattress  Company 

Limited 

Toronto  Ottawa 
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FURNITURE  WORLD 


INCREASE 
YOUR  SALES 


Tlierc's  an  atmosphere 
of  refinement  and  (|uiet 
elegance     about  Ball 
F'u  r  n  i  t  u  r  e  that 
never  fails  to  ap- 
])cal   to  homekn'- 
ing  people  of  mod- 
erate means.  Ball 
products  are  con- 
sistently good  sel- 
lers for  in  qualit\ 
and  appearance 
they  are  equal  to 
lines  at    a  much 
higher    price.  A 
definite  increase 
in  sales    will  fol- 
low a    display  of 
Ball  Furniture. 
Get  in  touch  with 
us  today. 


Ball  Furniture  Co.,  Ltd. 

Hanover     -  Ontario 


Rishel  Sanitary 
"Ventibestos"  Table  Mats 

Orders  Filled  Promptly  by  Express  or  Freight 

We  make  any  size  or  shape  without  additional 
expense.    Send  us  your  patterns. 


The  ONLY  Mat  with 
a  cefitre  of  CORRUGAT- 
ED ASBESTOS. 

Our  mats  are  five  ply 
consisting  of  one  heavy 
sheet  of  corrugated  as- 
bestos between  two 
heavy  shets  of  wool  felt. 
These  are  firmly  quilted 
together  and  enclosed  in 
a  removable  flannel  cov- 
er. The  cover  consists 
of  white  cotton  flannel 
on  one  side  and  green 
Kearsage  Plush  on  the 
other.  There  is  no  pos- 
sibility of  marring  the 
table  top  when  our  Ven- 
tibestos    mats    are  used. 

Round  or  square  are  the 
same  price.  Unless 
specified  will  always  ship 
round  mats. 

Orignated  and  sold 
only  by  us.  This  Solid 
Fumed  Oak  Display 
Rack  absolutely  free  to 
our  dealers.  Write  us 
for  particulars. 


100  per  cent  Efficient 
The  Silent  Salesman 


Special  attention   given  to   Canadian  orders. 

J.  K.  RISHEL  FURNITURE  CO. 

WILLIAMSPORT,  PA. 
Dining  and  Bed  Room  Suites 

"We  make  all  our  own  Chairs  and  Dining  Tables." 


iiiniiiliilu|i:i:iiiii'igii3niii 


■  iiliiiiiiiiiiiiiiiiiiiii 


W.  J.  ARMSTRONG  LIMITED 

GUELPH,  ONT. 
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ALWAYS  IN  SEASON 

PEERLES5( 

FOLDING  TABLE- 


Have  you  written  about  our  special  gross  lot  offer?  Hourd  &  Co  Limited 


A  compact,  handy,  attractive  table 
that  answers  many  needs  and  is  a  brisk 
seller. 

Keep  a  Peerless  where  it  will  be  seen ; 
it  will  bring  profitable  business. 

"Everyone   who   sees   one   wants  one." 

Sole  Licensees  and     DEPT.  W 
Manufacturers  LONDON 


Imported 

VELOURS,  MOHAIRS 
DAMASKS,  PLUSHES 
TAPESTRIES,  SILKS 

T'^HESE  beautiful  materials  are 
the  finest  fabrics  of  Tissage  de 
g  Velours,  Achel,  Belgium  and 

La  France  Textile  Company,  for  whom 
we  are  Canadian  Representatives. 

We  will  be  pleased  to  send  samples 
and  prices  on  receipt  of  your  enquiry. 

Write  us  about  your  requirements 

G.  NOEL  &  COMPANY 

30  St.  John  Sreet     -     Montreal,  Quebec 


G.  L.  IRISH 

497  and  499  Queen  St.  W.,  Toronto 

Manufacturer 

Framed  Pictures,  Mirrors,  Floor 
Lamps,  Silk  Shades,  Serving  Trays, 
Polycrome  Book-ends,  Candle 
Sticks  and  Statuary. 

Our  complete  line  will  be  shown  in  the 
East  Wing  of  the  Coliseum  at  the  Furnit- 
ure Exhibition,  Toronto,  Jan.  8th  tn  20th. 


UPHOLSTERY  SPRINGS 

Highest  quality  Upholstery  Springs, 
made  from  the  finest  grade  High 
Carbon  Steel  Wire,  oil  tempered 
after  the  coiling  operation,  thus  in- 
suring uniform  strength  and  "No 
Set."  Remember,  the  quality  of 
your  High-Grade  Upholstering  de- 
pends entirely  on  the  quality  of  the 
springs  you  are  using. 

HELICAL  SPRINGS 

for  spring  bed  and  mattress  fabrics. 
Get  the  habit;  buy  Canadian  Springs. 

James  Steele,  Limited 

Guelph  Canada 
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FURNITURE  WORLD 


Quick  Action  Section 


WANTED — Furniture  traveller  covering  Toronto  wants 
additional  lines.  Now  carrying  medium  line  of  oak  dining 
room  furniture.    Write  Box  238  Furniture  World,  Toronto. 

12-1 


LINIi  WANTED — Furniture  Line  wanted  on  commission 
for  all  Ontario  or  for  either  Western  or  Eastern  Ontario 
alone,  if  the  other  part  of  the  ground  is  taken.  Two  -sales- 
men carrying  one  line  for  the  same  house  calling  on  the  Fur- 
niture Trade  in  Ontario  want  one  more  line.  Every  town 
where  there  is  a  furniture  dealer  covered,  as  well  as  the 
cities.  Over  fifteen  years  experience  on  the  ground.  Box 
240,  Furniture  World,  Toronto.  12-1 


FOR  SALE — Undertaking  business  in  good  town.  Over 
five  thousand  population.  Good  farming  district.  Box  2:!0 
I-'urniture  World,  Toronto.  12-1 


FOR  SALE— BARGAIN,  HEARSE,  Gray,  Children's 
holds  casket  5  feet  over  all.  Chevrolet  Chassis,  body  by 
Wattman,  run  445  miles,  excellent  condition.  Photo  on  re- 
quest. $1000.00  cn.-li.  R.  V.  Stone,  .")2.'>  Shcrbournc  St.,  Tor- 
onto. 12-1 


A  licensed  embalmer  of  first-class  experience  and  one  to 
he  relied  upon  is  open  ior  a  position.  Box  2?>7,  Furniture 
World.  1 


POSITION  WANTED — as  embalmer  and  assistant  with 
reliable  firm.  Young  man  twenty-six,  good  appearance,  six 
years'  experience,  capable  of  taking  charge.  Apply  Box 
242,  Furniture  World,  Toronto.  1 


ARE  YOU  GETTING  all  the  bu.^iuo.^  from  the  Province 
of  Quebec  that  you  should?  If  not,  get  in  touch  with  us  at 
once.  We  can  handle  your  products  on  commission  basis, 
either  for  part  or  whole  of  the  province.  Write  Box  241, 
I'urniturc  World,  Toronto.  1 


A  partnership  has  been  fnnned  in  Montreal  be- 
tween Eugene  Berel)e  and  luigeiie  'J'otitaiU  fnr  the 
purpose  of  carryiuL;  oii  a  furniture  repair  business. 
The  firm  will  be  known  as  Bere])e  iK:  'J'dUtant.  Heg. 


Ilcnry  Alurgaii  and  Company,  Limited,  St.  Cath- 
erine Street  W  est.  .Mdnlrcal.  w  ill  l)uild  a  \  ery  ex- 
tensi\'e  addition  to  their  dcj)arlmcnt  '^tore,  doubling 
the  floor  space.  The  jjlans  include  an  enlarged 
fuiniture  d('])artment,   with   model  moms. 


FOR  SALE — Beautiful  coal  black  hearse  team,  6  and  7 
years  old,  KiJ/J  hands,  2()00  His.  .'\ppy  Frank  Kilkeimy, 
Bradford,  OiUario.  12-1 


For  Sale — Furniture  Store — 4.5  x  100  ft.,  with  stock  of 
furniture.  Will  be  sold  without  reserve  It  is  a  well  establish- 
ed business,  located  on  a  street  car  line.  Good  reasons  for 
selling.  Particulars  on  ajjplying  to,  J.  R.  Leduc  Cap  de  la 
Madeleine,  Que.  11-1 


The  first  recpiisite  in  furnishing  a  bedroom  is  that 
it  ap|)ears  crisp  and  elean.  The  walls,  light  in  color, 
must  be  restful  and  siin])le  in  design.  The  wood- 
work should  be  while,  if  ])ossible.  Painted  furniture 
IS  \ery  popular  for  a  bi'droom  because  of  its  dainty 
a])'pearance,  but  dull-finish?d  mahoganv  or  walnut 
in  four  post  or  Colonial  design,  with  rag,  braided,  or 
hooked  rugs,  makes  a  charming  bcdroiJin. 


Can  We  Help  You? 

There  may  be  certain  articles  which  you  cannot  find  in  these  ativertis- 
ing  pages  that  you  would  like  to  have  information  on.  Do  not  hesitate 
to  use  this  form,  no  matter  what  it  is.  If  we  can  be  of  any  service  to  you 
in  supplying  that  information,  it  will  be  a  pleasure  to  do  so.  We  want 
you  to  feel  that  the  Furniture  World  is  published  in  your  interests  and 
we  want  to  help  you  whenever  we  can. 


INFORMATION  WANTED 

Furniture  World 

347  Adelaide  St.  West,  Date  19 

TORONTO. 

Please  tell  me   


Name  . 
Address 
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Attractive  in  Finisli— Attractive  in  Price 


No. 

2036 
Five 
Piece 
Elm 
Bed  Room 
Suite 
Walnut 
Finish 
Wash 
Stand 

To 
Match 


Do  you  realize  the  advantages  you  would  have  over  your  competitors  by  featuring  this  fast  selling 
Bed  Room  Suite?    Let  us  send  you  full  particulars. 

Wide  awake  merchants  will  buy  the  furniture  that  moves  the  fastest — KRUG  BROS. 


Bed— Slat  54  in. 


Chifforette 
Top  31  X  19 


The  Krug  Bros.  Company  Limited 

Chesley         -  Ontario 


FURNITURE  WORLD 


We  are  not  exhibiting  at  the  Coliseum — but — 

We  have  undoubtedly  the  largest  display  of 
samples  of  any  manufacturer  at  our  permanent 
Toronto  Showrooms — 136-140  King  Street  East. 
Every  visitor  to  the  Exhibition  should  make  it 
a  point  to  see  them. 


The  showrooms  arc  close  to  downtown  — a  minute's  walk  from  the  Kin<i;  Edward  Hotel 


ANADA  rURNITUREMANUFACTURERS 


Furniture^ 


HEAD  OFFICE,  WOODSTOCK 


Limited 


Permanent  Show  Rooms — Toronto,  Factories  at  Woodstock,  Walkerton,  Wingham, 
Waterloo,  Kitchener,  Seaforth.  Western  Distributing  Warehouse:  Winnipeg,  Man. 
Montreal  Selling  Office:     364  University  St. 
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Toronto,  February,  1923 
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A  Well  Established  Line  With 
a  Proven  Sales  Record 


New  lines  may  appear  on  the 
market  from  time  to  time,  but 
the  firmly  established  Kilgour 
line  still  maintains  its  steady  up- 
ward sales  record.  You  can 
make  no  mistake  in  giving  them 
a  place  on  your  floor. 

Davenports,  Divanette  Suites, 
Library  and  Libry-Dine  Tables, 
Chester-Fold  Beds,  etc. 

A  line  of  Everyday  Sellers 
Backed  by  Prompt  Service 


UMITED. 


44  Osier  Ave.,  Toronto 


I 

iiiiiiiir"  ' 
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KITCHENER  —  WATERLOO 


A  Quick  Selling  Profit  Making  Line 


Woeller  Bolduc  creations  are  noted 
for  being  "different  and  perhaps  it 
is  this  touch  of  distinction  which 
characterizes  our  whole  Hne  that 
has  made  it  one  of  the  most  profit- 
able a  dealer  can  handle. 

Quality  of  material  and  beauty  of 
design  are  combined  in  this  five 
piece  suite  to  a  remarkable  degree. 

May  we  send  you  particulars  ? 


No.  5053W 
Width  38  in.  Depth  30  in. 
Height  42  in. 


WOELLER  BOLDUC  &  COMPANY 

WATERLOO       -  ONTARIO 


No.  5047  Bench 

Length  54" 
Height  Seat  18" 


"Canada's  Greatest  Furniture  Centre^' 
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FURNITURE  WORLD 


KITCHENER  —  WATERLOO 


The  right  type 
of  furniture 
will  get  the  business 


Sound  value — quality  mer- 
chandise— t  hat  is  the 
foundation  of  1923  busi- 
ness. 

If  you  want  to  see  this 
standard  adhered  to  in  the 
fullest  degree  give  the 
MALCOLM  &  HILL 
range  the  once  over. 

A  post  card  will  bring  a 
catalogue  or  a  represent- 
ative. 


No.  760  Dresser 


MALCOLM  &  HILL,  LIMITED 


KITCHENER 


ONTARIO 


FEBRUARY,  1923 
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KITCHENER  —  WATERLOO 


BUSINESS  WEATHERVANE 

More  than  twenty-one  thousand  new  homes  were  built  in  Canada  during  1922  ;  one 
hundred  and  forty  thousand  more  are  needed  to  satisfy  the  actual  demand.  Every 
new  home  must  be  furnished  and  eciuipped ;  and  more  money  is  available  for  trade 
with  the  building  of  each  new  home,  for  exorbitant  rentals  are  thrown  off  and  better 
standards  of  living  become  possible. 

MacLean's  Building  Reports 


DETAILS 


"May  your  troubles  always  be  little  ones"  is  an  old  wish  to  Ncwly-Weds.  It's  the  little  thiuf/s — details — that  count 
for  most. 

It  is  the  realization  that  details  make  a  product  good,  bad  or  indi)fereni ;  that  make  friends  or  enemies  of  you)' 
customers ;  and  pleasant  or  unpleasant  memories,  that  guide  us  in  our  desire  for  service  to  you  as  Home  Furnish- 
ers. 

From  the  beginning  of  a  piece  of  furniture  to  its  receipt  by  you,  our  desire  is  constantly  to  check  up  and  improre 
these  details  which  in  the  whole  make  for  perfection. 

The  designs  must  be  carried  out  in  the  spirit  of  their  conception  and  the  materials  in  keeping  with  the  designs. 
The  foundation  of  all,  Lumber — must  be  of  good  quality  and  texture,  must  be  thoroughly  dried  by  modern  methods 
so  as  to  stand  up  under  Canadian  climatic  conditions ;  must  be  constantly  inspected,  handled  and  worked  by  crafts- 
men; finished  so  as  to  bring  out  the  yiatural  beauty  of  the  woods  used,  and  to  insure  its  keeping  in  good  condition. 
Finally  it  must  be  shipped  so  that  it  will  reach  you  in  as  good  condition  as  it  left  our  factory. 

This  is  our  constant  endeavor.  Human  we  all  are,  and  to  err  is  human;  but  we  beliere  that  our  efforts  are 
appreciated  by  you,  who  furnish  the  homes  of  Canada. 

We  can  only  succeed  as  we  serve  you.    "He  profits  most  who  serves  best."    And  details  arc  important. 

ANTHES  BAETZ  FURNITURE  COMPANY,  LIMITED 

Diyiing  Room  and  Chamber  Furniture. 

BAETZ  BROTHERS  FURNITURE  COMPANY,  LIMITED, 
Fitrniture  for  the  Living  Room. 

BAETZ  BROTHERS  SPECIALTY  COMPANY,  LIMITED. 
Portable  Electric  Lamps  and  Shades. 

KITCHENER,  ONT.,  January,  1923. 


J,  Managing  Director 


Almost  Mad 

Rural  Hotel  Keeper   (to  guesti  —  "Well.  Howdje  sleep  last  night?" 
Traveller — "I  suffered  nearly  all  night  from  insomnia." 

Hotel  Keeper  (excited) — "I'll  bet.ie  two  dollars,"  he  roared,  "There  ain't  one  in  the 
house." 


"Canada's  Greatest  Furniture  Centre 


FURNITURPJ  WORLD 


Krug  styles  vary. 
The  quality — never 

Krug  designs  vary  as  they 
make  their  appeal  to  various 
people,  but  the  quality  remains 
the  same.  The  workmanship 
is  as  perfect  in  one  piece  as 
another.  Character  there  is 
in  every  number  and  the  charm 
that  makes  one  long  for  pos- 
session. 

These  are  the  qualities  evid- 
ent to  all  and  they  make  their 
weight  felt  on  the  profit  side 
of  the  dealer's  balance  sheet. 


Jjet  us  urge  you  to  become  better 
ac(iuainted  with  Krug  productions. 


The  H.  Krug  Furniture  Co,  Limited 

Kitchener,  Ontario 


^'Ganadas  Greatest  Furniture  Gentre^^ 


FEBRUARY,  1923. 


Our  New 
No.  96 
Seven  Piece 
Walnut 
Bedroom 
Suite 
with 
Plain  Mirrors 


Featuring  the  beautiful  lour- 
poster  bed  with  its  quiet  ele- 
gance and  positive  individuality 
so  prominent  in  days  of  old  and 
again  returning  to  its  former 
popularity. 


No.  S60  Chair 

No.  861  Rocker 

No.  963  Bench  to  match. 

A  card  will  bring  full 
particulars. 


Chiffonette 

Top  34  X  20   Mirror  None  Height  53  in. 


Vanity 

Top  46  X  19  Mirrors  36  x  18—28  x  10  Height  66  in. 


Bed 

Height  62  in.,  Slat  54  in. 


THE  JACQUES  FURNITURE  CO.,  LIMITED 


KITCHENER 


ONTARIO 
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KITCHENER  —  WATERLOO 


Chesterfield  82  long,  37  high,  33  deep 


In  every  piece  of  'Specialty"  upholstered  furniture  you  nnd  that  same  quiet  elegance,  distinctive  design  and  thor- 
oughness of  workmanship  which  have  always  characterized  these  products.  That  is  why  their  sales  go  on  steadily 
increasing  season  after  season.  And  that  is  why  "Specialty"  furniture  is  invariably  a  profitable  proposition  for 
the  progressive  merchant. 

Let  us  give  you  full  particulars. 

SPECIALTY  UPHOLSTERING  CO.,  Ltd.,  WATERLOO,  ONT. 


In  Great  and  Growing  Demand 


THE  great  poi)ularity  which  Fischman  Pro- 
ducts enjoy  is  due  entirely  to  the  super- 
ior methods  and  material  employed  in  their 
construction.  If  you  are  desirous  of  giving 
your  trade  a  quality  product  at  a  moderate 
price,  investigate  the  following  lines:  Venti- 
lated Spring  Mattresses,  Ventilated  Box 
Springs,  Ventilated  combined  Box  Springs 
and  Mattresses,  Ventilated  Spring  Pillows, 
Spring  Upholstering  Cushions,  Upholstering 
Constructions,  Auto  Seats,  Spring  Rosettes, 
Chair  Pads,  etc.,  etc. 


FISCHMAN  SPRING  COMPANY 

KITCHENER         -  ONTARIO 


''Canada's  Greatest  Furniture  Centre^' 
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KITCHENER  —  WATERLOO 


High  Grade 
Upholstered 
Furniture 


263 


DeLUXE  Upholstered  furniture 
meets  the  demands  of  the  Trade 
in  a  way  that  means  sure  profits  to 
the  dealer. 

Well  made,  reasonably  priced,  and 
with  a  country  wide  reputation  for 
service  it  should  form  a  part  of 
every  merchant's  stock. 

Let  us  send  you  full  details. 

DELUXE  UPHOLSTERING  CO. 

LIMITED 
Kitchener  Ontario 
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Buffet  No.  900 


For  your  better  class  trade 

Lovers  of  beautiful  furniture 
have  always  shown  a  marked 
preference  for  Andrew  Malcolm 
Furniture.  This  is  a  natural  tri- 
bute to  the  artistry  which  goes 
into  their  creating.  Dealers  who 
carry  this  line  find  that  this 
preference  takes  the  form  of 
increased  business  for  them. 
A  trial  order  will  prove  it  to  be 
so  in  your  case  also. 

The 

Andrew  Malcolm  Furniture 

Company  Limited 

Kincardine,  Ont.         -  Listowel,  Ont. 


i 


FEBRUARY,  19^3 
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Vti'liiifPPiiHi 

Furniture  That  Solves  The  Problem 


KMOEHLER 


D?c  Jnpisible 
J3ed  i^Qom 

The  constant  trend  toward  smal  ler  houses  and  apartments  has 
created  a  problem  that  is  being  solved  by  Kroehler  Daven-0 
and  Daven  O  Suites.  When  thus  furnished,  one  room  becomes 
two — at  once  a  handsome  living-room  and  bedroom  and  the  ac- 
commodation is  doubled.  Kroehler  Daven-O's  are  particularly 
desirable  because  of  their  combined  beauty  and  utility — quali- 
ties which  makes  an  instant  appeal  to  the  public  when  on  display. 

It  is  for  these  reasons  that  discriminating'  furniture  dealers  give 
Kroehler  Furniture  an  ever-greater  prominence  on  their  floors. 
They  are  repaid  by  increased  sales  and  liberal  profits.  Have  you 
investigated  the  merits  of  these  lines? 

Nationally  Advertised 


Kroehler  Manufacturing  Company,  Ltd., 

Stratford  Ontario 


FURNITURE  WORLD 


STRATrORDimi 

rURNITUREi 

For  Every  Home— a 
Sectional  Bookcase 


In  no  type  of  furniture  have  modern 
conditions  of  the  home  wrought 
greater  changes  than  in  bookcases. 
Huge  cumbersome  rehcs  of  the 
past  have  given  way  to  the  artistic 
creations  of  today.  Improvement 
has  followed  improvement  with  one 
bookcase  ever  in  the  lead,  ever 
opening  up  new  opportunity  for  its 
dealers— the  Globe-Wernicke  Sec- 
tional Bookcase. 

In  1923  when  small  rooms  and 
apartments  are  the  rule,  Globe- 
Wernicke  meets  the  trend  with 
new  designs  which  readily  find  a 
place  in  the  tiniest  of  ''flats''  or 
the  most  pretentious  of  mansions. 

Little  wonder  that  Globe-Wernicke 
dealers  are  reporting  unusual  busi- 
ness the  year  'round 

STRATFORD  ONTARIO 


FEBRUARY,  1923 
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Showing  the  New  Universal  Design 

In  Quartered  Oak,  Imitation  Mahogany,  Imitation  Walnut 


Furniture  Dealers!  Are  you  cashing  in  on  the 
demand  for  Globe-Wernicke  Bookcases?  Book 
sellers  throughout  Canada  report  unprecedent- 
ed sales  for  all  types  of  books.  This  means 
more  business  for  someone.  Why  not  you? 
The  Globe-Wernicke  ''Universar'  is  the  most 
popular  of  all  types.  Are  you  selling  it,  boost- 
ing it,  displaying  it?  Keep  one  prominently 
on  your  floor  and  in  your  window.  Let  people 
know  you  carry  it.  They'll  come  to  you — the 
best  class  of  trade  in  town,  the  real  home 
lovers. 

Get  in  touch  with  us  today 


3hz  9lobc^^rt)ieke^o*£t6. 

STRATFORD  ONTARIO 
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P7liilfTOliP' 


THIS  SUITE 

Feature  of  the 


THE  amount  of  inter- 
est which  was  focus- 
sed  on  this  bedroom 
suite  at  the  recent  Fur- 
niture Shows  was  very 
gratifying  to  us.  It  served 
to  prove  that  in  our  efforts 
to  produce  furniture  of 
unusual  merit  and  value 
we  have  hit  the  bullseye 
of  public  approval. 

The  suite  will  be  ready 
for  Spring  delivery. 


MADE 
IN 

WALNUT 


The  McLagan 

Company 
STRATFORD 


No.  623  Chifforette 


FEBRUARY,  1923 
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iillltilTOiii 


vli^iliiilinH 


an  Outstanding 
Furniture  Shows 


FASHIONED  with  all 
the  artistic  skill  and 
infinite  patience  of 
the  old  masters,  yet  sup- 
erior in  construction  by 
reason  of  the  perfection 
of  modern  machinery  and 
expert  craftsmanship.  The 
McLagan  Furniture  Com- 
pany offers  to  the  trade 
a  truly  exceptional  pro- 
duct. And  withal,  the 
policy  of  moderate  price 
places  our  creations  with- 
in the  reach  of  the  average 
purchaser. 


WRITE 
FOR 
DETAILS 


Furniture 

Limited 
ONTARIO 


No.  622  Vanity  Dresser 


No.  627B  Bed 


JG 


FURNITURE  WORLD 


STRATFORD 


rURNITURE 


This  suite  is  proving  a  big  seller 


No.  692  Table 


Our  No.  692  Suite 

in  Red  Gum 
with  Walnut  Finish 


No.  692  Buffet 


No.  692  Chair 


The  Stratford 

STRATFORD 


FEBRUARY,  192S 
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PURNITU 


SUCCESSFUL  merchandizing,"  says 
one  authority,  "is  not  so  much  good 
selling  as  good  buying." 

In  other  words,  if  the  dealer  can  sense 
the  requirements  of  his  trade,  the  goods 
will  practically  sell  themselves.  You  have 
often  heard  the  idea  expressed  in  the 
phrase,  "Well  bought  is  half  sold." 

Many  dealers  who  have  been  handling 
the  Stratford  suite  here  illustrated  will 
testify  to  this  truth.  For  the  Stratford 
line  more  than  justifies  the  dealer's  con- 
fidence when  he  places  it  on  the  floor. 

If  you  want  to  stimulate  business,  give 
the  Stratford  line  a  chance  to  help  you. 


No.  692  Cabinet 


m  Chair 


No.  692ivi  Buffet 


Chair  Company 

ONTARIO 


1S 


FURNITURE  WORLD 


mmmmmmmmm 

rURNITURE 

It  is  none  too  soon  to  place 
orders  for  your  Summer 
requirements 

It  won't  be  long  before  Old  Sol  will  be  coaxing  people 
out  of  doors  and  then  the  usual  big  demand  will  come 
for  Lawn,  Camp  and  Veranda  Furniture.  Don't  be 
caught  napping!  Get  your  order  in  to  us  now  and 
have  the  goods  on  your  floor  in  plenty  of  time. 

Catalogue  promptly  forwarded  on  request. 


The  Stratford  Mfg.  Co.,  Limited,  Stratford,  Ont. 


Multiply  Your  Sales 


Q^EED  furniture  never  enjoyed  a 
[Na^  greater  sale  than  it  does  today 
and  particularly  is  this  true  of 
Imperial  Chairs.  Talk  to  our  dealers. 
You  will  find  them  one  and  all  en- 
thusiastic. They  will  tell  you  that 
there  is  a  touch  of  distinction,  a  very 
obvious  "better  quality"  about  Im- 
perial lines  that  make  them  the  choice 
over  all  others.  Let  us  tell  you  about 
them.  A  card  will  bring  full  particu- 
lars. 


■hi  ■  *  : 


THE  IMPERIAL  RATTAN  COMPANY,  LIMITED 

STRATFORD  ONTARIO 


FEBRUARY,  1923 
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Comparison  Proves 
their  Superiority 

The  fillings,  coverings,  work- 
manship and  designs  when 
viewed  in  comparison  with 
other  lines  selling  at  the  same 
price  show  "MONTREAL" 
to  be  distinctly  superior. 

Upon  this  basis  of  superiority 
we  solicit  your  business.  If 
you  are  not  able  to  visit  our 
showrooms,  drop  us  a  line  and 
one  of  our  salesmen  will  call. 
We  are  confident  we  can  con- 
vince you  of  the  advantage 
of  handling  the  "Montreal 
line  of  upholstered  furniture. 


This  is  the  line  that 
drew  so  much  atten- 
tion at  the  Toronto 
Furniture  Exhibition. 


THE    MONTREAL  UPHOLSTERING 

COMPANY 

TORONTO  SHOWROOMS 
592  King  Street  W. 
Toronto,  Ont. 


HEAD  OFFICE 
1611-1613  Clarke  Street 
Montreal,  Que. 


FURNITURE  WORLD 


Trade  Mark  Registered 


The  Best  Selling  Refrigerator 
Sanitary -Economical- Durable 

"Frost  River"  Rcfrio'crators,  h_\-  their  striking-  a])])c;ir;ince.  irresistiM v  at- 
tract the  attention  of  everyone  who  enters  your  store,  and  tlieir  si)U'n(h(l 
construction  and  outstancHny-  sanitarv  features  make  reach-  sales. 


"J<"rost  River"  ventila- 
tion carries  off  all 
odors;  out-ide  drainage 
keeps  it  clean  and  san- 
itary; a  constant  circu- 
lation of  dr\-.  chilled 
air  is  maintained  in  its 
sj^jtless,  haked-euamel 
food  chamber,  while 
correct  in.^uhition  en- 
ables IC)  jjouuds  of  ice 
to  last  C)7  hours. 


"hrost  River"  gives 
your  customers  clean, 
untainted  food  and 
smaller  ice  bill- — pay- 
ing for  itself  in  the 
savings  it  effects. 


Write  today  for  "Frost 
River"    literature  and 


i 

i  i 

f 

i 
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J; 
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prices. 


Toronto 


Established  IftOO 

Head  Office  and  Factory  :  Montreal 

Branches : 
Winnipeg  Calgary 


Vancouver 


iMa/iDstm 


FEBRUARY,  1923 
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Prepare  now  for  your  biggest  season 

in  Baby  Carriages 


Buy  Made-in-Can- 
ada  Goods.  Our 
factory  is  the  lar- 
gest in  Canada 
devoted  exclusive- 
ly to  the  manu- 
facture of  baby 
carriages,  go- 
carts,  velocipedes, 
etc. 


The  new  range  of  C.F.M.  Baby  Carriages 
for  1923  presages  the  best  business  the 
merchant  has  seen  for  many  seasons. 

The  carriage  shown  above  is  a  model  of 
comfort,  smartness  and  serviceabihty. 
It  is  only  one  of  many  equally  inviting 
designs.  Now  is  the  time  to  make  your 
selection.  If  you  haven't  received  our 
recently  issued  catalog,  write  us  today. 


pURNITURE^ 


ANADA  rURNITUREMANUFACTURERS 


Limited 


HEAD  OFFICE,  WOODSTOCK 

Permanent  Show  Rooms— Toronto,  Factories  at  Woodstock,  Walkerton,  Wingham, 
Waterloo,  Kitchener,  Seaforth.  Western  Distributing  Warehouse:  Winnipeg,  IWan. 
Montreal  Selling  Office:     364  University  St. 
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^0  ,  3-— - 


■DELL  FURNITURE  combines 
^  that  charming  design  with 
practical  utility  in  a  way  that 
immediately  captivates  the  cus- 
tomer. Moreover  the  materials, 
workmanship  and  finish  are  of 
the  type  you  usually  associate 
with  much  higher  priced  lines. 


The  two  pieces  here  illustrated  are  select- 
ed from  two  different  period  suites  and 
are  an  example  of  what  you  may  expect 
of  this  popular  line. 


No.  997  Cabinet 


No.  996  Buffet 

The  Bell  Furniture  Company,  Limited 

Southampton     -    ■  Ontario 


FEBRUARY,  1923 
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THE  LINE  OF  APPEAL 
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No. 
2040 
Black 
Walnut 

Bed 
Room 
Suite 

in 
Queen 
Anne 
Design 


Dresser 

Top  45  X  20— Mirror  32  x  26 


Top  47  X  18- 


Vanity  Dresser 
-Mirrors  18  x  38  and  8  x  22'/4 


In  addition  to  the  interest  creating  value  of  this  line,  there  is  a  price  advantage  of  great  concern  to 
every  dealer.    A  card  will  bring  full  particulars.    The  line  you  WILL  eventually  buy. 


Bed— Slat  61  in. 


Chifforette 
Top  36  X  20 


The  Krug  Bros.  Company  Limited 

Chesley         -  Ontario 
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FURNITURE  WORLD 


Gold  Seal 

(ONGOLEUM 

^  ^RT-RUGS 

and 

CONGOLEUM  BY-THE-YaRD 
Send  For  Your  Copy  Today 

Gut  out  this  coupon,  sign  and  mail  to  the  executive 
offices  of 

Congoleum  Company  of  Canada,  Limited 
1270  St.  Patrick  Street,  Montreal 


Gold-Seal  Congoleum 
Handbook  for  1923 

"Pattern  Book"  is  too  limited  a  title  for  this 
new  64'page  publication.  "A  Floor'Cover' 
ing  Handbook"  would  be  a  better  one. 

For,  in  addition  to  handsome  illustra' 
tions,  in  full  color,  of  all  the  1923  patterns, 
it  is  packed  full  of  information  of  everyday 
use  and  of  real  value  to  the  merchant,  his 
buyer,  and  his  salesmen.  Here  are  a  few 
of  the  things  the  book  contains: 

Reproductions  in  full  color  of  the  com' 
plete  1923  line  of  Gold^Scal  Congoleum 
Art'Rugs  and  Floor^CoveringBythcYard; 

Short  articles  on  the  manufacture  of 
Gold'Sedl  Congoleum;  directions  for  the 
laying  and  care  of  Gold'Seal  Congoleum 
Floor'Covering — concise  explanations  that 
will  help  your  layers  and  your  customers 
to  do  the  job  more  quickly  and  efficiently; 

A  resume  of  our  entire  dealer  service, 
reproductions  of  dealer  helps  —  hangers, 
display  cards,  movie  slides,  newspaper 
electros,  etc. — which  we  gladly  furnish 
free  of  charge  and  an  outline  of  our  1923 
consumer  campaign; 

A  comprehensive  list  of  potent  sales 
arguments  for  the  retailer  to  use  when 
presenting  Congoleum  to  his  customers. 

In  other  words,  all  you  need  to  know 
about  Gold'Seal  Congoleum.  Copies  are 
free  on  request.  Write  for  yours  today. 


Address, 


FEBRUARY,  19^3 
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ear/Vy  , 
cleaned  Surface  or  LINOLEUM 

There  is  one  of  your  strongest  Linoleum  selling  points.  It  is 
creating  business  every  day  for  many  hustling  Linoleum  mer- 
chants. More  and  more  are  women  coming  to  appreciate  the 
many  benefits  and  years  of  service  they  obtain  when  they  buy 
Linoleum.  They  soon  want  it  for  other  rooms  in  the  house,  and 
you,  Mr.  Merchant,  can  sell  it  to  them  readily. 

Feature  Dominion  Linoleum-It  will  Pay  You 

Reap  the  benefits  of  our  Dominion-wide  advertising  in  magazines 
and  farm  papers.  It  is  selling  the  beauty,  comfort  and  econ- 
omy of  Linoleum  for  every  room  to  women  throughout  Canada. 
Put  in  a  Dominion  Linoleum  display ;  we  will  send  it  to  you  free 
together  with  electros  for  your  local  newspaper  advertising.  Let 
our  Advertising  Department  help  you  make  Dominion  Linoleum 
your  fastest  selling,  best  paying  line.  Hundreds  of  dealers  are 
finding  it  so  by  turning  stock  frequently, 

Send  today  for  the  helps  that  pay 


Dominion  Oilcloth  &  Linoleum  Co. 

Limited 

MONTREAL 


FURNITURE  WORLD 


Exclusive  Lines 

for 

Upholsterers    and  Manufacturers 


The  very  finest  of  imported  materials 
are  made  available  to  the  Canadian  trade 
by  our  association  with  Tissage  de  Vel- 
ours, Achel,  Belgium  and  La  France 
Textile  Company.  The  extensive  range 
carried  in  stock  includes: 


TAPESTRIES 
DRAPERIES 
DAMASKS 
VELOURS 
PLUSHES 
MOHAIRS 
GIMPS 
ETC. 


Many  beautiful  and  exclusive  designs  are 
constantly  being  received  whose  selling 
value  can  hardly  be  over-estimated. 

To  the  manufacturer  and  upholsterer 
who  desires  to  keep  right  up  to  the  min- 
ute they  are  practically  indispensable. 

Samples  and  Prices  Will 
Be  Mailed  Upon  Request 


NOEL  &  GOMPAN 

30  St.  John  Street    -    Montreal,  Quebec 


Y 
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A  Charming  Suite  of  Canadian  Bircli 


The  new  designs 
shown  at  our  booth 
at  the  Toronto  Ex- 
hibition excited 
much  favorable 
comment  among 
the  trade.  If  you 
weren't  fortunate 
enough  to  be  there, 
let  us  forward  our 
catalog  and  full  par- 
ticulars. 


A  complete  line  of 
Dining  and  Reed 
Furniture,  Bentwood 
Chairs,  Windsor 
Chairs,  Bedroom 
and  Common  Chairs 
always  in  stock  for 
immediate  delivery. 
1923  prices  are  un- 
usually attractive. 


Dull  Walnut  Finish, 
Consists  of  9  pieces. 
Buffet,  Table,  5 
Chairs,  1  Arm  Chair, 
China  Cabinet. 


No.  404  D  Diner  No.  404  A.  D.  Arm  Chair 

Leather  Slip   Seat,    Genuine  Leather  Leather  Slip  Seat,  Genuina  Leather 


The  North  American  Bent  Chair  Co.,  Limited 

Owen  Sound,  Ontario 
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MEAFORD  WALNUT 


Meaford  Walnut  is 
the  result  of  repeat- 
ed experiments,  in 
searching  for  a 
method  by  which 
the  real  Walnut 
grain  is  transferred 
to  Maple  Wood,  giv- 
ing, after  a  special 
finishing  process,  a 
close  resemblance 
to  veneered  Walnut. 


This  suite  gives  a 
good  idea  of  the  at- 
tractive and  dis- 
tinctive designs 
vi^hich  characterize 
all  Meaford  produc- 
tions. Drop  us  a 
line  for  full  par- 
ticulars. 


There'' s  nothing  just 


like  Meaford  Furniture 


0 


I 


I 


THE 


MEAFORD  MANUFACTURING  CO. 


LIMITED 


MEAFORD,  ONT. 


FEBRUARY,  1923 
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"ANTISWAY" 

30  Nights'  Free  Trial  -  -  20  Year  Guarantee 


Visitors  at  Toronto  Exhibition  Approve  ''Antisway^^ 

The  hundreds  of  visitors  who  were  attracted  to  the 
''Progress''  Exhibit  at  the  Toronto  Furniture  Exhibi- 
tion were  unanimous  in  their  approval  of  the  Famous 
Patent  "Antisway"  Spring.  They  saw  in  this  product 
the  maximum  comfort,  rehabihty  and  long  life. 

This  much  is  certain,  1923  is  going  to  be  the  biggest 
year  in  the  history  of  'Trogress"  Bedsprings. 

If  you  desire  to  share  in  it,  drop  us  a  line  and  we  will 
cheerfully  send  you  a  sample  order. 

We  are  confident  that  you  will  find  'Progress''  Springs 
wonderfully  stimulating  to  business. 

Why  not  write  us  now  ? 

ESTABLISHED  1905 

Progress  Spring  Bed  Manufacturing  Co. 


Head  Office 
146-154  Cadieux  St. 
MONTREAL 


Branch 
590  King  St-  West 
TORONTO 


i 
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Every  Piece  a  "Best  Seller" 


COOMBE 
QUALITY 
FURNITURE 

'File  popularity  of  C'oomhc 
l^'unviture  is  so  marked  that 
nianv  mercliants  have  tried  to 
analyze  it.  But  whether  they 
l)ase  it  on  the  undoubted  qual- 
ity, the  pleasins^-  desiji-ns,  the 
handsome  finish  or  other  fea- 
tures, certain  it  is  that  the  line 
is  a  most  satisfactory  one  from 
the  dealer's  standpoint. 

The  table.  No.  2254  in  Wal- 
nut or  Mahogany,  as  shown 
here,  is  no  exception. 


Catalogue  and  price  list  mailed  upon  request. 


The  F.  E.  COOMBE  FURNITURE  CO.  Limited 

Kincardine  .  .  -  .  .  Ontario 


Note 
Adjustable  Fabric 


A  New  Spring  With  Real 
Selling  Points 

The  Ruddy  Adjustable   Spring  has  these  selling  points  that  convince 
your  customers: 

1.  It>s  adjustable.    Just  a  twist  of  the  fingers  makes  it  hard, 
medium  or  soft. 

2.  l'/2  inch  tubing  and  6  inch  riser. 

■  \.     Faliric  i-.  ."^-ply  hollow  cable  stcc-1  wire,  each  cable  iiiilividu 

ally  twisted  and  soldered, 
4.    62  heavy  oil  tempered  helicals. 

Wcjven    wire   eflgc   reiiiforeced   by    tvvo  helicals. 
*p.     Round  double  corner  malleable  casting. 

7.  Finished   in   baked   French   grey  enamel. 

8.  25  year  guarantee  against  sagging  or  breaking. 

Manufacturers  of   Sellers   Kitchen   Cabinets  and  bed  springs  of  every 
description  including  the  famous  Ruddy  Luxury  Spring. 

Ruddy  Manufacturing  Co.,  Limited 

Brantford  Canada 


Note 
Round  Corner 


FEBRUARY,  1923 
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Reed  Furniture  of  Unusual  Charm - 
Beautiful  in  Design  and  Workmanship 


Until  recently  the  charm  of  reed  furniture  has 
been  attributed  variously  to  its  decorative  pos- 
sibilities, its  adaptability,  and  its  attractive 
price.  It  has  remained  for  Reedcraft  to  com- 
bine these  three  with  comfort  in  such  a  way 
that  the  sales  possibilities  were  immediately 
multiplied.  Reedcraft  Furniture  is  created  in 
many  fascinating  new  designs  and  finishes. 

Sales  Representatives 

Western  Ontario:       Mr.  V.   Reeves,  4G9^2  Princess  Ave.,  London,  Ont 
Northern  Ontario:    Mr.  G.  H.  Maveal,  99  Dixon  Ave.,  Toronto,  Ont. 
Eastern  Ontario:      Mr.  S.  J.  Precious,  93  Flora  St.,  Ottawa.  Ont.  ■  , 

Toronto,  Ontario:     Mr.  J.  H.  Pettit,  St.  Georges  Mansions,  Toronto,  Ont. 
Montreal  Quebec:     Messrs  I-arocque  Bros.  166  McGill  St.,  Montreal,  Que. 
Province  Quebec:     Mr.  A.  St.  Halaire,  166  McGill  St.,  Montreal,  Que. 
Maritime  Provinces:  Mr.  Fred.  Hall,  246  King  St.  E.,  St.  John,  N.B. 
Manitoba,   Saskatchewan    The  Manufacturers  Sales  Co.,   145   Market  St., 

and  Alberta  Winnipeg,  Man. 

British  Columbia:  Weber  Sales  Co.,  862  Cambie  St.,  Vancouver. 

Goderich  Art -Craft  Furniture 

Company  Limited 

Goderich        .        .        -  Ontario 
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Why  Not  Have  A  Real  Line? 

The  Greatest  Combination  in  The  Trade 


PHONOGRAPHS     AND  RECORDS 


"YORK" CONSOLE  MODEL 
$200 

A  complete  range  of  Table, 
Upright,  Console  and  Per- 
iod Models,  $60  to  $750 


A  Few  of  the  EXCLUSIVE 
Brunswick  Artists 

(liuscppc  Danism,  riieo  Kaiie, 
P'lorcnce  Eastoii,  Claire  Dux, 
Richard  Strauss,  Elly  Ney,  Leo- 
pold Godowsky,  Max  Rosen, 
Mario  Chamlee,  Marie  Tiffany, 
Tino  Pattiera,  Willem  Willcke, 
Bronislaw  Hubcrman. 

DANCE  ORCHESTRAS 

l.^hani  Jones,  Oriole  Terrace, 
Joseph  C.  Smith,  Arnold  John- 
son, Carl  Fenton,  Bennie  Krueg- 
er.  Gene  Rodemich. 


Do  you  know  that  the  All-in-One 

Brunswick  Phonograph  is  made  in 
Canada  and  is  the  only  phonograph 
possessing-  the  All-Wood  Oval  Horn — 
Built  Like  a  Violin — the  only  instru- 
ment with  the  Three-in-One  Ultona — 
which  by  a  simple  twist  of  the  wrist 
plays  ALL  records  correctly. 

The  features  are  worth  some- 
thing*— they  not  only  improve  the 
phonograph,  but  are  sales  arguments 
which  your  customers  cannot  overlook. 

Then  you  have  the  Brunswick 

Record — a  steel  needle  record  which 
plays  on  any  phonograph. 

Brunswick  Phonographs  and 

Records  are  extensively  and  continu- 
ously advertised  throughout  Canada. 
In  the  Brunswick  line  you  have  a  line 
that  is  not  only  of  assured  quality,  but 
also  of  firmly  established  reputation. 

You  can't  beat  the  Brunswick 

as  a  money  maker.  Write  tonight  for 
our  1923  proposition. 


The  Musical  Merchandise  Sales  Co. 

JP^^^^^  MONTREAL  WINNIPEG 

79  Wellington  St.  W.  364  St.  Catherine  St.  E.  143  Portage  Ave.  E. 
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Quality  Counts  When 
the  Price  is  Right 

What  is  the  price?  Rarely  is  a  sale  made 
without  this  question  being  asked.  In  sell- 
Schierholtz  Furniture  the  dealer  is  fortified 
with  the  knowledge  that  the  piece  under 
discussion  is  probably  much  lower  in  cost 
than  the  customer  anticipates.  This  is  be- 
cause of  the  evident  quality  of  all  Schier- 
holtz  lines.  Thus  it  is  that  the  price  is  so 
often  the  clinching  argument — the  only 
necessary  one. 

Let  us  furnish  you  with  particulars. 


The  Schierholtz  Furniture 

Company,  Limited 
NEW  HAMBURG,  ONT. 


No.  21710  Suite 
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HESPELER 


iiiiiniiiiiiiiiiiiii  niiiiiiii  Ill  iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii  iiiiiiiiiiiiiiiiiiiiiii  liiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii  IIIIIIIII  liiiiiiii  III!  iiiiiiii;"":iiiiiiiiiiii  iiiiiiiiiiiiiiiiiiiiiiiriiiiiiiiiiiiiiiiiiiiiiiiiiiiiiw^ 


I  A  Triumph  at  the  I 

I  Toronto  Exhibition  | 

I  Hespeler  Furniture  at  the  Toronto  Exhibit-  | 

I  ion  elicited  the  admiration  of  dealer  and  | 

I  public  alike.  | 

I  The  charming  period  designs  together  with  | 

I  the  undoubted  quality  of  the  workmanship  | 

I  and  materials  proved  a  combination  difficult  | 

I  to  resist.  | 

I  If  you  weren't  fortunate  enough  to  be  there  | 

I  and  have  not  seen  these  newest  designs  get  | 

I  in  touch  with  us  now.  | 

I  The  i 

Hespeler  Furniture  Co. 

I  LIMITED  I 

j  Hespeler       -       Ontario  | 

liMiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii  iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii;iiii:iii:iiiiiiiiii^   iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii  i  mil  iiii  iiiiiiiiiii  iiiiiiiii  iiiiiiiiiiil 
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Wicker  Woven  Into  Fabric 

Heywood-  Wakefield  Baby  Carriages  are  made  from  continuous 
woven  wicker  strands,  therefore  have  no  sharp  ends  to  catch  the 
clothing  and  are  strong  and  durable.  In  the  skilled  hands  of  ex- 
pert workers  this  wicker  fabric  is  made  into  Baby  Carriages  of 
finest  quality  and  at  reasonable  prices. 

Are  you  prepared  for  the  coming  Season  with  a  good  stock  on  hand? 


HEYWOOD  -  WAKEFIELD,  Limited 

OF  CANADA 
Manufacturers  of  Lloyd  Loom  Products 

Orillia  Canada 
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There  Is  Always  a 
Sale  for  Mundell  Chairs 


Most  of  your  customers  need  a 
new  chair  somewhere  in  their 
home.  Place  the  Mundell  line 
on  your  floor  and  you'll  find  that 
there's  a  steady  demand  for  these 
chairs  that  you've  been  overlook- 
ing. Mundell  Chairs  are  made 
of  the  best  and  show  it.  They 
also  afford  a  liberal  profit  to  the 
dealer. 

Write  for  Our  Price-list 


No.  950  Chair 


JOHN  C.  MUNDELL  &  CO.  LTD.,  ELORA,  ONT. 


The  "Favorite"  from  the  Dealers' 
standpoint. 

Because  it's  an  easy  seller. 

More  prospective  buyers  ask  for 
the  BLUEBIRD  than  any  other 
washing  machine. 

When  once  placed  in  the  home  on 
demonstration,  it  means  a  sale. 

It  earns  real  profits  for  the  dealers. 
It  appeals  particularly  to  Furnit- 
ure dealers. 

Write  us  for  particulars. 


SlueSird 

ELECTRIC  CLOTHES  W.<kSHER 


The  "Favorite"  from  the  Users' 
standpoint. 

Because  it  is  highly  efficient. 

It  is  exceptionally  easy  to  operate. 
It  is  applicable  to  large  or  small 
families. 

Will  wash  a  small  batch  of  clothes 
as  efficiently  as  a  large  batch 
which  only  the  oscillating  ma- 
chine of  the  type  of  the  BLUE- 
BIRD will  do.  Don't  confuse  the 
oblong  style  of  tub  used  by  the 
BLUEBIRD  with  the  cylinder 
form  of  oscillating  tub. 


BLUEBIRD   CORPORATION  LIMITED 

BRANTFORD  -  -  ONTARIO 
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A  great  many  manufacturers  have  paid  a  big  price  to  learn  the  power  of  the  retail  merchant 
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We  Thank  You 


During  the  recent  Furniture  Exhibition  at  Tor- 
onto we  were  much  encourao'ed  by  the  manj 
expressions  of  pleasure  with  which  our  exhib- 
its were  greeted.  Dealers  were  not  slow  to  tell 
us  of  their  approval  and  in  many  cases  this 
took  the  form  of  substantial  orders.  We  thank 
you.  It  is  evidence  such  as  this  that  our  efforts 
to  pi'oduce  better  furniture  have  been  not  un- 
successful that  strengthen  us  for  future  en- 
deavors. 

Have  you  received  a  copy  of  our  new  catalogue? 
It  is  handsomely  illustrated  in  color  and  will 
give  you  a  better  idea  of  our  comi)lete  line.  A 
card  will  bring  your  copy  if  you  have  not  re- 
ceived it. 


The  North  American 

Furniture  Company  Limited 

The  Owen  Sound 

Chair  Company  Limited 
OWEN  SOUND    -  ONTARIO 


FEBRUAkY,  19M 
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With  the  Editor 


When  the  Eye  Elsewhere  .n  this  issue  is 
wnen  tne  £.ye  article  by 

Assists  the  '  ,     ,      ,1         ui     ,..1-,,,  ,.x' 

Rw^in  Charles  11.    Dahl,    who  ex- 

plains  how  a  set  of  charts 
can  be  made  vvher'by  all  phases  of  any  business 
acti\-ity  may  be  accurately  watched,  and  also  of 
the  particular  value  such  charts  may  become  to 
the  retail  dealer  who  wants  to  know  the  facts 
of  his  'business  instead  of  guessing-  at  them. 

Especially  in  these  days  of  constantly 
fluctuating  prices  and  backward  sales,  surely 
this  information  is  of  vital  interest  to  every 
merchant,  no  matter  what  his  business  may  be. 
Only  by  some  such  method  can  he  see  at  a 
glance  not  only  the  result  of  his  operations 
month  by  month  and  year  by  year,  but  also 
can  judge  whether  he  is  gaining  or  slipping. 

The  method  of  charting  all  phases  of  his 
business  is  strongly  advocated  by  one  retail 
dealer,  who  has  to  say  that,  while  it  may  be 
thought  he  spends  a  little  time  in  keeping  the 
charts  up  to  date,  yet  actually  a  few  minutes 
each  day  is  all  the  time  necessary  to  attend  to 
them,  and  he  finds  it  the  most  i)rofitable  way 
in  which  he  could  use  that  time.  This  merchant 
keeps  all  his  charts  in  a  loose  leaf  book  so  that 
he  has  at  his  fingers'  end  every  essential  part 
of  his  business  at  any  time. 

We  recommend  that  the  article  and  dia- 
grams be  studied  closely,  for  on  the  whole  it 
can  be  applied  to  any  business,  whether  great 
or  s'mall. 


Gettinir  at  Objection  is  taken  111  certain 

Both  Sides  of       retail  quarters  to  the  lact 
the  Question        t'^^^  ^^'^  turniture  shown  at 
the    annual     exhibitions  is 
sold  at  a  sacriiice  by  the  manufacturers  who  find 
it  more  profitable  to  follow  this  course  than  to 
pay  charges  of  transportaticjn  back  to  the  factory. 

It  is  unfortunate  if  this  creates  competition 
with  which  regular  lines  and  regular  prices  can- 
not compete  but  it  is  a  problem  for  the  manu- 
facturer as  well.  One  furniture  manufacturer 
has  said  that  it  costs  as  much  to  transport  fur- 
niture as  it  does  to  make  it  and  though  this 
statement  may  not  have  been  intended  to  be 
taken  literally,  it  is  easy  to  believe  that  the  cost 
of  transportation  and  crating  to  and  from  Tor- 
onto, for  instance,  for  the  recent  show,  added 
to  depreciation  in  value,  is  a  very  considerable 
item  indeed.  Doubtless  this  is  one  of  the  reasons 
for  holding  exhibitions  at  difiierent  centres,  but 
we  can  also  see  another  advantage,  to  the  re- 
tailer, in  that  the  effect  of  these  sales  would  be 
felt  less  than  if  all  the  furniture  were  concen- 
trated in  one  point. 


The  situation  is  one  that  afl^ects  both  manu- 
facturers and  retailers  very  closely  and  we  sug- 
gest that  a  committee  including  outstanding 
representatives  from  each  of  the  two  groups 
could  do  much  to  improve  the  conditions.  It  is 
only  l)y  working  closely  together  that  the  best 
interests  of  the  trade  as  a  whole  will  be  served. 


not 

Houses^ 


Xow  that  the  furniture  ex- 
hil)itions  are  over  and  there 
has  l)een  opportunity  to  sit 
l)ack  and  think  about  it  all, 
one  has  an  increasing  conviction  that  the  furni- 
ture industry  has  made  wonderful  prt)gress  dur- 
ing recent  years.  The  extent  to  which  artistic 
features  enter  into  the  various  designs  is  truly 
remarkable.  A  decade  ago  utilitarianism  seem- 
ed to  be  the  main  consideration.  To-day  the 
result  sought  is.  by  contract,  temperamental. 
It  is  designed  to  appeal  to  the  aesthetic  as  well 
as  the  practical  side  of  the  general  public.  If 
the  customer  is  artistically  inclined,  the  modern 
furniture  appeals  to  him;  ii  he  is  not.  it  educates 
him.  The  splendid  examples  of  art  and  work- 
manship now  turned  out  by  Canadian  furniture 
factories  is  something  of  whicli  we  ought  to  be 
\  ery  proud. 

There  has  been  a  \ery  noticeable  (piickeii- 
ing  of  the  public  mind  with  regard  to  making 
our  homes  more  liomelike.  "Iloines  not 
Nouses'"  is  the  slogan  of  a  well  known  archi- 
tect. This  movement  is  receiving  a  spleiulid 
l)ackiiig  from  the  Canadian  furniture  manufac- 
turer. 


The  Exhibitions 

and  the 
General  Public 


It  has  been  a  matter  of  fre- 
(pient  comment  that  the  re- 
cent furniture  exhibitions 
were  not  thrown  o])en  more 
freely  to  the  ])ul)lic.  The  (piestion  has  two  sides. 
J'^urniture  is  an  exi)ensive  product  that  has  to  be 
treated  with  respect  and  there  is,  unfortunately, 
aluKJst  always  an  element  in  every  public  crowd 
that  has  little  respect  for  anything.  As  a  con- 
sc([uence  the  depreciation  due  to  the  unrestricted 
admission  'of  the  public  is  sometimes  tremendous. 

This  is  only  one  phase  of  the  matter  however. 
The  educational  value  of  such  an  exhibition  can- 
not be  calculated  nor  the  indirect  sales  resulting- 
from  the  creation  and  stimulation  of  a  public 
desire  for  better  furniture.  It  might  l)e  a  good 
idea  to  admit  by  tickets,  the  distribution  of  which 
has  been  taken  care  of  by  furniture  retailers. 
This  would  have  the  added  advantage  that  the 
retailer  would  thereby  strengthen  the  bond  be- 
tween his  store  and  his  customers  or  prospective 
customers. 
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The  Standard  Lamp 
a  Necessary  Part  of 
every  Retailer's  Stock 


Any  furniture  retailer  who  attended  the  recent  Furniture 
Exhibitions  must  have  been  struck  with  the  decorative 
value  of  the  electric  floor  lamps  that  were  used  so  lavishly. 
One  can  just  imag^ine  how  flat  and  colorless  many  of  these 
exhibits  would  be  if  these  lamps  had  been  removed.  They 
are  at  once  utilitarian  and  attractive,  and  we  believe  it 
has  been  fully  demonstrated  that  no  furniture  dealer  can 
afford  to  omit  them  from  his  stock.  The  illustration  shown 
above  explains  the  construction  of  a  National  X-ray  unit, 
the  light  from  which  is  partly  reflected  upward  and  partly 
downward.  This  photograph  was  taken  by  the  light  sup- 
pHed  by  this  lamp  alone. 
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Making  Business  Figures  Talk ! 

Many  of  us  Find  it  Difficult  to  Grasp  the  Full 
Significance  of  a  Row  of  Figures— Make  a 
Picture  of  Them  and  the  Eye  Assists  the  Brain 

By  CHARLES  H.  DAHL 


THE  best  way  of  showing  the  trends  and 
changes  in  any  business  is  by  means  of 
suitable  charts.  Large  industries  have  al- 
ready recognized  this,  and  in  many  cases  have 
employed  specially  trained  staffs  whose  business 
it  is  to  assemble  information  and  set  it  out  in 
chart  form.  As  a  rule  retail  merchants  and 
smaller  businesses  have  not  yet  seen  the  need  of 
this.  Of  course  it  would  be  out  of  the  question 
for  ever}^  small  business  to  hire  selectly  trained 
employees  merely  for  the  purpose  of  prejiaring 
charts.  But  charting  is  a  very  simple  procedure 
and  can  be  done  by  the  same  person  who  looks 
after  the  accounts  with  but  very  little  additional 
effort. 

In  order  to  illustrate  the  truth  of  what  has 
just  been  stated,  let  us  consider,  for  instance,  a 
few  charts  which  the  general  merchant  might 
profitably  introduce.  We  shall  assume  that  the 
merchant  is  svifficiently  advanced  to  have  seen 
the  need  for  good  bookkeeping  or  accounting, 
for  this  is  a  pre-requisite  of  intelligent  charting. 
Good  bookkeeping  implies  segregating  sales  and 
expenses  sufficiently  to  keep  track  of  certain 
kinds  of  sales  and  certain  classes  of  expense  in- 
dividuallv.    Credit  and  cash  sales,  for  instance. 


will  be  separate ;  expenses  will  be  divided  as  be- 
tween buying  costs,  selling  costs,  delivery  costs, 
and  general  or  overhead  costs,  and  possibly  even 
in  greater  detail,  depending  upon  the  size  of  the 
business. 

Suppose  this  has  lieen  done  and  that  at  the 
close  of  the  year's  business  the  monthly  sales 
and  expenses  have  been  summarized  as  shown 
in  Table  I.  Because  the  figures  of  any  particu- 
lar class  of  sales  or  expense  are  arranged  in 
column  form  it  should  be  easy  to  note  the  fluc- 
tuations from  month  to  month,  and  certainly  it 
is  much  easier  than  it  would  be  if  figures  for 
each  month  were  contained  in  separate  state- 
ments. 

But  how  much  clearer  the  fluctuatious  stand 
out  when  charted.  Note  Chart  A,  for  instance, 
of  the  total  sales.  Just  one  glance  is  required  to 
tell  whether  the  sales  have  been  climbing  or 
dropping  or  merely  marking  time.  Moreover, 
by  employing  a  dotted  line  the  chart  can  be 
made  to  show  the  sales  in  the  preceding  year, 
thereby  permitting  of  a  ready  comparison  with 
the  previous  year's  business,  which  Table  I  does 
not  do,  and  which  it  would  be  impossible  to  so 
clearly  set  out  in  any  kind  of  a  tabular  state- 


MONTHLY  SUMMARY  OF  BUSINESS 
Table  I. 


NET  SALES  | 

OPERATING  EXPENSES  | 

BUYING 
E-XPIiNSE 

SELLING 
EXPENSK 

EXPENSE 
PELIVEKY 

CCNEHAL 
EXPENSE 

Credit 

Ca.vh 

Total 

'   Salaries  and 

i  Wages  of 

;   Buying  Force 

:  Miscel. 
1  Buying 
Expense 

Salaries  and 
Wages  of 
1  Selling  Force 

j  Advertising 

.Miscellaneous 
Selling 

Salaries  and 
Waees  of 
Force 
j  Delivery 

Miscellaneous 
Delivery 

c 

c  — 
£  n  2  t. 

III 

cS.a 

c 

Losses  from 
Bad  Debts 

Miscel. 
General 
Expense 

c 
« 

Total 

Operating 

Expense 

Per  Cent  of 
Net  Sales 

Jan. 

3,356,31 

1,301.6.5 

4,657.90 

1 

25.00 

14.001 

1 

177.33 

30.00 

3.75 

1 

102.67 

8.08 

269.00 

22.03 

1.61 

2.60 

33.66 

26.79 

76,25 

792.67 

16.9 

Feb. 

2,987.62 

1,1.58.14 

4,145.76 

25,00 

13.76 

170.15 

25.00 

4.00 

9.00 

9.00 

269.00 

20.14 

1.61 

2.60 

29.87 

24.16 

76,26 

765.76 

18,6 

Mar. 

3,4,52.17 

1,. 54  9. 13 

5,001.30 

25,00 

15.15 

177.33 

30.00 

3.15 

102,67 

8.85 

269.00 

23.16 

1.61 

2.50 

34.62 

26.62 

76.26 

794.80 

16,8 

Apr. 

1 

4,222.67 

1,684,90 

.5,907.57 

25,00 

14,25 

195.15 

45.00 

4.50 

106.14 

9.06 

269.00 

26.76 

1.61 

2.60 

42.22 

27.10 

76.25 

842.53 

14.2 

May 

5,11.').4.'; 

1,842,70 

6,958.15 

35.00 

16.30 

231.33 

.  50.00 

5.00 

116,15 

8.95 

275.00 

26.82 

1.61 

2.50 

51.15 

24.13 

76.25 

919.19 

13.2 

June 

4,642,76 

1,720.18 

6,362,94 

35,00 

15.401 

2;i5.15 

45.00 

4.45 

112,67 

8.00 

276.00 

27.03 

1.61 

2.50 

46.42 

19.72 

76.26 

£94.20 

14.0 

July 

1  4,4:!,'i,15 

1,698.1  r, 

6,133.30 

35.00 

14.65 

231,33 

35.00 

5.25 

116.16 

9.25 

275.00 

27.60 

1.61 

2.50 

44.36 

26.52 

76.26 

898.36 

14.6 

Aug. 

[  4,H.'')2.17 

1,77.5,18 

6,627.35 

,35.00 

17.25 

225,15 

40.00 

6.35 

115.15 

8.86 

275.00 

28.14 

1.61 

2.60 

48.52 

28,15 

76.26 

907.92 

13.7 

Sept. 

G.2,'iO,0(l 

7,764.25 

35,00 

60.25 

235,00 

55,00 

4.55 

123.33 

9.60 

275.00 

29.30 

1.61 

2.60 

62.50 

27,62 

76.25 

997,41 

11.4 

Oct. 

j  .■■),«  1,'i.l,'-. 

2,2,52,14 

8,067. 2:1 

35.00 

13.75 

242,33 

60,00 

6.00 

123.33 

10.25 

275.00 

30.19 

1,61 

2,60 

68.16 

26,46 

76,25 

959,81 

11.9 

Nov 

.5,240.77 

2,425.13 

7,665,901 

35.00 

13.50 

235,00 

50,00 

5.75 

123.33 

12.00 

275.00 

1 

35.16 

1.61 

2,50 

52.40 

26.13 

76,25 

943,63 

12.3 

Dec. 

5,91  6, .'ir. 

2,814.35 

8,730.90 

35,00 

1  5,00 

265.15 

75,00 

8,00 

145.67 

20,25 

275.00 

1 

34.26 

1.64 

2.68 

69.16 

27.47 

76.25 

1,040.52 

11.9 

Total 

.56,286.77 

1 

22,735,90179,022.67 

i 

380.00 

1 

223,26 

2,610,40 

1 

540.00 

60.75 

11,379,59 

1 

122.03 

1 

^3,276.00 

.129.47 

19.35 

30.18 

562.82 

307.86 

915.00 

10,766.70 

13.6 

7o  of 
Net 
Sales 

\ 

71,3 

28.7 

1 

100.0 

1  0.5 

0,3 

'  3,3 

0.7 

0.1 

1 

1  0,2 

1 

0.2 

1  4,1 

0.4 

0.0 

0.0 

0.7 

0.4 

1.1 

13.6 

1 
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iiU'Ut.  If  (Icsired.  lire  monthly  sales  for  three  or 
four  vears  or  even  a  longer  period  can  be  shown 
by  varying  the  style  of  lines  used  or  othervvise 
distinguishing  between  the  lines  for  the  di Ker- 
en I  years. 

Charts  Tell  the  Whole  Story 

Now  it  is  not  sufficient  to  know  that  the  sales 
have  been  climbing.  Possibly  it  is  because  of 
li])eral  terms  in  the  form  of  credit  that  they  have 
gone  up,  which  if  true,  might  not  ])e  altogether 
a  satisfactorv  state  of  affairs.    Whether  such  is 
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l)est  be  determined  by  li.gur- 
the  credit  sales  are  nf  tin- 
total  sales  in  the  diff'erent  months,  and  similarly 
treating  the  cash  sales.  When  these  per  cents, 
have  been  figured  they  can  be  used  to  make  a 
chart  such  as  Ik  If  the  resulting  lines  parallel 
each  other  no  change  has  occurred  in  the  rela- 
ti(jn  of  credit  to  cash  sales,  and  the  growth 
shown  in  Chart  .\  would  1)e  a  sign  of  real  |)rii- 
.gress.  If  on  the  other  hand  they  exhil)it  a  tend- 
ency to  converge,  then  not  onl\-  has  real  j^ro- 
gress  been  made  in  the  form  of  increased  sales, 
but  im])ro\ ement  has  also  been  made  by  ])utting 
a  greater  ])r(iportion  of  the  business  on  a  cash 
basis.  This  would  be  the  interpretation  of 
Chart  B  for  November  and  December  business. 
Conversely',  should  these  per  cent,  lines  grow 
farther  and  farther  ajjart  or  diverge,  probal)ili- 
ties  would  be  that  loose  credit  terms  or  other 
conditions  existed  which  should  be  remedied, 
and  at  least  this  would  signify  that  collections 
should  be  closely  observed. 

.\  satisfactory  condition  of  the  collections  is 
vital  to  the  success  of  any  business  extending 
credit.  Chart  C  shows  two  lines — one  repre- 
senting the  cash  received  month  by  month,  and 
the  other  representing  amounts  outstanding. 
The  relation  which  these  tvv(j  lines  bear  to  each 
other  from  month  to  month  will  depend  upon 


the  nature  of  the  business  and  the  general  need> 
and  -ources  of  income  of  the  trade  catered  t(j. 
liut  if  a  healthy  conditicm  obtains  the  amounts 
outstanding  at  the  close  of  each  year's  business 
should  not  show  increases  except  in  i)roportion 
to  the  increases  in  sales.  The  fact  that  amounts 
outstanding  may  rise  rai)idly  during  certain 
months  need  not  necessarily  be  alarming,  for 
this  might  be  a  natural  condition  under  certain 
circumstances.  For  exam])le,  it  is  (piite  a  com- 
mon practice  to  supply  farmers  with  goods  on 
cr(-dit  through  the  summer  months,  during 
which  time  only  relatively  small  i)ayments  will 
be  made  on  charge  accounts.  The  result  is  that 
the  amounts  outstanding  as  shown  ])y  the  mer- 
chant's books  increase  during  these  months. 
When,  however,  the  farmer  markets  his  crop,  he 
endeavors  to  clear  up  his  debts,  and  the  mer- 
chant's outstandin.g  acctjunts  come  down  rapidly 
while  his  cash  receii)ts  go  rapidly  upward.  Such 
a  condition  is  indicated  bv  the  cvirves  in  Chart 
C. 

Checking  up  Collections 

If  the  line  rejiresenting  amount  cjutstanding 
exhibits  a  steady  rise  throughout  the  year  it 
would  be  well  to  in\estigate  the  collection  end 
of  the  business.  It  would  then  be  advisable  to 
make  a  chart  showing  credit  sales  by  one  line 
and  collections  or  credit  accounts  by  a  second 
line  to  note  the  relation  between  credit  sales  and 
collections.  If  the  lines  grow  farther  and  far- 
ther apart  decisive  action  should  be  taken  either 
to  o'btain  greater  efficiency  in  collections  or  else 
to  tighten  up  in  the  matter  of  credit  extensions. 

The  matters  touched  upon  up  to  this  point 
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have  not  dealt  with  expenses.  It  is  particularly 
imjjortant  to  analyze  the,  oj^erating  expenses, 
and  charts  can  be  used  very  advantageously  for 
this  purpose.  For  example,  if  expenses  be  of  the 
nature  of  those  set  forth  in  Table  I  it  will  be  a 
good  plan  to  chart  salaries  and  wages  of  selling 
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force,  advertising,  salaries  and  wages  of  delivery 
force,  office  supplies  and  expense  and  losses 
from  bad  debts.  These  may  toe  represented  by 
differently  styled  lines  all  in  one  chart.  There 
would  be  no  advantage  in  charting  expenses 
which  did  not  change  appreciably  from  month 
to  month  and  consequently  such  expenses  as  in- 
surance, rent,  etc.,  should  not  be  charted. 

Chart  D  is  intended  to  show  the  general 
trend  of  the  business,  and  while  a  little  more 
time  is  required  to  produce  it,  it  is  nevertheless 
a  simple  chart  to  make,  'consisting  of  three  lines, 
namely,  the  net  sales  line,  the  gross  profit  line 
and  the  net  profit  line.  The  shading"  of  the 
sj^ace  between  the  gross  profit  and  net  profit 
lines  helps  to  make  the  net  profit  stand  out  as 
distinct  from  the  operating  ex]:)enses  and  tlie 
cost  of  goods  sold. 

The  value  of  Chart  D  lies  in  the  fact  that  it 
sums  up  the  condition  of  the 'business.  It  sluiw^ 
the  trend  of  the  sales,  of  the  expenses  and  of  the 
net  profits.  For  purposes  of  negotiating  loans 
it  presents  at  a  glance  all  vital  information,  and 
the  merchant  who  is  able  to  go  to  the  banker 
with  a  chart  similar  to  Chart  D  will,  with  a 
minimum  of  delay,  receive  more  liberal  terms 
and  larger  loans  than  could  otherwise  be  pro- 
cured— other  conditions  being  equal. 

Charts  Will  Find  the  Leaks 

It  is  impossiible  to  cover  all  the  phases  of  use 
which  may  be  made  of  charting  in  business  in 
one  brief  article,  but  if  the  few  simple  charts 
here  described  or  suggested  be  made  the  begin- 
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ning,  other  charts  will  suggest  themselves  and 
their  values  will  more  and  more  reveal  them- 
selves. Charts  such  as  have  heen  described  here 
are  easily  made,  and  their  use  will  help  to  locate 
leaks  and  faults  which  all  too  often  creep,  im- 
suspected,  into  our  businesses,  and  which,  if  not 
intelligently  corrected  or  expelled,  may  advance 
so  far  as  to  be  very  injurious  or  even  fatal.  And 


that  many  businesses  do  fail  has  been  emphatic- 
ally rubbed  in  during  the  past  year  and  a  half. 

Charting  Your  Business 

There  is  only  one  sure  and  certain  way  to 
tell  whether  a  thing  is  good  or  bad — it  is  by 
comparing  with  something  of  the  same  nature. 
Comparison  is  the  accurate  test,  and  only  by 
comparison  can  we  estimate  progress  or  lack 
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of  ]:)rogress.    As  a  case  in  ])oint,  if  a  retailer 
finds  that  he  has  done  $50,000'  v/orth  of  Inisi-  ' 
ness  in  a  year,  he  may  be  satisfied  or  disatisfied, 
according  to  how  that  amount  comjjares  with 
the  volume  done  the  previous  yeai". 

Thus  the  comparison  of  one  period  with 
another,  assuming  that  all  things  are  about 
equal,  is  the  final  test.  The  ])ooks  or  records 
of  any  firm  should  show  this  comparison^  but 
as  a  rule  it  means  more  or  less  time  and  trouble^ 
to  get  out  the  figures,  and  for  this  reason  mer- 
chants do  not  make  comparisons  as  frecjuently 
as  they  really  should  in  order  to  keej)  cases,  on 
their  dealings. 

To  present  an  accurate  monthly  or  yearly 
record  of  the  l^iusiness  fluctuations,  most  large 
firms  now  use  charts  for  all  departments  of 
their  operations,  and  in  this  way  are  able  to  tell 
at  a  glance  just  how  any  feature  of  it  stands  at 
any  time.  Perhaps,  due  to  misunderstanding  of 
their  real  function,  few  retail  merchants  use 
charts  for  the  same  purpose,  Init  for  the  time  it 
takes  to  install  and  maintain  a  charting  system;,, 
there  is  no  reason  why  every  business  should,,: 
not  find  it  profitable  to  watch  details  by  the 
sahie  practical  methods  used  by  larger  firms. 


A  fine  new  furniture  store  has  recently  been 
opened  by  Travis  Bros.,  in  Sydney,  C.B.,  on 
Charlotte  St.  The  opening  was  signalized  by  a 
big  sale,  which  was  widelv  advertised.  • 
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The  Period  Called  ''Queen  Anne 
Represented  by  Quaint  and 
Pretty  Designs 


1702-1714 — These  dates  are  merely  given  tn 
separate  the  style  known  as  "Queen  Anne"  from 
that  of  WilHam  and  Mary  and  tlie  (leorges,  and 
mark  the  period  furniture,  durino-  which  Anne, 
the  second  daughter  of  James  11  was  (Jueen  of 
England. 

The  term  "Queen  Anne  Period"'  lias  grown 
to  be  a  convenient  descriptive  term  for  anything 
quaint  and  pretty.  Quoting  from  Mr.  Pollen's 
handbook  on  the  Victoria  and  Albert  collection 
it  was  "A  genuine  English  style  marked  by 
great  purity  and  beauty."  It  is  a  type  that  is  a 
complete  change  from  the  early  English  Renais- 
sance. The  WillianT  and  Mary  period  may  be 
said  to  be  the  period  through  which  the  Jaco- 
bean and  Queen  Anne  furniture  are  connected 
and  the  medium  through  which  the  true  English 
feeling  is  once  more  established,  the  Dutch  in- 
fluence having  superseded  the  rectangular  forms 
and  established  the  more  curvilinear  forms,  with 
better  proportions.  We  now  find  the  English 
workmen  making  their  own  style,  but  retaining 
certain  outside  characteristic  features,  with 
variations.  The  one  outstanding  characteristic 
is  the  cabriole  leg,  which  is  found  on  all  pieces 
of  furniture  that  are  easilv  moved.  The  chair 
legs  are  of  a  more  delicate  design  though  at  the 
■same  time  of  very  firm  structure.  The  cabriole 
leg  varied  in  size  according  tf)  the  piece  of 
furniture  it  was  supporting.  The  cabinets  would 
have  shorter  and  stouter  legs  and  similarily  any 
other  heavy  piece  of  furniture.  The  cabriole 
leg  at  the  beginning  of  the  ])eriod  was  mostly 
plain  but  carving  was  added  later,  mostly  in 
the  form  of  shell-like  ornaments  at  the  knee, 
hoof  or  spoon,  and  claw-foot,  standing  on  a  hall, 
an  introduction  from  China.  The  claw-foot 
standing  on  a  ball,  is  that  of  a  foot  of  a  dragon 
holding  the  mystic  jewel. 

The  Gamblirvg  Age 

The  Queen  Anne  Period  being  an  age  of 
drinking,  gambling,  duelling  and  dice-throwing, 
it  is  not  unnatural  that  we  owe  to  it  the  exist- 
ance    of  many    interesting    card-tables.  Such 


tables  are  generally  ])uilt  with  a  flap,  and  cover- 
ed with  cloth,  except  at  the  four  corners,  where 
round  or  square  places  are  left  to  take  candle- 
sticks or  glasses.  Cups  are  also  shaped  in  tables 
to  hold  money,  and  also  secret  drawers.  Tables, 
with  two  fla])s  were  also  used  as  hreakfast  and 
small  dining  tables.  Tables,  generally  speaking 
were  small,  o\al  or  square. 

A  noticeable  feature  and  an  important  de- 
velopment in  the  chair  of  this  period  is  that  the 
frame  was  made  to  fit  the  body,  instead  of,  as 
heretofore,  the  huiuan  frame  having  to  ada])t  it- 
self to  the  chair.  The  top  of  the  'back  is  curved 
so  as  to  fit  the  nape  of  the  sitter's  neck,  and  the 
splat  is  shaped  to  suit  itself  to  the  back  and 
shoulders.  The  armchairs  were  broad-seated, 
with  comfortable  arm  rests,  one  particular  type 
being  known  as  the  "drunkard  "  chair.  This 
chair  was  of  great  length  tn  hnld  the  full  length 
of  the  body,  and  comfcjrtably  upholstered. 

Cahinets  were  more  the  China  cal)inet  style; 
that  is,  they  were  made  to  sliow  off  rare  china. 
They  had  glass  doors  in  fr^nt.  and  were  most 
elaborately  carved  and  lactjuered.  Bookcases 
followed  the  same  general  lines  as  the  cabinets; 
the  same  may  be  said  for  secretaries,  buffets 
and  highboys. 

The  mirror  was  another  piece  of  furniture 
that  was  greatly  favoured  during  this  time  on 
account  of  the  fact  that  many  peojjle  wore  wigs. 
The  mirrors  were  simple  wall  mirrors,  toilet 
mirrors,  and  mirrors  known  as  the  Gesso,  flask 
and  mar(|uetry  mirrors:  these  were  nothing 
more  or  less  than  wall  mirrors,  and  toilet  mir- 
rors, the  latter  usually  standing  on  a  dressing 
ta'ble,  or  cabinet — ^^being  movable;  an  example  of 
which  is  shown  on  the  page  opposite. 

Veneering  was  extensively  used,  and  Dutch 
marcpieterie  was  popular,  on  furniture.  Lasquer 
and  carving  were  the  two  most  popular  forms  of 
decoraticm.  The  influence  of  the  Crinling 
(iibl)on's  school  is  evident  in  the  carving",  show- 
ing some  naturalistic  features,  such  as  flowers, 
leaves  and  foliage,  son«ewliat  flattened  when  a]v 
l)lied  to  furniture. 
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Courtyard  at  Alhambra  Palace  in  Spain,  reputed 
to  he  the  most  beautiful  edifice  of  its  type  in  the 
world.    Photographed  specially  for  l-'urniture  World 
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Let's  Talk 
It  Over 


Could  Oilcloth  and  Linoleum  be 
^Tard"  Marked?— The  Tragedy  of 
the  Kitchen  Chair! 


Editor,  "Furniture  World," 

We  have  wondered  many  times  why  the 
,  manufacturers  of  oilcloth  and  linoleum  don't 
"yard"  mark  their  products  something  similar 
to  the  numibering  of  certain  makes  of  "carpet 
felt"  thus  eliminating  the  necessity  of  stretch- 
ing it  on  the  dirty  sidewalk  to  measiu^e  it,  which 
is  no  small  nuisance  in  the  majority  of  country 
stores.  The  linoleum  manufacturers  could  go 
a  bit  further  and  draw  yard  lines  right  across  the 
width  of  the  roll.  Of  course,  we  mean  all  this 
to  be  done  on  the  underside  of  the  linoleum.  I 
think  it  would  save  a  lot  of  time  to  the  trade, 
and  the  operation  should  ■I>e  an  inexpensive  one 
whe:n  done  while  in  jirocess  of  rolling.  What 
do  you  think  a'bout  it? 

Lazy. 

•The  Editor  thought  this  a  good  intelligent 
suggestion  and  consulted,  among  others,  the 
Dominion  Oilcloth  and  Linoleum  Company,  as 
to  the  feasibility  of  marking  linoleum  in  this 
way.  Mr.  Baillie  sends  us  a  clipping  on  a  de- 
vice recently  invented  for  this  purpose,  adding 
that  his  company  has  not  been  a'ble  to  decide 
whether  or  not  this  device  could  be  put  to  prac- 
tical use  by  furniture  manufacturers.  The  clip- 
ping is  from  the  Carpet  and  Upholstery  Trade 
Review  as  follows : 

To  Facilitate  Handling  Linoleum 

"A  device  for  applying  measuring  tape  to 
linoleum  has  been  patented  by  Edgar  S.  Hoyt 
of  the  Hoyt  Carpet  Company,  Des  iNIoines,  Iowa. 

"The  tape  which  this  device  applies  to  the 
linoleum  is  marked  off  in  feet  and  inthes  so  that 
in  selling"  less  than  roll  quantities  a  salesman 
may  measure  off  the  required  amount  by  sim- 


ply glancing  at  the  type.  h'urthermore,  the 
la])e  shows  instantly  how  much  material  is  left 
in  a  partially  used  roll  and  o'ln'iates  the  neces- 
sitv  of  unrolling  the  goods  to  ascertain  the  re- 
maining quantit}'. 

"The  advantage  claimed  for  this  device  and 
the  measuring  tajJe  it  applies  is  that  it  will  sa\'e 
both  time  and  space  in  a  retail  dei)artment 
where  the  floor  area  is  restricted.  Any  one 
familiar  with  handling  linoleum  will  readily  re- 
cognize this  point.  AL".  Hoyt  has  shown  his  in- 
vention to  several  buyers  and  each  one  has  ex- 
pressed appreciation  of  the  advantages  of  the 
tape  on  the  goods  he  is  handling. 

"The  instrument  which  a]:)plies  the  tape  is 
small  and  sitiiple  of  construction  and  o])eration. 
It  consists  mainly  of  two  wheels;  one  of  them 
contains  the  tape  and  the  other  presses  it  to  the 
goods  as  the  machine  is  run  along  the  surface 
of  the  linoleum,  l^he  tape  is  supplied  with  ad- 
hesix'e  and  readily  adheres  to  linoleum  surface. 
Jn  appearance  the  device  can  be  described  as 
looking  like  a  small  two  wheel,  roller  skate  with 
a  handle  in  a  frame  work  abcwe  the  wdieels." 

Oh  You  "Kitchen  Chair" 
F.ditor  "Furniture  World," 

Can  you  tell  me  Mr.  Editor,  wdiy  gasoline 
and  kitchen  chairs  are  two  sore  spots  in  the  eyes 
of  "consiuners"  ?  I  know  people  who  don't  ob- 
ject to  paying  $350 'bucks  for  a  Chesterfield  suite, 
but  when  you  ask  of  the  same  customer  to  pay 
you  $1.55  for  a  kitchen  chair,  he  thinks  you  are 
r)rofitee:ring  in  a  wholesale  way  and  'by  the  way 
he  looks  at  you  he  really  thinks  you  are  robbing 
him;  perhaps  the  retailer  is  partly  to  blame  for 
it,  because  if  there  is  a  thing  in  the  furniture 
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store  to  be  a  victim  of  ])rice-cuttiiig",  it  is  tiic 
poor  kitchen  chair. 

Of  course  a  kitchen  chair  is  a  lovely  tiling 
to  handle;  first  it  is  made  up  of  the  worst  cull 
lumber  the  Ontario  and  Que'bec  lumber  yards 
can  produce  and  by  the  way  it  reaches  the  re- 
tailer, the  holes  must  ibe  bored  in  the  dark;  then 
they  are  nested  and  bundled  six  sets  of  seats, 
and  the  legs  in  a  similar  way.  The  bundles  arc 
generally  then  wrapped  up,  or  I  should  say,  part- 
ly wrapped  up ;  this  wrai)ping  is  probably  done 
so  that  the  jobber  does  not  have  to  look  for 
breakages  when  he  dishes  them  out ;  it  acts  as 
a  good  camouflage  for  both  the  railway  com- 
pany and  the  jobber.  They  are  generally  ship- 
ijyed  in  straight  car  loads  to  the  jobber,  who  in 
turn  re-ships  them  mostly  in  3  dozen  lots  (sonic- 
times  in  six  dozen  lots  when  the  retailer's  rat- 
ing will  permit) — when  the  railway  company 
gets  a  last  crac'k  at  them. 

And  'believe  me  they  do  "crack"  too — 1  mean 
the  kitchen  chairs.  After  they  are  'brought  in 
to  the  store,  then  begins  the  real  fun  of  the  re- 
tailer, and  he  generally  proceeds  as  follf>vvs. 

(iets  a  quart  can  of  LeI'age  g'lue  ;  of  course 
this  over-size  can  is  to  allow  for  what  spills  on 
the  stove  while  he  is  kee])ing  it  warmed  the 
while  he  is  attending  i)rosi)ective  customers  be- 
tween times.  Then,  after  dipi)ing  the  rungs  and 
legs  in  the  glue,  and  filling  all  the  holes  of  the 
same  concoction,  he  starts  ]M)unding  with  the 
mallet,  generally  resulting  in  one  of  the  legs 
coming  out  while  he  is  driving  in  the  other. 
After  a  few  unsuccessful  attempts,  he  calls  the 
junior  clerk  for  assistance  and  in  trying  to  dri\  e. 
the  four  together,  the  bottom  rung  cracks,  ne- 
cessitating trying  another  set.  If  he  final- 
ly gets  ten  complete  chairs  off  every  dozen  sets 
he  is  doing  mighty  well.. 

Of  course  they  don't  >it  level  on  the  floor, 
but  a  feiw  hours  spent  with  a  hack  saw,  cutting 
the  guilty  legs  down,  will  make  them  saleable 
unless  the  customer  is  a  very  particular  one; 
then  to  make  a  sale  he  generally  proceeds  like 
this,  after  being  admonished  by  the  customer  as 
to  the  exh'orbitant  i)rice  he  is  charging  for 
them  :  "But  ours  are  the  very  best  kitchen  chairs, 
hardwood  throughout,  shaped  seats,  double 
rungs,  11  lb.  to  the  chair," — the  customer  reply- 
ing that  he  could  save  quite  a  bit  in  getting  them 
imported  from  the  Mail  Order  house  but  seeing 
that  he  is  not  ready  to  pay  for  them  just  yet,  he 
will  take  three,  but  "pick  me  out  three  good 
ones.  1  don't  want  this  here  one;  it  has  a  bad 
knot  in  one  of  the  legs;  not  that  one  either,  the 
bottom  rung  is  cross-grained.  Those  three  will 
do  ;  I'll  be  in  one  of  these  days  and  settle  with 
you." 

THE  GOAT. 


Conversation  with  managers  of  three  retail 
furniture  stores  elicits  the  information  that 
Chesterfield  suites  and  floor  lamps  have  been 
moving  faster  the  past  year  than  ever  before. 
Travellers  also  report  that  these  two  lines  have 
been  splendid  sellers  throughout  the  country. 


Bishop's  Chair  for 
Grace  Church  on 
the  Hill 


The  Craftsman's  hand  has  not  yet 
lost  its  cunning.  This  handsome 
"Bishop's  Chair"  is  a  product  of 
the  workshop  of  Lionel  Rawlinson, 
Limited,  Toronto.  It  tvas  made  to 
special  order  for  Grace  Church  on 
the  Hill  and  was  just  recently  put 
in  place. 


Goderich  Art  Craft  Furniture  Co. 

The  Goderich  Art  Craft  Furniture  Co.,  of 
Goderich,  Ont.,  made  its  debut  in  the  trade  at 
the  recent  Toronto  exhibition  and  it  is  fair  to 
say  that  the  youthful  aspirant  to  po])ular  fa\(ir 
was  very  handsomely  arrayed  for  the  occasion 
and  made  a  very  favorable  impression  indeed. 
This  concern  was  organized  only  a  few  months 
ago  for  the  manufacture  of  reed  furniture  and 
its  display  at  the  exhiliition  was  really  a  most 
attractive  one. 


Friends  in  the  trade  will  regret  to  learn  that 
Mr.  J.  S.  Knechtel,  of  the  Knechtel  Furniture 
Co.,  Hamilton,  is  confined  to  bed  through  ill- 
ness. 


i 
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More  about  the  Cushions— Final  details 
of  Muslin  Coverings— Outer  Cover- 
ing and  Trimming  begins. 


Down  cushions  are  not,  like  ljuttoned  cush- 
ions, made  lari^cr  than  the  finished  cushion  is  in- 
tended to  l)e.'  On  the  contrary,  they  are  made 
the  exact  size  of  the  pattern  with  (inly  seamin.ij 
allowances  atUled  hevond  the  lines  indicated  in 
I'ig.  .37. 

The  filled  cushion,  as  sliown  in  l-ig'.  38,  must 
exacllv  fill  the  sjiace  allowed  for  it,  so  that  it 
will  lie  in  i)lace  without  being  crowded,  yet  at 
the  same  time  fill  the  seat  without  leaving,  any 
unsightly  gaps  or  ojienings.  ISecause  of  the  na- 
ture'of  the  dtown-filling  material,  it  is  necessary 
to  divide  the  in:^ide  of' the  cushion  by  partitions 
which  prevent  the  down  from  shifting  its  posi- 
tion when  in  use. 

A  cushion  of  the  size  indicated  for  the  ch.iir 
Ave  are  describing  would  have  not  less  tlian  two 
partitions  as  indicated  l)y  the  dotted  lines  in 
l-'ig.  v38,  also  in  iMg.  39,  wluch  indicates  one  end 
left  o])en  to  more  clearly  show  the  location  of  the 
partitions. 

These  ])artitions,  furthermore,  are  made  on 
an  ax  erage  of  one  inch  wider  than  the  box  edge 
of  the  cushion,  'ilius.  in  l-'ig.  3'>.  the  edge  shows 
a  depth  of  four  inches,  while  the  interior  par- 
titions have  a  de;)th  of  five  inches.  These  ])ar- 
titions  are  sewn  to  the  top  and  l)ottom  of  the 
case,  but  are  not  sewn  to  the  edges.  These  di- 
visions are  filled,  as  indicated  in  Fig.  39,  hy 
leaving  an  opening  at  one  edge  of  the  boxing 
(see  XX),  through  wdiich  the  down  may  be  in- 
serted,   rhey  are  then  pinned  together  and  sewn. 

L.arger  cushions  call  for  a  greater  number 
of  divisions.  These  divisions,  as  in  the  case  of 
the  cushion  shown  in  Fig.  40,  must  each  be 
built  separately.  This  cushion  has  partitions 
running  in  both  directions,  across  and  length- 
wise of  the  cushion,  as  indicated  by  the  dotted 
lines.  It  sometimes  occurs,  as  it  does  in  the 
case  herewith  illustrated,  that  it  is  not  possible 
to  fill  all  of  the  sections  from  the  edges.  The 
cushion  shown  in  Fig.  40  has  ten  divisions,  nine 
of  \vhich  can  he  filled  from  the  edges  at  the 
openings  marked  A.\,  etc.  The  tenth  division, 
'however,  is  an  interior  division  and  this  can 
only  be  filled  by  a  slit  made  at  15,  which  is  sewn 


together  and,  after  the  filling,  covered  by  what 
in  trade  parlance  is  known  as  "a  plaster,"  con- 
sisting of  a  ]:iece  of  the  same  material  as  that  of 
which  the  casing  is  composed  jilaced  over  the 
seam  and  sewn  all  around,  as  indicated  in  big. 
40a. 

W  ith  regard  to  the  material  used  as  a  cas- 
ing for  down  filling,  the  finest  (k)\vn-])roof  sa- 
teen or  ticking  only  shonld  be  employed,  and  a 
simple  test  of  any  material  may  be  made  by  de- 
termining the  degree  to  which  it  resists  an  at- 
tempt to  blow  through  it.  Mold  the  material 
across  the  mouth  so  that  no  air  can  csca])e 
aroimd  it,  and  then,  by  blowing,  lorce  the  pres- 
sure of  }'our  breath  against  it;  real  down-proof 
material  will  -lie  found  to  be  practically  airtight. 
If  the  breath  ])asses  through  it  easily  to  an  ex- 
tent that  would  extinguish  the  blaze  of  a  can- 
dle, it  is  a  safe  assumption  that  the  material  is 
not  down-proof  and  should  not  he  employed  for 
casing  purposes. 

W'itli  the  cushion  coni])leted  and  in  i>lace, 
the  chair  in  nuislin,  read}'  for  covering,  will  now 
ha\e  the  appearance  shown  in  Fig.  41.  If  the 
chair  is  to  be  displayed  for  sale,  however,  the 
fronts  of  the  arms  would  have  a  panel  of  muslin 
sewn  on  and  tacked  around  the  edge  of  the  arms 
as  a  finish  and  the  entire  outside  of  the  chair 
would  also  be  covered  in  muslin. 

These  final  details  serve  to  ])resent  a  better 
appearance  when  shown  for  sale,  btit  the  mus- 
lin linings  reciuire  to  be  removed  in  the  final 
co\'cring  of  the  chair,  which  will  be  described 
in  a  later  chapter. 

The  previous  paragrajihs  have  carried  the 
upholstering  of  this  chair  ti]:-  to  the  point  where 
it  would  be  shown  for  sale,  in  the  muslin,  and 
subsequently  covered.  On  the  assumption  that 
it  would  not  be  shown  for  sale  in  the  muslin,  the 
ujjholstering  would  stop  when  it  reaches  the 
stage  shown  in  Fig.  41,  which  is  practically  the 
same  as  Fig.  36,  expect  that  the  face  of  the  arm 
is  covered  in  the  last  mentioned  diagram. 

The  first  operation  in  the  covering  is, natural- 
ly, the  seat.  It  is  not  customary  to  cover  the 
entire  seat  with  the  furniture  covering,  but  only 
that  part  which  is  lik(4\-  to  show  under  the  edge 
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t)f  the  cushion.  For  this  reason,  therefore,  a 
piece  of  covering,  wide  enough  to  reach  from 
line  X — X  to  the  edge  of  the  nosing  and  down  to 
a  point  below  the  scallop,  as  indicated  by  the 
dotted  line  in  Fig.  41a  is  sewn  to  a  piece  of  lin- 
ing larg'e  enough  to  cover  the  seat,  and  after 
being  sewn  together  the  two  are  stitched  from 
the  wrong  side  of  the  covering,  as  shown  in  Fig. 
42,  and  eventually  tacked  into  place  as  indicated 
in  Fig.  43. 

The  back,  arms  and  wings  are  also  covered 
in  the  regular  way.  The  chair  has  now  reached 
the  stage  where  it  must  be  determined  how  it 
it  to  be  trimmed,  a  matter  which  will  now  Ije 
discussed. 

There  are  various  ways  of  trimming  the  chair 


illustrated  in  Fig.  41,  and  in  some  cases  the  char- 
acter of  the  intended  trimming'  not  only  deter- 
mines the  final  appearance  of  the  chair,  but  has 
much  to  do  in  indicating  the  preliminary  uphol- 
stering. This  occurs  particularly  with  regard 
to  the  finish  of  the  edges.  If  the  wings  and 
back  are  finished  to  a  knife  edge  and  intended 
to  >be  trimmed  with  a  stubby  fringe,  as  indicat- 
ed in  Fig.  44,  the  knife-edg'ed  upholstering  must 
be  determined  upon  before  the  chair  is  started. 
In  like  manner,  if  the  chair  is  to  be  finished 
with  double  welts,  like  Fig.  45,  the  edges  and 
nosings,  which  form  the  foundation  of  the  uphol- 
stering, must  ht  kept  square  at  the  to[j  of  the 
liack  and  on  the  edges  of  the  wings  to  create  a 
proper  foundation  for  the  welting. 
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Show  Card  Writing  Talk  No.  7 

The  ability  to  write  attractive  show  cards  is  a  valuable 
asset.  In  this  series  written  by  a  show-card  expert,  we 
are  endeavoring  to  give  the  furniture  retailer  who  is  not 
a  specialist  in  the  art,  a  foundation  for  an  education  that 
will  mean  dollars  to  him.  Are  you  finding  them  useful? 
Have  you  any  suggestions? 


Td  the  a\  erai;'c'  observer,  cards  arc  just  cards, 
but  the  i)eculiaritics  of  tlic  different  card  writers, 
as  well  as  the  \ariety  of  alj  liahets  are  without 
nuiniber. 

I'or  instance,  sonie  good  card-writers  al- 
ways do  their  work  fitting  at  a  table  with  the 
top  slightly  inclined  while  others  who  do  a  great 
amount  of  work  find  it  best  to  stand  while  work- 
ing. I'^.ach  way  has  its  advantages,  though  for 
the  larger  cards  at  least,  it  is  found  that  a  stand- 
ing position,  using  a  large  flat  board  which  can 
be  tilted  to  any  angde  gi\cs  the  most  freedom. 

Then,  too,  some  card-writers  ])rcfer  to  do 
most  of  their  lettering  with  pen.  while  others 
stay  almost  entirely  with  the  brush.  Here 
again  is  room  for  personal  i)reference.  Peculia- 
rities such  as  these  are  generally  tracea1)le  to 
habits  unconsciously  formed. 

For  our  present  lesson  we  shall  consider  the 
l)en  lettering,  i)rimarily.  as  a  neat  and  tpiick 
method  of  producing  ru^h  work  successftilly. 

The  examples  illustrated  were  done  by  what 
is  called  ".Soennecken  Fens,"  which  come  in 
sizes  yi  to  4.  These  pens  are  designed  especial- 
ly to  execute  "round  writing."  while  "round 
writing"  is  the  style  most  easily  handled  with 
the  i)en,  in  the  hands  of  the  practised  card-writ- 
er, many  styles  can  be  drawn  with  good  results. 

Fike  some  of  the  other  alphabets,  which  we 
have  practised,  the  letters  here  illustrated,  while 
made  with  the;  wide  pen,  allow  many  variations 
in  form.  Occasionally  it  will  be  found  conven- 
ient and  wise  to  use  the  Old  English  Alphatoet, 
as  well  as  some  forms  of  Gothic  letters.  Here 
again  the  use  of  the  pen  will-  be  found  advan- 
tageous. 


India  ink  is  to  be  recommended  for  use  with 
the  pen,  although  good  success  can  be  obtained 
with  many  of  tlu'  card  paints  thinned  some- 
what with  water. 

It  must  be  rememl)ered  that  considerable 
pressure  is  necessary  when  making  the  broad 
strokes,  and  the  wholci  width  of  the  pen  must 
be  resting  on  the  i)a])er  all  the  time  regardless 
of  the  width  of  the  stroke.  Wash  the  pen  fre- 
f|uently  in  clear  water  to  obtain  best  results 
and  clean  work. 


A  Hand  Book  Worth  Having 

The  Dominion  Oilcloth  <S:  I^inoleum  Corn- 
pan),  Fimited,  Montreal,  has  just  issued  its 
Dealers  Focket  .Size  Handbook  for  1923.  The 
book  contains  128  pages  and  throughout  the  edi- 
tion all  patterns  are  illustrated  in  actual  colors, 
using  three-color  j'roccss.  One  hundred  and 
ninety  distinct  patterns  are  illustrated  einrbrac- 
ing  this  company's  lines  of  linoleum,  oilcloth, 
feltol  floor  covering,  linoleum  and  oilcloth  rugs, 
battleship  linoleums,  cork  carpets,  table  oil- 
cloths, sanitile  wall  co\-e,rings,  wall  burlaps,  etc. 
It  thus  becomes  the  most  com,plete  and  exten- 
sne  catalog  of  its  nature  that  has  heen  issued 
by  this  firm,  and  ranks  hig'h  even  when  com- 
l)ared  with  foreign  iniblications  of  a  similar  na- 
ture. .\  feature  of  the  Imok  is  that  it  also  illu- 
strates displays  and  ad\ertising  features  issued 
by  the  com])any  for  the  use  of  floor  covering 
effective  manner  in  which  to  use  the  hook,  a 
number  of  tested  selling  plans  being  outlined  ; 
actual  room  treatments  in  color  are  given. 


FEBRUARY,  1923  53 

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii 

I      "Personal  Advertising"  is  Good— 
j       •     But  It  Doesn't  Suffice 

I  The  Merchant  Who  Conducts  His  Business  on  Old-Fash-  | 

I  ioned  Lines,  Oblivious  of  Modern  Advertising  Methods,  | 

I  is  Leaving  the  Gate  Wide  Open  for  a  Live  Competitor  | 


There  was  a  time  when  a  merchant  could 
afford  to  operate  his  I)usiness  without  knowing 
the  meaning"  of  such  terms  as  "copy,"  "lay-out," 
"display  space,"  "mats,"  "stereotypes,"  "hair- 
line rule,"  and  the  myriad  other  terms  that  form 
the  warp  and  woof  of  advertising  pralance.  This 
was  possible  only  because  his  competitors  did 
not  know  any  more  than  he  did  but  "Them  days 
is  g"one  forever!"  Under  the  present  conditions 
of  neck  and  neck  competition,  a  merchant  must 
understand  advertising  thoroughly  and  be  en- 
terprising enough  to  put  this  knowledge  into 
])ractice. 

Back  in  the  early  days,  "personal  adx  ertising" 
was  good  enough.  The  bonds  of  acquaintance 
formed  between  the  merchant  and  his  customers 
were  an  assurace  of  regular  demand  on  which 
many  a  successful  business  was  built  up.  The 
timeeventually  came,  however — and  it's  still 
happening  every  day — when  just  across  the  way 
a  new  firm  bought  the  block.  A  rumor  went 
'round  town  that  Jones  &  Company  were  going 
to  open  something  new  and  noteworthy  in  the 
way  of  a  furniture  store.  John  Brown,  the  long- 
established,  at  first  paid  little  attention  to  it,  but 
it  persisted.  Alterations  began  to  be  made  to 
the  building,  and  in  a  couple  of  months  it  became 
cjuite  apparent  that  premises  of  real  pretensions 
were  planned. 

Something  New 

Came  a  day  when  the  store  was  completed. 
In  the  daily  newspapers  appeared  a  full  page  an- 
nouncement :  "Jones  &  Company  invite  the  pub- 
lic to  attend  the  grand  opening  of  their  new 
store  on  Thursday.  Doors  will  be  open  at  2  p.m. 
The  premises  are  specially  decorated  for  the 
occasion  and  there  will  be  a  remarkable  dis])lay 
of  furniture  for  every  room  in  the  house.  Mr. 
Henry,  the  head  of  our  service  department  who 
has  had  a  very  wide  experience  in  all  kinds  of 
interior  decoration,  will  deliver  a  short  talk  on 
'The  Furnishing  of  the  Home.'  Furnished  room 
effects  have  been  arranged  to  illustrate  the  points 
to  be  dealt  with  by  Mr.  Henry. 

"Afternoon  tea  Avill  be  served  from  3  to  4 
o'clock  and  the  Royal  Orchestra  will  render  a 
number  of  selections.  No  furniture  will  be  sold 
on  Thursday.    We  merely  wish  the  people  to  be- 


come acquainted  with  tlie  new  store  and  the  ser- 
vice it  offers  them." 

Twice-a-Week  Ads 

Thereafter  prominent  ads  Ijy  Jones  &  Com- 
pany appear  twice  weekly  in'  the  newspaper. 
Special  merchandising  events  are  arranged  and 
gi\-en  wide  publicity,  and  John  Jirown's  "personal 
advertising"  methods  begin  to  show  signs  of 
serious  weaknesses.  There  is  nothing  wrong 
with  this  personal  touch  which  he  had  developed; 
his  books  bear  out  this  fact  o\cr  a  number  of 
years.  1'hey  are  sim])ly  insufficient  to  cover 
his  needs.  While  it  is  reasonably  certain  to  hold 
most  of  his  old  customers,  it  does  not  attract 
new  ones,  and  Urown's  business,  instead  of  grow- 
ing begins  to  show  a  slow  I)Ut  steady  falling  off. 

What  Happens 

One  of  two  things  happens — either  |ohn 
Brown  wakes  up  to  the  fact  that  he  can't  julrsue 
the  even  tenor  of  his  way,  that  he  must  introduce 
new  methods,  or  he  completely  subsides,  his 
store  becomes  a  second  rater,  and  while  he'  can 
probably  hang  on  until  he  retires,  with  a  modest 
competence  accumulated  during  the  years  before 
the  advent  of  Jones  cK:  Company,  he' lives  to  see 
himself  superseded  and  outclassed  and  i)ractically 
dri\en  out  of  the  l)nsiness  he  1)uilt  up. 

Brown's  Mistake 

Brown's  mistake  was  that  he  did  not  realize 
the  trend  of  the  times  toward  vigorous  publicity 
and  the  large  unculti\ated  field  in  the  district 
surrounding  his  town  which  he  was  failing  to 
reach.  Because  he  failed  to  take  advantage  of 
the  o])portunity  which  he  was  in  the  best  posi- 
tion to  do,  it  left  an  opening  for  somebody  else. 
If  he  had  been  progressing  along  the  right  lines, 
his  competitor  would  ]3robably  never  have  en- 
tered the  field,  or,  if  he  had,  would  not  have  been 
able  to  throw  him  into  the  shade  with  his  fine 
I)remises  and  modern  methods. 

Nothing  Succeeds  Like  Success 

The  people  of  to-day  worship  progress.  They 
demand  new  developments  of  service,  and  they 
demand  to  be  told  about  them.    Not  so  many 
years  ago,  every   other   block   in   Canada's  big  | 
cities  boasted  its  nickel  show,  with  its  two-reel  1 
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melodrama  and  unc-reel  comedy,  its  noisy,  flick- 
crins^-  |)rojector  and  its  brassy  piano.  Where  is 
this  type  of  theatre  to-day?  Practically  swept 
from  the  streets  and  replaced  by  motion  ])ictnre 
l)alaces,  with  super-features  and  thirty-piece  or- 


chestras, and  star  singers  and  dancers  as  inter- 
lude attractions. 

Old  methods  and  old  ideas  cannot  stand  be- 
fore the  onward  sweep  of  Twentieth  Century 
proii'ress. 


Is  Your  Store  a  Place  Where  Women 
Like  to  Come  and  ''Look  Around?" 

If  it  isn't,  You're  Losing  Some  Business  that  You  Ought  to 
Get — Is  it  because  Your  Clerks    Pester"  them  that 
They  Don't  Drop  in  Just  to  "See  Things?" 


Women  don't  usually  ijo  dt)\vn  town  and 
"moose"  an  mud  the  furniture  stores  the  way 
they  do  in  the  (le])artment  stores  and  dry  g'oods 
establishments.  Why  not?  Well,  you  say,  they 
are  i)articularly  interested  in  items  of  personal 
wearing  apparel,  (iranted!  lUit  let  it  be  said 
right  here  that  many  women,  \erv  many,  are 
e(|ually  interested  in  anything  and  everything 
that  has  to  do  with  the  comfort  and  convenience 
of  the  home.  Where  do  they  go  to  get  their  new 
ideas  along  that  line?  The  department  stores, 
generally,  .\gain  we  ask,  why  not  the  furniture 
store? 

A  live  sales  manager  of  a  furniture  company 
with  whom  we  talked  recently  had  also  asked 
himself  this  question,  ft  set  him  awondering, 
and  he  took  the  matter  ui)  with  his  wife.  The 
ne-vt  time  she  told  him  she  was  going  down  town 
in  the  afternoon,  he  en(|uired,  "Where  are  you 
going?" 

Always  Tagging  at  Your  Heels 

"(  )h  !  I'm  going  to  the  deijartment  store  and 
Johnston's  Women's  Wear?  W-^hy  so  interested? 
Think  I'm  going  to  throw  .-^ome  money  around.''"' 

"Aren't  you  going  to  Iniy  anything?" 

"Haven't  anything  particular  in  mind,  just 
shopping  around  to  see  what's  new." 

"Why  don't  you  ever  come  to  the  furniture 
stores  to  see  what's  new?" 

'AVcll,  T  don't  know.  They  don't  just  seem 
to  e.\i)ect  it." 

"F.\-er  get  a  recejjtion  that  made  you  feel  you 
weren't  welcoiue." 

"Not  exactly.  P>ut  I'll  tell  you  how  it  is.  If 
you  go  to  a  furniture  store,  there's  always  a  sales- 
man tagging  at  your  heels,  trying  to  sell  you 
something,  ^'ou  can't  look  around  in  peace  like 
you  can  in  a  dejiartment  store." 

"So  that's  what's  at  the  bottom  of  it,"  said 
the  sales  manager  to  himself.  And  he's  adopt- 
ing a  new  policy  in  the  endeavor  to  counteract 
this  hesitancy  on  the  part  of  the  womenfolk  to 
enter  his  store  just  for  the  ]:)urpose  of  looking 
around,  and  to  try  and  make  them  acquire  the 
habit  of  visiting  the  furniture  store,  as  thev  do 


tiic  department 
1  I  e  has  warned 
a\did  "pestering 


^to^^■,  on  tli-ir  diiwntnwn  tri])s. 
his  sales])ei);)le  to  sedulously 
customers  who  do  not  ai)i)ear 
to  desire  their  services,  to  give  them  the  free- 
dom of  the  store  and  encourage  them  to  look 
around  the  \arious  de])artments.  The  feature  is 
emphasized   in   his   adxertising,  and  invitations 


are  issued 
out  being 
to  buv. 


to  the  public  to  "come  and  see"  with- 
bothered  with  salesmen  forcing  them 


Looks  Like  the  Right  Idea 

It  will  take  some  time,  of  course,  before  the 
effect  of  this  policx-  will  make  itself  \ery  e\'ident, 
l)Ut  it  looks  like  the  right  idea.  A  good  furni- 
ture store  is  an  interesting  place,  and  one  where 
women  would  like  to  look  around  if  they  felt  at 
liberty  to  do  so  without  the  intention  of  buying. 
One  <if  the  reasons  that  takes  them  to  depart- 
ment stores  is  to  get  new  ideas — if  it's  only  a 
new  "kink"  in  the  i)lacing  of  a  bedspread,  or  the 
folding  of  a  "comforter,"  they're  tickled  about 
it.  Tlie\-  like  to  be  up-to-date  in  their  house- 
kee])ing,  and  the  de])artment  stores  help  them 
along  that  line.  The  furniture  establishment  can 
do  likewise.  If  the  furniture  dealer  will  make 
his  store  an  intorniatix  e  ^ort  of  place  for  a  woman 
to  lo((k  aroinid,  ^he'll  \  isit  it,  and  it's  an  even 
chance  that  when  she  comes  she'll  see  something 
that  strikes  her  fancy  wdiich  she'll  decide  to  buy, 
perhaps  not  at  the  time,  but  later.  .\nd  always 
remend)er  that  it's  much  easier  for  a  customer 
to  go  to  a  store  the  sec(.)nd  time  than  the  first. 
Most  of  us  hesitate  liefore  entering"  a  store  for 
the  fii^sl  time,  but  once  we'\'e  l)een  there,  there's 
no  hesitancv  about  going  back,  if  we've  been 
well  treated. 

Get  Them  "Coming" 

If  tlu-  furniture  people  can  get  the  women 
coming  to  their  cstaljlishments,  just  to  "visit," 
it's  going  to  hell)  business.  It  will  provide  an 
o])portunity  to  educate  them  along  the  right  lines 
and  give  them  somewhat  larger  ideas  about  the 
adequate  furnishing  of  the  home.  It's  some- 
thing that  has  got  to  be  ])ut  across,  both  in  a  per- 
sonal way  in  the  store  and  through  newspaper 
advertising. 
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Advertising  Scheme  Plays  up  the 
"Better  Furnished  Homes"  Idea 

Run  a  Series  of  Ads.  on  "  When  is  a  Home  Really  Well 
Furnished  ?"  and  Offer  Prizes  for  Best  Answers  as  to  which 
Advertisement  is  Most  Interesting. — Details  of  "Stunt" 


In  towns  and  cities  where  "Better  Furnished 
Homes"  campaigns  have  been  put  on,  the  merchants 
taking  part  in  them  seem  to  be  unanimous  in  their  ap- 
proval of  the  scheme  and  its  results.  The  campaigns 
have  proved  successful  because  they  have  been  based 
on  an  appeal  whic'h  is  psychologically  correct — instead 
of  seeking  to  sell  the  public  merchandise,  they  ha\-e 
soug-ht  to  sell  them  greater  comfort  and  convenience, 
more  pleasant  and  congenial  surroundings — in  a  word 
greater  happiness,  which,  after  all,  is  the  ruling  mo- 
tive in  every  one  of  us. 

A  merchandising  ex].)ert  has  suggested  an  applica- 
tion of  this  idea,  which  could  be  used  to  advantage 
either  by  the  individual  merchant  or  as  a  co-opera- 
tive scheme. 

The  scheme  involves  three  main  details:  (1)  ad- 
vertising, (2)  displays,  and  (3)  departmental  mer- 
chandising-. These  details  are  based  on  the  assump- 
tion that  the  store  carries  a  range  of  goods  for  the 
furnishing  of  the  whole  house. 

The  Advertising  Idea 

A'Vrite  a  series  of  ten  to  fifteen  advertisements 
on  the  subject,  '"When  is  a  home  really  well  furn- 
ished?" The  ad-man  can  do  this  or  he  can  get  some 
clever  newspaper  writer  to  do  it  for  him  under  his 
direction.  Anyway,  have  the  advertisements  written. 
Be  sure  they  are  interesting  aside  from  the  sub- 
ject matter,  and  be  dead  sure  they  do  not  sound  like 
the  regular  run  of  the  store's  ordinary  copy. 

Run  these  ads  one  a  day  for  ten  to  fifteen  days, 
whichever  length  fits  the  nature  of  the  event.  Offer 
a  set  of  three  prizes  for  the  first,  second  and  third 
])est  answers  to  the  question,  "Which  ad.  of  the  ser- 
ies is  the  most  interesting?"  A  ]:)rominent  announce- 
ment should  be  made  in  the  first  place  that,  beginn- 
ing on  a  certain  date,  the  store  will  run  some  s])ecial 
copy  on,  "A'Vhen  is  a  home  really  well  furnished," 
and  that  the  firm  wants  the  opinion  of  the  towns- 
people as  to  which  advertisement  is  the  best  from 
the  standpoint  of:  (1)  human  interest,  (2)  ideas  on 
furnishing-,  (3)  selling  value.  In  other  words  tell 
the  people  of  your  community  that  you  want  their 
opinion  and  judgment  on  this  special  copy  and  that 
you  will  aw^ard  prizes  for  such  judgment. 

Tell  them  to  read  the  ads  as  they  appear,  and  clip 
them  out  of  the  newspaper  until  the  series  is  finished; 
then  read  them  once  more  and  write  50  to  150  words 
telling  which  is  the  best  and  why;  put  the  answer  in 
an  envelope  and  mail  it  to  the  Home  Furnisliing  Con- 
test Bureau  of  the  store. 

As  a  follow-u]),  write  and  ask  permission  of  the 
three  winners  and  several  more  of  those  who  sent  re- 
plies, to  publish  the  answers,  either  with  or  without 
the  names  of  the  contestants.  Use  these  for  a  two 
week's  follow-up  after  the  main  campaign  has  run. 


Tying  up  the  Advertising  and  Displays 

It  is  most  important  that  the  advertising  and  dis- 
plays should  be  co-ordinated.  In  the  first  place,  ])ick 
three  prizes  of  furniture,  and  announce  that  they  will 
be  shown  in  the  \vindo\v  the  day  following.  The  en- 
tire window  should  l)e  gi\'en  over  to  the  clisplay  of 
these  three  prizes,  and  they  should  also  ])e  shown 
from  time  to  tinie  during  the  campaign. 

The  series  of  essays  will,  of  necessity,  deal  with 
the  treatment  of  the  different  rooms  in  a  home — 
kitchen,  living  room,  dining  rt)om,  li])rary,  bedroom, 
]jorch,  sunroom — as  well  as  the  method  of  treatment 
of  \arious  types  of  home,  from  tlie  modest  bungalow 
to  the  mansion.  A\'hile  the  ads  are  running  day  l)y 
day,  displays  '^should  ibe  arrang-ed  illustrating  the 
ideas  lirought  out  in  the  current  advertisement.  In 
addition  to  the  window  trims,  interior  displays  should 
also  l)e  used,  owing-  to  the  greater  latitude  as  to 
space  and  arrangement,  and  the  fact  that  they  will 
attract  people  inside  the  store.  It  may  be  necessary 
to  change  the  displays  every  day — or  perhaps  e\-ery 
two  days  would  suffice,  according  to  how  the  ads. 
were  being-  run.  Make  them  easily  identified  as 
"Contest  Displays."  Call  them  that  or  a  better  name. 
\vhic]-|  will  link  them  u])  w  ith  the  series  of  ads. 

Ask  The  Women 

In  your  announcement  ask  the  wonien  to  study 
the  special  trims,  inasmuch  as  they  will  help  them  in 
writing  their  comment  on  the  advertising. 

Put  in  two  types  of  window — the  first  to  ])e  known 
as  "Idea  Windows."  This  kind  should  show  how 
various  schemes  of  furnishing  influence  the  ap])ear- 
ance  of  the  room.  The  second  type  should  be  known 
as  "Merchandise  AAMndows."'  These  should  be  so 
trimmed  as  to  l)ring  out  the  qualities  of  the  different 
items  of  lurniture — the  materials,  designs,  workman- 
ship, comfort,  price  and  \alue.  The  two  types  of 
window  should  alternate  during  the  event  and  the 
follow-up  campaign. 

Part  of  Regular  Program 

The  event  should,  of  course,  be  conducted  on 
merchandise  in  the  store  ready  to  sell,  not  on  special 
purchases  of  any  kind  of  cut-price  goods.  It  ought 
to  be  a  part  of  the  store's  regular  programme  of  sell- 
ing furniture.  It  is  just  as  \-alual)le  at  one  season 
as  another,  and  would  get  best  results,  probal)ly  if 
launched  right  in  the  middle  of  the  season.  The 
plan  is  suited  to  any  progressive  store  in  a  town  of 
5,000  and  upwards.  The  leading  furniture  store  could 
of  course,  use  it  to  particularly  good  advantage. 

The  event  should  l^e  planned  a  month  ahead  of 
launching.  The  announcement  ad.  should  give  all 
the  details  of  the  contest  and  should  appear  two 
days  before  the  first  "contest  advertisement"  appears. 


56 


FURNITURE  WORLD 


Furniture  Exhibitions  Demonstrate 
Quality  of  Canadian  Factories 

Manufacturers  and  Retailers  are  Both  Happy 
Over  the  Results — The  General  Public  Gets 
an  Education  in  Better   Home  Furnishing 
— *'Style"  Trend  in  Design 


1 


Both  exhil:)it(»rs  and  l)uyers  express  liii^h 
satisfaction  with  the  results  of  the  furniture  ex- 
liibitions  in  Toronto,  Stratford  and  Kitchener. 
ICvery  year  these  shows  are  (leveloi)ino-  and  im- 
provini^'.  The  Toronto  exhil^ition  far  exceeded 
in  size  anything'  of  the  kind  that  has  ever  he- 
fore  been  i)Ut  on  under  one  roof  in  Canada,  and 
all  of  the  shows  constituted  a  remarkable  de- 
monstration of  the  skill  and  enteri)rise  of  our 
Canadian  manufacturers  and  their  ability  to 
supply  the  needs  of  the  people  of  this  country 
with  practically  every  grade  and  type  of  furni- 
ture for  which  there  is  any  demancL  In  design, 
finish  and  workmanshij),  even  the  most  exacting 
buyers  are  coming  to  realize  that  the  Canadian 
])roduct  does  not  need  to  take  second  place  to 
that  of  any  other  country. 

It  would  be  an  un])rofitable  and  tedious  task 
to  seek  to  i)resent  to  the  reader  a  descri])tion  of 
each  individual  exhibit,  since  the  number  of  ex- 
hibitors runs  close  on  130.  But  there  is  a  very 
great  deal  to  be  learned  by  a  general  review  of 
the  situation,  summarizing  the  developments  in 
fm-niture  design  ;nul  manufacture  shown  in  this 


year's  exhibitions,  as  compared  with  those  of 
1*^22  and  former  vears. 

Trend  Toward  Renaissance  Design 

"What  do  you  consider  the  outstanding  de- 
velopment in  furniture  design  as  \  (iu  liaxc  >een 
it  in  these  exhibitions?''  we  asked  one  of  Can- 
ada's biggest  huyers.  "1'he  swing  toward  the 
Renaissance  design,"  was  his  rejjly.  "It  is  e\i- 
dent  to  me  that  the  Renaissance  is  pushing 
Oueen  Anne  out  of  her  ])lace  in  the  limelight. 
It  will  hold  first  place  in  the  high-grade  dining- 
room  suites,  though  of  course  for  bedroom 
furniture  there  is  nothing  more  suita'ble  than 
the  (Jueen  Anne  l)esii;n  and  variations  thereof 
and  in  that  lint'  she  will  continue  to  hold  sway." 

There  is  no  indication  of  an_\-  wane  in  the 
popularity  of  walnut.  In  all  grades  of  furniture, 
walnut  and  walnut  tinishes  predominate.  In  the 
States  there  is  a  determ,ined  attemi)t  to  restore 
mahogany  to  the  ])osition  it  formerly  held  in 
the  public  fa\or,  but  the  Canadian  exhibitions 
do  not  refiect  this  trend  to  any  extent.  Prob- 
ably (SO  per  cent,  of  the  furniture  shown  was  in 


Specimens  of   North  American   Bent   Chair  Go's,   products  Owen  Sound 
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walnut.  Many  walnut  suites  were  shown  in 
wax  finishes.  These  are  quite  attractive  and 
are  less  marred  and  more  easily  restored  than 
the  more  highly  polished  surfaces.  They  are 
not  yet,  however,  spoken  of  as  a  particularly 
strong  feature. 

Enamel  Finishes  Shown  Freely 

There  was  cjuite  a  considerable  display  of 
enamel  finishes  in  bedroom  furniture,  and  many 
attractive  and  striking  effects  were  produced. 
Both  exhibitors  and  buyers  agree,  however,  that 
it  is  the  effect  that  is  the  consideration  in  show- 
ing these  suites,  not  their  merchandising  pos- 
sibilities. The  enamel  finishes  are  shown  cjuite 
freely  by  the  manufacturers  in  their  exhibits 
and  h\  the  retailers  on   their  floors  with  the 


also  shown  cjuite  freely.  The  '"vanity"  is  the 
thing,  however. 

Another  feature  which  is  developing  in  bed- 
room suites  is  the  chififrobe.  This  is  a  modi- 
fication of  the  old-fashioned  wardrobe  to  less 
unwieldy  proportions  and  more  convenient 
shape.  It  will  accommodate  half  a  dozen  or 
more  suites  and  has  its  set  of  drawers  also.  Al- 
together it  appears  to  be  a  very  handy  and  use- 
ful piece  of  furniture,  especially  adapted  to  the 
small  apartments  of  the  present  day.  Several 
manufacturers  were  showing  chiffrobes  with 
cedar  linings  as  a  protection  against  moths. 

In  dining  room  furniture,  two-tone  effects  in 
walnut  are  very  prominent  in  the  higher  class 
suites.  In  the  U.S.  markets  these  two-tone  de- 
signs hold  the  field  and  it  a])iH'ars  that  witliin 


Attractive  •  design 
shown  by  the  DeLuxe 
Uphols  taring  Co., 
Kitchener. 


object  of  adding  life  and  variety  to  their  dis- 
plays. The  actual  number  of  such  suites  placed 
in  Canadian  homes  is  relatively  small.  They 
are  "first  impression"  goods.  Everyone  stops  to 
look  at  them  and  everybody  says,  "how  nice !" 
But  when  it  actually  comes  to  a  matter  of 
spending  money,  the  tendency  is  to  turn  to  na- 
tural finishes.  They're  afraid  that  the  enamel 
might  go  out  of  style,  or  that  it  will  pall  u])on 
their  taste. 

"Vanity"  Here  to  Stay 

The  maj(jri'ty  of  the  beds  sliown  are  of  the 
bow-end  type.  The  four  ])osts  are  also  fairly 
strongly  in  evidence,  and  the  twin  l)eds,  of 
course,  appear  in  the  higher  priced  goods.  The 
"vanity"  taljle  is  still  here  and,  as  one  buyer 
put  it,  will  be  as  long  as  vanity  is  an  attribute 
of  the  feminine  temperament.  The  full  length 
vanity  is  confined  to  the  more  costly  suites, 
owing  to  its  necessarily  expensive  construction, 
but  very  many  of  the  lower-priced  suites  now 
include  a  serai-vanity  type  of  table.  Dressing 
tables  with  the  hand  mirrors  on  either  side  are 


a  year  they  will  have  made  big  headway  in  Can- 
ada. They  are  attractive,  striking  without  be- 
ing gaudy,  and  ofifer  scope  for  originality  and 
variation  which  is  very  much  sought  in  these 
days  of  style  and  style  changes.  The  Renais- 
sance influence  is  making  itself  felt,  as  pointed 
out  al)ove.  This  may  have  some  effect  in  in- 
creasing the  use  of  oak.  We  have  seen  one  or 
two  \ery  pleasing"  suites,  after  the  Renaissance 
design,  in  oak.  The  oak  lends  itself  to  this 
style,  particularly  in  massive  sets  for  large 
rooms.  A  noticea1)le  feature  in  the  design  of 
the  dining  room  table  is  the  cut  ofif  corners. 

it  is  interesting  to  note  the  continued  ap- 
pearance of  enclosed  china  cal)inets,  minus  the 
glass  doors,  in  the  better  grade  dining  room 
furniture.  This,  no  douibt,  is  a  result  of  the 
craze  for  collecting  china,  and  the  display  of 
the  same,  by  the  "common  people,"  which  tends 
to  an  immediate  reaction  on  the  part  of  the 
"elite."  Those  who  are  rich  can  afford  to  con- 
ceal their  treasures. 

The  Chesterfield  Holds  its  Place 

Living  room'  furniture  manufacturers  do  not 
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yet  show  anythin,<i-  that  i)romise.s  to  supersede 
the  chesterfield.  The  over-stuffed  goods  re- 
])resent  comfort  and  that  is  the  first  requisite  in 
the  hving  room.  However,  there  are  some  con 
cessions  heini^-  made  to  "style."  The  roll,  or 
flare,  arm  is  very  mucli  to  the  fore,  and  the  gen- 
ral  tendency  is  toward  a  greater  delicacy  ot 

buyers  are   of  the 
flat-arm  tyi)e  will 
])lacc  in  the  homes 
same  element,  com- 
;reat    many  people. 


er 

outline.  Some  wide-awake 
opinion,  however,  that  the 
continue  to  'fill  a  \ery  large 
of  their  pu'blic,  because  that 
fort,   courts   first    with    a  i 


There  is.  of  course,  always  llie  strumg  to  attain 
soni'ething  different  and.  to  that  end,  many  man- 
ufacturers are  showing  a  wood  bottom  rail 
along  the  front  of  the  chesterfields  and  wood 
mouldings  on  the  front  of  the  arms.  Buyers  to 
whom  we  have  si)oken  do  not  consider  this  a 
strong  feature  as  yet. 

No  Abatement  in  Popularity  of  Mohair 

Moiiair  is  the  co\ering  material  for  liigh- 
])riced  suites.  Some  \  ery  fine  tapestries  are 
shown,  it  is  true,  but  it  is  pretty  well  crowded 
out  by  the  mohair,  in  the  less  exi)ensive  goods 
the  tapestries  are  very  strong,  and  it  is  prob- 
al)ly  true  that  the  yardage  of  tapestry  sohl  for 
covering  o\er-stuft'ed  furniture  is  greater  than 
the  yardage  of  mohair  used  for  the  same  pur- 
posed Velours  are  shown  to  some  extent,  and 
some  buyers  see  in  them  a  very  strong  com- 
petitor of  tajfestry.  They  ofi'er  a  very  attractive 
appearance  at  a  price,  but  of  course  lack  the 
wearing  cpialities  of  mohair  or  good  tapestry. 

Moiiair  suites  are  shown  for  the  most  jiart 
in  combination  eft'ects  of  plain  and  figured 
goods  with  very  ])leasing  results.  A  suite  cover- 
ed entirely  with  the  plain  materi.il   lacks  life, 


the 
and 
the 

bac 


cushions,  the   bottom    rail    ;ilong  the  front 
the  facing  of  the  arm  moulding.    No.  2  is 
same  as  No.  1.  except  that  the  inside  of  the 
k   is  in   the  figured  material.     No.  3,  from 


the  front  view,  is  all  figured,  with  the  exception 
of  the  facing  of  the  arm  mouldings  and  the  |)or- 
tion  between  the  liottom  rail  and  tiie  seat  ;  the 
outside  of  tile  arms  and  the  rear  are  in  plain 
material. 


Chair  by  H.  Krue  Furniture  Co.,  Kitchener 

while  an  all-figured  suite  is  all  high-light,  so 
to  speak,  with  nothing  to  relieyc  it  and  set  it 
off.  The  manufacturers  are  standardizing  their 
combinations  according  to  numbers.  ( )ne  of  the 
largest  firms  has  three  combinations — Nos.  1,  2 
and  3.    No.  1  is  all  plain,  with  the  exception  of 


Arm  and  Low-Back  Chairs 

;s  to  the  chester- 
did  belong  there, 
type  of  con- 


Wing 

'i'lic  nicker  no  longer  beloiii 
field  suite.    .Some  say  it  ne\cr 
because  not  suited  to  that  he 
struction.     A  chesterfield 
balanced  that  it  looks  right 
r;ither  inclined  to  throw  oiu' 
when  he  sits  down  in  it.  \\ 


rocker  that  is  so 
when  unoccupied  is 
forward  on  his  face 
lile  if  it  is  pro])erly 


Tabic  by  H.  Krug  Furniture  Co. 

balanced  for  the  comfort  of  the  sitter  it  tilts 
backward  when  he  rises  and  looks  like  a  stubby 
trench  niortar  aiming  at  the  moon. 

Hence  we  see  at  the  exhibitions  the  wing- 
l)ack  and  low-back  chesterfield  chairs,  almost 
exclusively,  whicii  suffice  for  the  comfort  of  the 
most  luxuri(jus  and  exacting.  Chesterfield 
tables  are  shown  f)n  all  sides,  and  feature,  for 
the  most  ])art,  the  delicate  Oueeii  Anne  leg. 

Oriental  Lacquered  Specialties 

In  one  or  two  displays  we  noted  some  very 
striking  specialties  in  the  way  of  lacquered 
pieces  in  Japanese  efiect.  These  took  the  form 
of  small  hand-])ainted  'bureaus,  tables,  etc.,  and 
exhibit  craftmanship  that  is  truly  remarkable, 
considering  that  this  class  of  work  is  but  a  re- 
cent innovation  on  the  Canadian  domestic  mar- 
ket. Buyers  look  ior  them  as  a  strong  feature 
for  gift  business  and  theref(n-e  a  good  buy  for 
the  ])re-Christmas  trade,  'i'liey  are,  of  course, 
considered  sometiiing-  in  the  nature  of  a  fad,  but 
every  fad  has  its  day. 

Many  Fine  Displays  of  Rattan  Furniture 

The  makers  of  reed  and  rattan  furniture  are 
not  inclined  to  hide  their  light  under  a  bushel. 
Their  displays  at  the  exhibitions  were  among 
the  most  striking  and  effective  shown  and  evi- 
dence a  strong  confidence  in  the  future  of  their 
l)roduct.  Suites  were  displayed  in  great  variety 
both  of  finish  and  covering.    Ivorv,  blue,  grev, 


i 


o 
<^ 
o 

i 

1 


i 


60 


FURNITURE  WORLD 


I 

i 


gold.  l)r()nzc — all  these  are  set  lx>fore  tlie  Iniy- 
er's  eyes  in  temptin,^-  array  and  not  witlmnt 
effect,  i^rown  rattan  is  of  course  a  bread-and- 
butter  staple,  but  the  more  lively  finishes  sliow 
signs  of  de\-elo])ing  into  something  more  than 
a  passing  fancy.  Buyers  state  tliat  tlie_\-  are 
going  "big."  Cretonne  ajjpears  to  l)e  the  most 
popular  covering,  particularly  on  the  light  finish 
suites.  Tapestries  are  also  seen,  of  course 
the  most  ])art  with  the  brown  rattan,  and  ir 
cheaper  grades  chintzes  find  their  place. 

Fibre  Lines  Shewn 

It  is  particularly  interesting  to  note  that 
one  of  the  large  manufactures  of  reed  furniture 
was  showing  cpiite  an  extensive  line  of  fibre 
o-oods.    This  manufacturer  looks  ujion  libre  as 


1or 
the 


Cedar  chest     bv  Crown   Furniture  Co..  Preston 


the  coming  material  f(jr  the  ])roduction  of  this 
class  of  furniture.  He  jjoints  out  that  it  has 
the  appearance  and  the  wearing  (|ualities.  and 
that  fibre  is  a  raw  material  of  which  Canada 
has  an  almost  unlimited  supply,  wdiereas  cane 
has  to  be  imported.  Buyers  admit  all  this,  but 
say  that  the  puldic  has  a  prejudice  against  any- 
thing in  the  nature  of  a  substitute,  and  for  that 
reason  fibre  furniture  is  more  difficult  to  sell. 

Breakfast  Sets  Much  in  Evidence 

One  could  not  make  a  survey  of  the  e.xhilji- 
tions,  even  in  a  casual  way,  without  oljserving 
the  ])revalance  of  a  comparati\e  newcomer  on 
the  list  of  furniture  requisites  for  the  home — 


nanielv.  the  breakfast  set.  This  type  (jf  suite 
lills  a  definite  need  of  to-day,  ])articularly  in  the 
larger  cities.  And  it  is  not  only  in  the  homes  of 
the  wealthy  that  it  finds  a  place — there  it  is 
used,  as  the  name  indicates,  tf)  furnish  the 
breakfast  room — but  it  i>  als(j  ])eing-  bought  by 
owners  of  small  apartments  for  use  in  the  dining 
room. 

To  visit  the  exhil)its  and  talk  to  the  manu- 
facturers and  their  re])resentati ves  is  not  only 
a  business  o])portunit\ .  it  has  a  ])road  educative 
value  which  no  furniture  merchant  can  afford  to 
overlook.  It  is  intensely  interesting  to  seek  to 
discover  the  trend  of  the  industry  as  one  may 
sense  it  in  this  way  through  observation  and 
conversation.  ()ne  fact  that  seems  to  be  evi- 
dent is  that  the  Canadian  furniture  industry  has 
been  affected  with  that  germ  of  "style"  which 
has  wrought  such  remarkable  changes  in  other 
industries.  The  tendency  is  to  keep  interest 
continualK'  awake  In'  the  introduction  of  some- 
thing different  and  something  new.  Two  or 
three  of  the  larger  manufacturers  state  that'  it 
is  their  intention  to  bring  out  a  new  suite  every 
month  dm-ing  1*'23.  It's  the  spirit  of  the  times. 
W  hat  effect  is  it  going  to  have  upon  the  trade? 
W  e  liaxe  heard  no  objections  raised  by  the  re- 
tailers to  such  a  course,  as  yet.  Asked  for  his 
oi)inion  on  the  situation,  one  big  buyer  said  that 
as  far  as  he  could  see  it  could  be  no  detriment 
to  the  retail  trade  and  it  should  be  a  help  to  the 
manufacturers.  ])ecause  it  would  give  their 
salesmen  something  new  to  talk  about  at  every 
call.  A  buyer  will  seldom  refuse  to  look  at  a 
new  design  whether  he  thinks  he  may  want  to 
buy  or  not.  W  e  asked  the  same  furniture  dealer 
his  opinion  as  to  the  relative  popularity  of 
genuine  period  goods  and  the  more  original  de- 
signs. 'AX'ell."  he  said,  "everyone  likes  some- 
thing 'different'  if  it's  good,  but  at  the  same 
time  a  suite  must  ha\  e  some  characteristic  of  a 
period  design  so  that  we  can  give  it  a  name. 
( )ur  customers  will  ask  us  to  what  period  the 
suite  they  are  considering  belongs,  and  if  we 
lell  them  it  doesn't  belong  to  any  period,  they 
are  not  satisfied." 

It  is  evident  that  we  are  entering  upon  an 
era  of  '"style"  in  the  furniture  business.  It  yet 
remains  to  be  seen  what  the  effect  of  this  new 
dexelopment  will  be. 
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—  With  Our  Friends 


W.  H.  Merklinger,  of  Hanover,  Out.,  who 
formerly  represented  the  H.  E.  Furniture  Co.,  is 
now  with  T.  L.  Irish,  whose  display  he  had 
charg-e  of  at  the  Toronto  furniture  exhibition. 


W.  H.  may  make  a  trip  to  the  coast  later  on  in 
the  season  where  he  will  renew  his  acquaintance 
with  many  furniture  dealers  whom  he  has  pre- 
viously called  on. 


W.  F.  Kinsey  Retiring 

Mr.  W.  F.  Kinsey,  Alliston,  Ont.,  one  of  the 
best  known  furniture  retailers  in  his  district  has 
sold  out  his  business  to  Mr.  E.  Millig-an  of  Gait, 
Ont.,, who  will  carry  on  at  the  same  stand. 

.The  Kinsey  name  has  long  ibeen  a  by-word 
in  AlHston  for  aggressive  merchandising.  The 
nucleus  of  the  present  business  was  established 
by  Mr.  Abel  Kinsey,  the  father,  sixty-four  years 
ago.  Mr.  Kinsey,  Sr.,  was  an  accomplished  ar- 
tisan, at  a  time  when  factory  products  in  this 
line  were  little  known.  The  son  entered  the 
business  thirty  eight  years  ago.  In  1889  he  be- 
came manager  and  in  1900,  on  the  death  of  his 
father,  he  assumed  entire  control.  The  history 
of  the  business  during  these  sixty  four  years 
has  been  one  of  steady  progress  and  Mr.  Kinsey 
well  deserves  the  rest  he  says  he  is  going  to  take. 


A.  W.  Lawrance  Opens  New  Store 

A  new  furniture  store  has  recently  been  open- 
ed in  Toronto  at  1999  Yonge  .St.,  Toronto,  by 
A  .W.  Lawrance.  Mr.  Lawrance  was  previously 
with  the  Robert  Simpson  Co.,  Ltd.,  for  two  and 
a  half  years  in  charge  of  the  company's  drapery 
and  upholstering  workrooms.  He  also  had 
charge  of  the  Murray-Kav  workroom  for  eight 
years,  and  was  in  the  T.  Eaton  Company's  up- 
holstering department  for  ten  years. 


J.  S.  Knechtel  on  the  Mend 

Many  furniture  men  who  had  heard  of  the 
illness  of  J.  S.  Knechtel,  of  the  Knechtel  Furni- 
ture Co.,  have  been  awaiting  anxiously  news  of 
his  condition.  Mr.  Knechtel  had  a  serious  at- 
tack of  pneumonia,  but  we  are  glad  to  be  able 
to  inform  the  trade  that,  at  the  time  of  writing, 
he  is  reported  as  "around  the  corner"  and  pro- 
gressing favorably. 


Guelph  Furniture  Exhibit 

In  addition  to  the  shows  in  Toronto,  Kit- 
chener, and  Stratford,  Guelph  had  a  furniture 
exhibition  all  its  own,  staged  by  the  firm  of  \N . 
J.  Armstrong.  This  concern's  display  was  very 
effectively  arranged  and  included  a  number  of 
new  and  handsome  designs.  A  large  number  of 
buyers  were  attracted  to  Guelph  during  Arm- 
strong's exhibition. 


Dominion  Bedstead  Co. 

^riie  Dominion  Bedstead  Co.  Ltd.,  Montreal, 
has  purchased  the  assets  of  the  Canadian 
Mersereau  Company,  of  Toronto,  including  the 
right  to  manufacture  the  Way  Sagiess  Spring. 
The  Dominion  Bedstead  Co.  Ltd.  will  continue 
to  manufacture  its  own  lines,  as  in  the  past. 


Novehy  Reed  Mfg.  Co. 

The  Novelty  Reed  Mfg.  Co.  has  moved  its 
headquarters  from  Brantford  to  Kitchener, 
where  it  has  established  the  business  in  larger 
and  more  up-to-date  premises,  permitting  in- 
creased output  and  improved  service. 


Personals 

AV.  H.  Bunt,  furniture  dealer  and  funeral 
director,  of  Flesherton,  Ont.,  recently  suft'ered 
loss  by  fire.  A'Ir.  Bunt  immediately  got  busy 
and  established  himself  in  premises  across  the 
street,  where  he  has  been  carrying  on  very  suc- 
cessfull)-. 

The  Standard  Furniture,  Coal  and  Grain  Co., 
Montreal,  has  been  recently  registered. 

Percy  Bowden  has  started  up  in  the  furniture 
business  in  Brandon,  Man.,  both  new  and  sec- 
ond-hand. 

W.  G.  Bowles,  Leamington,  Ont.,  has  sold 
his  second-hand  furniture  business  to  G.  M. 
Hall. 

Cooper  &  Shapsay,  Montreal,  have  regis- 
tered. 

Montreal  Furniture 
Pointe  Aux  Trembles, 
charter. 

Old  English  Furniture  Store,  2977  Dundas 
St.,  West,  registered  by  Frederick  W.  Mason. 

St.  Clair  Flouse  Furnishings,  Toronto,  re- 
gistered by  Freda  Levinter. 

The  D.  Hibner  Furniture  Company,  Limited, 
has  been  dissolved. 


Manufacturers,  Ltd., 
One.,  have   obtained  a 
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The  Canadian  Feather  and  Mattress 

Company  Dinner 

The  eleventh  annual  dinner  of  the  Canadian 
Feather  and  Mattress  Company  was  held  at  the 
Carls-Rite  Hotel,  I'oronlo,  on  January  1'^  l''2.v 
The  meetinj?  was  held  under  the  chairnianshi]) 
of  Mr.  W.  H.  Smith,  general  manager,  and  was 
attended  1)\-  employees  and  friends  of  the  com- 
])any. 

The  gathering  was  a  most  interesting  and 
happy  e\ent.  and  s])()ke  wonders  for  the  or- 
ganization which  made  it  such  a  real  success. 
Ilveryhody  thoroughly  enjoyed  himself,  and 
one  needed  only  to  see  the  broad  smile  of  (ieorge 
A.  Somer's  face  to  know  that  all  was  well. 

After  the  guests  re])resenting  the  various 
com!])anies  had  been  called  upon  to  speak,  Mr. 
Smith  introduced  Mr.  (leorge  W.  Mathews,  the 
speaker  of  the  evening.  Mr.  Mathews  gave  an 
excellent  dissertation  on  "Salesmanshi])."  lie 
is  to  be  congratulated  on  the  very  able  manner 
in  which  he  delivered  his  address,  and  we  cer- 
tainly j(jin  witli  his  ex])ressed  ho])e  that  the 
present  unsettled  conditions  will  right  them- 
selves in  liurope  and  the  different  races  will  see 
the  light  of  day  and  begin  to  work  in  harmonw 

Among  those  present  at  the  head  table  were 
the  following:  Mr.  W.  11.  Smith,  chairman  and 
toastmaster,  Mr.  C.  W.  Stephens,  Mr.  O.  V. 
Johnson.  Mr.  Fred  Mackie,  Mr.  Thos.  New,  Mr. 
Harrv  1  lardy.  Ottawa;  Mr.  (leo.  Jeffries,  St. 
Catharines;  Mr.  H.  R.  Burroughs.  Mr.  1). 
Andrews,  Mr.  (ieorge,  \V.  Mathews,  Mr.  T. 
.Sonthwcjrth,  Mr.  (ieorge.  R.  Quirmback,  Brock- 
ville  ;  Mr.  Fred  .Vrmstrong  and  Mr.  George  A. 
Somers. 

Joe.  Williams,  the  comedian,  accompanied 
l)y  Charlie  Musgrave  at  the  piano,  kept  the 
gathering  in  fits  of  laughter  (hiring  the  evening, 
and  obliged  most  heartily  with  repeated  re- 
(piests  for  encores. 


Weston  and  Wilkie,  Mount  Forest 

Messr-^.  Walsh  eK;  W  eston,  well-known  fur- 
niture dealers  and  funeral  directors  of  Mount 
h'orest.  Out.,  have  recently  removed  their  place 
of  business  to  a  more  convenient  and  less  ex- 
pensive store,  in  the  same  town,  the  extremely 
high  rent  and  dust  from  the  casket  factory  in 
rear  which  proved  to  be  rather  unhealthy  for 
the  fine  display  of  furniture,  being  the  case  of 
this  removah  This  firm  is  now  known  as  Wes- 
ton &  Wilkie,  Mr.  Wilkie  having  recently  ])ur- 
chased  the  interest  of  J.  A.  Walsh. 


Home  Furnishings  Bureau  Trademark 

In  carrying  out  the  design  for  the  Ivxhibition 
Sections  in  the  January  issue  of  the  "Furniture 
World,"  the  trade-mark  of  the  Home  Furnish- 
ings Bureau  was  incorporated.  This  was  done 
in  a  desire  to  assist  the  Bureau  and  the  Fxhibi- 


tion  and  to  sj^read  the  gospel  c)f  ''Better  i'"urn- 
ished  Homes." 

The  Flome  Furnishings  Bureau  point  out, 
however,  that  the  impression  is  gamed  that  all 
manufacturers  whose  advertisements  appear  in 
the  Exhibition  Sections  are  members  of  the 
Bureau,  which  is  not  the  case.  The  "  I'"urniture 
World"  is  glad  to  make  this  explanation.  The 
P>urean  is  su])ported  by  22  manufacturers,  al- 
thongh  doubtless  the  other  manufacturers  re- 
cognize its  \alue  and  will  ultimately  co-operate. 


New  Branch  for  Progress  Spring  Bed  Co. 

Owing  to  the  constant  demand  for  f^rogress 
springs  in  I'oronto  and  surrounding  district, 
combined  with  the  impetus  given  to  business 
during  the  'Foronto  I'^n-niture  Exhibition,  the 
Progress  .Spring  Bed  Mfg.  Co..,  have  found  it 
necessary  to  o])en  a  branch  in  Toronto.  This 
l)ranch  is  situated  at  590  King  St.  West.  Toronto, 
and  is  in  charge  of  Mr.  W.  J.  Macbeth,  who  is 
well  known  to  the  trade.  This  new  branch  will 
greatly  increase  the  company's  facilities  for  serv- 
ing- their  rlieiitclle  in  the  west." 


Wedding  Bells  Ring  Out  in  Aylmer 

I  he  wedding  is  announced  of  C  arl  H.  Gruetz- 
ner  to  Miss  Mable  \\.  Pound  daughter  of  Mr.  John 
1).  Pound,  Pound  \  illa.  .^ylmer,  Out.  Mr.  Carl 
Gruetzner  is  the  son  of  Mr.  G.  A.  Gruetzner  of 
Hespeler,  manager  of  the  Hespeler  F"urniture 
Company,  Ltd.  The  honeymoon  is  being  spent 
in  Los  Angeles,  Seattle,  V  ancouver  and  other 
western  cities,  after  which  Mr.  and  Mrs.  (iruetz- 
ner  will  return  to  Hespeler  tor  ])ermanent  resi- 
dence. 
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Charles  West,  appointed  Supt.  of  Sales 
Congoleum  Co.,  of  Canada  Ltd. 
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Logical  Lines  for  the  Furniture  Store  to  Carry— Carpets, 
Upholsterings,  Kitchen  Goods,  Refrigerators,  Electric 
Lamps  and  Appliances,  etc.,  all  Bring  Grist  to  the  Mill 


The  logical  outlet  for  stoves  also  is  the  hn- 
niture  store.  They  are  part  of  kitchen  equipment 
and  when  folk  are  furnishing  their  homes,  they 
are  generally  glad  to  have  one  firm  do  as  much 
of  the  work  as  possible,  so  that  they  may  be 
saved  any  unnecessary  trouble.  When  a  young- 
couple  are  setting  up  house,  the  first  thing  they 
think  of — after  the  home  is  selected — is  furni- 
ture. It's  the  big  item,;  it  meaius  so  much  to  the 
appearance  of  the  house  and  it  runs  into  quite 
a  bill  of  expense.  They  therefore  like  to  find 
out  what  it's  going  to  cost  them  and  what  will 
fi,t  in  this  room  and  that  to  advantage.  They 
delight  in  planning  all  this  beforehand.  Well, 
isn't  that  the  wide-awake  furniture  dealer's  op- 
portunity to  sell  them  a  stove  at  the  same  time. 
If  it  was  the  rule  to  buy  the  stove  first  and  the 
furniture  afterwards,  he  wouldn't  find  it  so  easy 
to  control  the  situation.  But  when  they're  buy- 
ing their  recjuirements  for  the  other  rooms  of 
the  house,  in  nine  cases  out  of  ten  a  suggestion 
from  the  salesman  is  all  that  is  required  to  add 
a  stove  to  the  list. 

Stove  stores  are  very  much  aware  of  this 
fact.  They  freely  admit  that  the  competition 
of  wide-awake  furniture  stores  has  been  very 
keen  and  that  the  new  business  has  for  the  most 
part  been  directed  into  that  channel.  And 
furniture  dealers,  who  are  handling  stoves,  tell 
us  tha  tthey  find  them  a  safe  and  profitable  line. 

Recently  a  representative  of  the  "Furniture 
Worfd"  visited  the  stove  department  of  the  F. 
C.  Burroughs  Co.,  Toronto,  and  in  conversation 
with  Mr.  Lont,  manager  of  the  department, 
gathered  some  interesting  information  regard- 
ing this  firm's  experience  in  merchandising  this 
line,  which  we  are  privileged  to  pass  along  to 
our  read'ers. 

The  Burroughs  company  have  been  handling- 
stoves  for  some  thirteen  years  and  are  very  well 
satisfied  with    the    business    obtained.  Com- 


plaints have  been  few  and  the  stove  department 
has  been  the  means  of  making-  satisfied  cus- 
tomers for  the  store.  The  firm  advertises  large- 
ly in  weekly  papers  which  circulate  in  the  Park- 
dale  district,  in  which  it  is  located,  and  also  by 
large  display  posters,  and  in  these  ads.  stoves 
are  always  coupled  with  furniture.  Advertising 
by  word  of  mbuth  played  perhaps  even  a  bigger 
part  in  introducing  the  stove  department  to  the 
public  and  keeping-  it  before  them.  When  furni- 
ture is  being  bought  for  a  new  home,  the  sales- 
man suggests,  'Tf  you  need  a  stove,  also,  sir, 
you  can  be  supplied  in  our  stove  department  in 
the  basement."  Not  one  customer  in  a  hundred 
but  will  fall  in  with  the  suggestion,  if  he,  or  she, 
needs  the  stove. 

The  terms  upon  which  the  sto'ves  are  sold 
are  the  same,  generally  speaking,  as  apply  to  the 
store's  other  lines.  It  is  usually  on  a  basis  of 
25%  deposit  and  balance  within  ten  or  twelve 
months.  The  Burroug-hs  Company  supply  all 
the  rec|uisite  service  and  guarantee  the  satisfac- 
tion of  the  g-oods.  Service,  the  manager  of  the 
department  states,  is  a  bigger  factor  in  the  mer- 
chandising of  stoves  than  any  other  line  the 
store  carries.  They  have  one  man  on  the  stafif 
who  devotes  his  entire  time  to  installation  and 
adjustments.  It  is  particularly  essential  to  be 
ready  to  give  service  after  the  installation,  for 
while  it  seldom  amounts  to  anything  n,ore  than 
a  few  minor  adjustments,  if  that  service  were 
not  forthcoming  there  would  be  a  serious  loss 
of  goodwill  to  the  firm. 

One  of  the  strongesit  features  in  the  stove  de- 
partment in  the  last  year  has  been  thee  ombina- 
tion  gas  range  and  Quebec  heater.  Burroughs' 
sold  125  of  this  line  during  the  fall.  The  Que- 
bec heater  is  the  coal  heater  of  to-day,  and 
seems  to  be  sold  almost  to  the  exclusion  of 
other  types.  Gas  is  of  course  being  used  more 
and  more  for  cooking  purposes,  and  the  turn- 
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over  of  t^as  rans^cs  lias  been  larger  in  recent 
years  than  that  of  coal  ranges.  It  is  in  the 
spring  of  the  y(*ar  that  the  gas  stoves  are  sold, 
for  the  most  ])art.  while  in  the  fall  the  demand 
is  greater  for  the  coal  stove.  Jn  the  'l)etter  class 
homes  now  being  built,  the  high-oven  type  of 
gas  range  is  gx-nerally  bought,  but  there  is  still 
a  big'  call  for  the  low-oven  type.  Oil  heaters  are 
a  (juick  selling  feature  in  the  spring,  particular- 
ly for  custimers  on  the  outskirts  of  the  city. 

Another  feature  to  be  considered  is  the  in- 
creasing popularity  of  the  electric  range.  These 
are  particularly  satisfactory  to  handle  from  the 
furniture  dealer's  point  of  view,  as  they  make 
their  strong'est  appeal  to  the  householder  who 
is  most  particular  about  his  house  furnishings, 
in  that  they  stand  for  cleanliness,  neatness,  effi- 
ciency and  labor  saving  in  a  very  high  degree. 

It  is  an  interesting  and  important  i)oint  to 
note  that  the  Burroughs  Company  have  a  de- 
livery service  for  their  stoves,  quite  separate 
from  their  furniture  delivery  system.  They  use 
a  Ford  one-ton  truck  which  handles  three  or 
four  ranges  at  a  time  and  ])roves  very  conven- 
ient and  economical  for  the  purpose.  It  is,  they 
declare,  a  mistake  to  attemi)t  to  deliver  furni- 
ture and  stoves  in  the  same  van.  as  it  frequent- 
ly results  in  damage  to  the  furniture  and  in  the 
long  run  will  entail  greater  ex])ense  than  the 
separate  truck. 

Some  furniture  merchants  appear  to  be  un- 
der the  impression  that  stoves  are  a  line  which 
can  only  be  satisfactorily  handled  by  the 
biggest  concerns.  Such  is  really  not  the  case. 
The  "I'urniture  World"  representative  called 
upon  Noden,  llallitt  &  Johnson.  Dundas  .St.. 
West,  Toronto,  an  ui)-town  store  doing,  largely, 
a  suburban  trade,  and  had  a  conversation  with 


Mr.  Johnson  regarding  their  stove  de])artnu'nt. 
l\Ir.  Johnson  states  that  they  find  it  a  steady 
profit-maker  and  consider  the  line  as  valuable 
an  asset  as  anv  other  that  tlicv  carrv. 


Chesley  Firm  in  Fine  New  Building? 

Messrs.  1!.  Wright  &  Son,  well-known  retail 
furniture  dealers  and  funeral  directors,  of  Ches- 
ley, Ont.,  who  some  time  ago  sufifered  loss 
through  fire  to  the  extent  of  six  thousand  dol- 
lars, have  recently  built  new  premises  on  the 
same  site,  which  is  now  a  fine  furniture  store. 
The  first  floor  forms  the  usual  show  rooms, 
while  the  second  floor  is  dixided  into  sections, 
forming  another  show  room,  also  a  chapel  and 
a  casket  room;  the  whole  being  now  a  very  fine, 
substantial  and  convenient  building.  At  the 
rear  there  is  a  fine  garage  housing  a  very  fine 
motor  hearse  valued  at  four  thousand  dollars. 


Art  Emporium  Branching  Out 

The  Art  I'hni  orium.  Kcmira,  ()nt.,  has  re- 
cently taken  over  a  store  for  upholstering,  re- 
l)airing  and  re  polishing  and  will  develop  an  an- 
tic|ue  department.  .\t  a  latter  date  Mr.  Thos. 
("ooke,  the  proprietor,  intends  to  establish  a  fac- 
tory for  the  production  of  u])holstered  furniture 
of  the  better  grade. 


The  <  iibb.'ird  h'urniture  Co.,  of  Napanee,  Ont., 
is  relniilding  its  factory.  The  new  premises, 
when  completed,  will  provide  for  increased  out- 
put and  improved  service  to  the  retail  trade. 
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The   Stove  Department  of  the   F.   C.   Burrouerhs  Co. 
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WHAT  IS  MOHAIR? 


Answering  a  Salesman's  Query,  we 
Give  Some  Information  Regarding 
this  Popular  Furniture  Covering — 
And  Invite  Further  Correspondence 


Windsor,  Ont. 

Editor,  Furniture  World: 

Being-  a  salesman  in  a  furniture  store  that 
carries  a  large  display  of  Chesterfields,  I  wish 
you  could  furnish  me  with  information  as  re- 
gards mohair  covering,  this  Ijeing  apparently  the 
Mohair  period. 

I  find  that  many  of  the  travellers  are  not  well 
posted  on  this  subject,  so  am  writing  you  for 
pointers  on  the  following: 

1.  What  is  mohair?  Is  it  a  real  thing  made 
from  the  Angora  goat,  or  a  manufactured 
substitute  ? 

2.  Are  there  two  kinds — silk  and  wool? 

3.  Wearability  compared  with  other  cover- 
in'gs? 

4.  DifTerent  grades,  also  qualities,  brocaded, 
blocked,  printed,  and  ])lain — which  is  the 
better? 

5.  The  countries  that  manufacture  same,  and 
how  rated  for  position? 

An}'  further  information  you  could  give 
would  be  welcomed  and  of  exceedingly  great 
value  to  myself  and  other  salesmen  here. 

Sincerely  yours, 
Walter  Dickinson. 

*    *  * 

For  the  benefit  of  other  salesmen  who  ma}' 
be  interested  in  this  matter,  we  publish  below 
our  reply  to  Mr.  Dickinson's  queries: 
Dear  Sir, 

Your  recent  letter  raises  some  interesting; 
points,  not  all  of  which  can  l^e  satisfactorily 
dealt  with  in  a  letter.  For  full  enlightenment 
it  would  be  necessary  for  you  to  pay  a  visit  to 
a  textile  mill  v\diere  mohairs  are  produced  and 
see  the  processes  for  yourself.  However,  we 
wi'U  tell  you  what  we  can. 

(1)  Genuine  mohair  is  made  entirely  from 
the  hair  of  the  Angora  goat,  with  the  exception, 
of  course,  of  the  cotton  backing  or  l^ase.  If 
there  is  any  admixture  of  worsted  or  cotton 
then  it  is  an  imitation  mohair,  nt)t  the  genuine 
article. 

(2)  Your  second  cjuery  is  covered  by  No.  1. 
We  may  say,  however,  that  wool,  silk,  etc.,  is 
sometimes  introduced  in  a  mohair  covering-  to 
produce  a  pattern.  That  is  to  say,  stripes  of 
worsted  material  are  incorporated  in  the  mohair 
for  the  'purpose  of  securing  a  certain  effect.  The 


reason  for  this  is  that  wool  and  mohair  will  re- 
spond differently  to  the  same  dye,  and  when 
taken  from  the  dye  vat,  the  worsted  material 
will  show  uj:  a  different  shade,  thus  producing 
a  stripe,  or  other  pattern. 

(3)  Genuine  mohair  of  the  highest  grade 
cannot  be  e.xceJled  for  wear  by  any  other  up- 
holstering fabric.  .As  a  matter  of  fact  it  is 
claimed  that  it  will  wear  almost  indefinitely. 

(4i  It  is  extremely  difficult  for  anyone  ex- 
cept an  expert  in  fabrics  to  distinguish  between 
the  different  grades  of  mohair,  particularly 
after  it  is  ap])lied  to  the  furniture  and  the  iback- 
ing  covered  up  from  sight.  There  are  two 
wea\'es  in  general  use  to-day.  In  one  the  mohair 
is  so  interlocked  with  the  cotton  backing  as  to 
l)e  practically  secure  from  ever  pulling  out.  In 
the  second,  a  much  faster  process,  this  inter- 
locking feature  is  omitted  and  a  double  backing- 
is  applied  to  give  it  a  firm  bearing.  Other 
things  being-  equal,  thie  first  mentioned  process 
of  course  produces  a  fabric  superior  from  the 
stand]Doint  of  wear.  Another  factor  enters  into 
it  however,  namely  the  (juantity  of  mohair  used; 
the  more  closely  the  mohair  is  packed  on  the 
looms,  the  better  the  quality  of  the  product. 

As  far  as  brocading,  ])lock-printing-,  etc.,  are 
concerned,  these  are  simply  added  processes 
which  have  to  do  with  the  appearance  of  the 
fabric.  First,  there  is  emibossing,  which  is  the 
production  of  a  pattern  by  pressing-  part  of  the 
pi'le  flat,  leaving  the  remainder  standing  in 
a  figured  outline.  The  iljrocading,  as  it  is  called, 
is  a  further  process.  In  this  case,  as  with  the 
em'])0'Ssing,  the  ])ile  is  first  ]:)ressed  flat  in  a 
given  pattern.  Then  the  fabric  is  passed  through 
a  machine  which  cuts  the  standing-  pile  off  short, 
and  finally  the  g-oods  are  steamed,  wdiich  raises 
up  the  pile  which  had  been  pressed  flat  to  its 
original  condition.  Block-printing  is  coloring- 
done  'by  means  of  a  pattern  cut  out  in  wood  and 
printed  on  the  fabric.  There  is  hoih  hand  work 
and  machine  work.  The  process  is  expensive 
and  complicated  and  we  understand  that  there 
are  very  few  plants  on  this  continent  equipped 
for  carrying  it  out. 

(5)  Mohairs  are  manufactured  in  Canada, 
England,  the  U.  S.,  and  several  European  coun- 
tries, including  Germany  and  I>elg"ium.  There 
is  only  one  plant  in  Canada  making  this  ma- 
terial.   So  far   as   the   rating   of   the  different 
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CDuntries  is  concerned,  there  is  of  course  some 
difference  of  opinion.  We  think  it  must  prob- 
ably be  "admitted  that  the  highest-grade  mo- 
hairs of  this  continent  cannot  be  excelled.  The 
Canadian  company  is  maiking  a  fine  material, 
i)Ut.  we  ll)elieve,  has  not  the  same  facilities  for 
producing  a  wide  range  of  fancy  goods  as  sonic 
of  the  concerns  across  the  line.  The  IVitish 
manufacturers,  in  general,  we  are  informed,  use 
the  dou])le-backing  process,  but  nevertheless 
produce  a  very  excellent  grade  of  goods  at  a 
l)rice  that  creates  keen  competition  for  the  U.  S. 
manufacturers. 

Any  genuine  mohair  will  give  excellent  ser- 
vice. The  way  an  imitation  is  most  easily  de- 
tected by  a  layman  is  in  the  brushing.  Dirt 
brushes  right  out  of  a  genuine  mohair,  leaving 
it  fresh  and  clean.  1)ul  not  so  where  there  is  a 
worsted  admixture. 

We  trust  that  the  information  we  have  given 
you  will  serve  to  clear  up  the  points  upon  which 
you  have  been  in  doubt.  You  will  realize,  how- 
ever, that  this  is  quite  a  complicated  subject 
and  would  recjuire  treatment  in  an  article  of 
some  length  in  order  to  give  the  reader  an  ade- 
quate idea  of  the  characteristics  of  mohair  and 
its  manufacture  in  the  various  grades.  We  are 
glad  that  you  have  written  us,  and  since  you 
have  raised  the  question,  you  may  look  to  find 
some  further  discussion  on  it  in  the  pages  of  the 
"I'^irniture  World." 

Yours  very  truly. 
The  Editor. 


Accessories  Much  in  Evidence 
at  Recent  Exhibitions 

One  of  the  m'ost  striking  features  of  the  re- 
cent Toronto  exhibition  was  the  wide  variety 
of  lines  displayed.  Nearly  all  the  so-called  side 
lines,  which  very  properly  find  a  place  in  the 
furniture  store,  were  exhibited  by  enterprising- 
manufacturers.  There  were  baby  carriages, 
electric  lamps,  art  goods,  draperies,  comforters, 
refrigerators,  electric  washing  machines,  va- 
cuum cleaners,  stoves — even  furnaces  and  toys 
were  included. 

This  is  quite  in  line  with  the  trend  f)f  the 
trade.  Furniture  dealers  are  all  the  time  broad- 
ening the  scope  of  their  operations  and  the 
items  of  household  equipment  mentioned  are 
generally  found  just  as  profitable  to  handle  as 
the  main  lines. 

There  was  quite  a  showing  of  baby  car- 
riages, and  it  was  interesting  to  note  one  or 
two  special  features  which  were  being  shown. 
One  concern  laid  particular  emphasis  on  a 
shock-absorbing  feature  which  they  have  incor- 
porated in  their  carriages.  This  consists  of 
compression  springs  which  are  placed  under- 
neath the  seat  of  the  vehicle.  Another  manu- 
facturer makes  a  strong  feature  of  a  bayonet 


lock  on  the  axle,  which  holds  the  wheels  on  very 
firmly  and  at  the  same  time  makes  them  easily 
removcible.  The  same  manufacturer's  carriage 
features  an  automatic  reversible  gear.  Several 
lines  of  fibre  carriages  were  shown,  in  addition 
to  the  reed. 

Electric  lam])S  proved  their  value  as  an  asset 
to  the  furnittire  dealer  during  the  exhibition. 
Had  the  lamps  'been  removed,  the  attractiveness 
of  the  displays  would  have  sufl:'ered  very  great- 
ly. Floor  lamps  seem  to  constitute  an  almost 
essential  part  of  a  furniture  exhibit,  whether 
in  a  retail  store  or  in  a  manufacturer's  show- 
room. Several  makers  of  electric  standard 
lamps  had  displays  of  their  goods  both  at  To- 
ronto and  Kitchener.  There  is  a  definite  ten- 
dency to  get  away  from  the  old  standard  type 
of  ])iano  lamp  with  dome  shade.  Junior  and 
bridge  lamps  seem  to  be  coming  into  strong 
favor  and  the  designers  are  showing  shades  in 
oval  and  fancy  shapes.  Silk  is  the  ruling  ma- 
terial, parchment  not  being  as  popular  as  form- 
erly. Some  shades  are  brocaded  to  match  the 
chesterfield  suite. 


Joins  Gongoleum  Company 

An  announcement  of  interest  to  the  trade 
comes  from  the  Congoleum  Company  of  Can- 
ada, Limited,  Montreal,  to  the  effect  that  Mr. 
I.  Charles  West,  formerly  of  Almy's  Limited, 
has  been  appointed  Superintendent  of  Sales  of 
that  organization.  Mr.  West  is  a  veteran  in 
merchandising  experience.  He  came  to  this 
country  originally  from  the  large  F.nglish  firm 
of  Crisps  of  Holloway,  and  joined  the  staff  of 
llenry  Morgan  t*t  Co.,  Montreal;  next  he  was 
with  the  firm  of  W.  H.  Scroggie,  where  for  five 
years  he  was  buyer  for  their  carpet  department. 
In  19L3  he  joinecl  the  C.  W.  Sherwood  Company, 
Regina,  as  buyer  of  carpets,  draj^eries  and  wall- 
papers. Returning  east  the  following  year,  he 
became  manager  of  the  Scroggie  Furniture  Com- 
])any  until  the  yVlmy  interests  assumed!  con- 
trol, when  he  continued  on  as  manager  of  the 
furniture  and  carpet  department. 

These  years  of  varied  experience  will  stand 
Mr.  West  in  good  stekd  as  the  "contact  point" 
for  'CongY)leum  Com|)any  of  Canada  between  the 
retailer  and  the  manufacturer.  Fully  conver- 
sant with  merchandising  problems,  he  cannot 
fail  to  gi\e  ihe  retailer's  point  of  view  sympa- 
thetic and  intelligent  attention.  This  is  the 
company's  object  in  securing  Mr.  West's  ser- 
vices. A  friendly  reception  will  undoubtedly 
be  accorded  him  by  both  friends  and  strangers 
as  he  assumes  direction  of  the  sales  efforts  of 
his  new  firm. 


i 
i 

i 
i 


Chas.  Watson  &  Son,  of  Cookstown.  Ont., 
have  purchased  the  interests  of  W.  E.  Kearns, 
of  Beeton,  CJnt.,  and  are  now  operating  the  store 
in  Beeton  formerly  owned  by  Mr.  Kearns,  ir 
addition  to  their  main  business  in  Cookstown. 
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Sturgis   Baby   Carriage  Co.,  Toronto 


M.   Spicer,  Toronto 


A  large  proportion  of  the  display  space  in  the  re- 
cent exhibitions,  especially  in  Toronto,  was  given 
over  to  'accessories"  such  as  illustrated  above. 
Furniture  dealers  are  taking  an  increasing  interest 
in  these  lines. 
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Does  the  Crowd  Gather  Like  This 
Around  Your  Window? 

Mr.  Ward  Talks  to  the  Public  Just  as  if  They 
Could  Hear  Him — He  Uses  Plenty  of  Facial 
Expression  and  They  Follow  Him  Readily — 
Furniture  Stores  find  Vacuum  Cleaners  a  Pro- 
fitable Side  Line 


I  he  account  of  a  clever  window  demonstra- 
tion, which  forms  this  artick',  is  the  record  of  a 
performance  wh(jse  features  will  prove  valuable 
to  all  dealers.  The  particular  appliance  ha];- 
pened  to  be  a  vacuum  cleaner  and  the  particular 
cleaner  happened  to  be  the  Royal.  These  points 
however,  are  incidental — the  article  is  intended 
to  show  furniture  retailers  the  modus  o;)er- 
andi  c^f  a  successful  demonstration  in  full  de- 
tail, with  features  of  value  to  themselves  for 
similar  work.  It  was  put  on  by  Mr.  G.  C.  Ward 
of  the  Continental  Mlectric  Company  and,  as 
the  aboN'e  illustration  shows  attracted  lart^'e 
crowds  around  the  store  window — a  \aluable 
advertising  feature  in  itself. 

A  chief  point  of  the  demonstration  was  the 
use  of  cards  that  carried  clear,  short  jdirases  illu- 
strating the  merits  of  the  cleaner.  An  observer 
from  the  street  received  impressi(jns  about  as 
follows : 

The  window  is  furnished  to  represent  a  liv- 
ing-room.   The  princii)al  furnishing^  is  a  large 


rug  with  the  cleaner  set  prominently  in  the  cen- 
tre. An  easel  carrying  the  cards  is  placed  in  the 
left  rear. 

A  door  in  the  back  of  the  window  opens  and 
the  demonstrator  enters.  lie  takes  up  the  clean- 
er, starts  it  oi)erating  and  runs  it  gently  around 
the  rug.  The  crowd  begins  to  gather  at  this 
point  to  see  the  confetti  i)icked  up. 

Emphasized  the  Message 

The  demonstrator  whips  a  cover  from  the 
easel,  displaying  a  card  reading: 

"Cleans  By  Air  Alone" 

He  takes  the  card  in  his  hand  and  by  dumb 
sIkj'w  motions  the  crowd  to  read,  turning  first  to 
one  side  and  then  the  other  so  that  everyone  can 
see,  and  in  each  position,  pointing  to  the  words 
one  by  one.  Ample  time  is  allowed  for  every- 
one to  read  the  card  as  the  demonstrator  empha- 
sizes each  word  in  turn  by  pointing  to  it  with 
his  finger.    The  card  is  then  replaced  on  the 


FEBRUARY,  1923 


69 

 1 


Mr.  Ward  in  action — He  points  with  his  finger 
to  each  word  on  the  card,  driving  his  point  home, 
both  by  word  and  act,  before  the  demonstration 
begins. 

easel  in  full  view  of  the  crowd  and  the  demon- 
strator, to  emphasize  this  particular  point,  starts 
a  dumb  show  with  the  nozzle.  He  lifts  the 
cleaner  from  the  ground  and  turns  up  the  noz- 
zle so  that  all  can  see  it.  No  side  of  the  win- 
dow is  neglected  as  he  turns  from  point  to  point 
with  the  upturned  nozzle  thrust  prominently 
forward,  while  he  explains  in  pantomime  the 
point  at  issue. 


The  alert  attitude  of  the  demonstrator  seems 
to  communicate  itself  to  the  crowd  and  there  is  a 
tenseness  in  their  attitude  of  waiting  for  further 
developments.  The  nozzle  demonstration  ends 
as  a'bruptly  as  the  falling  of  a  stage  curtain — 
the  demonstrator  sets  the  cleaner  on  the  floor 
and  snaps  another  card  into  view  on  the  easel. 

None  miss  the  words,  traced  out  slowly  by 
hi's  long  fore-finger  as  the  card  is  held  in  his 
hand  in  full  view  of  the  crowd  as  before  : 
"Nozzle  Easily  Adjusted  to  Me2t  all  Conditions" 

The  proof  of  the  claim  follows — the  cleaner 
is  rapidly  turned  so  that  the  rear  is  exposed  to 


See!    Only  eleven  pounds.    I  can  hold  it  up  easily 
with  my  little  finger 


Ten  silver  dollars — Mr.  Ward  picks  them  off  one 
by  one  counting  them  as  he  does  so 


the  crowd  and  the  nozzle  is  raised  and  lowered 
by  means  of  a  knob  adjustment.  "Pep"  charac- 
terizes every  move  of  the  demonstration. 

The  second  card  gives  place  to  the  third. 
This  time  it  is  : 

"High  Grade  Motor  Built  For  Endurance" 

Following  the  disjday  of  this  card  in  the  same 
emphatic  pantomime  as  the  previous  ones  the 
demonstrator  shows  the  different  parts  of  the 
motor  around  the  circle  of  eager  faces  pressed 
against  the  window.  This  particular  part  of  the 
proceedings  emphasizes  the  positive  oiling  sys- 
tem and  the  small  amount  of  attention  required. 

The  fourth  card  is  followed  by  another  ex- 
cellent bit  of  pantomime.  The  demonstrator  de- 
sires to  stress  the 

"One  Cord  Support" 

feature  of  the  cleaner.    Easily  and  gracefully  he 
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looi)s  the  cord  illustrating  the  one  support  idea. 
Then,  l)y  contrast,  he  ibends  over,  illustrating 
a  way  of  using  two  cord  supports.  Needless  to 
say,  this  j)art  of  the  performance  is  exaggerat- 
ed, but  he  drives  home  his  point. 

No.  5  is  a  demonstration  of  the  anncnnice- 
nient,  to  which  he  points  dramatically, — 

"Quick  Detachable   Dust  Bag" 

The  bag  is  snapped  off  and  on  two  or  three  times 
with  surprising"  ease,  and  the  gaping  crowd 
await  further  action. 

And  Painstaking 

The  next  few  minutes  are  the  most  effective 
in  the  whole  demonstration.  Painstakingdy  the 
demonstrator  shows  the  sixth  card 

"Runs  Easily — Moves  Sufficient  Air  to  Propel 
Itself — Weighs  11  lbs." 

The  card  is  then  i)]aced  back  on  the  easel 
and  with  the  quickness  and  neatness  that  char- 
acterizes all  his  movements  he  snai)S  off  the  bag 
and  the  cleaner  is  made  to  ]M-o])el  itself  by  al- 
lowing the  blast  to  drive  it  along.  To  further 
accentuate  the  feature  of  portability,  the  opera- 


Holds  the  card  this  time  by  suction  to  demonstrate 
a  feature;  points  to  an  accessory 
as  he  "speaks"  its  merits 

tor  lifts  it  carelessly  on  his  little  finger  and 
plays  about  with  it.  He  follows  this  up  by  i)ut- 
ting  several  short  threads,  a  long  thread,  and  a 
quantity  of  baking  soda  and  so  on,  on  the  rug. 
The  soda  is  first  very  easily  sucked  up.  The 
short  threads  are  stamped  in,  but  they  neverthe- 


I 


Mr.  Ward  messes  his  clothes  up  with  chalk,  rubs 
it  in  and  then  cleans  it  out 


less  yield  very  easily  to  the  cleaner.  The  long 
thread  has  been  i)laccd  well  toward  the  centre 
of  the  window;  this  is  approached  by  the  clean- 
er and  the  crowd  almost  break  into  applause  as 
it  is  snatched  u]-  (piicker  than  the  eye  can  see, 
into  the  depths  of  the  nozzle.  These  last  few 
minutes  are  fast  and  strenuous  work  for  the  de- 
monstrator,  lie  rela.xes  for  a  few  minutes  into  a 


The  climax — A  five  dollar  or  ten  dollar  bill  de- 
monstrates the  message  on  the  card  that 
a  small  first  payment  is  accepted. 
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langaiage  that  draws  attention  again  to  the  card. 
Keeps  Pointing  to  Cards 
A  demonstration  of  the  advantages  secured 
Ijy  the  peculiar  shape  of  the  nozzle  is  now  car- 
ried out.  The  demonstrator  shows  the  card  as 
before 

"Shape  of  Nozzle  Permits  Easy  Access 
Into  All  Corners" 

Then  he  takes  hold  of  the  cleaner  again  and 
pokes  it  into  every  corner  and  under  chairs,  fre- 
(]uently  illustrating  his  actions  by  pointing  to  the 
card. 

The  adaptability  of  the  cleaner  to  bare  floor 
areas  is  the  next  subject.  Another  card  is  pro- 
duced from  the  seemingly  never  ending  supply 
on  the  easel,  and  the  gathered  crowd  reads 

"Cleans  Hardwood,  Tile  or  Other  Bare 
Floor  Areas" 

following  the  pointing  hand  of  the  demonstrator. 
To  drive  the  point  home  in  every  instance,  he 
takes  the  card  from  the  easel  and  marches  with 
it  around  the  circumference  of  the  window,  "lay- 
ing down  the  law"  as  it  were,  with  impressive 
gestures.  Suddenly  he  moves  to  the  cleaner, 
waves  around  the  brush  attachment  used  on  bare 
floors,  snaps  it  on  the  cleaner  and  quickly  picks 
up  quantities  of  soda,  spilled  just  off  the  rug  on 
the  hardwood  floor. 

The  Attachments 

The  next  few  stages  of  the  programme  are 
a  demonstration  of  the  various  attachments. 
Again  a  card  is  shown 

"A  Complete  House  Cleaning  Plant" 
The  demonstrator  takes  off  the  nozzle  and  puts 
on  the  hose.  With  the  powerful  suction,  he  pro- 
ceeds to  pick  up  a  silver  dollar  and  to  snatch  a 
strip  of  "paper  which  had  been  thrown  into  the 
air.  A  smaller  nozzle  is  then  snapped  on  and 
shown  to  be  just  as  efficient  as  the  larger  one. 
A  6  inch  brush  is  also  sho\yn  and  the  operator 
very  neatly  cleans  his  trousers  of  a  quantity  of 
soda.  The  use  of  an  extension  and  ankle  piece 
is  shown  to  be  adaptable  for  such  purposes  as 
cleaning"  corners. 

The  isilver  dollar  comes  very  prominently 
into  view  again  in  the  next  part  of  the  demon- 
stration. The  operator  takes  off  the  bag  and  at- 
tachment and  puts  on  the  blower.  Then  fol- 
lows an  emphasis  on  the  card  showing 

"For  Blowing  Out  Radiators,  Wicker  Furniture, 
Carved  Wood,  Silk  Shades  And 
Many  Other  Uses" 

Then  he  blows  a  silver  dollar  along  the  carpet, 


and  holds  a  silk  hankerchief  in  the  air  with  the 
blast. 

The  reversal  of  this  procedure  follows.  The 
cleaner  is  completely  assembled  with  the  bag 
again  and  the  card  is  changed  to 

"Its  Powerful  Suction  Lifts  Ten  Silver 
Dollars  At  One  Time  ' 

Ten  silver  dollars  are  placed  in  a  row  in  the 
front  of  the  window  and  after  whetting  the  in- 
terest of  the  crowd  by  picking  up  stray  bits  of 
confetti,  the  operator  runs  the  machine  up  to 
them  and  picks  up  the  whole  ten  in  a  row.  This 
is  a  clever  operation  and  requires  practice.  He 
lifts  the  cleaner  from  the  floor  and  counts  the 
dollars  off  with  outstretched  fingers,  then  re- 
mo\-es  them  one  at  a  time  until  only  one  is  left 
and  again  points  to  the  single  one.  The  cleaner 
is  still  held  in  the  air,  and  the  dollars  are  slipped 
back  on  the  nozzle.  A  touch  of  the  switch  and 
they  all  fall  to  the  carpet. 

The  next  three  cards  are  the  final  ones  and 
they  are  nearly  all  announcements.  They  read 
as  follows : — 

"Its  Superiority  Proven  In  Your  Own  Home" 
"Can  Be  Bought  on  Easy  Terms" 
"Step  In  For  Free  Circular" 

There  can  be  no  doubt  of  the  success  of  a 
demonstration  carried  out  as  above.  The  con- 
tinuous attendance  of  eager  crowds  is  ample 
proof.  In  this  case  five  demonstrators  took  the 
job  in  turns  and  they  never  failed  of  an  audi- 
ence. Mr.  Ward  states  that  after  a  demonstra- 
tion of  this  tyi^e  he  has  seen  cleaners  sold  out 
of  the  window,  in  much  the  same  way  as  a  bag 
of  peanuts  is  sold. 

One  feature  of  this  demonstration  that  de- 
serves special  emphasis  is  the  way  Mr.  Ward 
carries  his  audience  with  him.  Though  he  is  in- 
side and  they  are  outside  he  talks  to  them  as  if 
they  could  hear  him  and  his  conversational  gest- 
ures are  so  expressive  that  it  is  quite  easy  to  fol- 
low the  conversation.  Another  point  is  the  de- 
monstrator's alertness.  He  throws  a  tremendous 
amount  of  nervous  energy  into  his  work — but  it 
brings  results. 

The  vacuum  cleaner  would  seem  to  ])e  a  logi- 
cal side-line  for  the  furniture  dealer.  It  is  an  es- 
sential where  carpets  and  upholstered  furniture 
is  used.  Another  attractive  argument  is  that 
it  is  an  appliance  that  practically  ne\'er  gets  out 
of  order  and  hence  requires  no  servicing. 


FOR  SALE  Furniture  and  Undertaking  Business  in 
first-class  condition.    Apply  Box  373,  Stayncr,  Ontario. 
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Brands  that  Guarantee  Your  Judgment 


SOUTHERN  QUEEN"  MATTRESS  and  BOX  SPRING 


2 -"BLUE  RIBBON  '    3 -"MAJESTIC"   4— "VIRGINIA"    5— "CROWN' 

"SUPREME"  in  qualities  1-2-3-4 

Write  for  Price  List  "Look  for  the  Brand  on  the  Mattress  " 


Yale  Bedding  Co. 


290  Guy  St.,  Montreal 


LAMBS' 
WOOL 
MATTRESSES 


A  Hiji^h-j»rade  Canadian  Product  for 
Canadian  people. 


/'  '  A  R  l-ll'T'lJ  ,\'  sorted  lamb's  wool,  sci- 
^- — *  cntiricall\-  washed  and  carbonized  to 
ensnre  absolute  sanitation  and  perfect  re- 
siliency, is  the  (inly  tiller  used  in  this  hi^^h- 
grade  mattress.  Soft,  resilient  and  the  acme 
of  comfort,  it  has  won  the  confidence  of  the 
trade  wherever  it  has  been  tried.  We  also 
make  Royal  Box  Springs,  Kapok  and  Cot- 
ton Felt  Mattresses,  Down  Comforters, 
Down  and  Feather  Pillows,  Etc. 


Guaranteed  All  Pure 


The  Canadian  Feather  &  Mattress  Company 

Limited 

Toronto  Ottawa 


No.  20-42 


CEDAR  CHESTS 

OF 

Quality 

VVc  have  added  several  new  designs  and  now  manu- 
facture a  very  complete  line  of  Cedar  chests,  in 
Natural  and  Brown  Cedar  Finish,  also  in  Walnut 
Cedar  lined. 

In  view  of  the  increasing  demand  better  service  can 
be  given  you  by  placing  your  orders  early. 

Write  for  Folder  No.  23 

THE   GHESLEY    CHAIR  COMPANY  LIMITED,  Chesley,  Ont. 
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Crown  Quality 


A BEAUTIFUL  graining,  distinc- 
tive design  and  superior  workman- 
ship recommend  our  No.  720  suite 
Walnut  (eight  pieces)  to  the  most 
particular  buyer.  Drawers  mahogany 
lined  with  centre  bearing.  Trimmings 
of  ' solid  brass  silvered.  A  suite  that 
should  be  a  feature  of  your  Spring- 
business. 


GROWN  FURNITURE  LTD. 

Preston    •  Ontario 


 Illllllllllil.llllllllllillllllllllllllllllllllllllllllllllllllllllllllllililllllllllllllirlllllll'lllllllllll^^ 


Why  your  customers  want 

"Onward"  equipped  furniture 

Nobody  who  has  evtr  used  "Onward"  furniture  shoes  would  dream  of  going  back  to  the  old-fashioned  footwsar 
for  their  furniture.    Why?    Because  they  know  that  "Onward"  furniture  shoes  save  wear  and  tear  on  floors  and 
carpets,  save  labor,  add  life  to  the  furniture  and,  in  addition,  look  better. 
People  who  never  gave  furniture  footwear  a  thought  before  are  now  insisting  on 

ONWARD 

SLIDING    FURNITURE  SHOES 

Many  of  Canada's  largest  hotels,  including  the  King  Edward,  Toronto,  Prince  Edward,  Windsor,  and  Mount  Royal, 
Montreal,  have  equipped  their  furniture  with  "Onward"  footwear. 


THIS   SALES   HELP  FREE 

This  window  card  13"  x  36",  beautifully  printed  in 
colors  and  displaying  Onward  Sliding  Furniture 
Shoes  of  different  types  will  make  an  attractive  dis- 
play in  your  window.  Ask  us  about  it :  it  will  pay 
you  to  do  Fo. 


If  you  want  to  put  your  furniture  sales  on  a  better 
footing  see  that  your  dealer  equips  all  your  furniture 
with  Onward  Sliding  Furniture  Shoes.  Stock  them 
yourself. 

Provided  in  all  styles  and  sizes,  glass  base  or 
smooth  metal  base.      Made  in  Canada  by 

ONWARD  MANUFACTURING  CO. 

Kitchener,  Ont. 


74 


FURNITURE  WORLD 


COLONIAL  CANDLESTICKS 


No.  73 

Height  21iy4  in. 
Base  Qi/n  in. 
Crystals    6  in. 


are  again  to  the  fore 


These  two  beautiful  numbers  are  solid  Ma- 
hogany, with  perfect  cut  glass  fittings,  and 
are  selected  from  a  wide  range  of  table  lamps, 
and  other  items  of  the  same  grade. 

Visit  our  showrooms,  when  in  the  city,  and 
see  our  lines  of  Art  Pottery,  Candles,  Antique 
Brass,  Mirrors,  etc. 


J.  H.  Walker  Limited 

Manufacturers'  Direct  Representatives 
32  Front  St.  West  -  Toronto 


"Our  lines  are  different^ 


W 


No.  75 
Heifjht    11 '/2  in. 
Base         5'A  in. 
Crystals    3^4  in. 


Can  we  be  of  service  to  you? 


We  want  our  subscribers  to  feel  that  the  FURNITURE  WORLD  is 
pubHshed  in  their  interests  and  it  is  their  right  to  command  our  services  free 
of  charge. 

There  may  be  certain  articles  which  you  cannot  find  in  these  advertising 
pages  that  you  would  like  to  have  information  on. 

You  may  want  manufacturers'  or  jobbers'  catalogues,  price  lists,  etc. 

You  may  want  other  information,  so  please  do  not  hesitate  to  use  this 
form. 

All  that  the  FURNITURE  WORLD  asks  in  return  for  any  service  it 
may  render  is  that  subscribers  buy  from  its  advertisers  and  mention  the 
FURNITURE  WORLD  when  buying. 


INFORMATION  WANTED 

The  Editor,  Furniture  World 

347  Adelaide  St.  West,  Toronto 


Date 


19. . 


Please  tell  me 


Name 


Address 


FEBRUARY,  1923 
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At  All  Good  Stores'' 

We  say  in  our  Advertisements  about 

Johnson's 
Polishing  Wax 

Paste  and  Liquid 


Do  you  stock  it?  It's  the  ideal  furniture  polish — imparts  a  hard, 
dry,  oil-less  finish,  which  will  not  thumb-mark  and  dust  cannot 
cling"  to  it.  But  it  does  more  than  merely  polish,  it  protects  with 
a  satin-smooth  transparent  coati  ng,  bringing  back  lost  lustre  and 
enhancing  the  beauty  of  the  natural  wood  grain. 


Johnson's  Wood  Dye,  Paste  Wood  Filler, 
Enamels,  Varnishes,  etc., 

are  all  of  the  same  high  standard  as  Johnson's  Prepared  Wax 

but  you  probably  are  familiar  with  them  too. 

Our  booklet,  "The  Proper  Treatment  for  Floors,  Woodwork  and 
Furniture,"  is  a  good  reference  book  to  have  in  your  store. 


FURNITURE 


S.  C.  Johnson  &  Son 

Limited 

"The  Wood  Finishing  Authorities" 
Winnipeg  BRANTFORD  Montreal 
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G.  L.  IRISH 

497  and  499  Queen  St.  W.,  Toronto 
Manufacturer 

Framed  Pictures,  Mirrors,  Floor 
Lamps,  Silk  Shades,  Serving  Trays, 
Polycrome  Book-ends,  Candle 
Sticks  and  Statuary. 

Write  for  illustrations 
and  particulars 


UPHOLSTERY  SPRINGS 

Highest  quality  Upholstery  Springs, 
made  from  the  finest  grade  High 
Carbon  Steel  Wire,  oil  tempered 
after  the  coiling  operation,  thus  in- 
suring uniform  strength  and  "No 
Set."  Remember,  the  quality  of 
your  High-Grade  Upholstering  de- 
pends entirely  on  the  quality  of  the 
springs  you  are  using. 

HELICAL  SPRINGS 

for  spring  bed  and  mattress  fabrics. 
Get  the  habit;  buy  Canadian  Springs. 

James  Steele,  Limited 

Cuelph  Canada 


EXAMINATION 

by 

The  Board  of  Examiners 

to  be  held  at 

Toronto,  Thur.,  Feb.  15th,  1923 

The  Government  Board  of  Examiners,  un- 
der the  Embahners'  and  Undertakers'  ACT, 
will  conduct  an  Examination  in  the  Anatomi- 
cal Section  of  the  University  Building,  Tor- 
onto, on  Thursday,  V  e  1)  r  u  a  r  y  15th, 
conimencins'  at  9.30  A.M.  and  will  continue 
on  h^riday.  J-'ebruary  16th. 

C  andidates  wishing  to  take  the  Examina- 
tion for  Qualification  and  Government  License 
will  send  in  their  a]i])lication  and  fee  of  $20.00 
to  the  Secretary.  iKit  later  than  h'eliruary  10th, 
1923. 

Blank  forms  of  application  can  be  had  on 
ap])]ication  to  the  Secretary. 

T.  E.  Simpson, 

Secretary-Treasurer, 
Sault  Ste.  Mario,  Ont. 


NEW  MOULDINGS  of  UNUSUAL  MERIT 


NOW  is  the  time  to  fresh- 
en up  your  last  year's 
stock  of  mouldings  with 
new  designs. 

(  )ur  1'^'23  line  is  complete 
and  atfords  you  an  almost 
unlimited  selection  of 
good  patterns. 

Send  in  your  order  today 
for  prom])t  shipment. 

PHILLIPS    MANUFACTURING  CO. 

LIMITED 


TORONTO 


CANADA 


FOR  BEAUTY  AND  UTILITY— GIVE  PICTURES 


incli 


No.  6132 — }i  incli 


No..  (ii:!3 — A  Dainty  Emlios.scd  Moulding  made  only  in  the  .sizes  shown.  It 
can  he  supplied  in  a  variety  of  finishes  and  is  very  effective  in  Fin.  120.,  viz, 
Powdered  Gold  Brown  Antique  with  high  lights  burnished  and  hollows  in 
soft  brown  tone. 


FEBRUARY,  1923 


Gendron    Manufacturing  Co.  Limited 

Children's  Vehicles 


Our  new  catalogue 
grade  'C  showing  all 
the  latest  in  INVALID 
CHAIRS  is  now  ready. 
If  you  care  to  receive 
one  please  send  us  your 
name. 

Rolling  chairs  are  a 
selling  spring  line. 


Should  you  not  have 
had  a  trip  to  the  big 
show  send  us  your  name 
and  our  traveller  will 
call  on  you  showing  all 
our  line. 

Our  trade  mark  is  your 
guarantee  of  a  perfect 
product. 


No.  353 


The  Gendron  Manufacturing  Co.  Ltd.,  Toronto 


A  Mirror  for  Every  Room — 

A  mirror  catches  the  spirit  of  a  room  and  makes  it  smile  in  spite  of  shadows. 

Delightful  possibilities  lie  in  the  judicious  placing  of  mirrors.  Try,  for  instance 
hanging  a  mirror  in  a  dark  corner,  and  observe  the  magic  it  works  in  a  small  room. 

MATTHEWS  BROS.,  LIMITED 


1906  DUNDAS  ST.  WEST 


The  Big  Canadian  Moulding  Manufacturers 


TORONTO,  CANADA 
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Ch 


airs 


Chairs  in  the  average 
home  receive  more  than 
their  share  of  abuse  and 
when  the  work- 
mansliip  a  n  d 
design  does  not 
take  this  into 
account  the  re- 
sult is  sure  to 
be — dissatisfac- 
tion. Von  nev- 
er hear  com- 
plaints about 
Ball  chairs  be- 
cause we  make 
durability  one 
of  their  out- 
stan  ding  fea- 
tures. 


Ball  Furniture  Co.,  Ltd. 

Hanover    -  Ontario 


Rishel  Sanitary 
"Ventibestos"  Table  Mats 

Orders  Filled  Promptly  by  Express  or  Freight 

We  make  any  size  or  shape  without  additional 
expense.    Send  us  your  patterns. 


The  ONLY  Mat  with 
a  centre  of  CORRUGAT- 
ED ASBESTOS. 

Our  mats  are  five  ply 
consisting  of  one  heavy 
sheet  of  corrugated  as- 
bestos between  two 
heavy  shets  of  wool  felt. 
These  are  firmly  quilted 
together  and  enclosed  in 
a  removable  flannel  cov- 
er. The  cover  consists 
of  white  cotton  flannel 
on  one  side  and  green 
Kearsage  Plush  on  the 
other.  There  is  no  pos- 
sibility of  marring  the 
table  top  when  our  Ven- 
tibestos   mats    are  used. 

Round  or  square  are  the 
same  price.  Unless 
specified  will  always  ship 
round  mats. 

Orignated  and  sold 
only  by  us.  This  Solid 
Fumed  Oak  Display 
Rack  absolutely  free  to 
our  dealers.  Write  us 
for  particulars. 


100  per  cent  Efficient 
The  Silent  Salesman 


Special  attention   given   to   Canadian  orders. 

J.  K.  RISHEL  FURNITURE  CO. 

WILLIAMSPORT,  PA. 
Dining  and  Bed  Room  Suite* 

"We  make  all  our  own  Chairs  and  Dining  Tables." 


GUARANTEED 
CHESTERFIELDS  and  EASY  CHAIRS 


W.  J.  ARMSTRONG,  LIMITED 

GUELPH,  ONT 


FEBRUARY,  1923 


No.  485E  Bedroom  Suite  (Queen  Anne) 
Birch — White  enamel,  ivory,  etc.,  finish.     Plain   British   Plate  Mirrors 


T  F  you  want  well-designed  well-built  furniture 
at  a  price  your  trade  can  afford  to  pay — 
look  over  the  Knechtel  line. 

As  a  sales  and  prestige  builder  Knechtel  has  a 
reputation  that  extends  from  coast  to  coast. 
It  is  a  nationally-known  line  that  increases  in 
popular  favor  with  each  passing  year. 

Our  suites  in  Two-Tone  Birch  (Walnut)  shown 
at  the  Exhibition  were  very  favorably  com- 
mented upon  and  substantiated  by  good  orders. 
They  are  going  to  be  leaders  in  1923. 

You  could  not  do  better  than  to  get  full  par- 
ticulars in  time  for  the  Spring  trade. 


THE 


KNECHTEL  FURNITURE  CO 

LIMITED 

HANOVER  ONTARIO 


FLAT    CURTAIN  RODS 


They  Stay  Put 


All  types  of  curtain  rods  can  also  be  furnished  with  combination  brackets 


Notice  the  compact  bracket  of  the  double  rod 


The  triple  rod  provides  for  more  elaborate  window  draping 


The  KANT-FALL  rod  for  French  doors  and  casement  windows 


i:_..L 


The  KANT-FALL  sash  rod — simple  and  secure 


\\)uv  customers  will  like  KAXT- 
l'"ALL  flat  curtain  rocls  because  they 
are  both  effective  and  >ini])le. 

A  KANT-FAIJ,  rod  can  not  be  ac- 
cidentalh'  dislodged.  'I"he  curtains 
can  be  cleaned  or  adjusted,  and  the 
window  casing-  dusted  without  knock- 
ing the  rod  from  the  l)racket. 

Yet  a  child  can  put  up  or  take  down 
a  KANT-FALL  rod.  Merely  push  the 
rod  on  to  the  bracket  and  it  stays.  A 
pull  straight  away  from  the  casing  re- 
moves it. 

KANT-FALL  brackets  are  easily 
put  up.  There  are  no  c  o  n  f  u  s  i  n  g 
"rights"  and  "lefts."  Nor  are  there 
any  delicate  parts  to  be  bent  out  of 
place. 

You  can  satisfy  yourself  and  your 
customers  as  to  finish  of  KANT-FALL 
rods.  Twist  one.  The  finish  will  not 
crack  or  peel. 

The  KANT-FALL  rod  is  a  (|uality 
rod  at  a  price  that  will  interest  vou. 


THE  Rant  t ALL  bracket  with  its  bull-dog  grip 


Friction  here 


This  is  the  KANT-FALL  bracket,  with  its  three-way  grip.  As 
the  rod  slips  onto  the  bracket  a  friction  grip  at  the  three  points  in- 
dicated by  the  arrows  holds  it  firmly  in  place.  Only  a  pull  straight 
awav  from  the  window  casing  will  remove  the  rod  from  the  bracket. 


Friction  here 


Friction  here 


Send  for  illustrated  folder  and  price  list  containing  styles,  numbers  and  lengths 

Sturgis  Baby  Carriage  Co.,  Limited 

345  Sorauren  Ave.,  Toronto 


FURNITURE 
WORLD 


The 
TradelndeK 

^/ 

liirnishin^ 

and 

Decorofion 
in  Canada 


1^ 


^\    1  i 


HufSli  C. MacLea.ri  P-oblicatiojis  Limited 


?yesof      Vol  XIII 


Toronto,  March,  1923 


No.  3 
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Be  in  the  Swim 


All  over  Canada  dealers  are  handling-  I'ischinan  pmdvicts 
and  making  excellent  profits.  There  is  no  reason  why  yon 
•cannot  be  doing  the  same.  Glance  over  this  list  and  see  it 
there  isn't  something  your  trade  is  looking  for. 

X'entilated  Spring  Mattresses,  \'entilated  Box  .S])rings. 
\'entilated  combined  Box  Springs  and  Mattresses,  Ventilated 
Spring  Pillows,  Spring  Upholstering  Cushions,  Upholstering 
Constructions.  Auto  Seats,  Spring  Rosettes.  Chair  Pads,  etc. 

Prices  and  full  details  promptly  forwarded. 


FISCHMAN  SPRING  COMPANY 

KITCHENER         -  ONTARIO 


Because  they  have  to 

have  the  Best — 

The  King  Edward  Hotel,  Toronto  has  equipped  its  furniture  with  "Onward"  footwear.  The  Prince  Edward 
Hotel,  Windsor,  the  Mount  Royal  Hotel,  Montreal,  the  Royal  Connaught,  Hamilton,  and  many  other  hotels, 
liave  also  chosen  the  "Onward." 


Tliis  is  a  striking  testimony  to  the  merits  of  the  "Onward"! 
furniture  footwear  it  was  a  foregone  conclusion  that  the 


Of  course,  wlien   compared   with   tlie  old-st\'Ie 


ONWARD 

SLIDING    FURNITURE  SHOES 


should  get  the  preference  and,  if  you 
quickly  convince  those  who  do  not 


WORTH  DOLLARS  TO  YOU 

TIlis  13  .s  30"  window  cut  out.  in  lieautiful  colours, 
will  be  an  attractive  money  getter  if  displayed  in 
your  window.  Find  out  how  to  get  it.  It  costs 
you  nothing. 


will  shew  your  customers  the  advantages  cf  the  "Onward,"  you  will 
already  know  it. 

.\n  ocular  demonstration  will  show  them  why  tlie  "Onward"  can- 
not scratch  floors  or  tear  carpets:  wliy  you  can  move  furniture  so 
easily  with  the  "Onward"  furniture  shoes  and  why  the  "Onward" 
eliminates  rickety  legs  and  loose  jointings. 

Tell  \-onr  manufacturer  you  must  have  Onward  Sliding  Furniture 
.Shoes  on  all  your  furniture.  Keep  a  stock  on  hand  yourself. 
Made  in  all  styles  and  sizes.     Glass  base  or  smooth  metal  base. 

ONWARD  MANUFACTURING  CO. 

Kitchener,  Ont. 


MARCH,  1923 
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KITCHENER  —  WATERLOO 


Truly  Canadian-Made  Furniture 

Everything  that  goes  into  the  manufacture  of  this  Jacques  Bedroom  Suite  (No. 
100)  is  produced  in  Canada.  Made  of  Elm,  artistically  designed,  honestly 
constructed,  and  beautifully  finished  in  two-tone  walnuts  that  carries  an  ir- 
resistible appeal.    It  means  business — greater  volume  at  larger  margins  for 

discriminating  retailers.  In 
stock  for  immediate  de- 
livery. 


Specifications: 

Dresser — 
Top  44  X  21 
Mirror  30   x  24 
Height  66  inches. 

Chiffonette — 
Top  34  X  20 
Height  54  inches 

Dressing   Table — 

Top  42  X  19 
Mirrors  2«  x  16  and  20  x 
Height  54  inches. 

Bed- 
Height  51  inches 
Slat    54  inches. 


THE  JACQUES  FURNITURE  CO,  LIMITED 

:-:  ONTARIO 


KITCHENER 
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FURNITURE  WORLD 


WATERLOO 


BUSINESS  WEATHERVANE 


The  General  Prosperity  of  the  Dr)minion  is  l)einK  reflected  in  the  continued 
stri'njrth  of  the  liond  Market  in  Canada.  Conditions  are  sufficiently  stable  to  offset 
any  <tisturbance  that  mi^ht  otherwise  be  caused  by  an  unsettled  European  situation. 
It  is  intertstin;x  to  observe  how  prices  have  strentrthened  during  the  last  two  years 
of  readjustment.  Two  years  apo  this  month  1934  maturity  Victory  Bonds  were 
ouoted  on  the  exchange  at  04''/i-96  as  compared  with  their  present  price  of  103. 


—  Mail  and  Empire,  February  2*!.  11l2'i. 


Lamps  and  Decoration 


It  is  bccoiniufj  increasingly  more  evident  that  the  decorative  Lamp  plays  a  larye  part  in  the  scheme  of  Home 
Fnrvishiny. 

A  Living  Room  without  a  decorative  lamp  and  silk  shade  is  practically  unthinkable  now-a-days.  One  would  as 
soon  think  of  furnishing  without  a  Chesterfield,  or  the  Fire-place,  or  the  Table,  as  furnish  without  portable  lamps. 

And  styles  are  changing  in  Lamps.  Now  it  is  the  Chesterfield  Lamp,  or  "Junior,"  set  beside  or  immediately 
behind  the  Chesterfield,  and.  of  a  lower  height,  so  that  the  light  is  concentrated  on  the  reading  matter,  or  sewing,  or 
other  subject  at  hand.  And  the  adjustable  Bridge-arm  Lamp  for  the  Arm  Chair,  which  can  be  set  so  that  the  light 
shall  strike  the  magazine  or  book  one  is  reading  at  just  the  right  angle. 

Illumination!  is  one  of  the  new  engineering  sciences,  but  in.  working  out  the  problems  of  lighting  a  room,  or  a 
series  of  rooms,  the  decorative  value  of  lamps  is  now  at  no  time  overlooked.  Beautifully  finished  lamp  shafts,  with 
decorativcly  designed  and  properly  blended  color  combinations  and  materials  in  the  shades,  make  these  lamps  a 
necessary  adjuyict  to  almost  every  ivell-furnished  room.  They  provide  a  part  of  the  decorative  scheme,  and  part  of 
the  lighting,  a  really  good  part,  too,  at  the  same  time. 

But  it  is  necessary  that  these  lamps  be  well  designed,  well  made  and  finished,  for,  being  a  more  or  less 
isolated  object,  they  invite  more  interest  and  inspection  than  any  other  part  of  the  furnishings. 

Let  us  show  you  the  new  finishes  and  styles  of  shafts,  and  the  new  shapes  and  combinations  for  shades.  They 
have  an  all-year-round  appeal  previously  not  anticipated. 


BAETZ  BROTHERS  SPECIALTY  COMPANY  LIMITED. 


Kitchener,  Ont.,  March,  1923. 


Managing  Director 


Associated  with 


ANTHES  BAETZ  FURNITURE  CO.  LIMITED 

Dining  Room  and  Chamber  Furniture 


BAETZ  BROTHERS  FURNITURE  CO.  LIMITED 
Living  Room  Furniture. 


Salesmanship 


Bill. — How  do  you  manage  to  sell  so  many  vacuum  cleaners  ? 

Jack, — My  method  of  approach,  entirely.  I  begin  my  sales  argument  by  saying 
"Madame,  I  have  called  to  enable  you  to  spend  every  afternoon  at  the  Movies. 


"Canada's  Greatest  Furniture  Centre'' 


MARCH,  1923 
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KITCHENER  —  WATERLOO 


Exceptional  in  Quality  ---  Attractive  in  Price 


Arm  Chair 

Height        38  in 
Width 
Depth 


54  in. 
36  in. 


High  Arm  Chair 
Height  41  in. 
Width  54  in. 
Depth  36  in. 


This  suite  (No.  872)  is  one  of  our  latest  Chesterfield  productions.  Hand 
carved  in  Walnut  and  Mahogany  finishes ;  covered  in  high  grade  tapestries 
or  two  tone  mohair,  as  shown,  and  filled  with  best  materials,  it  has  proven  a 
strong*  seller  wherever  shown.  Dealers  desiring  good  profits  and  rapid 
turnover  should  get  particulars. 


Chesterfield— Height  38  in.;  Width  96  in.;  Depth  36  in.; 


THE  LIPPERT  FURNITURE  COMPANY,  LIMITED 

KITCHENER  —  ONTARIO 


"Canada's  Greatest  Furniture  Centre'' 


FURNITURE  WORLD 


KITCHENER  —  WATERLOO 


Made  in  Canada 


Equal 
to  the 
Finest 


iiiiiNiiiiiiiiiiiiiiiiiiiiiiiiiNiiiiiiiiiniiiiiiiiiiiiiiiiiuiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiu 


No.  21  Rocker 


Canada  produces  furniture  equal 
in  every  respect  to  that  offered 
by  the  world's  leading  markets. 
An  inspection  of  any  of  the 
H.  Krug  lines  will  bear  this  out. 

Illllllllllllllllllllllllllllll  1lllllllllllllllllllilllllllll!li!llllll1liill|{||llllllllllllll!llllllllllill!lllllllll!IIIIIN 

The  H.  Krug  Furniture  Co,  Limited 

Kitchener,  Ontario 


^'Ganada'wS  Greatest  Furniture  Centre^' 

 i 


MARCH,  1923 


Furniture  That  Lasts 

Nine  out  of  ten  of  your  customers  must  choose 
furniture  on  exterior  appearances  only.  They 
know  little  or  nothing  about  the  under  construc- 
tion, or  what  is  hidden  from  the  eye.  Their  pro- 
tection in  these  matters  rests  entirely  upon  your 
knowledge  and  good  judgment. 

If  you  have  allowed  your  choice  to  fall  on  De  Luxe 
Upholstered  Furniture  ''the  furniture  that  lasts" 
there  can  be  no  doubt  as  to  their  ultimate  satis- 
faction. 

DeLUXE  UPHOLSTERING 
COMPANY,  LIMITED 

Kitchener       -  Ontario 


^^Canada^s  Greatest  Furniture  Centre'^ 
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KITCHENER  —  WATERLOO 


THE  HOME  OF  QUALITY  MATTRESSES 

Where  Quality  Means  Everything 

Everybody  demands  qualit_\-  in  a  mattress.  They  ma\-  he  induced  to  buy 
inferior  articles  in  other  lines  but  they  take  no  cliance  on  mattresses. 
"Quality"  mattresses  represent  the  highest  development  yet  attained. 
Modern  sanitary  methods  are  used  in  the  production  of  the  finest  fillings 
while  the  coverings  are  in  every  case  attractive  and  long-wearing. 


This  Trade  Mark  on  our  goods  is  your  guaran- 
tee against  inferior  and  unsanitary  mattresses. 


WATERLOO   BEDDING   COMPANY  LIMITED 

WATERLOO    -  ONTARIO 


^^Canada's  Greatest  Furniture  Centre" 


^Y^EARS  ago  we  produced  our  first  furniture  based  upon  the  as- 
sumption  that  quahty  comes  first. 

The  instant  approval  of  trade  and  public  at  that  time  was  the  com- 
mencement of  a  gratifying  and  sustained  success. 

Today  we  are  making  a  line  of  furniture  which  enjoys  a  national  re- 
putation for  excellence. 

MALCOLM  &  HILL,  LIMITED 

KITCHENER      -  ONTARIO 


'^Canada's  Greatest  Furniture  Centre'' 
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FURNITURE  WORLD 


This  Stamp  Is  Your  Guarantee 

Your  customers'  confidence  is  an  intangible  asset  which  cannot  be  counted  in  dollars 
and  cents,  yet  is  none  the  less  necessary  for  permanent  success.  When  confidence 
in  your  store  and  your  furniture  is  won  the  rest  is  easy.  This  is  where  you'll  appreciate 
the  GUARANTEED  quality  of  Beaver  furniture.  Every  piece  that  bears  our  trade- 
mark is  backed  tnircscrvedly  by  us  and  is  worthy  of  your  highest  recommendation. 
The  satisfaction  they  always  give  ensures  your  customers'  continued  patronage  and 
steady  profits  for  you. 

Write  For  Particulars 

BEAVER  FURNITURE  COMPANY  LIMITED 

KITCHENER,  CANADA 


'T^HE  Art  Line  of  Dining-Room  and  Bedroom  Furniture  is 
true  to  the  best  traditions  that  embody  beauty  in  design, 
durability  in  construction  and  finish  at  popular  prices. 


ART   FURNITURE    COMPANY  LIMITED 

KITCHENER      -  ONTARIO 


"Canada  s  Greatest  Furniture  Centre" 


MARCH,  1923 
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An  Extra  Room— 

at  No  Extra  Rent 


£"Ae  in  visible 


Advertisements  regul- 
arly appear  in; — The 
Saturday  Evening  Post, 
Designer,  Woman's  Home 
Companion,  Delineator, 
Ladies'  Home  Journal, 
Pictorial  Review,  Good 
Housekeeping,  American 
Magazine,  MacLean's 
Magazine  of  Canada.  , 


npHE  prestige  which  attaches  to  the  Kroehler 
-■-  Daven-0  is  a  wonderful  aid  in  selling  this 
nationally-advertised,  nationally-known  line. 
Everyone  seems  to  know  either  by  experience 
or  hearsay  that  Kroehler  Daven-O's  are  the 
last  word  in  Davenport  beds.  And  when  they 
become  a  purchaser  they  are  not  disappointed 
for  every  Kroehler  Daven-0  more  than  lives 
up  to  its  reputation.  The  comfort  and  utility  is 
a  revelation.  Are  you  planning  to  get  your 
share  of  this  profitable  business? 


Nationally  Advertised 

Kroehler  Manufacturing  Company,  Ltd. 

Stratford  Ontario 


OB 
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Furniture  That 
Appeals  to  the 
Woman  Buyer 

IN  the  selection  of  a  suite 
of  furniture  it  is  almost 
invariably  the  woman's 
choice  which  is  taken. 
Beauty  of  design  and  finish 
must  be  there  and  evidence 
of  careful  workmanship  or 
the  suite  will  be  rejected. 
Her  sense  of  value  is  keen, 
she  knows  good  furniture 
and  demands  it.  Make 
your  appeal  to  her. 

The  fact  that  her's  is  the 
final  choice  with  ninety  per 
cent  of  all  furniture  sold 
accounts  in  some  measure 
for  the  popularity  of  the 
Stratford  Chair  line  for  the 
qualities  she  appreciates 
most  are  present  in  every 
piece. 

A  card  will  bring  our  catalog 


No.  ()i>2  (Cabinet 


The  Stratford  Chair  Company 

Stratford      -  Ontario 


i 
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Showing  the  New  Universal  Design 

In  Quartered  Oak,  Imitation  Mahogany,  Imitation  Walnut 


Boost  the 
Universal" 

It  Will 
Boost 
Your 
Sales 


The  Bookcase  is  taking  an  in- 
creasingly prominent  place  in 
the  home  and  much  of  its  popu- 
larity is  due  to  the  new  Universal- 
Beauty  and  utility  form  a  happy 
combination  in  this  Globe-Wer- 
nicke  model.  It  is  at  once  a 
handsome  piece  of  furniture  and 
a  storehouse  for  treasured  books. 

The  dealer  profits.  By  display- 
ing one  prominently  he  attracts 
to  his  store  the  best  class  of  trade 
— people  who  can  afford  to  buy. 
A  small  order  will  prove  it. 

Let  us  send  you  our  catalog 


STRATFORD  ONTARIO 
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One  of  The  Biggest  Values 


TWO-TONE  WALNUT 

Here  is  a  bedroom  suite  which 
we  firmly  believe  is  one  of  the 
most  outstanding-  values  the 
furniture  trade  will  see  this 
year.  It  is  handsomely  design- 
ed in  the  popular  two-tone  wal- 
nut style,  and  in  workmanship 
and  finish  is  equal  to  the  finest. 
This  suite  is  very  attractively 
priced  and  is  now  ready  for 
shipment. 


The  McLagan 


Company 
STRATFORD 


Bed  607B 


Rocker  609R 


MARCH, am 
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You'll  See  in  1923 


SUITE  NO.  600 

McLagan  Grand  Master  Furni- 
ture has  long  held  a  distinctive 
place  in  the  furniture  trade. 
The  name  ''McLagan"  has  come 
to  be  synonymous  with  the  new- 
est in  furniture  designs,  the  fin- 
est in  workmanship  and  qual- 
ity, and  the  greatest  in  values. 
Liberal  consumer  advertising 
has  also  played  its  part  in  mak- 
ing it  first  in  salability. 


Furniture 

Limited 
ONTARIO 


Bench  609B 


Chair  609 


Chifforobe  603 
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Imperial  Rattan 
is  Enjoying  a 
Tremendous  Vogue 

All  indications  point  to  the  com- 
ing season  as  the  biggest  ever 
experienced  in  this  class  of  furn- 
iture. For  the  merchant  who 
can  tempt  his  customers  with 
these  new  Imperial  designs,  big 
things  are  in  store. 


You  would  do  well  to  let  us  forward  full  particulars  without  delay 

THE  IMPERIAL  RATTAN  COMPANY,  LIMITED 

STRATFORD  ONTARIO 


How  Is  Your  Stock  of  Summer 
Furniture  


The  first  signs  of  spring  will  start  householders  thinking  of  the  warm 
days  in  the  open.  That  means  business  for  the  furniture  dealer  who 
sells  Stratford  summer  furniture.  Are  you  ready  for  the  coming 
season?  Now  is  the  time  to  look  over  your  stock,  fill  up  broken  lines 
and  complete  your  assortment  with  new  numbers.  Make  up  your 
order  and  send  it  in  now  so  you'll  be  prepared  when  the  time  comes. 
Delay  may  mean  disappointment. 


■■n 


The  Stratford  Mfg.  Co.,  Limited,  Stratford,  Ont. 


MARCH,  1923 
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"  Dealer  Influence  " 

versus 

"Influencing  the  Dealer" 


THE  entire  advertisings  world  has  come  to  accept  what 
the  manufacturing  Avorld  has  long  felt — namely,  that 
the  key-note  of  all  advertising  and  merchandising 
success  is  predicated  on  "dealer  influence." 

However,  about  ninety  per  cent  of  the  advertising  preach- 
ment today  is  that  advertising  TO  SOME  ONE  ELSE  is 
the  thing  that  will  influence  the  dealer.   It  isn't. 

From  hundreds  of  competitive  products  in  each  of  thou- 
sands of  different  lines  the  merchant  must  select  that  as- 
sortment of  merchandise  on  which  he  can  build  and  hold 
his  trade  in  competition  with  his  fellow  merchants. 

His  service  of  selection  is  greater  than  his  service  of  dis- 
tribution, for  upon  his  selective  ability  depends  his  entire 
success.  He  is  not  a  slot  machine.  He  is  an  independent 
power. 

If  there  is  anything  at  all  in  advertising,  then  it  should 
work  on  a  merchant  as  readily  as  on  a  manicurist — and  it 
does.  And  when  you  have  "sold"  the  merchant,  you  have 
automatically  sold  his  customers. 

If  you  don't  believe  it,  spend  half  an  hour  in  a  furniture 
store  and  sefe  for  yourself. 


The  logical  medium  through  which  to  reach 
the  Dealer  is 

Furniture  World 

"The  Magazine  of  Better  Furniture  Merchandising" 
Circulation  from  Coast  to  Coast.    Offices  in  Toronto,  Montreal,  Winnipeg,  Vancouver. 


orKirnitTire 
and  allied  lines 
a:;  sold  on -the 
recommendation 
oftheRet^l 
A\ercKanV 

In  the  eyes  of 
the  Consumer 
he  is  resjKfflsible 


FURNITURE  WORLD 


The  "Ganopeasy  Ghair"_   Patented 

Canopy  and  Chair  opens  or  folds — with  one  movement 


\()  (lisjjlay  i)\  C  ;uni)  and  [.awn  I'lirnilure  is 
complete  uitliiiut  llie  Canopeasy  Chair.  It  is 
neat,  attractive,  slronf;-  and.  comfortable. 

An  Early  Display  of  ouv  Summer  Furniture, 
Cots,  Tables,  Chairs,  etc.,  will  brin^'  you  Pro- 
fitable lUisiness — Be  ])rei)are(l  for  the  demand — 
(  )rder  Marlv — ( Jrder  Now. 


Manufacturedj^  The  Ottcrvillc  Maouf actuHng  Co.  Limited 

Otterville       -  Ontario 


.As^ain  we  have  >trncl<  a  pi)|)n]ar  note  in  ( 'lieslerlicld  de^i^i^n  .'ind  conslrnction.  .Xo.  '^08  shown 
above  ha:^  called  forth  tlie  admiration  of  all  who  lia\e  seen  it.  Produced  in  niahotjany  or  wal- 
nut finish,  it  is  well  up  to  the  high  .-.tandard  for  which  all  our  lines  are  known. 

Let  us  send  you  particulars 

THE  QUEEN  CITY  FURNITURE  CO.,  LIMITED 

27-53  Vine  Ave.      West  Toronto 


MARCH,  1923 
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''The  End  of  a  Perfect  Day 
is  but  the  Beginning  of 

a  Perfect  Night" 

— for  those  who  sleep  on  the 

"ANTISWAY" 


30  Nights'  Free  Trial  ■   -  20  Year  Guarantee 

When  the  patent  ''Antisway"  feature  of  this  spring 
was  invented  the  acme  of  sleeping  comfort  was 
achieved.  It  absolutely  ehminated  the  misery  of 
sagging  springs.  For  no  matter  what  weight  is 
applied,  the  level  and  flexibility  is  maintained. 

Why  not  write  us  now  ? 

ESTABLISHED  1905 

Progress  Spring  Bed  Manufacturing  Co. 


Head  Office 
146-154  Cadieux  St. 
MONTREAL 


Branch 
590  King  St  West 
TORONTO 
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Refrigerator  on  the  Market 

"I'^rost  Iviver"  is  the  answer  tu  the  aiL^c-old  prohleni  iA  hcjme  refrigeraticm 
and  a  splendid  business  Iniilder  for  the  Dealer.  Its  self-evident  beauty  and 
streno-th  of  construction  attracts  immediate  attention  while  a  short  demon- 
stration of  its  many  sanitary  and  economical  features  makes  a  "Frost  River" 
enthusiast  out  of  the  most  skeptical  prospect. 

"Frost  River"  is  Iniilt  of  galvanized  sheet  steel  with  removalMe  tinned  wire 
shelves  in  its  white  enamelled  food  chamlier.  Outside  drainage  and  scientific 
ventilation  prevent  food  contamination,  while  perfect  insulation  enables 
16  pounds  of  ice  to  last  67  hours — this  by  actual  test. 

Show  your  customers  these  features — emphasize  the  lifelong  saving  in  elim- 
inated food  spoilage  and  smaller  ice  bills  "Frost  River"  brings — and  enjoy 
the  best  refrigerator  sales  in  the  history  of  your  business. 

Write  today  for  prices  and  fully  illustrated  "Frost  River"  literature 


Established  1860 

Head  Office  and  Factory  :  Montreal 
Branches  : 

Toronto  Winnipeg  Calgary  Vancouver 


PAViDSON 


MARCH,  1923 


No.  6218  Chesterfield 


worthy  of  a  place  in  the 
finest  homes 

QUALITY — inside  and  out — has  long- 
been  an  outstanding-  characteristic 
of  this  line,  and  nowhere  is  it  more 
evident  than  in  our  upholstered  furni- 
ture. An  "all  hair"  filling-  is  used  for 
these  pieces,  ensuring-  real  comfort  and 
satisfaction.  The  workmanship,  too,  is 
of  an  exceptionally  hig-h  standard  and 
shows  an  attention  to  detail  found  only 
in  the  finest  creations. 

C.  F.  M.  furniture  always  finds  a 
ready  sale,  for  it  is  worthy  of  a  place  in 
the  finest  homes  and  sells  at  a  price 
which  is  not  the  least  attractive  of  its 
many  admirable  features. 

We  Invite  Your  Enquiries 


FurnitureM 


AN  ADA  ruRNiTURE  Manufacturers 


Limited 


HEAD  OFFICE,  WOODSTOCK 

Permanent  Show  Rooms — Toronto,  Factories  at  Woodstock,  Walkerton,  Wingham, 
Waterloo,  Kitchener,  Seaforth.  Western  Distributing  Warehouse:  Winnipeg,  Man. 
Montreal  Selling  Office:     364  University  St. 
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A  Beautiful  Walnut 
— ^made  of  Maple! 

Many  people  admire  Walnut  who  cannot 
afford  to  buy  it — but  there  is  no  one  who 
cannot  afford  '^MEAFORD"  Walnut,  and 
very  few  who  would  say  it  was  one  whit 
less  beautiful  than  the  genuine.  To  those 
who  saw  it  for  the  first  time  at  the  Furnit- 
ure Exhibition  it  was  a  revelation. 

The  selling  value  of  ''MEAFORD"  M^alnut 
made  up  in  a  suite  like  the  one  illustrated 
cannot  be  overlooked  by  the  alert  merchant. 
If  you  haven't  full  details  at  hand,  get  in 
touch  with  us  now. 


THE 

MEAFORD  MANUFACTURING  CO, 

MEAFORD,  ONT. 


LIMITED 


MARCH,  1923 
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Gold'Seal  CONGOLEUM 

Art-Rugs  and  Floor-Covering 


Other  merchants  are 

making  big  profits  on 
Gold -Seal  Rugs- — 
not  you? 


Gold-Seal  Congoleum  Rugs  sell  fast. 
Six  times  a  year  is  not  an  unusual  turn' 
over  for  the  average  enterprising  dealer. 
That  means  six  good  profits  a  year  on 
his  investment. 

And  it  need  not  be  a  very  large  in^ 
vestment,  either.  Representative  intro- 
ductory assortments  of  several  patterns 
and  si2,es  can  be  delivered  to  you  at 
anywhere  from  $50  to  $100. 

Easy  to  Display 

These  fast'selling  rugs  need  only  small 
space  for  display.  Several  of  them  placed 
on  end  and  grouped  together  make  a 
very  pretty  display  with  their  beautiful, 
attractive  patterns  and  colors.  Give 
them  just  a  few  square  feet  in  some 
good  location  of  your  store — and  they'll 
sell  themselves. 

When  it  comes  to  delivery,  you  have 
no  trouble  at  all,  for  each  rug  comes 
already  wrapped  in  a  compact  individ' 
ual  roll.  You  can  keep  a  reserve  stock 
in  a  very  few  square  feet  of  storage 
space  and  draw  upon  it,  instead  of 


shipping  from  your  display  goods,  if 
you  wish. 

In  addition  to  the  room'siz,e  rugs  and 
smaller  mats,  there  is  also  Gold- Seal 
Congoleum  BythcYard,  made  in  roll 
form,  two  yards  wide. 


Here  are  some  of  the  reasons  why 
Gold-Seal  Congoleum  Rugs  are  the  fast- 
est selling  floor-coverings  in  Canada. 

1.  They  are  appropriate  for  every  room 
in  the  house. 

2.  The  beautiful  designs  and  colors  rival 
those  of  the  most  expensive  woven  rugs. 

3.  The  heavy  "enamel"  finish  on  the 
high  quality  fabricfelt  base  makes  a  dura- 
ble,  easy-to'clean  surface  that  appeals  to 
every  woman. 

4.  They  are  absolutely  waterproof, 
gernti'proof  and  moth'proof 

5.  All  Gold'Seal  Congoleum  lies  flat 
without  fastening. 

6.  Every  rug  is  unconditionally  guar' 
anteed  by  the  famous  Gold  Seal  which 
pledges  "Satisfaction  Guaranteed  or  Your 
Money  Back." 


Other  merchants  are  making  big  profits  on  Gold-Seal  Congoleum. 
Why  don't  you  ?  Our  Sales  Promotion  Department  is  at  your 
service.    Write  us  for  any  information  or  assistance  you  require. 

Congoleum  Company  of  Canada,  Limited 

1270  St.  Patrick  St.,  Montreal,  Quebec 
Made  in  Canada  —  by  Canadians- — for  Canadians 
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COOMBE  QUALITY  FURNITURE 

Here  is  an  excellent  example 
of  how  the  most  ])ractical 
household  article  can  I)e  made 
exce])tionally  heautifnl.  Are 
yon  featuring'  it? 

^, — „„_„„_„„_„„ — ,„_„„_,„_„„_»„_,,„ — f 
I  No.  17431/^ 

]        Tea  Wagon  I 

I  1 

J  Hand  Decorated  j 

I       Oriental  pattern  on  re-  1 

I  gular  Walnut  or  Mahog-  1 

j  any     finish.      Finish    is  I 

!  perfectly  smooth. 

^ — „ — „„_„„_,,„_„„ — , — ,„ —  ,,4. 

The  F.  E.  COOMBE  FURNITURE  GO.  Limited 

Kincardine  -  Ontario 


You  Can  Satisfy  Any  Customer 
With  Rudd/s  "Rest  Assured"  Line 

Ruddy's  "Rest  Assured"  Line  of  bed  springs  gives  you  an  assortment  that  is  at  once 
complete  enough  to  meet  any  demand  and  each  article  has  distinctive  sales-compel- 
ling features. 

The  line  includes: 

Ruddy's  "Luxury"  Spring — the  most  luxurious  and  restful  spring 
it  is  possible  to  build.   For  those  who  want  the  best. 

Ruddy's  Woven  Wire  Spring — rugged  and  and  durable,  won't  sag, 
sway  or  rattle. 

Ruddy's  Link  Fabric  Spring — very  comfortable  and  retains  its 
shape  for  years. 

Ruddy's  "Adjustable"  Spring — easily  adjusted  to  any  degree  of 
resilience. 

Write  for  complete  information  on  the  "Rest  Assured"  line. 

Ruddy  Manufacturing  Co.,  Limited 

Manufacturers  of  the  celebrated  Sellers  Kitchen  Cabinet 

Brantford,  Canada 


MARCH,  1923 
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Specializing  on  Manufacturing 
Has  Economic  Advantages 

The  C.  E.  O.  Combination  Specialize  in  matched 
Dining  Room  Suites  in  specially  neat  designs,  mod- 
erately priced. 


C 


hesley  Furniture  Co.  Limited 

CHESLEY,  ONT. 


Manufacturers  of  Extension  Tables  in  a  variety  of 
Designs  including-  the  Popular  TILT  TOP  which  has 
many  advantages  over  Stationary  Tops.  Also  the 
TWIN  PEDESTAL  having  two  complete  Pedestals  the 
BEST  TOP  SUPPORT  POSSIBLE  in  Pedestal  Table 
Construction. 


E 


Imira  Furniture  Co.  Limited 

ELMIRA,  ONT. 


Manufacturers  of  DINING  ROOM  Chairs  in  a  large 
variety  of  Styles  in  different  Woods  and  FinisheSo 
WELL  UPHOLSTERED  LARGE  SIZE  SEATS, 
DOME  GLIDES,  STRONGLY  CONSTRUCTED, 
GLUED  AND  SCREWED  CORNER  BLOCKS. 


O 


rillia   Furniture   Co.  Limited 

ORILLIA,  ONT. 


Manufacturers  of  BUFFETS  and  CHINA  CABINETS 
in  GOOD  SELLING  DESIGNS,  Quarter  Cut  Oak 
Fumed,  Golden,  or  Italian  Brown  Finish,  a  soft  dark 
brown  colour  which  lends  itself  to  SPLENDID  DE- 
CORATIVE SCHEMES  for  DINING  ROOMS. 


Permanent  Show  Room 


Kitchener,  Ont. 

145  King  St.  E. 

Centrally  Located 
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DOLL  CARRIAGES 

Just  like  Mother's  miniatures  of  our  beautiful  Baby  Carriages  in 
design,  material  and  workmanship.  They  are  woven  from  one 
piece  of  wicker  and  are  strong  and  durable. 

HEYWOOD- WAKEFIELD,  Limited 

OF  CANADA 
Manufacturers  of  Lloyd  Loom  Products 
ORILLIA  ONTARIO 


Buffet  No.  902 


A  Beautiful  Suite  from  the 
Shops  of  Andrew  Malcolm 

The  skill  and  artistry  of  the  crafts- 
man reaches  new  heights  in  this 
beautiful  Suite  (No.  902),  the  Buffet 
of  which  is  here  reproduced. 

We  offer  it  to  you  with  the  same 
assurance  that  you  in  your  turn  can 
offer  to  your  customers,  namely, 
that  it  represents  the  very  best  in 
design,  in  material  and  in  workman- 
ship. 

Let  us  Send  You  More  Complete  Details 

The 

Andrew  Malcolm  Furniture 

Company  Limited  O! 

Kincardine,  Ont.         -         'Listowel,  Ont. 
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Dominion  Linoleum  News 


Peter  Lino  Plans 

A  Selling  Campaign 


Peter  Lino 


Number  One 
of 

A  Series 
of 

Advertisements 
on  the  value 
of 

Stocking 
DOMINION 
LINOLEUM 
and 
other 
DOMINION 
Floor  Coverings 


"]'\act  is,  I  never  thought  there  was  much  in  lino- 
leum or  oilcloth — exceptin'  weight — but  last  month 
when  1  was  in  the  city,  jus'  walkin'  aUmg  Main 
Street  and  takin'  in  some  of  the  windows,  somethin' 
struck  me  across  on  the  other  side — so  I  went  over. 
First  I  thcnight  my  sight  was  failin' — then  I  looked 
closer,  and  say! — Oh  boy,  but  there  was  a  fine  dis- 
play of  linoleum  and  oilcloth — she  was  a  dandy. 

"Next  mornin'  I  went  in  to  see  that  feller — he  seem- 
ed a  live  one — and  he  was  a  prince.  Sed  he — 'Yes, 
I  pay  more  attention  to  these  DOMINION  floor 
coverings  than  I  used  to — because  it  pays.  Last 
year  I  cashed  in  right — made  $3,200.  clear  on  my 
$5,000.  average  stock,  by  keepin'  her  on  the  move — 
and  as  you  see  I've  got  the  carpenters  busy  en- 
largin'  the  department. — No  sir,  you  can't  make 
a  mistake  on  pushin'  these  lines'.  And  then  he  told 
me  his  whole  story — display  and  everything. 

"Well,  1  did  some  tall  thinking  comin'  home  that 
night — figured  her  all  out,  an'  I'm  right  in  the  mid- 
dle of  my  plans  now.  And  I  don't  mind  tellin'  my 
l)rother  merchants  all  about  them — gradually. 

"jest  as  a  starter  I'm  gettin'  the  old  mailin'  list 
brought  down  to  date,  and  makin'  up  a  decent  spring 
order  so's  to  be  ready  for  the  first  business — it's  the 
best  kind. 

"More  nex'  month." 

Yours  fer  business, 

(Sgd)  Peter  Lino. 


Dominion  Oilcloth  &  Linoleum  Co.,  Limited 

MONTREAL 


MARCH,  192S 


Chesterfield  No.  541 


SCHIERHOLTZ  Furniture  is  easily  distinguished  through  the  noteworthy  ex- 
cellence of  its  design  and  workmanship.  It  has  always  been  the  leader  in 
style  and  construction  and  retains  that  position  through  its  inimitable  character 
and  worth.  Quiet  elegance  and  unusual  beauty  feature  this  Chesterfield  Suite 
(No.  541)  and  make  it  well  worth  investigating. 

The  Schierholtz  Furniture 

Company,  Limited  NEW  HAMBURG,  ONT. 
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Feature 

This 

One 


Crown  Quality 


The  exceptional  merit  of  tliis  ei^ht 
])iece  suite  in  Walnut  (No.  720)  makes 
it  a  feature  of  every  display  where  it 
is  included.  It  has  already  proved  a 
wonderful  leader  and  will  undoubtedly 
bring  you  many  sales  this  coming 
spring.  Drawers  are  all  mahogany 
lined  with  centre  bearing,  'rrinmiings 
are  solid  brass  silvered. 


GROWN  FURNITURE  LTD. 

Preston    •  Ontario 
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Much  of  the  tremendous  popularity  of  reed  furniture 
throughout  Canada  may  be  attributed  to  the  excep- 
tional beauty  and  charm  found  in  the  leading  line — 
REEDCRAFT.  So  general  has  been  the  recognition 
of  the  superior  qualities  of  these  pieces  that  today  the 
name  "REEDCRAFT"  is  synonymous  with  all  that  is 
best  in  this  type  of  furniture. 

Our  line  includes  Settees,  Chairs,  Rockers,  Chaise 
Lounges,  Tables,  Ladies'  Desks,  Pedestals,  Foot  Rests, 
Smokers'  Stands,  Lamps,  Ferneries,  etc. 

A  card  will  bring  particulars 


Goderich  Art-Craft  Furniture  Co.,  Limited 

Goderich         —  Ontario 


New  Fabrics  Often  Furnish 
the  Necessary  Stimulus 
to  Sales 

The  ever  present  demand  for  some- 
thing "different"  prompts  many  successful 
manufacturers  to  make  the  fullest  use  of 
the  many  new  fabrics  coming  to  our  ware- 
house.   A  few  of  these  include : 

TAPESTRIES 
DRAPERIES 
DAMASKS 
VELOURS 
PLUSHES 
MOHAIRS 
GIMPS 
ETC. 

and  represent  the  productions  of  the  well 
known  houses— Tissage  de  Velours,  Achel, 
Belgium  and  La  France  Textile  Company. 

Samples  and  prices  will  be  gladly  for- 
warded upon  request. 

G.  NOEL  &  COMPANY 

30  St.  John  St.,  Montreal 
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Chairs  are  Chairs 


but  some  have  the  quality  of  sell- 
ing and  some  do  not.  Mundell 
Chairs  sell  because  the  design, 
workmanship  and  price  make 
them  look  like  bargains,  at  your 
regular  mark  up,  to  the  pubhc. 

We  know  that  this  is  true  for  our 
constantly  increasing  sales  prove 
it.  Turnover  is  the  big  idea  to- 
day. Youget  it  with  these  chairs. 

May  We  send  you  our  new  catalog  ? 


No.  950  Chair 


JOHN  C.  MUNDELL  &  CO.  LTD.,  ELORA,  ONT. 


The  Popular 
Machine 


The  most  perfectly  con- 
structed machine  on  the 
market  from  a  mechanical 
standpoint. 

Its  efficiency  and  durability 
evidenced  by  nearly  5,000 
satisfied  users. 


Its  appearance  and  proved 
performance  make  it  the 
best  Seller. 

Entirely  Canadian  Made. 


COLONIAL 
MAID 


''^f  •.»  WASHES 
BETTER 


ELECTRIC    CLOTHES  WASHER 


The  Safe 
Machine 


The  machine  they  ask  to 
see.  In  most  people's  minds 
"washing  machine"  means 
"Blue  Bird." 

We  give  exclusive  agencies 
where  desired — and  some 
territories  are  still  open. 

We  will  finance  time  pay- 
ments for  dealers,  free  of 
charge. 

Blue  Bird  dealers  dominate. 


Bluebird  Corporation  Limited  Brantford,  Ont. 
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A  great  many  manufacturers  have  paid  a  big  price  to  learn  the  power  of  the  retail  merchant 


FURNITURE  WORLD 


The  possession  of  handsome  furniture  such  as  that  illustrated  here  is  a  lifetime  source  of  pride  to  its  owner. 
Note  the  spacious  Buffet — 72  inches — and  the  beautifully  proportioned  China  Cabinet  and  Chair. 
We  recommend  the  new  duo-tone  lacquer  finish  as  most  suitable  for  this  type  of  furniture,  made  as  it  is  in  Ameri- 
can Black  Walnut. 


THE   NORTH   AMERICAN   FURNITURE   CO.,  LIMITED 

OWEN  SOUND    -  ONTARIO 
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With  the  Editor 


"r«r«orer"  the  There  are  legion  methods 
o  r.  7  •  J  "f  advertising,  some  ot 
Secret  Behind  ^-^^  --bankrupt- 

Profits  ^}^g  surface  and  yet 

yield  good  general  dividends  to  the  retailer.  The 
'barga'm'  schemes  of  the  department  stores  are 
excellent  examples.  Who  has  not  wondered 
how  it  was  possible  to  continue  to  sell  articles 
at  less  than  cost  and  still  continue  to  make  a 
profit?  The  secret  doubtless  lies  in  the  one 
word  "turnover."  We  do  not  mean  that  by  sell- 
ing a  sufficiently  great  number  of  goods  'below 
cost  that  one  can  ever  make  a  profit,  but  rather 
that  the  lure  of  the  'bargain'  creates  so  great  a 
turnover  in  other  lines,  on  which  there  is  a  fair 
pidfit,  that  the  loss  on  the  few  lines  is  much 
more  than  taken  care  of  l)y  the  -profit  (jn  the 
many. 

We  heard  of  a  store  the  other  day  that,  f(-)r 
years,  has  made  a  specialty  of  selling  matches 
at  less  than  cost.  In  the  early  days  of  this  ex- 
periment the  matches  were  sold'  just  outside  the 
store  -entrance,  the  idea  being  to  get  the  loca- 
tion and  the  name  firmly  fixed  in  the  public 
mind.  Then  this  department  was  moved  inside, 
thus  requiring  the  customers  to  come  in  and 
have  a  look  at  the  other  commodities.  Then  it 
was  moved  to  the  back  of  the  store  requiring 
the  people  to  pass  between  rows  of  goods  and 
finally  it  was  moved  to  the  hasement.  Through 
all  the  changes  the  pul^lic  still  sought  ont  the 
l^argain  matches  and  little  l)y  little  they  Ijecame 
regular  customers  of  the  store. 

■  This  seems  an  excellent  scheme  for  getting 
people  into  the  store.  The  next  mo\e  is  up  to 
the  salesman-  When  the  fish  gets  the  Imok  in 
his  mouth  he  is  generally  considered  a  poor 
fisherman  who  can't  land  the  prize. 


Business  Slow      I"        directions_  one  hears 

,   ^  r»  ,       talk  of  slow  business  m  re- 

but  Prospects      ^^.^  jj^^^^  ^^^^^^ 

Excellent  sides,  the  prosj^ects  for 

the  spring  look  exceedingly  good.  There  has  been 
comparatively  little  unemployment  during  the 
winter  in  spite  of  the  severe  weather  and  indus- 
trials, in  general,  are  more  active  than  for  some 
time  past.  Wages  are  not  being  reduced  and, 
indeed  seem  heading  the  other  way.  This 
should  mean  that  the  average  workman  is  in 
fair  shape  financially  right  now  and,  in  addition, 
is  assured  of  good  pay  for  some  time  in  the 
future. 

There  can  ])e  no  doubt  but  that  the  coal 
situation  has  had  a  very  depressing  effect  on  the 
retail  trade.  It  has  kept  us  all  on  the  ragged 
edge.    No  one  has  cared  to  spend  a  cent  for 


furnishings  of  any  kind,  personal  or  household, 
while  there  was  so  much  uncertaintv  in  the  fu- 
ture. In  many  ways  the  early  days  of  the  war 
have  been  reproduced — wdien  everybody  assum- 
ed a  waiting  attitude. 

I'urther,  what  might  be  called  the  industrial 
and  investing  classes  are  feeling  much  more  o-p- 
timistic  as  the  year  advances.  Many  industrials 
are  issuing  annual  reports  that  are  more  favor- 
able than  any  since  the  pre-war  period.  This 
is  reflected  in  the  stock  quotations  from  day  to 
day,  which  indicate  that  fifty  standard  stocks 
have  risen  on  the  average  from  66.21  to  92-13, 
or  almost  40%  in  a  little  over  a  year.  This  un- 
douI)tedly  puts  the  holders  of  the  stocks  in  a 
much  more  favorahle  niood  for  l)uying  furnish- 
ings. In  short  we  can  now  say  that  the  gener- 
al ])ul)lic  has  got  back  its  'ner\e'  and  is  prei)ared 
to  act  normallv  in  future. 


What  is 
Your 
Viewpoint  ? 

show  card  writim 


■■  l-~uriiiture  World"  has  Ijeen 
running  a  series  of  articles 
on  \arious  topics — uphol- 
stering, ])eriod  furniture, 
etc., — and  would  very  much 


appreciate  ha\  iiig  an  expression  of  o])inion  from 
more  of  our  readers  as  to  their  practical  \'alue. 
In  inaugurating  these  different  series  we  parti- 
cularlv  had  the  young  man  in  mind,  or  the  re- 
tailer who  ])erhaps  had  not  had  the  advantage  of 
life-long  experience  in  the  furniture  business. 
X"o  one  will  question  but  that  the  more  a  man 
knows  about  his  business  the  more  successful 
he  is  likely  to  be.  We  have  thus  been  indirect- 
ly catering  to  the  greater  financial  success  of  the 
retail  furniture  trade. 

A\'e  ha\e  had  a  numl)er  i_)f  comments  trom 
our  readers — some  few^  of  them  criticisms — on 
these  articles,  but  we  should  like  to  hear  fr(.)m 
more.  AA'^e  ask  e\'ery  subscriber  for  his  view- 
jKiint  and  while  we  don't  deny  that  we  like  com- 
mendation rather  than  criticisms,  we  admit  the 
necessity  of  getting  at  the  truth.  If  you  have 
gained  any  useful  information  from  any  of  the 
articles,  or  if  you  have  any  |)articular  article  in 
mind  that  we  have  missed  and  that  would  he  of 
value  to  you,  drop  us  a  line  and  we'll  have  such 
an  article  in  our  next  issue. 

And  while  yon  are  writing  don't  forget  our 
Dealer's  Column  where  yon  can  come  in  and 
"Talk  it  Over  '  with  your  fellow  retailers.  We 
welcome  any  questions  or  suggestions.  Even 
in  the  short  time  this  Dealer's  Column  has  been 
in  existence  some  very  valuable  information 
has  been  exchanged.  We  feel,  however,  that  we 
have  just  made  a  -beginning. 
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This   may   look   like  If 


an  ad.,  for  Henry  Ford, 
but— 


H.  T.  Taylor  says  his 
little  Coupe  is  a  real 
business  getter. 


A  Furniture  Dealer  Who  Says — 

"My  Business  is  Good" 

Increases  Volume  by  Making  Friends — 
Combs  His  Territory  and  Go-operates 
With  the  Real  Estate  Men 


One  of  the  pictures  in  this  article  shows  Mr. 
Taylor  and  one  of  his  best  l)usiness  allies — his 
Ford  "coop.'"  Some  merchants  think  that  the 
proper  way  to  do  business  is  to  stand  in  the 
store  and  wait  for  customers  to  come  in.  Mr. 
Taylor  thinks  the  only  wa}-  to  do  business  is 
to  '^et  in  his  "coop"  and  go  into  the  highways 
and  byways  and  bring  the  customers  in.  Which 
way  is  likely  to  insure  the  biggest  turn-over 
at  the  end  of  the  year? 

Taylor's  store  is  at  623-5  Danforth  A\e. 
That  is  close  to  I'ape  Ave.,  which  is  the  main 
thoroughfare  from  the  farming  districts  to  the 
north  and  also  ta])s  a  great  working-class 
su1)url)an  area.  lie  has  l)ccn  in  that  location 
for  four  years.  He  started  u])  in  a  little  store, 
in  a  small  and  un])retentious  way.  Two  years 
ago  he  moved  into  new  i)remises  just  a  few 
doors  from  his  original  establishment.  The 
new  store  is  not  a  large  one,  but  it  is  "taking." 
It  has  a  modern  and  attractive  front,  with  a 
large  outside  sign,  and  the  windows  are  always 
well  dressed,  and  made  interesting  with  well- 
written  show  cards.  Mr.  Taylor  does  not  do 
an  expensive  class  of  trade,  but  nevertheless  he 
believes  in  artistic  window  trims  and  one  of  his 
l)et  aversions  is  the  "junky"  type  of  display. 

Before  setting  uj;  in  business  for  himself, 
Mr.  Taylor  was,  for  eight  years  and  a  half,  a 
collector  and  salesman  for  one  of  the  big  furni- 
ture houses,  the  Reliable  Furnishing  Co.,  which 
(lid  considerable  business  in  this  district.  In 
that  way  he  had  acquired  a  fair  knowledge  of 
the  neighborhood  and  likewise  was  well-known 
to  the  inhabitants.    He  had  made  it  his  policy 


to  maintain  the  friendliest  possible  relations 
with  all  the  acc(nmts  for  which  he  was  respon- 
sible, l)oth  as  a  matter  of  policy  and  because  it 
was  natural  to  one  of  his  temperament.  When 
he  started  on  his  own,  therefore,  he  had  a  con- 
nectii  >n  ready-made. 

Making  Friends  Builds  Business 

However,  he  didn't  just  wait  around  for  his 
business  friends  to  discover  his  new  store.  He 
got  in  the  little  "coop"  and  went  out  and  told 
them  and  he  was  open  for  business  and  would 
be  glad  t<>  serve  them.  And  no  opportunity 
f(jr  making  new  friends  has  been  let  slip.  If 
there's  anything  in  the  way  of  a  social,  or  a 
church  bazaar,  or  a  concert,  or  a  sdiool  com- 
mencement, Taylor's  is  ready  to  contribute  both 
in  time  and  money.  No  requests  for  subscrip- 
tions to  local  afifairs  are  ever  refused,  and  this 
has  proven  to  be  good  business  policy. 

The  "coo])"  was  referred  to  as'  one  of  Mr. 
Taylor's  best  business  allies.  But  perha])S  we 
should  have  mentioned  in  the  first  place  that 
his  best  business  ally  is  his  wife.  While  Mr. 
Taylcjr  is  out  with  the  "coop"  foraging  for  busi- 
ness— which  takes  up  the  greater  part  of  his 
time — Mrs.  Taylor  takes  charge  of  the  store. 
.She  knows  the  stock  thoroughly  and  is  in  touch 
with  all  the  details  of  the  business.  The  window- 
displays  also  receive  the  benefit  of  her  atten- 
tion. 

"Combing"  the  Territory 

The  outside  end  of  the  business  is  so  im- 
portant that  Mr.  Taylor  finds  it  feasible  and 
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H.  T.  Taylor's  window  fhiring  his   February  Sale 


profitable  to  keep  three  selliii<i"  a.i^enls  and  three 
collectors  workinj^'  f(.)r  him  all  the  time.  The 
collectors  not  only  collect  due  installments,  but 
also  open  up  new  business — and  of  course  the 
more  new  business  they  secure,  the  larger  are 
their  commissions.  When  an  order  for  furni- 
ture is  turned  in  by  one  of  the  canvassers,  Mr. 
Taylor  himself  visits  the  customer  to  verify 
their  requirements  and  settle  the  terms — and 
incidentally,  of  course,  to  form  a  bond  of  ac- 
c[uaintance  which  will  help  to  insure  future 
lousiness. 

More  than  50  ])er  cent,  of  Taylor's  business 
is  done  with  working'  class  people  and  small 
farmers  on  the  outskirts  of  the  city.  Most  of 
the  trade  is  clone  on  credit,  the  terms,  in  gen- 
eral, being  25  per  cent,  down  and  balance  with- 
in ten  months.  Where  a  customer  undertakes 
to  pay  within  three  or  four  months,  he  is  given 
the  same  discount  as  on  a  cash  transaction.  Mr. 
Taylor  always  aims  to  keep  a  good  account 
open  as  long  as  possible.  As  soon  as  the  balance 
due  has  got  down  to  $20  or  $25,  a  letter  is  sent 
out  t(i  the  customer,  expressing  appreciation  for 
his  business  and  pointing  out  that  the  firm  will 
be  glad  to  continue  to  extend  credit  to  them  on 
the  purchase  of  any  house  furnishings  which  he 
may  require.  These  letters  are  ft)llovved  up  by 
personal  calls,  and  every  reasonable  efifort  is 
made  to  keep  the  account  from  closing.  And 
of  course  after  it  is  closed,  the  customer's  name 
and  address  is  kept  on  file  and  the  connection  is 
kept  up  by  periodic  calls  and  correspondence. 
Reach  Prospects  Through  Real  Estate  Men 
Mr.  Taylor  has  found  that  the  real  estate 
agents  in  the  district  are  good  people  to  make 
friends  of.  Through  the  local  agents  he  can 
keep  advised  when  families  are  moving  into 
new  homes.    These  of  course  are  the  best  pros- 


])ects  for  new  ])usiness  and  the  '"coop"  is  again 
called  into  service  to  pay  them  a  visit,  make 
their  acquaintance  and,  if  possible,  secure  orders 
for  filling  their  recjuirements  in  furnishings.  If 
the"coo])''  stayed  at  home,  these  people  might 
eventually  discover  the  Taylor  store,  but  in  the 
meantime  would  have  i^robabh-  Ixiught  their 
furniture  from  some  of  the  l)ig  down-town 
houses. 

The  bulk  of  their  furniture  turn-over  is  in 
dining  room  and  chesterfield  suites,  but  in  addi- 
tion to  this  they  do  a  big  business  in  stoves. 


Utilizing  an   unused  doorway 
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refrigerators,  kitchen  cal)inets,  heds,  baby  car- 
riages, oilcloths,  linoleums  and  rugs.  Diirin.i:; 
the  past  season  they  have  sold  a  large  quantity 
of  coal  ranges,  the  bulk  of  the  demand  being  for 
a  stove  that  comes  about  45  dollars.  Within 
the  next  few  weeks  the  demand  for  gas  ranges 
will  be  springing  up.  Taylor's  have  not  gone 
in  for  the  electric  variety  which  they  consider 
are  too  high-priced  to  appeal  to  their  class  of 
trade.  They  have  just  put  in  a  line  of  electric 
hot  plates,  however.  Oil  heaters  sell  well,  the 
demand  being  particularly  lively  toward  the  end 
of  the  winter  season. 

Lines  that  Swell  the  Turnover 

Despite  what  may  be  said  about  brass  beds 
being  obsolete,  the  majority  of  the  beds  Taylor's 
sell  are  of  the  brass  variety  and  they  see  no 
sign  of  the  call  for  them  diminishing.  Washing 
machines  also  are  a  good  line  with  them.  They 
have  them  both  in  the  water  power  and  the 
electric  types.  It  is  in  the  former  tyjje  that  they 
get  their  turn-o\er,  as  thev  find  that  tlic  elec- 
tric comes  rather  too  high  for  the  average  wage- 
earning  customer.  Oilcloth  and  linoleum  form 
bread  and  butter  business  with  car])ets  not  (piite 
so  strong  on  account  of  ])rice.  C  ongolcuni  rugs 
sell  freely. 

Refrigerators  and  kitchen  cabinets  are  real 
IMolit-makers  in  the  Taylor  store.  Last  year 
they  sold  150  refrigerators  and  had  just  three 
on  their  hands  at  the  end  of  the  season,  which 
were  recently  placed  in  the  window  and  cleared 
at  cost  price. 

Timely  Merchandise  is  Quick-selling 
Merchandise 

Floor  lamps  and  shades  have  also  been  good 
with  them  during  the  season  and  they  kee])  them 
well-displayed  on  the  floor.  In  the  fall  they 
carry  a  good  stock  of  children's  goods — bob- 
sleighs, artillery  waggons,  and   similar   lines — 


which  ])r()ve  strong  sellers  ])rior  to  Christmas. 
To  make  money  these  days,  Mr.  Taylor  says, 
one  must  always  'be  emphasizing  the  goods  that 
are  in  season,  just  as  much  in  furniture  as  with 
other  merchandise.  Baby-carriages  will  be  run- 
ning along  nicely  within  the  next  mcjnth  or  two, 
and  he  has  his  stock  in  readiness  to  meet  the 
demand. 

Mr.  Taylor  also  carries  jjhonographs.  He 
.says  they  formerly  were  a  profitable  line,  but 
that  there  isn't  so  much  in  them  now  that  there 
are  innumerable  little  luusic  shops  opening  up 
all  over.  There  is  a  fair  demand  for  records 
and  it  helps  to  Ining  people  into  the  store  and 
get  acquainted. 

For  a  moderate-sized  store,  J  aylor's  carry 
quite  a  wide  range  of  merchandise.  They  have 
a  num])cr  of  so-called  side-lines.  The  test  by 
whicli  they  judge  the  merits  of  a  line  is  not  whe- 
tliere  it  can  ])roperly  be  classed  as  furniture,  but 
whether  it  can  be  ])rol"ital)ly  sold  in  a  furniture 
store. 

The  policy  of  selling  what  will  sell,  and  go- 
ing onl  attei-  ])nsiness  when  it  doesn't  come 
walking  into  the  store  in  larger  volume  than 
can  lu'  comfortably  handled,  looks  like  the  right 
one.  i'roof  is  esidcnced  in  the  fact  that  in  the 
few  short  years  since  lie  has  opened  his  store, 
I\lr.  Taylor  has  l)niit  up  a  business  which  now 
averages  $9,000  ])er  month. 

Mr.  Taylor's  energy  and  enthusiasm  is  not 
by  any  means  confined  exclusively  to  his  own 
business.  He  has  been  a  consistent  booster  of 
association  activities  since  he  has  been  in  busi- 
ness for  himself.  He  was  one  of  the  group  of 
men  w  ho  were  responsible  for  starting  the  Dan- 
forth  P)nsiness  Men's  Association,  one  of  the 
lixesl  in  the  city  of  Toronto,  and  has  con- 
tinued to  take  an  active  part  in  its  aft'airs.  The 
association  holds  two  jiarades  a  year,  and  Mr. 
'i'aylor  has  exercised  the  functions  of  chief 
marshal  on  every  occasion. 


A  Reed  Settee — North  American   Bent  Chair  Co. 
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Furniture  for  Shoe  Stores 


this  photograph  above.  It  looks  a  good  deal  like  a 
comfortable  living  room  but  it  is,  in  fact,  a  retail 
shoe  store  on  Yonge  Street,  Toronto,  and  a  very 
successful  one  at  that.  This  store  is  situated  on  the 
second  floor  and  belongs  to  the  Natural  Tread  Shoes 
of  Canada,  Limited.  Doesn't  it  suggest  some  new 
furniture  business  to  our  readers? 
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Showing  how  the  Electrical  people  got  the  public  into  their  Model  Home 
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A  "Home  Beautiful"  Exhibit 


Why  Not  Have  One  in  Every  Town  and  City  ? — 
Give  the  Public  an  Ideal  to  Work  to — Furniture  in 
the  Home  More  Attractive  Than  Any  Store  Display 


The  centre  picture  on  the  opposite  page  was 
not  staged.  It  illustrates  something  that  actual- 
ly happened  daily  and  almost  continually  over 
a  period  of  two  weeks.  Looks  like  rush  seats 
for  the  hockey  finals,  doesn't  it? 

Setting  aside  that  suggestion,  however,  the 
uninitiated  might  'be  pardoned  for  wondering 
what  attraction  in  a  house,  to  all  external  a])- 
pearances  quite  ordinary,  could  prove  so  power- 
ful as  to  line  u])  some  hundred  people  on  the 
sidewalk  outside  waiting  their  turn  to  get  in. 

The  Public  Wants  to  be  Shown 

What  are  all  those  people  so  anxious  to  see? 
Well,  they  simply  want  to  see  the  inside  of 
"The  Electric  Home."  This  home  was  in  the 
nature  of  a  practical  demonstration,  arranged  by 
the  Electric  Home  League,  to  show  the  com- 
forts and  conveniences  which  can  be  enjoyed  if 
a  home  is  properly  wired  and  completely 
equipped  with  electrical  appliances. 

Does  not  this  scheme,  and  the  success  which 
attended  it,  suggest  a  thoroughly  practical  and 
valuable  idea  to  the  furniture  trade?  If  the 
men  of  the  electrical  industry  can  secure  such 
widespread  and  efifective  publicity  simply  by 
equipping'  a  home  as  it  should  be  equipped  elec- 
trically, cannot  the  funiture  trade  use  the  same 
idea  to  arouse  public  interest  in  the  furnishing 
of  homes,  as  they  should  be  furnished,  com- 
pletely and  artistically? 

We  believe  this  can  be  done  and  right  at 
the  moment  when  a  number  of  Canadian  cities 
are  planning  for  '"Better  Furnished  Homes 
Week"  to  take  place  during  the  coming  spring, 
we  think  it  will  be  particularly  timely  to  de- 
scribe how  the  Electric  Home  League  went 
about  their  undertaking  and  the  results  they 
achieved — with  the  idea  that  the  same  plans  can 
be  adapted  and  no  doulit  im])rove(l  u])on,  by  the 
furniture  trade. 

Plan  of  Organization  for  Electric  Home 

The  Electric  Home  League  had  its  i)irth  at 
a  meeting  of  a  few  representative  electrical  men 
about  a  year  ago,  who  had  got  together  to  dis- 
cuss the  necessity  of  doing  something  to  arouse 
interest  in  the  minds  of  the  general  ])ublic  in 
electric.  They  decided  to  outfit  a  new  house 
electrically  and  advertise  it  widely. 

A  very  large  percentage    of    the    total  ex- 


j)enditure  was  necessarily  incurred  in  news- 
paper advertising.  Street  car  publicity,  in  the 
way  of  posters  on  the  front  of  the  cars,  also 
proved  very  effective.  "This  car  to  the  Elec- 
tric Home,'^  was  a  sign  displayed  on  all  cars 
passing  in  the  vicinity  of  the  home.  Stiff  card- 
board signs,  reading",  "To  the  Fdectric  Home," 
with  finger  pointing,  were  installed  at  a  height 
of  about  eight  feet  on  electric  power  poles  on 
all  main  streets  leading-  to  the  Home.  The 
Home  was  flood  lighted.  As  shown  in  the  pic- 
ture it  lent  itself  admirably  to  this  method  of 
securing  attention,  situated  as  it  was  on  a 
corner  lot  and  placed  well  back  from  the  street 
with  a  high  terrace  intervening.  The  rc^of  of  a 
house  on  the  opposite  side  of  the  street  served 
to  carry  two  powerful  flood  lights,  which 
illuminated  the  Home,  the  sign  and  the  long- 
string  of  visitors  who  patiently  waited  to  get  a 
peep  at  the  interior  of  this  fairy  dwelling. 

Putting  the  Idea  Across  with  the  Right  People 

(  )f  very  great  imi)ortance  in  the  way  of 
popularizing  and  advertising  the  Electric  Home 
were  the  addresses  given  by  various  members 
of  the  Publicity  Committee,  and  others,  before 
organizations  of  everv  kind.  For  example,  the 
matter  was  explained  by  five  or  ten  minute  talks 
at  regular  meetings  of  the  l^lectric  Club,  the 
Rotary  Club,  the  Canadian  Club,  the  Kiwanis 
Club,  the  Women's  Canadian  Club,  and  busi- 
ness men's  and  women's  organizations  through- 
out the  city. 

Nothing  heljjed  so  much  in  making  the  ex- 
hibition a  success  as  the  system  followed  in 
keeping  the  different  parties,  or  groups,  who 
entered  the  Home,  together  and  in  a  fixed  order. 
With  people  clamoring  for  admittance  the 
greater  ])art  of  the  day,  it  was  found  necessary 
to  limit  the  time  taken  by  each  demonstrator 
to  three  minutes,  and  groups  of  ten  were  thus 
admitted  and  ex]3elled  just  that  often.  As  a 
grou])  of  ten  entered  it  was  directed  according 
to  a  predetermined  ])lan. 

"Home"  Worked  to  100  per  cent  Capacity 

In  each  room — the  l)asement,  the  kitchen, 
the  dining-  room  and  in  each  of  the  rooms  up- 
stair.s — it  was  found  necessary  most  ()f  the  time 
to  keep  an  attendant  in  charge.    At  the  busiest 
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times,  it  was  also  nccesary  to  have  tliree  or  foiir 
"traffic"  men  whose  duty  it  was  to  see  tlial  ihc 
various  ])arties  ke])t  to.^-ether  and  follovvcd  tlicir 
proper  course.  I'^rom  the  early  afternoon  ol 
each  day,  until  late  in  the  evenin^',  the  house 
was  working  at  100  ])er  cent,  capacity,  and  the 
only  reason  more  people  were  not  shown 
through  was  simply  that  it  could  not  accom- 
modate them. 

As  the  stream  of  visitors,  alter  ])assing 
throu.nh  the  \-arious  rooms,  was  iinalh'  directed 
downstairs  and  out  of  the  Iront  door,  an 
endea\().r  was  made  in  every  case  to  answer  any 
(juestions  hv  the  way  or  ])ass  a  pleasant  remark, 
such  as  "P)e  sure  to  have  your  wires  heavy 
enough  and  plenty  of  outlets,"  and  the  answer 
in\arial)ly  was,  "'We  surely  shall,"  "We'll  do 
our  best,"  etc. 

As  a  final  send-off  each  visitor  was  ])resented 
with  a  descriptive  Ijooklet  showing  the  plan  of 
the  house  and  the  location  of  the  various  e(pii]i- 
ment,  giving  a  quantity  of  general  information 
and,  on  the  back  page,  a  list  of  the  electrical 
dealers  who  had  shown  an  interest  in  the  enter- 
])rise  l)y  becoming  mem])ers  of  the  h^lectric 
Home  r.eague.  During  the  two-week  ])eriod, 
while  the  hrst  electric  home  was  o])en  to  the 
])ublic,  some  15,000  of  these  booklets  were 
carried  away.  By  actual  count  the  average 
numl)er  of  iieo]>le  who  \-isited  the  home  each 
day  was  1,508. 

The  one  criticism  that  has  been  made  of  the 
campaign  is  that  the  crowds  were  too  large  and 
that  ])erhaps  more  satisfactory  results  would 
have  been  secured  if  the  admittance  had  been 
in  some  measure  restricted — perhaiJS  by  con- 
fining it  to  invited  guests — and  thus  have  made 
it   ])ossil)le   to  have  given   more   time  and  in- 
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dividual  attention   to  visitors  who  were 
interested  and  not  merely  sight-seeing. 

Cannot  the  Furniture  Trade  use  Exhibition 
Home  Idea? 


lb 


I 

! 


All  this  leads  up 
a  "  i  lome  i^jeautiful"- 
a  insidered  suitable- 
pul)lic     interest  in 


to  the  (piestion :  Why  not 
—or  wdiatever  name  may  be 
-as  a  means  of  arousing 
the  better  furnishing  of 
homes?  Tlie  exjjcrience  of  the  electrical  indus- 
I'v  proves  that  the  ])ublic  is  willing  to  be 
shown,  and  there  is  no  other  method  of  de- 
monstration rpiite  so  practical  and  (piite  so 
ini]_)ressi vc  as  the  "Home." 

It  would  take  organization  and  money  to  |)Ut 
the  scheme  across  effectixely.  The  greater  ])art 
of  the  ex]jense,  however,  would  be  on  news- 
])a])er  ])ul)licity  and  if  the  furniture  trade  were 
to  adopt  the  "Home  Beautiful"  idea  and  run  it 
in  conjunction  with  a  "Better  Furnished 
tlomes"  week,  the  extra  expense  involved  for 
achertising  in  this  case  would  be  almost  negli- 
gible. The  co-operation  of  real  estate  firms 
would  naturally  be  forthcoming  and  firms  of 
decorators  would  likewise  be  only  too  willing 
to  come  in  on  the  scheme. 

In  order  to  make  a  reallv  widespread  selling 
api)eal,  it  would  i)rol)ably  be  necessary  to  use 
homes  of  two  or  three  difTerent  types,  as  the 
"mansions"  would  be  quite  over  the  heads  of 
the  average  wage-earning  or  salaried  individual, 
while  the  more  wealthy  element  would  not  be 
interested  in  the  furnishing  of  a  six-roomed 
bungalow. 

'fhese,  howe\er,  are  details  that  would  have 
to  be  worked  out  according  to  local  circum- 
stances. We  advance  the  general  idea  of  an 
exhibition  home  as  one  which  we  believe  could 
l)e  turned  to  excellent  advantage  by  the  furni- 
ture retailers  in  almost  any  town  or  city. 
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Let's  Talk 
It  Over 


Retail  Merchants'  Association  and  Department 
of  Customs  and  Excise  Not  in  Agreement  Re- 
garding the  Interpretation  of  the  Sales  Tax  Act 


A  representative  of  Furniture  World  inter- 
viewed Mr.  J.  A.  Banfield,  president  of  the  Do- 
minion Board  and  Dominion  Executive  Council 
of  the  Retail  Merchant's  Association  of  Canada, 
with  regard  to  the  disputes  which  have  grown 
out  of  the  interpretation  of  the  Sales  Tax  Act. 
He  stated  that  the  Association  has  been  guided 
in  its  interpretation  of  the  Sales  Tax  Act  by  the 
opinion  of  the  solicitors  of  the  Association  at 
Ottawa  whose  opinion,  he.  contends  should  be 
accepted  so  far  as  the  association  is  concerned. 

The  Department  of  Customs  and  Excise  have 
sought  to  include  many  classes  of  retailers  as 
manufacturers,  which  in  the  opinion  of  the 
solicitors  did  not  come  within  the  Sales  Tax 
Act  as  they  interpreted  it.  Mr.  Banfield  thought 
it  was  not  the  intention  of  the  Act  to  reach  out 
and  include  retail  merchants  (such  as  confec- 
tioners, florists,  milliners,  druggists,  photo- 
graphers, etc.)  although  it  is  true  that  some  of 
the  minor  operations  in  certain  classes  of  the 
retail  trade  might  resemble  manufacturing. 
"The  conditions  under  which  these  operations 
are  carried  on  are  so  diti'erent  to  manufacturing 
that  the  association  feels  perfectly  justified  in 
having  all  such  defined  as  retailers.  The  cost 
of  operating  a  retail  store  is  so  much  greater 
than  the  cost  of  operating-  a  manufacturing- 
plant  of  ecjual  size,  that  we  could  not  submit  to 
have  retailers  classed  as  manufacturers.  It  is 
a  reasonable  stand  for  us  to  take  when  we 
say  that  a  man  is  either  a  manufacturer  or  he 
is  a  retailer,  and  he  should  go  into  the  class 
which  represents  the  major  portion  of  his  busi- 
ness, particularly  when  the  making  of  an  article 
is  merely  an  incident  in  his  business. 

"In  defence  of  the  stand  we  have  taken,  we 


have  endeavored  to  establish  our  contention  l)y 
associating-  ourselves  with  a  large  number  of 
cases  in  the  courts,  sufficient  to  prove  that  the 
Act  was  not  intended  to  apply  to  the  retail 
trade.  There  are  eight  cases  before  the  courts 
in  different  provinces,  not  taking  into  account 
those  that  have  been  brought  before  the  court 
recently,  and  as  we  intend  to  take  the  original 
cases  to  the  Supreme  Court  of  Canada,  if  neces- 
sary, this  should  prove  that  we  have  done  every- 
thing within  ovu"  power  to  assist  the  government 
in  determining-  who  were  to  be  eft'ected  by  the 
Sales  Tax  Act.  We  have  asked  the  government 
to  allow  these  cases  to  decide  the  issue,  and  not 
to  enter  further  prosecutions.  We  are  not  try- 
ing to  hamper  the  government,  but  we  will  seek 
to  get  fair  play.  Too  often  government  officials 
have  made  rulings  in  the  past  which  were  not 
in  strict  accordance  with  legislation,  and  be- 
cause no  objection  was  raised  by  those  afl^ected, 
this  same  policy  has  been  continued. 

"In  view  of  the  large  number  that  are  aft'ec- 
ted  by  the  sales  tax,  these  rulings  of  the  Depart- 
ment cannot  ])e  allowed  to  pass  without  being 
challenged,  and  if  it  is  not  strictly  in  accord- 
ance with  the  Act,  we  intend  to  fight  it.  There 
must  be  no  uncertainty  in  matters  of  this  kind. 
We  are  organized  to  protect  the  retail  mer- 
chants, and  must  assume  our  responsil)ility. 
P'rom  the  time  the  Act  was  passed  we  have 
endeavored  to  advise  our  members  what  to  do. 
We  have  been  loydiX  to  them.  In  view  of  the 
heavy  expenses  involved  in  handling  these  cases 
in  the  courts,  and  others  that  are  constantly 
coming  up,  it  looks  as  though  we  would  have 
to  appeal  to  trade  sections  involved  to  instruct 
the  Dominion  officers  what  our  future  steps  are 
to  be.    Our  policy  has  been  to  endeavor  to  get 
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§       rli<^niitps   of   this   kind   settled   bv   conferences.     that  disDUtes  can  be  settled  to  advantajre  bv  the  g 


disputes  of  this  kind  settled  by  conferences. 
We  have  i)r()])()sed  repeatedly  to  the  Dominion 
(Government  that  the  Retail  Merchants  Asso- 
ciation is  ready  and  willing  to  confer  with  them 
upon  any  contentious  matter.  We  have  suggest- 
ed that  when  a  question  arises  as  to  the  classi- 
fication of  any  'business  man,  that  the  Minister 
be  authorized  to  make  a  decision  after  consulta- 
tion with  two  manufacturers,  two  wholesalers 
and  two  retailers. 

"If  the  l-^ales  Ta.x  is  to  be  a  ])ermanent  ])olicy 
in  Canada,  then  these  (jtiestions  must  be  settled 
so  thai .  we  will  not  be  constantly  in  doubt  on 
any  section  of  the  Act.  The  language  of  the 
Act  must  be  clear.  It  must  not  be  clothed  in 
language  which  jiermits  of  numerous  interpreta- 
tions. ( )iu"  Dominion  secrelarv  and  oiir  so- 
licitors have  endeavored  to  co-operate  with  the 
Department  in  oxercoming  these  difficulties, 
and  the  time,  in  my  ojiinion,  has  arrived  when 
we  nuist  endeavor  to  convince  the  government 


that  disputes  can  be  settled  to  advantage  by  the 
recognition  of  our  representatives  who  are  thor- 
oughly familiar  with  the  retail  trade  and  the 
effect  which  will  be  produced  by  regulations 
which  are  not  applicable  to  the  retail  trade. 

".\s  I  have  stated  on  numertjus  occasions, 
the  time  is  ripe  for  the  establishment  w^ithin  the 
Department  of  Trade  and  Commerce  of  a  divi- 
sion devoted  to  the  ])romotion  and  study  of  the 
retail  problems  of  the  Dominion  of  Canada. 
You  can  get  information  through  various  de- 
partments on  ])racticalty  every  subject  repre- 
senting i)ractically  every  class  within  the  Do- 
minion— except  the  Retail  Trade. 

"Again  I  would  stronglv  appeal  to  the  Retail 
Merchants  throughout  the  country  to  co-operate 
with  the  Association  and  give  their  moral  as 
well  as  their  financial  supi)ort  to  the  work  which 
the  Association  is  doing  for  them,  as  only 
through  co-operation  and  their  combined  efforts 
can  they  hojie  to  accomplish  anything." 
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A  Realistic  Demonstration 
on  Merchandising 


At  a  recent  retailers'  con\ention  a  repre- 
sentative of  the  Htn'roughes  Adding  Machine 
Company,  Mr.  Kanisdell,  gave  a  very  realistic 
demonstration  and  talk  on  merchandising,  lie 
represented  the  btisiness  by  a  circle  divided,  as 
below,  into  the  three  items — cash,  credit,  mer- 
chandise- The  point  he  made  was  that  in  spite 
of  the  fact  that  the  size  of  the  item  'merchand- 
ise' is  alwa)'s  mtich  larger  than  eillier  of  the 
other  items,  the  merchant  in\arial)ly  ])ays  more 
careftil  attention  to  his  'cash'  and  his  'credit.' 
He  counts  his  cash  every  night  and  watches  his 
credits  like  a  hawk  l)ut  Mr.  Ramsdell  urged 
greater,  much  greater,  attentit^n    to    the  mer- 


chandise on  hand — its  amount,  its  (|uality,  its 
adaptability  to  the  daily  demand,  and  so  on. 
We  cannot  help  thinking  that  Mr.  Ramsdell  was 
right  and  that  the  amount  of  attention  given 
these  three  items  is  not  in  proportion  to  their 
valtie — not  that  credits  and  cash  shotild  be  ne- 
glected but  that  'merchandise  in  stock'  should 
have  nnich  closer  scrutiny. 

On  the  subject  of  'Profit'  and  'Turnover'  he 
was  equally  illuminating.    He  likened  a  stock  of 


merchandise  to  the  figure  shown  below.  A  mer- 
chant buys  twelve  articles  and  pays  for  them. 
(  )n  (he  supposition  that  he  is  figuring  on  a  ])rotit 
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of  eight  1/3  ];er  cent  it  will  be  necessary  for  him 
to  sell  eleven  of  these  articles  in  order  to  reim- 
burse himself  for  the  cost  of  the  twelve.  In 
other  words — all  his  profit  depends  upon  the 
sale  of  the  very  last  article.  As  long  as  it  re- 
mains unsold  the  dealer  ma.kes  no  ])rofit.  If  he 
finds  it  necessary  to  sell  the  last  article  at  half 
price — even  though  he  may  have  sold  all  the 
others  at  full  retail  price — still,  he  cuts  his  profit 
in  two.  This  illustration  points  the  importance 
of  "turnover" — of  btiying  in  small  qttantities  and 
cleaning  your  stock  out  promptly. 


Idle  manager  of  a  rug  department  empha- 
sizes the  fact  that  rugs  shcnv  up  to  'better  ad- 
vantage when  under  artificial  light,  and  although 
in  his  own  store  there  is  plenty  of  daylight  on 
the  floor,  he  insists  on  the  necessity  of  having" 
a  number  of  high  powered  lamps,  which  can  be 
turned  on  wdien  customers  are  looking  at  rugs. 
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Original  Paintings  Reproduced  in 

Woven  Tapestries 


The  practical  application  of  art  to  industry 
and  especially  to  textiles  is  the  thought  which 
has  inspired  the  efforts  of  the  La  France  Textile 
Company,  Frankford,  Pa.,  to  develop  anew  as  it 
were,  the  ancient  art  as  exemplified  in  the  form 
of  tapestries.  They  recognized  the  artistic  and 
remarkable  eft'ects  secured  even  in  the  most 
primitive  examples  of  these  hand-woven  fabrics 
of  the  early  ages  with  their  strong  appeal  to  the 
imagination  and  the  love  of  the  beautiful. 
Therefore,  it  has  ])een  their  endeavor  to  trans- 
late this  time-honored  art,  as  represented  by  the 
famous  Goeblin  Tapestries  of  France,  into 
modern  terms  as  expressed  through  the  medium 
of  the  jaccjuard  power  loom.  With  that  end  in 
view  they  have  been  experimenting  with  the 


possibilities  of  this  modern  equipment  in  order 
to  obtain  the  refined  and  artistic  equalities  of  the 
design  and  c(jlor  combinations  in  modern  tapes- 
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tries  while  following  and  de\eloping  the  idea 
of  modern  methods. 

As  a  recent  demonstration  of  the  possibilities 
of  this  newly  revised  art  in  tapestries,  this  com- 
pany has  aroused  interest  and  comment  with  the 
La  France  pictorial  tapestries,  which  is  the  most 
recent  example  of  what  they  have  accomplished 
in  the  development  of  these  fabrics.    In  these 
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they  ha\c  reproduced  original  paintings  in 
woven  tai)estries  in  sizes  ap])roximating  10  x 
12j/  inches,  which  are  framed  with  glass  and 
mat,  or  merely  with  a  frame.  It  is  not  the  in- 
tention that  these  pictorial  tapestries  shall  take 
the  ])lace  of  oil  paintings;  rather  that  they  will 
occupy  their  place  among  the  hne  arts  in  the 
same  manner  as  the  famous  (ioeblin  tapestries 
and  similar  works. 

Internationally  known  artists  and  art  critics 
have  ap])roved  these  pictorial  tapestries  or 
tapestry  pictures,  because  they  carry  with  them 
all  the  characteristics  and  eccentricities  that 
textiles  did  from  time  immemoriale,  and  have 
a  place  of  their  own  among  fine  arts  and  espe- 
cially because  they  have  created  or  revived  the 
field  of  their  own,  and  have  not  resorted  to  any 
immitations. 


Oilcloth  as  a  Setting  for  a 
Window  Display 

Ever  think  of  table  oilcloth  as  an  ai)i)rc  ijjriate 
material  for  a  window  setting  for  a  grand  ])iano' 
Probably  not.  You  generally  associate  oilcloth 
with  the  kitchen  table  and  the  grand  piano  with 
a  luxurious  drawing  room  or  music  room.  They 
don't  mix,  you  say — as  soon  use  oriental  tapes- 
tries to  set  off  the  laundry  room  or  a  Renrbrandt 
in  a  kitchen. 

That's  a  snaj)  judgment,  however.  Oilcloth 
was  recently  used,  and  used  very  effectively,  by 
a  large  piano  concern  of  high  standing  as  a 
decorative  background  for  a  window  display. 
The  firm  that  made  this  experiment  was  the 
Knabe  Piano  Co..  whose  store  is  on  Fifth  Ave., 
New  York,  and  the  result  achieved  was  singular- 
ly attractive,  according  to  a  writer  in  the  Dry 
( loods  T^conomist. 

( )ne  great  window  was  hung  with  dee]) 
draperies  of  red  oilcloth.  The  material  was 
used  lavishly  to  give  considerable  weight  and 
richness  to  the  long  foUls.  ( )n  the  floor  was 
laid  a  white  and  ])lack  checkerboard  oilcloth 
with  an  exceptionally  high  glaze.  Passers-by 
])aused  to  gaze  at  the  window.  The  flashing 
lights  of  the  oilcloth  reflecting  from  the  j^olish- 
ed  surface  of  the  piano,  and  reproducing  them- 
selves again  in  the  bright  surface  of  the  check- 
eiboard,  proved  a  most  attractive  ])f)int  of  in 
terest  to  Fifth  A^■enue  shop])ers.  There  seemed 
to  be  very  little  agreement  in  the  grou])s  as  to 
just  wdiat  material  constittited  the  rich  red 
hangings.  Nobody  seemed  to  think  of  oilcloth. 
Several  people  were  of  the  opinion  that  it  was 
red  velvet,  overhung  with  a  sort  of  glazed  gauze. 
That  oilcloth,  humble  covering  of  the  kitchen 
table,  could  have  heen  utilized  for  such  an  effec- 
tive and  artistic  window  ])lan  seemed  to  occur 
to  nobody. 

Just  a  Plain  Oilcloth 

Yet  it  was  just  plain  oilcloth,  and  the  strange 


|)art  of  it  was  that  it  seemed  in  complete 
harmony  with  the  rich  wood  tints  of  the  splen- 
did exam|)le  of  the  ])iano  maker's  craft.  The 
piano  certainly  gained  from  the  rich,  glossy 
background  and  highly  ])olished  floor  covering. 
.\nd  the  oilcloth  carried  no  hint  of  cheapness 
and  suffered  not  a  whit  in  being  used  as  a  back- 
ground for  the  deep  tones  of  the  wood. 

This  use  of  oilcloth,  ])ossibly,  might  serve  as 
a  lead  for  the  window  trimmer  in  the  furniture 
store.  The  material  surely  is  inexjjensive  and 
it  can  be  obtained  in  practically  any  desired 
color  or  combination  of  colors.  It  hangs  in 
graceful  folds,  is  easy  to  manage  and  can  be 
used  again  and  again.  It  is  of  course  neces- 
sary for  the  trimmer  to  use  taste  and  judgment 
in  em|)loying  it  and  to  l)e  perfectly  sure  that  in 
using  oilcloth  as  a  window  draping  he  is  show- 
ing it  in  conjmiction  with  goods  that  will  gain 
in  attractiveness  from  stich  a  background.  Any 
pieces  of  furnilnn-  ha\ing  a  dec])  luster,  bits  of 
C  hinese  lac(]uer  and  certain  si)ecimens  of  Italian 
or  I'^rench  cabinet  making  skill  may  be  effective- 
ly shown  with  an  oilcloth  background,  which  is 
sure  to  ])ring  out  the  highlights  in  finish  and 
\\  I  ifkmanshi]). 

Don't  be  "Skimpy" 

And  the  same  caution  a])])lies  to  the  use  of 
oilcloth  that  can  be  i)ointed  out  in  the  emi)loy- 
ment  of  any  Ijackground  material.  It  never 
])ays  to  be  "skimpy."  The  final  secret  of  an 
effective  oilcloth  background  is  to  have  j)lenty 
of  material,  and  to  hang  it  in  great,  deep,  rich 
folds.  Obviously  it  does  not  lend  itself  to  any 
drai)eries.  To  attain  the  height  of  attractive- 
ness, it  must  be  handled  with  all  the  considera- 
tion and  thoughtful  ])lanning  that  would  l)e 
lavished  on  the  richest  velvet.  But  experience 
indicates  it  will  amply  repay  such  treatment  in 
showing  off  the  goods  on  dis])lay. 
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Newest  frame  mouldings  by  Phillips   Mfg.  Co. 
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The  Recommendation  of  the  Merchant  is  the  Determining  Factor 


Good  morning, 

Mrs.  Jones 


Good  mornins;,  Mr.  Smith.  I 
would  like  to  see  your  dining 
suites. 


I've  been  reading  Blank's 
advertising.  Their  suites 
are  the  best,  aren't  they? 


They're  alright,  but  there's 
lots  of  furniture  just  as  good. 
Look  at  this  table  for  example 
— a  beautiful  thing.. 


Yes,  it  is!  Can  you 
show  me  one  of 
Blank's  tables,  so  I 
can  compare  them? 


1  am  sorry,  but  we 
don't  carry  any  of 
their  lines. 


But  their  advertisement! 
says  their  furniture  is 
the   best.    I  a  I  w  a  y  s  | 
i^thought  you — 


So  we  do,  Mrs.  .Jones.  If  we  thought  Blank's  the  best, 
we  would  have  it,  but  we  can  give  our  customers  better 
value  in  other  lines.  When  you  buy  this  you  get  best 
quality   and    ^^..^^^  you  don't  have  to  pay  for  expen- 

sive  consumer  advertising.  . 


I  never  thought  of) 
that,   o*"  "  ^ 


Look  at  this  suite  for  yourself.  I  don't  think  you'll 
see  a  finer  piece  of  walnut  or  a  more  beautiful  finish 
on  the  Continent.  And  as  for  guarantee,  my  firm 
stands  behind  every  piece  of  fur- 
^\iiiture  we  sell  you. 
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Trimmings  in  Keeping — Color  Con- 
trasts— Maintain  Good  Lines 


TIk'  l;ist  fissure  in  dur  ])re\-i()Us  article  re- 
ferred to  a  chair  finished  with  douhle  welts. 
I'ig'.  -16  sliows  a  cdrdins^'  treatment  where  a 
se])arate  silk  c(ird  replaces  the  welt,  herewith. 

47  shows  a  moss  edge  as  another  variation 
in  the  trimming.  I'lg.  48  shows  the  same  chair 
treated  with  a  wide  galloon  '.m  the  outlines  ot 
the  chair,  while  a  double  l''rench  gim|),  with 
a  cord  centre,  is  used  on  the  cushion.  iMg.  4'' 
illustrates  a  fancy  band  trimming  in  combina- 
tion with  a  cut  fringe- 
Carvings  Should  Not  be  Concealed 

Loop  edge  fringes  and  tassel  Iringes  on  the 
base  of  a  chair  such  as  this  are  objectionable  if 
they  conceal  the  carving  of  the  ti|)per  leg.  A 
stubljy  fringe,  meaning  by  this  term  a  fringe,  the 
tassels  of  whicli  literally  stick  out  straight  from 
the  heading,  may  be  tised  with  good  eli'ect,  par- 
ticularly if  it  is  attached  a  little  above  the  bcjt- 
toni  edge  of  the  frame,  so  that  the  carving;  oi 
the  woodwork  is  not  liiddcn. 

W  here  the  welts  are  made  of  the  goods,  it 
is  possible  to  sew  the  welt  into  the  covering  of 
the  cushion  at  the  same  time  the  cushion  is 
made,  thereby  sa\ing  time  and  material.  The 
welt  is  foriued  by  a  soft  cord,  similar  to  big.  43. 
.\  strip  of  co\ering,  long  enough  to  reach  the 
distance  around  the  cushion  and  wide  enough 
to  cover  the  welt,  is  cut  like  I'ig.  431'),  and  the 
border  of  the  cushion,  the  top  of  the  cushion 
and  the  covered  welt  are  sewn  together  In-  a 
single  stitch  from  the  wrong  side,  as  in  l-'ig.  43C'. 
The  cushion  cover  is  then  turned  right  side  out. 
and  with  a  sewing  machine,  equip])ed  with  a 
special  welting  foot,  a  second  stitch  is  run 
around  the  cushion  just  inside  of  the  welt  in 
the  manner  in  Fig.  431). 

Contrast  in  Colors  Attractive 
A  variation  in  welting  is  sometimes  created 
by  making  the  welt  of  a  contrasting  plain  color; 
this  method,  however,  is  not  recommended  be- 
cause in  unskilled  hands,  it  is  apt  to  ])roduce  a 
garish  effect.  W'e  mention  the  custom,  how- 
ever, to  ha\e  our  descri])tion  complete. 

In  the  better  sho;)s.  where  a  double  French 
gimp  is  used  as  a  trimming  for  the  cushion,  as 
indicated  in  Fig-.  48,  it  is  a  practice  to  welt  the 
edg-es  of  the  covering  in  the  manner  we  have 
here  described  in  connection  with  Fig.  45.  The 
double  French  gimp  has  a  cord  which  creates  an 
edge,  and  welt  is  used  to  make  the  cord  of  the 


gimp  fill  out  instead  ol  sinking  into  the  cushion. 

In  using-  a  flat  galloon,  as  in  l''ig.  48,  whether 
it  is  as  wide  as  indicated  in  F'ig.  49,  which 
covers  the  face  of  the  wings,  or  is  merely  a  one- 
inch  galloon  as  is  indicated  on  the  base  of  the 
chair  in  big,  4S.  the  chaiaclcr,  of  the  appear- 
ance will  be  \  ei-y  largely  determined  by  the 
way  in  which  the  gallon  is  put  on.  Xeatness 
is  a  prime  rc(|uisite  and  an  important  element 
ot  neatness  consists  in  the  wav  the  pleats  are 
formed  in  the  method  of  attaching  the  gallon 
to  the  chair. 

Must  Maintain  Lines  of  Chair 

The  ])oint  we  are  endeavoring  to  emphasize 
is  best  illustrated  in  l'"ig-.  48  where  we  show  the 
base  of  this  chair  with  a  one-inch  tinsel  galloon 
tacked  into  ])osition,  the  fullness  of  the  curves 
being  dis])osed  of  by  ]  leating.  As  an  alterna- 
tive. Fig.  50  shows  a  combination  of  glueing  and 
sewing.  The  lower  edge  of  the  galloon  is  glued 
all  along  the  ])ase  of  the  chair,  being  held  with 
tacks  until  the  glue  hardens.  This  method 
leaves  the  ujiper  edge  of  the  galloon  unattached. 
In  all  galloons  there  are  lairl\-  stout  warp 
thre;'.ds  which  form  the  seUage.  W  ith  a  pin,  it 
is  i)ossible  to  draw  two  or  three  of  these  warp 
threads  through  the  edge  of  the  selvage  and 
utilize  them  as  a  shirring  string  to  dispose  of 
the  fullness  in  the  manner  indicated  in  l-'ig.  50. 
44iis  not  only  disposes  of  the  fullness  e(|tially, 
but  it  also  creates  smooth  curves  which  are 
finally  sewn  to  the  covering  with  a  small  circu- 
lar needle  and  thread,  which  matches  the  cover- 
ing, thus  creating  the  appearance  shown  in  Fig. 
45. 

(ilue  is  employed  frequently,  for  attaching 
the  trimming  to  the  hard  ibase  of  the  chair,  but 
on  the  edges  of  the  arms,  the  wings  and  back, 
it  is  always  better  to  sew  the  trimmings  in  posi- 
tion, whether  it  consists  of  fringe,  cord,  moss 
gini])  or  welted  paneling,  and  it  is  a  i)ractice  in 
good  shops,  wherever  there  is  a  flat  trimming 
of  any  kind,  to  have  the  same  pinned  into  I'osi- 
tion  c(mi])lete  before  sewing,  as  only  in  this  way 
is  it  possible  to  maintain  a  uniform  appearance 
between  the  right  and  left  sides  of  the  chair. 

C  ording,  such  as  is  shown  in  Fig.  46,  is  usual- 
ly sewn  on  free  hand,  but  care  should  be  taken 
to  chalk  the  line  of  sewing  so  that  an  accurate 
and  symmetrical  outline  will  be  presented  in  the 
finished  article. 
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The  Style  of  "Chippendale 


During  the  Georgian  Period — 1710  to  1779 — 
furniture  styles  were  classified  by  tlie  name  of 
the  maker.  Thomas  Chippendale  was  the  first 
English  craftsman  to  thus  hand  liis  fame  down 
to  posterity.  He  wrested  fmrn  the  reigning 
sovereign  the  prerogative  of  giving  liis  name  to 
a  style,  and  so  the  peculiarly  charming  ])roducts 
of  his  art  were  then,  and  still  are,  designated 
by  the  name  "Chi])pendale." 

It  would  hardly  be  correct  to  say  that  Chip- 
])endale  was  original  in  design,  for  Thomas 
Chijjpendale  was  more  of  an  adapter  and  a  close 
observer  of  the  trend  of  the  times.  He  develop- 
ed, imi)roved  and  beautified  the  styles  which 
already  existed  and  i)o])ular  taste  demanded. 
His  designs  were  based  upon,  and  copied  from, 
the  Gothic.  Chinese,  Louis  XI  \'  and  Louis  XV 
styles.  In  connection  with  the  Chinese  designs 
we  find  the  name  of  Sir  William  Chambers,  who 
l^roduced  a  numl)er  of  Chinese  pieces,  but  these 
were  ])oor  copies  of  true  Chinese  characteristics. 
Chippendale  took  advantage  of  this  and  where 
Chambers  failed  he  made  a  success. 

Chi]:)pendale  began  his  first  designs  from  the 
late  Queen  Anne  types,  making  bandy-legged, 
fiddle-back  chairs.  The  chair  was  his  most 
popular  achievement  and  many  were  his  crea- 
tions. The  illustrations  on  the  two  following- 
pages  will  give  our  readers  some  idea  of  his 
work.  Usually  speaking  they  were  broad  in  the 
seat,  some  with  ball  and  claw-feet.  As  transition 
went  on  Chippendale  improved  this  style,  pierc- 
ing the  splat,  enriching  his  work  with  rococo 
carving,  after  the  French  manner,  l)eautifying 
the  cal)riole  leg,  and  adopting  a  squarer  form  of 
chair  back  with  rounded  corners,  to  be  follow- 
ed soon  by  the  bow-shaped  or  slightly  curved 
top  rail,  which  became  an  essential  character- 
istic of  many  of  his  chairs,  which  gradually 
swung  toward  the  French  tvpc. 

Walnut  Gives  Way  to  Mahogany 

Walnut,  in  which  he  began  his  work,  com- 
menced to  wane  and  lose  favor,  and  the  demand 
for  mahogany  and  finer  carving  became  irresist- 
ible. He  was  swayed  by  the  popular  vogue, 
but  continued  nevertheless  to  make  a  few  of 
his  ladder-back  chairs  and  other  pieces  in  wal- 
nut. When  his  famous  ribbon  back  chairs  were 
made,  mahogany  rose  to  its  height  of  prosperity. 
Mahogany  ])roved  to  be  the  best  possible 
medium  for  the  pierced  i)ack  of  his  French 
chairs,   with   their   somewhat   intricate  carving 


and  for  the  even  more  involved  work  of  his 
Chinese  mirror  frames  and  other  pieces.  He 
was  inclined  toward  the  use  of  rich,  dark  mahog- 
any of  uniform  color  and  grain  and  was  the 
first  to  discover  the  good  (|ualities  to  which 
mahogany  lent  itself. 

The  Chinese  designs  were  made  in  great 
variety,  and  are  recognized  by  pagoda  tops, 
lattice  work,  straight  legs,  fretwork  carving,  and 
elaborate  ornamentation.  His  (iothic  designs 
were  cojjied  fr^m  about  the  date  1750. 

What  Were  His  Favorites 

.\nn)ng  his  many  productions  were  chairs  in 
large  quantitiis  and  variety,  card  tables,  sofas 
and  settees,  desks,  bureaus,  cabinets,  bookcases, 
tea  stands,  mirror  cases,  a  few  beds  and  long 
clock  cases.  The  constructit)n  was  generally 
solid,  strong  and  honest;  his  materials  were  the 
best  obtainable.  'Phe  backs  of  chairs  were  more 
open  and  the  lines  better  suited  to  the  human 
anatomy  than  the  styles  from  which  he  copied. 
S])lats  were  joined  to  the  seats  and  not  to  cross 
pieces.  The  most  characteristic  were  his  French 
types,  the  ladder-back,  and  those  with  Chinese 
fretwork  with  (lOthic  patterns  in  the  backs. 
Many  of  his  settees  were  made  like  two  or  three 
of  his  chairs  joined  side  by  side.  Card  tables 
usually  had  cabriole  legs,  intricately  carved, 
with  ball  and  claw  feet,  or  the  straight  Chinese 
legs.  He  made  long  serving  tables,  but  no  side- 
boards. His  mirror  frames,  in  French  rococo 
and  Chinese  carving  and  pierced  work  were  very 
elaborate,  often  made  of  pine  and  gilded.  Over- 
mantles,  very  rare  and  few,  were  beautifully 
carved  and  gilded.  Paint  and  gilded  Japan  or 
inlay,  were  not  favorite  decorations  of  Chippen- 
dale. Chimney  pieces  and  girandoles  and 
mirror  frames  were  pure  h'rench  copies. 

.Scrolls,  shell  work,  bell  flowers,  fruit  leaves 
and  animals  were  his  principal  forms  of  orna- 
mentation. In  summing  u])  Chippendale  and  his 
l^roductions  :  though  considered  England's  great- 
est cabinet-maker,  he  was  a  great  borrower  and 
adapter,  which  may  easily  be  explained  by  the 
fact  that  he  catered  to  the  people's  demands  de- 
mands rather  than  his  own  desires.  He  did  not 
make  all  his  own  work,  but  employed  many 
hands,  about  one  hundred  ])eople,  in  his  factory. 
The  book  "The  Gentleman  and  Cabinet  Maker's 
Director"  was  written  and  published  by  Chip- 
pendale. 
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Table  showing  the  Gothic  ornamentation  on  the  legs  and  around  the  edge  of  table  with  claw  fe( 
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Top  left:     Chair.  Chinese  influence.     Right:     Table,  Chinese  influence  showing  fretwork  ornamentation.     Centre:    Table,  showing  French 
influence  in  the  cabriole  leg5.     Bottom  left:     A  true  English  style  of  Chippendale.    Right:     Lattice  bach  chair 
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Curtains  Bring  Customers 

to  the  Furniture  Store 


Simple,  but  attractive.  Door  Treatment. 
Hangings  of  Fibre  Silk  Madras  with 
Sunfast  over-curtains. 


Illustration  Courtesy  The  Orinoka  Mills. 
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Furniture  Manufacturers 

in  Annual  Meeting 


Discuss  Problems  of  the  Trade — Nineteen-Twenty- 
Two  a  Difficult  Year  But  Present  Feeling  is  Very 
Optimistic — New  President  an  Owen  Sound  Citizen 


i 


The  annual  i^eneral  meeting-  of  the  l'"urnilure 
Manufacturers'  Association  was  held  in  Toron- 
to on  Feb.  7.  During  the  course  of  the  pro- 
ceedings, there  were  interesting  discussions  and 
comments  on  the  conditions  during  the  past 
year  and  the  prospects  for  the  season  ahead. 
The  retiring  president,  Mr.  VVm.  Krug,  was 
absent,  very  unfortunately,  on  account  of  ill- 
ness, and  in  his  absence  the  presidential  address 
was  read  by  the  secretary,  Mr.  Wm.  Cawkell. 
We  are  printing  below  some  excer])ts  from  his 
remarks,  which  will  help  to  gi\e  the  trade  ri 
summary  of  the  situation  as  it  has  been,  and  is 
now  developing. 

"1  nn'ghl  .-ax-  at  the  outset  that  it  has  been 
a  most  diflicult  year  tor  all  of  us.  W  e  had  to 
face  declining  \alues  and  in   the  early  months 


that  vye  will  experience  stiffening  prices  in  many 
of  th^'  articles  we  have  to  buy. 

"Re])orts  from  the  United  States  go  to  show 
that  i)rices  there  are  in  many  classes  of  goods 
higher  than  our  own,  and  the  industry  there  is 
reported  to  be  very  near  the  1919  peak  level, 
haying  shown  a  remarkable  degree  of  im])rove- 
ment  dtiring  the  last  six  months;  in  fact  the 
furniture  industry  has  recovered  much  more 
rai)idly  than  was  generally  supposel  possible. 
At  the  present  time  the  demand  for  furniture  in 
the  .States  has  reached  a  level  that  has  only  been 
exceedecl  on  two  occasions;  namely,  in  the 
aiitunm  of  191S  and  in  the  after-war  l)oom  of 
l''l<»  and  1920. 

"I'ast  exi)erieuce  has  gone  to  show  that  in 
C  anade  \ye  get  the  same  conditions  as  on  the 


8 


President   J.   A.  Minctiner 

(jf  the  year,  a  declining  market,  and  sales  fell 
away.  However,  1  am  pleased  to  say  that 
.\ugust  showed  a  .sharp  recovery,  and  this  im- 
provement was  continued  through  the  months 
of  September,  October  and  Noveml)er,  and  the 
outl(K>k  for  1923  is  very  promising. 

■'Many  of  the  commodities  entering  into  the 
manufacture  of  furniture  have  advanced  in  price, 
especially  mirror  plate,  and  there  are  indications 


IWr.  Wm.  Cawltell.  Secretary 

other  side,  but  generally  about  six  months  later, 
and  considering  the  large  amount  of  building 
that  has  taken  place,  1  think  we  may  look  for- 
ward with  a  consideral)le  degree  of  confidence 
during  the  year  1923.  "  Moreover,  there  is  a 
much  more  optimistic  feeling  throughout  the 
trade  now  than  there  was  last  year.  Un- 
fortunately the  prices  we  are  getting  for  our 
goods  are  too  low  to  make  manufacturing  profit- 
able, and  if  we  are  going  to  be  faced  with  in- 
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creased  costs  of  materials,  it  is  certain  tliat  our 
selling  prices  will  have  to  be  advanced.  I  think 
that  very  few  of  us  made  any  real  money  dur- 
ing 1922,  and  while  it  has  heen  necessary  for 
us  to  take  our  losses,  this  state  of  affairs  can- 
not continue  indefinitely. 

"There  have  been  practically  no  reductions 
in  the  Avages  in  our  factories,  nor  do  I  think 
that  this  is  desirable  or  indeed  practicable.  Dur- 
ing the  past  year  a  great  many  economies  have 
been  effected  by  improving  factory  conditions 
in  Canada,  and  our  factories  were  never  so  well 
equipped  as  they  are  now  to  turn  out  well-made 
goods — in  fact  ec^ual,  if  not  superior,  to  any- 
thing produced  elsewhere." 

Cost  Accounting 

The  report  of  the  Cost  Accounting  Depart- 
ment, presented  by  Mr.  Ferguson,  gives  a 
cjuantity  of  interesting  statistics  on  the  business 
transacted  last  year  and  the  price  levels  of  com- 
modities that  affect  the  furniture  industry.  This 
is  printed,  in  part,  herewith  : 

"From  the  records  of  1922,  it  may  'be  said 
the  volume  of  business  transacted  by  the  furni- 
ture industry  during  that  year  was  "fair." 
Taking  as  a  basis  the  figures  of  those  members 
who  submit  regularly  their  monthly  figures,  the 
value  of  shipments  was  about  2%  less  than  in 
1921.  As  the  selling  prices  were  lower  than 
during  the  previous  year,  the  actual  number  of 
pieces  shipped  must  necessarily  have  been 
greater.  The  proportion  of  shipments  to  normal 
for  the  year  1921  was  66  while  for  the  year 
1922  it  was  74. 

"The  general  level  of  prices  continued  the 
upward  trend  which  became  evident  towards  the 
end  of  1921.  Bradstreet's  index  number  on 
January  1,  1922,  stood  at  11.37  and  rose  through- 
out the  year  to  13.70  on  January  1,  1923.  This 
represents  a  rise  of  20.4%  for  the  year,  or  29% 
over  the  low  point  of  June  1921.  It  now  stands 
34.3%  lower  than  the  high  point  of  February 
1920,  and  57.3%  over  August  1914. 

"The  Labor  Department  index  number  de- 
clined during  most  of  the  year  ■1.)Ut  began  to 
rise  during  the  closing  months.  In  fanuarv 
1922  it  stood  at  227.7,  declining  to  219.8  iii 
October.  In  December  it  had  risen  to  223,  an 
advance  of  62%  over  1914. 

"At  the  end  of  the  year  our  commodity 
figures  showed  the  following-  increases  over 
1914:  Lumber  97.4%,  Glue  13.5%,  Hardware 
96%,  Finishing  112.5%,  Glass  20%,  Mirrors 
131%,  Packing  69%,  Upholstering  88%. 

"By  weighting  each  group  in  proportion  to 
its  importance,  it  is  observed  that  materials 
used  in  our  industry  are  84%  over  the  1914 
level. 

"The  most  serious  increase  of  the  year  was 
that  of  mirrors  which  advanced  26%.  Lumber 
was  gradually  advancing  during-  the  fall  months. 
The  general  hardwood  index  based  on  49  items 
of  15  hardwood  species  showed  an  advance  of 


17%  during  the  year.  Steel  goods  and  textiles 
also  advanced  considerably.  All  indications 
point  to  a  continuance  of  this  movement  during 
the  year  1923. 

"The  wage  rate  of  skilled  labour  remains 
about  the  same,  as  shown  by  the  reports  on 
wage  conditions  issued  in  March  and  November. 
Most  factories  report  a  gradual  increase  in  labor 
efficiency.  Wages  register  an  advance  over  1914 
of  from  80%  to  90%. 

"While  the  past  year  has  not  been  without 
its  disappointments  and  reactions,  it  has  also 
given  us  encouragement  and  there  is  now  evi- 
dence of  comparative  stability.  The  notable 
feature  of  the  recent  months  has  been  the  grow- 
ing feeling  of  betterment,  a  feeling  that  not- 
withstanding the  uncertainties  of  1923  we  can 
go  forward  with  confidence  to  a  year's  business 
the  results  of  which  will  be  more  satisfactory 
than  we  have  experienced  for  some  time.  At 
the  present  level  we  estimate  that  1923  will 
yield  15%  more  business  than  we  had  in  1922 
and  the  net  results  will  largely  depend  on  our- 
selves, on  the  extent  to  which  we  co-operate, 
on  the  amount  of  stability  we  show." 

Election  of  Officers 

The  Association  unanimously  elected  the 
following  officers  for  the  year  1923:  President, 
J.  A.  Minchner ;  Vice-President,  P.  R.  Hilborn  ; 
Executive  Committee  and  Advisory  Board: 
Messrs.  W.  J.  Anderson,  J.  H.  Baetz,  W.  G. 
Durst,  G.  A.  Gruetzner,  J.  S.  Knechtel,  H.  Krug, 
L.  Malcolm,  D.  E.  Macintyre,  J.  J.  Spiesz,  LI. 
M.  Snyder.  R.  J.  Ball,  J.  E.  Campbell,  W.  E. 
Dolan,  W.  G.  Hay,  Wm.  Krug,  Andrew  Mal- 
colm, F.  E.  Ma.son,  J.  R.  Shaw,  F.  W.  Trebell, 
1).  M:.  Wright.  — 


Handsome  New  Catalogue 

A  very  handsome  catalogue  has  just  been 
prepared  by  the  North  American  Furniture 
Company  and  the  Owen  Sound  Chair  Company, 
Limited,  of  Owen  Sound,  Canada,  who  are 
manufacturers  of  medium  and  high  grade  din- 
ing room,  bedroom,  hall  and  library  furniture 
and  chairs  of  all  kinds.  The  catahjgue  is  splen- 
didly illustrated  and  contains  a  number  of  beau- 
tiful color  reproductions,  one  of  them  represent- 
ing a  Jacol)ean  dining-room  suite,  another  a 
breakfast-room  suite,  another  a  l)ed-room,  a 
fourth  a  li\'ing-room. 


Well  Known  Dealer  Passes 

Charles  Simmons,  who  for  over  35  years 
conducted  a  successful  furniture  business  at  the 
corner  of  Albert  and  Elizabeth  Streets,  Toron- 
to, until  his  retirement  fifteen  years  ago,  died 
recently  at  his  home,  following-  an  operation 
which  he  underwent  six  weeks  ago  for  internal 
trouble.  The  late  Mr.  Simmons  was  born  in 
Birmingham,  England,  74  years  ago,  and  came 
to  Toronto  as  a  young  man  of  some  24  years. 
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Duncan  Phyfe  Designs 
Returning  to  Favor 

Modern  Reproductions  are  Attracting 
Considerable  Attention 

As  Duncan  Phyfe  furniture  lias  recently 
been  arousing  more  than  usual  interest  we  are 
reproducing  a  few  illustrations,  with  some  char- 
acteristics of  the  style,  which  may  interest  our 
readers. 

Duncan  Phyfe,  a  ."Scotchman  l)y  hirth.  came 
to  this  Continent  in  17S,S  or  17H4  \vhen  he  was 
'hut  sixteen  years  of  age,  and  began  to  dexote 
his  time  and  energy  to  the  art  of  making  furni- 
ture. It  is  true  his  early  years  were  anything 
but  easy.  Me  had  to  work  hard  to  make  a  lix  ing, 
but  his  efforts  were  rewarded  in  the  end.  llis 
success  is  attributed  mainly  in  ])art  to  a  for- 
tunate connection  with  certain  members  of  the 
Jiihn  Jacob  Astor  family,  who  became  great 
patronizers  of  his  work.  His  early  inspirations 
were  those  of  Hei)plewhite  and  Sheraton,  but 
the  e\er  domineering  artistic  French  influence 
made  its  appearance  in  1S02  or  thereabouts,  and 
it  was  necessary  for  him  to  adapt  his  designs 
accordingly  if  he  wished  to  achiese  success.  He 
therefore  combined  the  l^nglish  styles  and  de- 
tails with  that  of  the  hrench.  Some  of  his 
tables  were  of  the  long  narrow  tyi)e  with  drop 
leaves  at  each  end.  The  dro])  leaf  appears  to 
have  been  a  great  favorite  with  him,  for  he  also 
used  them  on  sewing  tables,  see  illustrations. 
Tables  were  strongly  supported  underneath  by 
two  ui)right  trumpet  sha])e  supports,  one  at  eacli 
end,  with  two  legs  branching  down  to  the 
ground  with  a  solid  connecting  underbrace, 
slightly  above  the  ground. 

Among  the  many  creations  was  his  card 
table  <if  the  single  pedestal  type  su])portcd  on 
four  legs,  carved  down  the  centre  and  overlaj)- 
ping  slightly  above  the  joint.    The  feet  were 


often  brass  mountings  in  the  form  of  animals' 
feet.  The  top  of  the  table  swung  round  on  a 
s\vi\el  and  folded  oxer  like  the  leaf  of  a  book. 
A  S])ace  for  cards  or  other  articles  was  ])ro\  ided 
underneath  the  leaves.  Cabinets  co])ied  after 
the  Queen  Anne  highboy  style,  were  simple  and 
neat  in  design,  with  tiers  of  drawers  inside  of 
different  sizes,  hidden  by  two  swing  doors, 
which  folded  outward.  Buffets  were  copied 
after  the  French  designs  with  his  own  introduc- 
tions. Chairs  had  leather  upholstered  seats  with 
stiaight  Louis  XVI  legs  and  trumpet  under- 
l)races.  The  whole  style  may  perhaps  l)e  classi- 
tied  as  English  in  his  earlier  work,  and  follow- 
ing the  lines  of  I'rench  Directoire  and  Empire 
Period  in  his  later  creations.  Veneer  and  in- 
lay was  also  intr(!duced  for  decorative  purposes. 
Dark  inlay  was  used  as  border  on  tables  and 
lattice  work  on  buffets,  etc.  Paintings  of  flow- 
ers on  centre  of  drawers,  chair  backs,  cabinet 
doors  and  flaps  of  tables  were  an  ornamental 
feature.  The  carving  of  Duncan  Phyfe  was  us- 
ually underneath  the  surface,  and  is  to  be  found 
more  particularly  on  chairs  and  legs  of  tal)les. 
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Reproductions  of   Duncan  Phyfe  designs  herewith  through  the  kindness  of   Canada   Furniture   Manufacturers  Ltd. 
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Prominent  Furniture  Men  of 
Canada — 5. 


J.  A.  BANFIELD 

J.  A.  Banfield,  Furniture  and  House  Furnish- 
ings, Winnipeg',  Manitoba,  was  born  in  the  City 
of  Quebec  in  the  year  1856  and  educated  in 
private  schools  in  that  City.  His  father  was 
one  of  the  leading-  business  men  in  the  ancient 
capital. 

Mr.  Banfield  for  a  few  years  represented  an 
Ontario  house  in  the  Eastern  provinces,  but  was 
called  upon  tci  make  a  trip  into  the  North-west 
in  the  fall  of  1879.    He  was  so  much  impressed 


Mr.   J.   A.  Banfield 

with  the  future  of  the  West,  that  on  the  com- 
pletion of  his  trip  and  contract  with  the  firm, 
he  resigned  his  position  and  returned  to  Winni- 
peg where  he  went  through  all  the  vicissitudes 
of  the  following  few  years.  Returning  to  East- 
ern Canada  he  represented  the  National  Cash 
Register  Company  for  a  time.  Resigning  his 
position  with  them  he  again  went  West  and 
entered  into  partnership  with  his  ibrother,  the 
late  A.  F.  Banfield,  with  whom  he  was  interested 
until  the  latter's  death,  when  he  took  over  the 
business. 

In  the  early  days  of  the  business  the  firm 
dealt  exclusively  in  carpets  and  house  furnish- 
ings, but  he  soon  saw  that  the  addition  cv^  furni- 
ture was  essential  to  the  development  of  a  large 
business,  and  gradually  kept  enlarging  his  stock 
with  additional  lines  as  he  could  acquire  space, 
until  today  he  carries  one  of  the  largest  and 
most  complete  stocks  of  house  fiarnishings  in 
the  Dominion. 

■  Mr.  Banfield  takes  an  extensive  interest  in 
public  afifairs,  and  for  the  past  four  years  has 
been  president  of  the  Dominion  Board  and 
Executive  Council  of  the  Retail  Merchants'  As- 


sociation of  Canada.  His  interest  in  the  work 
of  the  association  is  considerable,  as  he  is  con- 
stantlv  in  touch  with  all  provincial  secretaries 
and  their  pr()])lems,  and  he  trusts  that  some  day, 
by  close  co-operation  of  the  merchants  them- 
selves, they  will  reach  that  pinnacle  in  the  busi- 
ness world  ti )  wliich  they  are  entitled. 


Establishing  Permanent  Showrooms 

1'he  Elmira  h\irniture  C(i.,  in  association 
with  the  Orillia  Furniture  Co.  and  the  Chesley 
Furniture  Co.,  has  leased  the  entire  third  floor 
of  the  Fehrenbach-Weber  block  in  Kitchener 
and  will  use  these  premises  to  accommodate  a 
permanent  furniture  exhil)it.  E.  Ziegler,  sales 
manager  for  the  three  associated  factories,  has 
charge  of  the  new  showroom. 


Upholstered  Furniture  Convention 

At  a  meeting  of  the  Executi\e  Committee 
lield  in  Chicago,  January  30th,  it  was  decided 
that  the  Annual  Convention  of  the  National  As- 
sociation of  Upholstered  Furniture  Manufac- 
turers would  be  held  at  Atlantic  I'itv,  N. 
April  10,  11  and  12. 


A  Modern  Factory 

It  is  stated  that  Mr.  Albert  Hudson  intends 
to  take  (jver  and  operate  the  Milverton  h\irni- 
ture  Co.,  beginning  about  April  1st.  The  com- 
pany is  now  established  in  a  new  four-storey 
building,  which  is  modern  in  every  respect  and 
completely  equi])ped. 


Bad  Fire  in  Ottawa 

A  fire  occurred  last  month  in  the  ].)remises 
of  the  Ottawa  Specialty  Wicker  Works  Co., 
457  Gladstone  Ave.,  Ottawa,  which  gutted  the 
store  and  cleaned  out  the  entire  stock. 


Trade  Items 

Stock  and  fixtures  of  Standard  House  Furni- 
ture Co.,  Regina,  Sask.,  were  recently  sold  by 
auction. 

Floor  Covering's, 


Ltd. 


Montreal,  has  regis- 


tered. 

S.  P.  Zive  &  Son,  Halifax,  furniture  dealers, 
registered  by  Theresa  Zive. 

AA'estern  liardware  &  Furniture,  Ltd.,  Mel- 
ville, Sask.,  has  been  incorporated. 

Stock  of  the  Empire  Furniture  Store  has  l)een 
sold  to  Royal  Second  Fland  Store,  Saskatoon. 

The  stock  of  Frank  Tench,  furniture  dealer. 
Saskatoon,  Sask.,  has  been  sold. 

Saskatoon  House  Furnishing  Co-,  .Saskatoon, 
has  moved  to  a  ne^w  location. 

Moore  &  Davidson,  Furniture  and  upholster- 
ing. Smith's  Falls,  Ont.,  has  been  succeeded  by 
I.  A.  Moore. 
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FURNITURE 
ACCESSORIES 

Following  an  Intensive  Campaign  for  the 
Sale  of  Electrical  Goods  Has  Brought 
Many  Furniture  Dealers  a  Neat  Profit 


It  seems  to  l)e  an  estahlislied  fact  that  tin- 
(Jiie  thorout^h  effective  way  of  selling  the  larger 
electric  appliances,  such  as  washing  machines, 
vacuum  cleaners  and  ironcrs.  is  by  iiousc  to 
house  canvassing.  I'dcctrical  distrihuting  agen- 
cies are  all  agreed  u])on  that  point,  and  it  has 
been  ])ro\en  time  and  again  that  no  otiier  meth- 
od will  ])roduce  e(|ual  results  in  tlie  same  time. 

Here  is  something  for  the  furniture  dealer  to 
think  ui)on.  A  large  number  of  furniture  stores 
are  carrying  electrical  appliances,  but  compar- 
atively few  are  making  vigorous  effort  to  really 
put  them  into  the  homes  of  the  consumers  in 
their  community.  One  large  washing  machine 
manufacturer  who  is  marketing  his  product 
through  the  furniture  trade  maintains  a  house 
to-housc  selling  organization  on  his  own  ac- 
count, for  the  |)urpose  of  jiutting  on  local  cani- 
])aigns,  and  all  the  furniture  dealer  is  asked  to 
do  is  to  gi\e  his  window  over  to  a  clemonstra- 
tion  and  supply  a  list  of  prospects  for  the  use  of 
the  canxassers.  The  dealer  gets  his  commission 
on  all  sales,  while  the  manufacturer  even  goes 
so  far  as  to  attend  to  the  collections.  This  ar- 
rangement of  conrse  is  a  very  con\enient  one 
for  the  merchant,  but  it  is  not  to  be  supi)osed 
lhat  he  is  .going  to  make  any  real  monev  out  of 
washing  machines  or  any  other  line  wi'.hout 
some  initiati\e  and  selling  "Tuncii"  on  his  own 
l)art.  Several  machines  may  be  sold  while  the 
cam])aign  lasts,  but  it  is  altogether  a  mistaken 
idea  to  su])])ose  that  thev  will  continue  to  sell 
th  emselves  automatically  after  the  campaign 
sto])s.  The  campaign  is  merely  a  matter  of 
cranking  up  the  engine;  somebody  has  got  to 
maintain  the  sujjply  of  gas. 

A  Canvassing  Organization 

The  fact  of  the  matter  is  that  if  the  furniture 
dealer  is  going  to  make  the  most  out  oi  elec- 
trical appliances,  he  has  got  to  have  a  canvass- 
ing organization.  There  are  other  considera- 
tions, too,  which  provide  a  strong  argument, 
why    this   method   of   selling   is   desiral)le.  If 


washing  machines,  vacuum  cleaners,  and  the 
like,  can  best  be  sold  by  house  to  house  canvass- 
ing, surely  the  same  will  a])ply  to  such  articles 
as  kitchen  cabinets,  refrigerators,  and  perhaps, 
also.  phonogra]jhs,  stoves,  heaters,  etc- 

'Idle  fact  of  the  matter  is,  indeed,  that  all 
kinds  of  furniture  and  household  equipment  can 
be  sold,  and  sold  ei¥ectively,  by  house  to  house 
methods.  It  is  true  that  there  are  very  many 
successful  concerns  which  have  confined  them- 
selves to  newspaper  advertising,  for  drawing  the 
])ublic  to  their  stores,  but  it  is  also  true  that  some 
of  the  largest  furniture  houses  on  the  continent 
have  big  outside  stalls  and  credit  the  greater 
])ro]  <irtion  of  their  turnover  to  business  brought 
m  in  this  way. 

1 'robably  it  is  easier  to  begin  a  house  to 
house  canvassing  with  some  specialty,  such  as 
a  washing  machine,  or  vacuum  cleaner.  It  gives 
the  salesman  something  definite  to  talk  about 
and  a  demonstration  jjrovides  an  excuse  for 
gaining  entrance  to  the  home.  Thus  an  open- 
ing is  secured,  through  which  other  lines  may 
be  ]daced. 

The  luethods  used  by  some  very  successful 
electrical  distributing  organizations  will  there- 
tore  be  of  interest  and  may  be  turned  to  good 
account  by  the  furniture  dealer  who  contem- 
jilates  the  employment  of  an  cnitside  staff.  A 
sales  manager  who  has  made  his  mark  in  this 
lield  has  some  interesting  comments  and  sug- 
gestions to  make  in  this  connection. 

How  He  Did  It 

He  declares  that  the  principal  cause  of  fail- 
ure in  such  enterprises  is  because  the  dealer 
fails  to  divorce  the  scheme  from  his  old  over-the- 
counter  methods.  He  must,  in  the  first  place 
make  arrangements  to  carry  a  considerable 
amount  of  time-])ayment.  A  house-to-house 
salesman,  on  straight  commission,  cannot  make 
a  living  unless  he  is  permitted  to  sell  on  fairly 
liberal  credit  terms.  The  bulk  of  his  sales,  al- 
though  they  may   be  absolntely  good,   will  be 


! 

o 
o 

! 

i 
I 

i 


i 


MARCH,  1923 


i59 


made  tn  people  who  cannot  stand  a  drain  of 
more  than  five  to  ten  dollars  monthly  for  pay- 
ments. The  sales  of  even  a  modest  house-to- 
house  organization  soon  run  up  a  considerable 
amount  of  accovmts  outstanding.  This,  of 
course,  is  no  real  obstacle ;  if  the  dealer  can 
show  a  reasonable  financial  statement,  he  can 
always  secure  the  services  of  a  financing  com- 
pany with  which  his  manufacturer  or  jobbers 
can  put  him  in  touch,  and  which  will  eliminate 
his  troubles  on  that  score.  Indeed  many  pro- 
gressive manufacturers  reali^^e  this  situation  and 
offer  a  financing  plan  in  connection  vvith  their 
dealer's  proposition,  sometimes  carrying  almost 
the  entire  burden. 

In  The  Second  Place 

In  the  second  place,  the  salesmen  must  be 
allowed  the  advantage  of  the  "free  trial  '  offer. 
The  equipment  which  a  customer  will  often  re- 
fuse to  buy  after  just  a  brief  demonstration  be- 
comes indispensable  after  being  used  by  her  in 
her  own  home  for  a  few  days.  In  order  to  give 
these  "free  trials"  the  salesman  must  be  per- 
mitted a  working  stock  of  machines,  say  five  to 
ten  vacuum  cleaners,  three  to  five  washers  and 
a  couple  of  ironers.  Care  should  be  taken  to 
see  that  this  stock  is  kept  "active"  that  is,  that 
appliances  are  not  left  in  homes  too  long.  For 
vacuum  cleaners,  two  days  is  sufficient  time,  but 
for  a  washer  it  must  often  be  extended  over  two 
washdays- 

Another  feature  of  the  free  trial  plan  is  that 
under  the  guise  of  advertising  it  will  often  give 
a  salesman  entree  to  homes  where  he  would 
otherwise  be  refused  entrance. 

Straight  Commission 

In  the  matter  of  compensation,  experience 
has  proven  that  there  is  just  one  satisfactory 
method,  namely  the  straight  commission  basis. 
The  advantage  of  this  plan  is,  partially,  that 
the  employer  is  under  no  actual  expense  unless 
sales  are  made,  but  its  principal  purpose  is  to 
provide  that  extra  incentive  for  the  men  to 
work.  The  amount  of  commission  paid  will  vary 
with  conditions  and  localities,  but  as  a  rule  at 
least  twenty  per  cent,  must  be  set  aside  for  this 
purpose,  fifteen  per  cent,  to  the  salesman  and 
five  per  cent,  on  each  sale  to  a  field  su]:)ervisor 
or  crew  manager,  who  of  course  receives  the 
entire  twenty  per  cent,  on  his  personal  sales, 
selling  on  a  time-payment  basis,  the  salesman 
should  be  required  to  collect  as  a  down  payment 
at  least  enough  to  cover  his  own  commission, 
but  not  necessarily  enough  to  also  cover  the  ad- 
dition commission  paid  his  crew  manager.  The 
entire  amount  collected  should  be  paid  in  to  the 
house  at  the  time  of  sale  and  repaid  to  the  sales- 
man \veekly.  This  routine  acts  as  a  partial  veri- 
fication that  the  sale  is  a  bonafide  one  and'  also 
works  to  better  advantage  for  the  salesman,  who 
otherwise  is  apt  to  think  less  of  his  earnings 
if  they  come  in  dribbles  during  the  week. 

One  of  the  greatest  mistakes  to  guard  against 


ill  l)uilding  an  outside  selling  organization  is 
that  of  l)uilding  too  fast.  It  is  necessary  to  lay 
a  sound  foundation,  and  the  selection  of  the 
man  around  whom  the  future  selling  organiza- 
tion is  to  be  built  must  receive  the  most  careful 
ccinsi'd-eration. 

Building  Your  organization 

The  dealer  must  realize  that  it  is  usually  nec- 
essary— and  sometimes  actuallv  desirable — that 
the  org'anization  should  be  built  oi  men  who 
have  had  no  previous  selling  experience  in  this 
line  of  selling,  indeed  in  any  sort  of  selling.  Such 
men,  if  they  are  of  the  right  type,  will  at  least 
have  nothing  to  "unlearn." 

It  is  not  an  easy  matter  to  suggest  just  the 
type  of  man  who  will  fit  best  into  this  kind  of 
work,  l)ut  probably  the  elder  type  of  man,  with 
a  natural  faculty  of  Ijeing  agreeable,  is  perfer- 
able.  The  "gift  of  the  gab"  is  not  generally  to 
l)e  considered  an  asset,  nor  a  highly-polished 
manner,  nor  stylish  wearing  apparel.  The 
"slick"  salesman  is  not  the  one  that  is  most 
likely  to  gain  the  confidence  of  women  custom- 
ers. It  requires  the  man  who  can  be  agreeable 
without  being  too  friendly  and  polite  without 
lieing  too  smooth. 

Where  is  a  man  of  this  type  to  Ijc  secured? 
Well,  as  often  as  not,  right  in  your  own  home 
town-  Generally  there's  a  man  in  the  communi- 
ty somewhere,  honest,  reliable,  steady,  well-lik- 
ed, who  isn't  earning  a  princely  salary,  but  who 
manages  to  keep  himself  in  decent  appearance — 
perhaps  he  may  be  mowing  lawns,  or  clerking 
in  the  railroad  office,  or  even  laboring.  If  you 
can  get  him  in  and  explain  the  possibilities  in 
the  sale  of  your  goods  you  can  ])rol)ably  "sell" 
him  the  idea. 

The  next  thing  is  to  get  him  to  thoroughly 
understand  the  article,  or  articles,  he  is  to  "sell. 
Get  all  the  factory  literature  you  can  for  him.  If 
he  has  a  home,  let  him  set  \\\)  a  washer  and  ex- 
periment on  his  wife  with  the  demonstration,  or 
ler  him  take  a  vacuum  cleaner  home  and  exjieri- 
ment  witlT  that.  If  he  has  no  home,  get  your 
own  will  to  help  him.  Do  not  permit  him  to 
sell  a  single  item  until  he  has  perfected  his 
knowledge  of  the  product  to  a  point  where  he 
can  demonstrate  and  talk  its  merits  readily  and 
easily. 

Good  Mailing  List 

The  next  step  is  to  select  a  mailing  list  from 
among  your  best  customers.  Send  each  a  friend- 
ly letter  telling  of  your  plan.  Say  that  you 
have  labor-saving,  or  comfort-building,  appli- 
ances which  you  believe  they  would  be  interest- 
ed in  advertising,  as  you  want  them  to  have  the 
advantage  of  a  thorough  trial,  that  you  wish 
them  to  have  the  opportunity  of  trying  out  these 
devices  in  their  own  homes,  that  a  salesman 
will  call  and  giA'e  a  thorough  demonstration  and 
leave  the  rnachine,  or  other  device,  for  a  thor- 
ough  trial.     Be  particularly  sure  to  point  out 
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(hat  there  is  no  oblij^alion  of  any  sort  inNolved 
on  their  part. 

'rhe  salesman  should  follow  up  these  letters 
and  make  arrangements  for  a  number  of  demcm- 
strations.  When  the  article  has  been  on  trial 
for  a  day  or  two,  have  the  man  call  back,  after 
supper  when  both  husband  and  wife  may  be 
seen  together,  explain  the  easy  monthly-pay- 
ment plan,  elaborate  on  the  utility  of  the  appli- 
ance, and  just  watch  the  results. 

VVhen  the  first  salesman  is  thoroughly  brok- 
en, another  member  may  l)e  added  to  the  force, 
while  the  former  becomes  field  supervisor.  I'os- 
sildy  your  supervisor  in  his  vv'ork  may  run  ac- 
cross  a  numljer  of  men  who  are  suited  for  the 
job.  If  ai;plicants  are  not  readily  available,  try 
a  newspaper  want  ad.  When  you  select  one  or 
two — not  more  than  two — send  them  right  out 
into  the  field  with  your  crew  manager  to  ac- 
company him  nn  a  day's  work  and  learn  his 
methods,  (icnerally,  the  applicant,  after  a  day 
of  such  training,  will  express  a  desire  to  go  out 
"on  his  own"  feeling  he  has  mastered  the  game, 
l.et  him  ha\e  a  go  at  it — you  don't  want  to 
weaken  his  self-confidence — but  a  day's  work 
by  himself  will  usually  l)ring  him  to  his  crew 
manager  for  help  on  i)rol)lems  with  which  he 
is  unal:)le  to  cope  lie  should  be  kept  under  his 
supericjr's  wing,  helped  as  help  is  needed,  until 
he  too  becomes  pioficient  enough  to  demon- 
strate and  close  his  own  sales. 

Go  Carefully 

From  this  point  on,  the  sales  organization 
may  gradually  be  built  up  along  similar  lines. 
Remember  the  "gradual"  part  of  it  and  don't 
make  the  mistake  of  working  ahead  too  fast. 
Certain  methods  may  be  resorted  to,  t<j  add  to 
the  efficiency  of  the  force.  A  bonus  offered  for 
a  certain  volume  of  business  in  any^  week  or 
month  is  an  effective  stimulus.  So  far  as  ad- 
vertising co-operation  is  concerned,  it  is  stated 
by  some  successful  sales  managers  that  news- 


l)aper  "spread"  advertising  is  of  little  or  no  help 
in  house  to  house  selling.  The  housewife,  in 
most  instances,  already  knows  about  the  ad- 
vantages of  washing  machines,  refrigerators,  etc., 
as  they  have  been  brought  to  her  attention 
through  national  advertising  in  the  magazines, 
and  she  would  like  to  own  one,  but  there  isn't 
sufficient  urge  to  cause  her  to  walk  into  your 
store  and  purchase  it.  it  recpiires  efficient 
demonstration  in  her  own  home  to  actuallv  bring 
her  to  the  buying  point. 

Pave  the  Way 

O])viously,  therefore,  the  most  helpftd  and 
economical  form  of  advertising  to  assist  your 
I  lUtside  staff  must  take  the  form  of  a  direct  by 
mail  cami^aign,  paving  the  way  of  the  salesman 
wlicn  he  calls. 

I  here  are  almost  innumerable  details  which 
might  be  gone  into  in  (jutlining  plans  for  suc- 
cessfully handling  a  house-to-house  organiza- 
tion, but  these  must  be  dealt  with  as  they  arise 
and  none  of  them  present  and  serious  difficulties. 

Let  it  l)e  remembered  that  possibilities  of 
this  method  of  selling  are  not  confined  to  the 
large  houses,  nor  to  special  a|)pliances,  such  as 
washing  machines.  Many  young,  and  compar- 
atively small,  furniture  stores  are  using  outside 
agents  to  excellent  advantage.  If  no  one  in 
y(iur  district  is  pushing  washing  machines,  how- 
ever, the  furniture  dealer  has  an  excellent  op- 
])ortunity  of  cashing  in  on  a  house-to-house 
campaign  and  of  opening  up  a  connection  which 
will  be  of  the  greatest  value  to  him  in  selling 
other  lines  of  household  equipment  and  furni- 
ture. There  is  this  proviso  to  be  remembered 
in  connection  with  washing  machines,  that  some 
one  im  the  staff  must  make  it  his  business  to 
learn  all  there  is  to  know  about  them,  so  that  he 
can  make  any  minor  adjustments  which  may  be 
required.  "Service"  is  a  very  big  factor  in  hold- 
ing customers,  and  lack  of  it  a  very  big  factor 
in  losiu"'  them. 


A  gooii 
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How  To  Lay  Linoleum 

Like  Most  Other  Operations  There  is  a  Wrong  and 
a  Right  Way — Hints  on  Measuring,  Estimating, 
Cutting,  Placing  and  Caring  for  the  Surface  — 
Guard  Against  Dry  Rot  of  Floors 


There  is  a  prcifessional  way  of  doing  most 
things,  and  this  is  especially  true  of  lino.  When 
you  see  a  skilled  man  handling  a  roll  of  linoleum 
as  though  it  were  not  at  all  the  exasperatingly 
awkward  thing  an  amateur  finds  it  to  be,  and 
with  his  hooked  knife  cutting  it  to  fit  beauti- 
fully into  recesses  and  corners,  as  though  it 
were  the  easiest  possible  thing  to  do,  you  realize 
there  is  skill  here  that  only  practice  can  give. 

Most  of  us  at  one  time  or  another  have  to 
tackle  this  job  of  la}'ing  linoleum  and  it  may  be 
useful  therefore  if  1  set  down  a  few  notes  on  the 
subject. 

First  of  all,  it  should  be  explained  what 
linoleum  is.  It  is  a  composition  largely  of 
oxidised  linseed  oil,  ground  cork,  resin  and 
pigment  compressed  on  a  canvas  'backing,  its. 
process  of  manufacture  including  the  passing  of 
the  material  through  large  steam-heated  rollers 
which  give  it  consistency  and  a  perfectly  even 


and  Avindow  opposite  one  another.  So  far  as 
cjuantity  of  material  goes,  neither  of  the  two 
arrangements  shown  has  any  advantage  over 
the  other,  but  Fig.  1  is  preferable  because  it 
avoids  a  join  in  the  door  opening.  It  is  always 
desirable  not  to  have  a  join  at  a  doorway.  For 
this  little  square  room  two  12  ft.  lengths  of 
linoleum  6  ft.  wide  will  be  required,  and  the 
total  amount  will  thus  be  16  sq.  yds. 

An  oblong  room  with  a  bay,  as  shown  by 
Fig.  3,  offers  a  more  awkward  problem.  This 
room  is  assumed  to  be  14  ft.  in  length  and  9  ft. 
6  ins.  in  width,  the  bay  being  4  ft.  wide  and 
about  2  ft.  deep.  It  will  be  seen  that  if  the 
linoleum  were  put  across  the  width  of  the  room 
there  would  be  more  joins  than  are  desirable, 
for  the  two  6  ft.  widths  would  leave  2  ft.  in 
the  length,  and  the  bay  to  be  filled  in  as  well. 
The  better  arrangement  would  be  that  shown, 
one  6  ft.  width  being  run  the  whole  width  up 
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thickness.  It  is  a  modern  product,  dating  back 
only  to  1844,  when  "kamptulicon" — a  mixture 
of  indiarubber  and  ground  cork — was  patented. 
"Linoleum"  proper  was  not  patented  till  nearly 
twenty  years  later,  in  1860  and  1863.  It  is 
made  in  several  widths  (6  ft.  being  the  one  in 
common  use)  and  is  always  sold  at  so  much 
per  square  yard.  Thus  a  length  of,  say,  12  ft. 
will  contain  8  yds.  in  the  6  ft.  width :  4  yds.  x 
2  yds.  =  8  yds. 

Estimating  the  Quantity  Required 

In  estimating  the  quantity  of  linoleum  re- 
quired it  is  necessary  to  consider  how  it  can  be 
laid  to  best  advantage.  The  accompanying- 
diagrams  will  serve  as  an  indication. 

Figs.  1  and  2  show  a  square  room,  12  ft.  by 
12  ft.,  with  a  door  on  one  side,  and  a  fireplace 


to  the  line  of  the  bay,  with  another  piece  cut 
out  around  the  fireplace.  The  piece  cut  out 
could  'be  used  for  the  bay,  and  there  would  he  a 
strip  14  ft.  l(jng  and  2  ft.  6  ins.  wide  left  over. 

Still  more  awkward  for  the  amateur  is 
scheming  the  linoleum  to  cover  a  passage  hall  of 
the  kind  commonly  found  in  suburban  houses, 
namely,  with  a  skew  or  leg,  as  shown  by  Fig. 
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Fig.  5 — A  special  lino  knife 

4.  Here  we  have  an  entrance  hall  4  ft.  wide, 
with  the  .stairs  leading  up  from  the  end  of  it. 
'J'he  liall  then  turn.s  to  the  left  into  a  passage 
way,  3  ft.  wide,  that  leads  to  the  kitchen.  The 
stairs  are  2  ft.  9  ins.  wide,  so  that  the  overall 
width  jjetween  walls  is  5  ft.  9  ins.,  and  the  over- 
all length  22  ft.— 12  ft.  to  the  foot  of  the  stairs 
and  10  ft.  from  there  to  the  end  of  the  passage. 
It  would  be  wasteful  to  take  22  ft.  length  of 
linoleum  and  cut  it  to  the  shape  required.  The 
most  economical  way  would  be  to  take  a  length 
of  17  ft.  (i.e.,  the  length  to  the  foot  of  the  stairs, 
plus  half  the  length  from  this  point  to  the  end 
of  the  passage).  Then  the  piece  that  was  cut 
out  for  the  stairs  could  be  joined  on  and  would 
exactly  fit  into  the  remaining  space  along  the 
passage.  This  ])iece  is  marked  .\  on  the 
diagram. 

The  Floor  Surface 

Having  estimated  the  cpiantity  of  linoleum 
required,  the  next  thing  is  to  lav  it.  We  will 
assume  that  it  is  to  he  laid  over  l^oards,  as 
ordinarily  found  in  houses.  It  is  necessary  to 
carefully  look  over  the  floor.  There  may  l)e 
nail-heads  sticking  up.  If  so,  hammer  them  in 
flush  ;  this  is  a  simple  matter.  Far  more  trouble- 
some is  it  when  the  boards  are  found  to  be  un- 
e\'en.  A  certain  amount  <  if  unevenness  can  be, 
])ut  up  with,  without  detriment  to  the  iino.,  but 
if  there  are  any  boards  standing  up  appreciably 
it  will  be  necessary  to  take  off  the  edges  with 
a  plane  or  a  chisel,  otherwise  they  are  bound  to 
mark  through  the  lino.  In  \ery  bad  places  it 
may  be  desirable  to  make  up  the  level  with 
cardboard  or  sawdust. 

Linoleum  can  be  stuck  down  with  a  paste 


s])eciall\  prej)ared  for  the  purpose,  and  obtain- 
able from  any  good  furnishing  firm;  but  the 
more  usual  practice  is  to  fix  it  with  Ijrads. 
Inhere  is  no  need  to  i)Ut  in  a  great  number,  as 
lino,  lays  flat,  and,  especially  at  the  skirting,  it 
does  not  need  much  fixing. 

A  neat  finish  can  be  made  at  the  skirting  by 
fixing  a  small  triangular  wood  moulding  or  fil- 
let. 44iis  fits  tight  down  on  to  the  lino,  and 
is  nailed  to  the  skirting.  It  covers  any  slight 
deficiencies  there  may  be  in  the  straight  cutting 
of  the  lino,  and  constitutes  what  is  virtually  a 
rounded  angle,  so  that  sweeping  and  cleaning 
are  facilitated. 

Lino,  and  Dry  Rot 

At  this  juncture  one  element  of  ri.sk  in  tight- 
covering  a  floor  with  linoleum  should  be  men- 
tioned, namely,  the  risk  of  dry  rot.  Dry  rot  is 
a  \irulcnt  growth  which  will  easily  destroy  a 
whole  Ho(ir  if  the  right  conditions  are  present. 
The  right  conditions  are  damp,  still  air.  There- 
fore, on  a  ground  floor  where  the  space  under- 
neath is  unventilated,  and  the  floor  is  tight- 
covered  with  linoleum  so  that  it  cannot 
''breathe,''  you  run  a  risk  wdiich  may  be  formid- 
able. This  risk  obtains  especially  in  the  new 
houses  and  certain  authorities  object  to  the  use 
of  oilcloth  until  at  least  a  year  or  two  after 
these  have  been  completed.  The  reason  is  that 
the  bacilli  of  dry  rot  inav  be  present  in  the  floor 
joists  and  boards,  and  the  tight-covering  of  the 
floor  with  linoleum  might  start  their  develop- 
ment. In  houses  that  have  been  erected  for 
some  time,  judging  by  the  common  use  of 
linoleum,  the  risk  would  appear  to  be  small, 
and  it  is  non-existent  so  far  as  upstairs  rooms 
are  concerned,  because  the  air  can  get  into  the 
underside  of  the  floor  through  the  ceiling  below. 

How  to  Cut  Lino. 

In  cutting  lino,  a  skilled  man  uses  a  special 
knife  with  a  hooked  point,  and  with  tliis  he  is 
able  to  do  wondrous  things.  For  example,  in 
fitting  a  piece  of  linn,  into  a  bay,  he  cuts  down 
with  the  i)oint  of  the  knife  till  he  gets  to  the 
angle,  and  then  cuts  straight  across,  tnaking  a 
clean  neat  job.  A  knife  of  the  kind  just  de- 
scribed can  be  bought  for  a  small  sum,  and,  if 
there  is  a  good  deal  of  linoleum  to  lay,  the 
amateur  may  care  to  try  his  hand  with  it.  But 
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Fig.   e — The  wrong  way  to   use  a   knife  Fi^,  7 — The  correct  way  to  use  the  knife 
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more  often  than  not  an  ordinary  penknife  will 
be  used,  and  there  is  a  right  and  wrong  way  to 
cut  lino,  with  a  penknife.  The  wrong  way  is 
to  rule  a  line  along  the  surface  and  then  to  cut 
along  this  line  with  the  knife  held  in  the  fist, 
pressing  firmly  all  the  way.  It  will  generally 
-be  found  that  soon  the  continued  pressure  makes 
the  hand  quiver,  and  the  cut  becomes  wavy  in- 
stead of  dead  straight.  The  right  way  is  to  put 
a  steel  edge  on  the  lino,  (or,  failing  this,  a  flat 
ruler)  and  to  cut  with  the  knife  held  in  the 
hand  so  that  the  forefinger  rests  on  the  blade, 
cutting  with  the  point  firmly  but  not  too  heavily. 
The  lino,  is  pressed  back  along  this  line  and 
will  be  found  to  break  cleanly,  after  which  the 
knife  is  used  flat  to  rip  through  the  canvas 
backing.    The  illustrations  make  this  clear. 

In  awkward  corners  where  it  is  impossible 
to  use  the  knife  in  this  way  a  good-sized  pair  of 
scissors  can  be  employed.  Where  the  lino,  has 
to  be  fitted  around  some  fixed  projection,  the 
spot  must  be  carefully  measured  out  and  a  line 
taken  from  the  centre  of  it  to  the  wall ;  then 
when  the  piece  is  cut  out,  and  the  lino,  is 
divided  along  the  marked  line,  it  will  fit  neatly 
in  place.  With  bays  and  recesses  it  is  essential 
to  measure  ofif  ver}^  carefully  before  cutting. 
In  jDOsitions  where  it  is  awkward  to  nail,  a 
strong  glue  will  be  found  serviceable. 

Wax  Polishing  and  Varnishing 

Wax  polishing  and  varnishing  are  two  satis- 
factory treatments  for  lino.  Formerly  beeswax 
shredded  into  turpentine  was  used,  but  now 
most  people  save  themselves  this  trouble  of 
preparation  by  using  a  prepared  polish.  All 
these  give  an  admirable  polish  with  a  minimum 
of  trouble.  It  is  best  to  use  a  weighted  polish- 
ing pad  with  a  pivoted  handle,  and  to  go  over 
the  floor  daily  with  a  dustless  mop.  Where 
polishing  is  not  desired,  linoleum  can  be  scrub- 
bed with  soap  and  water. 

In  places  which  are  not  walked  upon  a 
great  deal,  as  when  lino,  is  used  as  a  surround 
to  a  carpet,  varnishing  is  excellent,  but  you 
must  have  the  right  kind  of  varnish — one  spe- 
cially prepared  for  floors.  It  is  surprising  how 
well  a  linoleum  so  treated  will  keep  its  gloss. 
With  cork  carpet  the  same  result  is  not  attain- 
able 'because  of  the  absorptive  nature  of  the 
material,  but  it  can  be  varnished,  though  it  will 


Fig.  9 — Tne  knife  is  used  flat 

require  two  or  three  coats  before  any  effective 
finish  is  obtained.  Having  got  this  varnished 
surface,  wax  polish  can  then  be  applied. 

Where  walked  upon  a  great  deal,  it  is  best 
to  use  an  inlaid  linoleum,  not  a  printed  one,  and 
there  is  to-day  a  large  choice  of  patterns.  One 
is  now  able  again  to  get  lino,  in  large  squares 
of  black  and  white,  and  in  other  colours,  for 
use  especially  in  halls,  while  the  plain  dark  blue, 
brown,  green  and  black  linoleums  are  satisfac- 
tory with  carpets  and  rugs.  It  is  well  to  re- 
meml)er,  however,  that  plain  dark  colours  show 
marks  more  than  bulf  or  a  similar  light  tone. 
One  can  get,  too,  linoleums  of  a  carpet  pattern. 

Lino,  on  the  Stairs 

There  is  an  effective  way  of  using  linoleum 
on  a  stairs,  namely,  to  use  a  plain  brown  lino, 
with  a  rubber  nosing,  the  treads  and  risers  be- 
ing stained  dark  brown.  A  width  similar  to  that 
of  stair  carpeting  is  taken,  and  pieces  are  cut 
for  the  treads  and  risers.  The  rubber  nosing- 
has  a  rebate  at  the  top,  and  the  lino,  for  the 
tread  is  cut  so  as  to  fit  neatly  into  this.  The 
riser  fits  down  squarely  on  to  the  tread,  its 
upper  end  being  covered  by  the  projection  of 
the  rubber  nosing.  The  pieces  of  lino,  are  fixed 
in  position  with  brads. — Redivivus  in  "Our 
Homes  and  Gardens." 


Mr.  Dearie  Leaving  Bluebird 

Mr.  Harry  Dearie,  who  has  1)een  associated 
with  the  Blue  Bird  Corporation,  Ltd.,  Brant- 
ford,  since  its  formation,  in  the  capacity  of 
secretary  treasurer,  has  resigned  from  the  com- 
])any. 


Fig.  8 — The  lino,  is  turned  back  along  the  hne 


.Fig.  IC — Lino  on  the  stairs 
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FURNITURE  WORLD 


Good  Lighting 


i 


■a 


Indirect  lighting  sources  do  away  with  the  lack 
of  unity  often  caused  by  pendant  fixtures.  An  ad- 
aptation of  this  idea  is  shown  in  the  accompanying 
photograph.  Large  mirrored  reflectors  are  used  in 
the  table  and  floor  lamps  to  direct  the  light  to  the 
ceiling,  whence  it  is  spread  over  the  whole  room. 
Wall  brackets  are  also  used,  mainly  for  decorative 
effect.  The  color  of  the  shades  is  so  well  chosen  that 
it  fits  in  with  the  general  scheme,  when  lighted,  as 
well  as  in  the  daytime.  Linings  are  dense  enough 
to  conceal  the  bulb  filaments.  Note  how  the  chairs 
stand  out  in  comfortable  contrast. 
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SOLVING  THE  PROBLEM  OF  THE  INCOME  TAX  RETURN 


By  A.  M.  BURROUGHES* 


When  the  Canadian  Government  said  to 
business  men,  "You  must  keep  strict  account  of 
your  business  and  give  me  a  certain  part  of  the 
yearly  profits  to  help  pay  my  expenses.  We 
will  check  you  up  to  see  that  we  get  our  share," 
it  said  something  that  caused  and  is  still  caus- 
ing" a  lot  of  trouble  in  practically  every  business 
enterprise  in  Canada. 

The  illustration  accompanying  this  article 
shows  an  income  tax  return  form  filled  out  by 
a  small  merchant  in  Ontario  and  the  profit-and- 
loss  statement  from  which  he  copied  the  figures. 

An  Easy  Method  of  Gathering  the  Figures 

AVhat  business  man,  puzzling  over  his  own 
proiblem  of  preparing  a  com-plete  and  truthful 

'  liurroughcs   Adding   Machine  t'ompany. 


income  tax  return,  would  not  be  happy  to  have 
such  a  simple,  yet  adequate  statement  of  his  own 
business  all  ready  for  the  Government.  Yet 
it  is  not  difficult  to  gather  the  figures  from 
which  such  a  statement  and  income  tax  return 
are  made.  It  is  simply  a  matter  of  entering  on 
a  single  sheet  of  paper  each  day  the  records  of 
each  (business  transaction;  then  distributing 
those  items  to  sheets  of  a  general  ledger  where 
they  will  accumulate  under  proper  headings.  At 
the  end  of  the  year,  or  in  fact,  at  the  end  of  any 
day  in  the  year  that  they  are  needed  the  story 
of  your  business  is  an  open  'book  to  you  or  your 
Government.  For  you  simply  transfer  totals 
from  these  general  ledger  sheets  to  your  profit- 
and-loss  statement  and  the  thing  is  done. 


,„ak  cthct  than  la™    .  .  & 

DOMINION  OF  CANADA 

INCOME  TAX 
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FURNITURE  WORLD 


England  Turns  to  Her  Empire 


At  last,  after  a  dozen  futile  conferences,  England 
lias  parted  from  France  on  the  question  of  reparations. 
The  rupture  was  a  matter  of  temperament  and  was 
inevitable. 

England  cannot  co-operate  with  France,  except 
under  pressure  of  war.  There  is  no  way  of  harmoniz- 
ing the  two  points  of  view. 

The  Entente  will  have  mo  pul;)lic  funeral,  but  it 
is  at  an  end.  France  may  now  go  ahead  in  her  self- 
chosen  role  of  chief  executioner,  and  spend  .$300.nno,- 
000  in  getting  $200,000,000  out  of  Germany.  Such  is 
the  English  opinion. 

The  truth  is  that  Eng^land  has  been  forced  to  re- 
turn to  her  old  policy  of  isolation.  This  is  the  tradi- 
tional British  policy,  but  twenty  years  ago  it  was 
tciniiorarily  abandoned. 

"We  have  not  a  single  friend  left  in  Europe,"  says 
a  London  editor. 

Russia  is  extinct.  Italy  is  aloof.  France  is  in- 
dependent and  Belgium  has  taken  sides  with  France. 

The  new  ideal  of  the  English  people  is  a  self- 
supporting,  co-operative  League  of  Nations,  all  under 
the  English  flag. 

For  eight  terrific  years,  England  has  had  her  fling 
in  international  adventures,  and  now  she  has  had 
enough.  She  wants  no  more  internationalism.  She  is 
turning  her  attention  to  her  own  Empire.  That  is  the 
most  significant  national  tendency  in  the  British  Lsles 
at  the  moment. 

England  never  has  appreciated  her  Colonies  more 
than  she  does  in  the  present  crisis.  The  Colonies 
have  made  no  trouble.  They  have  paid  their  debts, 
while  foreign  nations  have  not. 

Australia  has  paid  more  than  France,  in  the  last 
four  years.  Australia  owes  England  $4.50,000,000  and 
has  paid  $90,000,000;  while  France  owes  $3,000,000,000, 
and  has  only  paid  $75,000,000. 

Canada,  owing  $6.5,000,000,  has  paid  $16,000,000  on 
account,  while  Italy,  owing  $3,500,000,000,,  has  only 
paid  $40,000,000. 

Austria  and  Armenia  have  paid  nothing,  while  lit- 
tle Newfoundland,  owing  $2,000,000,  has  paid  $375,000. 

If  foreign  nations  had  paid  as  promptly  as  the 
Colonies  have,  England  could  have  wiped  off  the  Am- 
erican War  Loan  and  had  a  handsome  surplus. 

In  the  matter  of  trade,  too,  England  is  discovering 
that  her  Colonies  are  her  best  customers. 

A  member  of  the  Cabinet — Colonel  Amery,  made 
a  speech  to  the  British  Empire  Union  recently  that 
is  very  significant.  He  advocated  more  trade  within 
the  Empire  and  hinted  that  the  Government  might  be 
in  favor  of  a  systein  of  "Imperial  preference." 


"The  trade  of  our  own  Empire,"  he  said,  "is 
worth  25%  more  than  that  of  the  rest  of  the  world 
put  together." 

Another  member  of  the  Government  is  advocatmg 
a  tax  on  foreign  securities;  and  a  third  cabinet  minis- 
ter has  declared  that  the  British  policy  is  "to  populate 
the  Colonies  and  in  this  way  make  our  own  markets." 

At  present,  England's  best  customers  are  India 
and  Australia.  The  Colonies,  or  Dominions,  as  they 
are  now  being  called,  bought  $1,000,000,000  worth  of 
goods  from  Britain  in  1913,  while  America,  Germany 
and  Russia  bought  only  $440,000,000  worth  of  British 
goods. 

The  self-governing  Dominions  have  now  a  popula- 
tion of  15,000,000  people,  all  white  and  all  British. 
Then  there  are  the  Dependencies,  with  350,000,000  peo- 
l)le,  all  colored. 

All  told,  the  British  Empire  consists  of  one- 
(|uarter  of  the  earth  and  its  people.  It  produces  iron, 
sugar,  cotton,  jute,  coffee,  tea,  corn,  rice  and  rubber. 
It  has  wool,  meat,  wheat,  lumber  and  oil.  It  produces 
half  the  diamonds  and  half  the  gold. 

It  is  fully  as  self-sufficient  as  the  United  States, 
and  capable  of  immense  development.  Canada  can 
support  20,000,000  people  and  Australia  can  support 
40,000,000. 

So,  the  signs  of  the  times  point  to  a  closer  co- 
operation between  England  and  the  scattered  parts 
of  her  stupendous  Emipire. 

Her  new  Prime  Minister  is  a  Canadian,  and  the 
Prince  of  Wales  has  recently  become  the  Patron  of 
the  Canadian  Club. 

An  eminent  banker — ^an  associate  of  Mr.  McKenna, 
is  now  advocating  an  issue  of  "Imperial  Currency 
Bills,"  on  the  model  of  Treasury  notes,  to  be  used  as 
currency  throughout  the  British  Empire. 

Also,  it  was  decided  recently  that  all  the  materials 
and  products  used  at  the  British  Empire  Exhibition  in 
1924,  must  be  British.  No  French  wines — no  Oregon 
lumber — no  Chicago  meat — no  Pittsburgti  steel.  This 
decision  was  forced  upon  the  Exhibition  Committee 
by  a  public  clamor. 

"We  have  had  enough  of  foreign  entanglements," 
thinks  the  average  Britisher.  "Let  us  now  spend  a 
generation  or  two  on  'conserving  our  own  possessions, 
and  restoring  prosperity  to  our  own  people." 

Incidentally,  this  swing  from  Europe  has  made 
England  more  in  favor  of  some  sort  of  American 
agreement.  There  would  not  be,  at  least,  the  temper- 
amental difliculties  in  co-operating  with  the  United 
States,  that  there  have  been  in  co-operating  with 
France, — Herbert  N.  Casson  in  Barron's  Weekly. 
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Show  Card  Writing-Talk  No.  10 

The  ability  to  write  attractive  show  cards  is  a  vahiable 
asset.  In  this  series,  written  by  a  show-card  expert,  we 
are  endeavoring  to  give  the  furniture  retailer  who  is  not 
a  specialist  in  the  art,  a  foundation  for  an  education  that 
will  mean  dollars  to  him.    Are  you  finding  them  useful? 


The  script  is  usually  one  of  the  best  difficult 
forms  of  letters  to  grasp,  and  once  the  principle 
of  formation  is  understood  no  particular  trouble 
will  follow.  Unlike  some  of  our  earlier  alpha- 
bets, script  is  first  outlined  with  a  com])arati ve- 
Iv  small  brush  and  then  filled  in  as  the  lettering- 
proceeds.  Study  each  letter  carefully  and  try  to 
get  a  free  easy  motion  to  the  curves. 

The  letters  as  illustrated  give  some  idea  of 
the  simple  form  in  which  the  letters  can  be 
made.  However,  script  ]3ermits  of  many  vari- 
ations especially  in  the  formation  of  the  cai'i- 
tal  letters.  Study  the  work  of  other  card  writ- 
ers and  magazine  advertisers  to  get  new  sug- 
gestions in  developing  fancy  letters. 

While  this  alphabet  may  prove  a  little  con- 
fusing at  first  it  should  be  remembered  that  it 
is  an  ornate  letter  that  is  seldom  used  through 
a  lengthy  card.  Such  a  card  would  not  only  be 
hard  to  read  but  would  take  too  long  to  write. 
However,  when  these  letters  are  used  for  fancy 
initials  they  allow  more  variety  than  would  be 
possible  with  most  alphabets. 

As  will  be  readily  noticed,  capital  letters  are 
never  used  alone,  but  always  in  conjunctidu 
with  the  lower  case.  The  lower  case  letters  will 
be  found  tO'  be  much  easier  of  formation  than 
the  larger  capital  letters.  Proceed  in  the  same 
way  as  in  making  the  larger  letters  -by  forming 
the  outlines  first.  Much  of  the  success  in  get- 
ting this  alphabet  is  the  finished  swing  of  the 
letters-  Care  should  be  taken  that  the  slant  of 
the  letters  is  the  same  throughout  the  complete 
lettering.  This  will  require  considerable  prac- 
tice but  the  result  will  be  well  worth  the  effort. 

If  the  reader  has  worked  faithfully  on  the 


preceding  lessons  hy  this  time  he  should  be  able 
tn  master  this  alphabet  with  comparati\e  ease. 
n<in't  neglect  to  keep  your  color  in  good  work- 
ing order  and  wash  out  your  brushes  thoroughly 
each  time  after  using-- 


Successful  Salesmanship 

Two  of  the  prime  essentials  in  the  success- 
ful sale  of  home  furnishings  is,  first,  that  the 
goods  should  ])e  displayed  attractively  in  the 
store  and,  second,  that  they  should  appear  at- 
tracti\e  when  they  are  finally  placed  in  the 
home. 

The  manager  of  a  successful  floor  covering- 
department  tells  of  the  measures  he  has  taken  in 
order  to  ensure  the  complete  satisfaction  of  his 
customers.  "\\ a  send  rugs  out  to  people's 
homes  for  selection,"  he  says,  "and  we  always 
have  someone  go  with  them-  If  it's  a  very  im- 
portant customer  1  might  go  myself  or  have  my 
assistant  go.  One  reason  for  having  someone 
go  with  the  rugs  is  that  they  can  then  be  put  in 
the  place  where  they  will  look  best.  Also  it 
gives  the  customer  a  chance  to  close  the  deal 
right  then  and  there  without  having  to  make 
another  trip  to  the  store.  We  don't  limit  a  cus- 
tomer as  to  the  number  of  rugs  to  be  sent." 

The  rolls  of  linoleum  in  this  same  depart- 
ment are  set  out  where  customers  can  see  them 
and  make  their  selections.  The  salesmen  are 
when  she  shows  a  leaning  toward  a  particular 
trained  to  note  the  customer's  expression,  and 
pattern,  to  sling  out  that  piece  on  the  floor  and 
unroll  part  of  it.  Customers  always  appreciate 
action,  and  a  move  of  that  kind  often  tends  to 
help  the  customer  in  making  up  her  mind. 
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By  C.  A.  I-'ABIEN* 


i 

Evolution  From  Ice-Box  to  Refrigerator  1 

\ 

o 

0 

\ 
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The  science  of 
markable  strides  in 


refrigeration  has  nirule  re- 
a  comparatively  shnrt  time. 
The  first  means  of  refrigeration  was  by  i)lacing 
perishable  goods  in  the  bosom  of  mother  earth  ; 
])rodnce  nf  varions  kinds  was  stored  in  caves 
to  retard  its  decom])osition.  A  later  develop- 
ment was  the  use  of  cellars  for  the  same  i)ur- 
pose.  This  was  (|uite  a  forward  step  and  was 
considered  a  great  convenience  before  any  other 
more  efficient  method  was  introduced.  1"he 
cellar,  however,  had  its  serious  limitations: 
there  were  many  kinds  of  foods  which  could 
only  be  kept  in  it  a  very  short  time.  Eventually 
the  use  of  ice  as  a  refrigerant  during  the  sum- 
mer months  was  introduced.  This  was  a  com- 
paratively modern  innovation.  The  first  large 
ice  storage  house  was  built  in  1805,  and  since 
that  time  there  has  been  a  tremendous  develop- 
ment along  this  line,  which  year  by  year  con- 
tinues to  increase. 

The  first  form  of  ice-box  was  crude  and  in- 
efficient, the  goods  being  placed  directly  on  the 
ice  and  no  ])rovision  being  made  for  proper  air 
circulation.  Improvements  gradually  crept  in 
and  finally  the  modern  refrigerator  was  evolved, 
since  when  the  old  ice-box  has  been  relegated  to 
desuetude,  and  the  function  of  tlie  cellar  has 
come  to  be  recognized  as  lying  in  other  direc- 
tions. 

Some  dealers  make  the  mistake  of  calling 
a  refrigerator  an  "ice-box,"  but  the  refrigerator 
of  to-day  is  built  on  scientific  principles,  pro- 
viding for  the  circulation  of  air  bv  placing  the 
ice  over  the  space  to  be  cooled.  In  this  way  the 
air  currents  pass  over  the  ice  and  down  into 
the  provision  chamber.  Many  im])rovements 
have  gradually  been  added,  which  have  effected 
marked  economies  and  improvements.  Special 
design  has  'been  introduced  to  force  the  warmer 
air  to  move  u]) wards  while  the  cooled  air  is 
m  ( )  \'  i  n  g  d  o  w  n  w  a  r  d  s . 

The  exclusion  of  external  heat  is  a  most 
important  feature  in  a  refrigerator.  Heat  is 
conducted  in  three  different  ways;  by  radiation, 
which  is  the  direct  passage  of  heat  by  ether 
waves;  by  convection,  which  is  the  transfer  of 
heat  from  one  place  to  another  by  the  bodily 
movement  of  the  heated  substance  ;  and  by  con- 
duction, which  is  the  term  applied  to  the  gradual 
passage  of  heat  from  a  warmer  to  a  colder  part 
of  the  same  body.  The  great  importance  of 
proper  and  efficient  insulation  is  evident  when 
it  is  considered  that  all  the  heat  passing  through 
must  be  taken  up  by  the  ice.  A  properly  in- 
sulated refrigerator  should  thus  be  considered  a 

*Vicc--prcsidpnt   C.   P.   Fabien   Refrigerator  Company. 


pr<  ifitable 
shiiuld  be 


really 
which 

l)y  lower  consumi)tion 
Another  important 


the  returns  of 
savings  effected 


in  vestment, 
based  on  the 
of  ice. 

l)oint  is  proper  ventila 


tion.  Scientific  ventilati<in  is  a  further  aicl  to 
efficiency,  through  forcing  out  the  surplus  heat 
which  is  not  needed  for  the  maintenance  of  the 
circulation. 

In  stri\ing  after  economy,  appearance  has 
udl  ])een  entirely  oxerlooked,  and  the  refrigera- 
tor of  to-day  with  its  attractive  finish  and 
snovvy-vvhite  inside  lining  is  a  handsome  piece 
of  equipment  and  at  the  same  time  the  most 
perfect  sanitary  appliance  that  can  be  placed  in 
the  kitchen.  The  modern  housewife  realizes 
that  by  the  use  of  a  good  refrigerator,  food  is 
kept  wholesome,  appetizing  and  free  from  taint 
— which  effects  a  very  considerable  saving  in 
money,  and,  at  the  same  time,  is  a  safeguard  to 
health,  which  is  coming  to  be  recognized  as 
indis])ensible. 


Ircal 
War 


)iTn  Warren 
registered 
"en. 


&  Co.,  furniture  dealers,  Mon- 
by   John    Warren    &  Arthur 


Chesterfield  Chair — Queen  City  Furniture  Co. 

POSITION  WANTED— By  young  man  aged  20 
years.  With  a  reliable  undertaking  firm,  where  a  thor- 
ough knowledge  of  the  business  may  be  obtained.  Ap- 
ply Box  243  Furtiiture  World.  Toronto. 


Experienced  furniture  salesman,  embalmer  and  fun- 
eral director,  capable  of  taking  charge;  33;  married; 
protestant.  Can  give  good  references.  Box  817  Sud- 
bury, Ont. 
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Brands  that  Guarantee  Your  Judgment 

SOUTHERN  QUEEN"  MATTRESS  and  BOX  SPRING 

2— "BLUE  RIBBON"    3— "MAJESTIC"   4— "VIRGINIA"    5— "CROWN" 

"SUPREME"  in  qualities  1-2-3-4 

Write  for  Price  List  "Look  for  the  Brand  on  the  Mattress  " 

Yale  Bedding  Co.     -     290  Guy  St.,  Montreal 


How  is  Your  Stock  of 

KAPOK  MATTRESSES? 

Take  a  Tip  From  Us  and  Buy  Now 

Prices  are  going  up!  As  soon  as  the  present  supply  is 
exhausted  there  will  be  an  advance.  Go  over  your  stock 
and  get  your  order  in  while  our  mattresses  are  selling 
at  their  present  low  figure.  Spring  cleaning  and  moving 
always  mean  a  heavier  demand  for  our  lines  and  this 
season  promises  to  break  all  records. 

Also  get  our  prices  on  Lamb's  Wool  and  Felt  Mattresses, 
Down  Comforters,  Down  and  Feather  Pillows,  Etc. 

The  Canadian  Feather  &  Mattress  Company 

LIMITED 
TORONTO  and  OTTAWA 


Order  Your  Cedar  Chests 
Early 

By  so  doing  we  can  give  you  better  service  in 
view  of  the  increasing  demand.  Made  in  vari- 
ous styles  and  sizes,  in  Natural  and  Brown  Cedar 
Finish  also  in  Walnut  Cedar  lined. 

A  card  will  bring  Folder  No.  23  containing  full 
particulars. 


THE   GHESLEY   CHAIR  COMPANY  LIMITED,  Chesley,  Ont. 
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COLONIAL  CANDLESTICKS 


are  again  to  the  fore 


Flower  Holder 
No.  906 
Base  4'/2  in- 

Height    11'2  in- 


These  two  beautiful  numbers  are  solid  Ma- 
hogany, with  perfect  cut  glass  fittings,  and 
are  selected  from  a  w  ide  range  of  table  lamps, 
and  other  items  of  the  same  grade. 

Visit  our  showrooms,  when  in  the  city,  and 
see  our  lines  of  Art  Pottery,  Candles,  Antique 
Brass,  Mirrors,  etc. 


J.  H.  Walker  Limited 

Manufacturers'  Direct  Representatives 
32  Front  St.  West  -  Toronto 

*'0«r  lines  are  different" 


No.  75 
Height    11 '2  ii 
Base         5'/2  i 
Crystals    S'/^  i 


A  Good  Way  to  Make  Friends 


liTHEN  you  sell  a '^Standard"  Mattress, 
^  ^  you  are  not  merely  selling  an  article 
of  merchandise  at  a  certain  price — you 
are  selling  a  means  to  greater  health, 
RESTFUL  SLEEP.  And  on  this  basis 
you  can  make  a  lasting  friendship  where 
only  a  casual  business  acquaintance  ex- 
isted before. 

Sell  the  ''Standard"  Hygienic  line  for 
greater  friendship  and  bigger  profits. 


Standard  Bedding  Co. 


27-29  Davies  Avenue  Toronto 
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A  Line  That  Pays  Real  Profits 

Watson  Reed  and  Fibre  Furniture  for  Year  Round  Sales 


The  trend  toward  Reed  and  Fibre  Furniture  was 
never  more  pronounced  than  it  is  today  and  the 
dealer  who  can  satisfy  this  demand  will  attract 
the  public  to  his  store.  Watson  Reed  and  Fibre 
Furniture  is  particularly  attractive  and  is  design- 
ed and  finished  in  a  manner  that  sets  it  apart 
from  all  others. 

No.  8921  S.  Chair  is  shown — Rocker,  Settee  6  ft. 
Chaise  Lounge,  Day  Bed,  Fernery,  Table,  Lady's 
Desk  and  Chair  also  Footrest  to  match — Making 
complete  suite. 


No.  8921  S.  Chair 


J.  B.  Watson  Furniture  Company  Limited 

Kincardine     —  Ontario 


?  .«.-»v--'«i\'Vziif'^-v-nft' 

'fes»BMiMKKi^lgyp8Wg'»;fv?.;'- 


All  types  of  curtain  rods  can  also  be  furnished  with 
combination  brackets 


Notice  the  compact  bracket  of  the  double  rod 


Reasons  why  your 
customers  will  like 
Rant  /"all  Flat 
Curtain  Rods 

1 —  They  never  fall  down  or  sag 
cannot  be  accidentally  dis- 
lodged. 

2 —  They  never  tarnish  nor  rust. 

3 —  The  finish  won't  chip  nor  peel. 

4 —  The  neat  and  compact  brac- 
ket makes  them  simple  to  put 
up.  In  short,  KANT-FALL 
Flat  Curtain  Rods  are  just 
what  your  customers  have 
been  looking  for.  They  are 
easily  sold.  They  guarantee 
you  the  good  will  of  your  pat- 
rons— they  are  the  gold  mine 
of  your  drapery  department. 

Send  for  illustrated  folder  and 
price  list. 

Sturgis  Baby  Carriage  Co.,  Limited     345  Sorauren  Ave.,  Toronto 


OA 


The  triple  rod  provides  for  more  elaborate  window  draping 

Friction  here 


Friction  here  /  ^  Friction  here 

The  Kant  Fall  Bracket  with  Bulldog  Grip 
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Reduced  Prices  for  March 

4  patterns  of  mahogany  finished  floor  lamps  complete 
with  24  inch  lined  shades  each    $15.00 

Bridge  lamps  with  silk  shades  complete  ....  $12.00 
2  patterns. 

12  assorted  Serving  Trays  up  to  14  x  20  inches  in 
size,  assorted  finishes,  Mahogany,  Oaks  and  Walnut, 
each    $1.50 

G.  L.  IRISH 

497-499  Queen  West         Toronto,  Ont. 


UPHOLSTERY  SPRINGS 

Highest  quality  Upholstery  Springs, 
made  from  the  finest  grade  High 
Carbon  Steel  Wire,  oil  tempered 
after  the  coiling  operation,  thus  in- 
suring uniform  strength  and  "No 
Set."  Remember,  the  quality  of 
your  High-Grade  Upholstering  de- 
pends entirely  on  the  quality  of  the 
springs  you  are  using. 

HELICAL  SPRINGS 

for  spring  bed  and  mattress  fabrics. 
Get  the  habit;  buy  Canadian  Springs. 

James  Steele,  Limited 

Guelph  Canada 


NO  P& 


FABIEN 


Feature 
Refrigerator 

Cuts  the  Cost  of  Ice  in  Half 


'I'hc  gravity 
ventilating  sys- 
tem, the  de- 
tachable tube 
with  syphon 
trap,  the  rein- 
forced water 
pan  and  the 
insulated  walls, 
all  combine  Id 
make  the  Fab- 
ien  the  oiit- 
.standing  achi- 
evement in  re- 
frigerator con- 
struction. 

Backed  by 
40  years  of 
manufacturing 
experience. 


Let  us 
you  how 


tell 
the 

Fabien  can  in- 
crease your 
turnover. 


Patented  1922 


The  C.  P.  Fabien  Refrigerator  Co.  Limited 
Montreal 


Toronto  District 
Representative: 


Alf.  T.  Roberts, 
78  Pacific  Ave.,  Toronto 


OUR  192.3  OVAL 


"THE  AWAKENING" 

No.  43950 — Frame  is  ly^"  wide,  finished  in 
powdered  gold,  grey  tone  antique.  The  high 
hghts  are  ricldy  burnished  and  the  outer  edge 
has  a  narrow  hne  of  hhie.    Glass  size  12"  x  16". 


NURSERY  PICTURES 

Our  latest  selection  of  "Baby  Pictures" 
is  better  than  ever.  The  illustrated  de- 
sign is  just  one  of  the  many  that  are 
Easy  to  Sell. 

Watch  for  our  circular  featuring  these 
pictures.   It's  now  on  the  v^ay  to  you. 


PHILLIPS   MANUFACTURING  CO., 


LIMITED 


TORONTO 


CANADA 


WT  IN  IHl  HOMt 


What  is  a  Home  without  Pictures? 
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Gendron    Manufacturing  Co.  Limited 

Baby  Carriages,  Sleighs  and  Sleds 


Sleigh  and  Sled  de- 
signs and  prices  for 
coming  season  are 
now  ready.  Let  us 
have  your  enquiry. 


Coaster  Waggons, 
Velocipedes,  Auto- 
mobiles. Now  is 
the  time  to  place 
your  requirements 
to  insure  shipment 
for  the  early  spring 
trade. 


The  Gendron  Manufacturing  Co.  Ltd.,  Toronto 


A  Mirror  for  Every  Room— 

A  mirror  catches  the  spirit  of  a  room  and  makes  it  smile  in  spite  of  shadows. 

Delightful  possibilities  lie  in  the  judicious  placing  of  mirrors.  Try,  for  instance 
hanging  a  mirror  in  a  dark  corner,  and  observe  the  magic  it  works  in  a  small  room. 

MATTHEWS  BROS.,  LIMITED 

The  Big  Canadian  Moulding  Manufacturers 
1906  DUNDAS  ST.  WEST  —  —  TORONTO,  CANADA 
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A  Handsome  Office 
Tilting  Chair 


Our  No.  207 
Arm  Tilter  in 
Quartered  Oak 
with  Dull  finish 
or  Golden. 


This  chair  is 
guaranteed  to  be 
of  the  finest  mat- 
erials and  work- 
manship and,  in 
keeping  with  all 
Ball  products,  re- 
presents better 
than  ordinary 
value. 


Ball  Furniture  Co.,  Ltd. 

Hanover     -  Ontario 


Rishel  Sanitary 
"Ventibestos"  Table  Mats 

Order*  Filled  Promptly  by  Express  or  Freight 

We  make  any  size  or  shape  without  additional 
expense.    Send  us  your  patterns. 


The  ONLY  Mat  with 
a  centre  of  CORRUGAT- 
ED ASBESTOS. 

Our  mats  are  five  ply 
consisting  of  one  heavy 
sheet  of  corrugated  as- 
bestos between  two 
heavy  shets  of  wool  felt. 
These  are  firmly  quilted 
together  and  enclosed  in 
a  removable  flannel  cov- 
er. The  cover  consists 
of  white  cotton  flannel 
on  one  side  and  green 
Kearsage  Plush  on  the 
other.  There  is  no  pos- 
sibility of  marring  the 
table  top  when  our  Ven- 
tibestos    mats    are  used. 

Round  or  square  are  the 
same  price.  Unless 
specified  will  always  ship 
round  mats. 

Orignated  and  sold 
only  by  us.  This  Solid 
Fumed  Oak  Display 
Rack  absolutely  free  to 
our  dealers.  Write  us 
for  particulars. 


100  per  cent  Efficient 
The  Silent  Salesman 


Special  attention  given  to   Canadian  orders. 

J.  K.  RISHEL  FURNITURE  CO. 

WILLIAMSPORT.  PA. 
Dining  and  Bed  Roam  Suites 

"We  make  all  our  own  Chairs  and  Dining  Tables." 


I'lllll.lllllllll'lllllll  'I'lll! 


CHESTERFIELDS  and  EASY  CHAIRS 


A  Guarantee  Tag  Attached  to  Every  Piece 

W.  J.  ARMSTRONG,  LIMITED 

GUELPH,  ONT. 
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No.  485E  Bedroom  Suite  (Oueen  Anne) 
Birch — White  enamel,  ivory,  etc.,  finish.     Plain  British  Plate  Mirrors 


They  Welcome  Close  Inspection 


Good  workmanship  cannot  escape  attention.  The 
average  customer's  first  impulse  on  looking  at  a  bed- 
room suite  is  to  try  the  drawers  in  the  various  pieces. 
If  they  push  in  too  far,  or  bind  or  stick,  the  possib- 
ilities of  a  sale  rapidly  diminish.  This  is  illustrative 
of  the  general  demand  for  high  class  craftsmanship. 
Knechtel  Furniture  invites  the  customers'  closest 
inspection.  Every  square  inch  represents  pains- 
taking care. 

Knechtel  workmanship  coupled  with  Knechtel  de- 
sign finish  and  price  offers  a  combination  that  rarely 
fails  to  increase  sales. 

Write  for  Our  Catalogue 


THE  KNECHTEL  FURNITURE  CO. 

LIMITED 

HANOVER  ONTARIO 


A  Suite  That  Means  Many  Sales 

Canadian  Birch  in  Dull  Walnut  Finish 

9  Pieces— Buffet,  Table,  5  Chairs,  1  Arm  Chair  China  Cabinet 


No.  404  Buffet 
Width  50  inches.    Depth  21  inches.    Height  38  inches 


You  won't  find  it  hard  to  con- 
vince your  customer  to  buy  this 
suite.  Its  value  is  so  apparent 
— in  the  solidity  of  construction 
and  the  graceful  designing — 
the  customer's  own  good  judg- 
ment will  decide  for  it  long  be- 
fore you  have  stated  all  the 
points  in  its  favor. 

Send  for  prices  and  particulars. 


No.  4041/4  Extension  Table 
Top  40  inches  wide  x  44  inches,  extending  to  74  inches 


No.  404  D.  Diner 
Leather  Slip  Seat,  Genuine  Leather 


The  North  American  Bent  Chair  Co.,  Limited 

Owen  Sound,  Ontario 
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^!  No.  5263 

Another  Charming  Suite  in  Reed 

by  The  North  American  Bent  Chair  Co.,  Ltd, 


With  the  warm  summer  days  just  ahead  of 
us,  your  customers  thoughts  will  soon  be  turn- 
ing to  the  cool  comfort  of  Reed  Furniiure — 
then  it  will  be  that  you  can  capture  their  hearts 
and  their  pocket  books  with  this  new  suite. 


Write  us  now  for  prices  and  full  particulars. 
We  also  manufacture  a  complete  line  of  din- 
ing and  bedroom  furniture  and  chairs  at  ex- 
ceptionally attractive  prices. 


The  North  American  Bent  Chair  Co.,  Limited 

Owen  Sound,  Ontario 
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KITCHENER  —  WATERLOO 


Quality — First,  Last  and  Always 

Nowhere  is  quality  more  essential  than  in  a  mattress.  Covering 
and  filling  must  both  be  of  the  best.  Inferior  mattresses  quickly 
show  in  falling  sales.  That  is  why  dealers  who  consider  their 
future  trade  carry  the  Waterloo  "Quality"  line.  They  know  that 
these  wonderfully  soft  cotton  felt  mattresses  are  perfectly  made 
and  carefully  inspected  and  that  absolute  sanitation  is  ensured  by 
every  means  the  ingenuity  of  man  has  yet  devised. 

Quality  Mattresses  have  built  up  a  reputation  for  reliability  that 
is  of  inestimable  value  to  dealers  who  carry  them. 

See  These  Leaders 

"PREMIER"  "SUPERIOR"  "RELIABLE"  "SOLID  COMFORT" 


Premier  Felt  is  undoubtedly  the  utmost  in  the  production  of  cotton 
felt  Mattresses  to-day,  made  throughout  with  highest  quality  of  materials 
obtainable. 


WATERLOO  BEDDING  COMPANY  LIMITED 

WATERLOO   -  ONTARIO 


"Canada's  Greatest  Furniture  Centre" 


FURNITURE  WORLD 


KITCHENER  —  WATERLOO 


i 


Perfection 

Perfection  of  design,  perfec- 
tion of  workmanship — these 
are  the  qualities  which  raise 
Krug  Furniture  high  above 
the  level  of  ordinary  lines. 

Surrounded  by  them  on  your 
showroom  floor  a  Krug 
Specialty  will  yet  remain 
apart,  unique  in  its  quiet 
charm  and  elegance. 

The  H,  Krug  Furniture  Co.,  Limited 

Kitchener,  Ontario 


^^Ganada's  Greatest  Furniture  Gentre'^ 
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KITCHENER  —  WATERLOO 


BUSINESS  WEATHERVANE 

The  "Globe"  of  Toronto  in  its  issue  of  April  0th,  Financial  Section,  features 
an  article  by  Alexander  Dana  Noyes.  which  is  well  worth  reading^.  The  Headlines 
of  the  article  follow,  and  are  self-explanatory : - 

"Industry  makes  pood  shortafje  of  supplies.  Teaching;  of  History  is  that  after 
period  of  depression  production  must  rise  above  normal  requirements  until  accumula- 
tion of  deferred  demand  is  satisfied.  Yearly  consumption  of  goods  also  due  to 
increase." 


Design 


Winstons  Encyclopedia  describes  desien  as  "A  conio  ositioii  or  invention  pictorial,  architectural  or  decorative. 
It  may  be  simple  an  imperfect  sketch,  as  a  record  of  a  first  thought,  or  it  may  be  a  fully  matured  work." 

Design  mirrors  thotrght  and  desires.  The  extent  of  culture  and  refinement,  or  otherwise,  is  reflected  in  design. 
Thus  the  thoughts  and  desires  of  peoples  and  nations  arc  mirrored  in  the  arts  and  designs  of  the  age. 

Design  is,  of  course,  the  first  step  in  the  art  of  furniture  making.  It  must  reflect  physical  and  mental  needs. 
Unless  it  meets  this  need,  it  is  unsuccessful,  and  must  be  compared  with  "the  imperfect  sketch"  referred  to. 

The  same  effort  may  be  expended  on  an  imperfect  design,  resulting  in  disappointment,  dissatisfaction  and 
waste,  as  in  carrying  out  a  correct  design,  which  is  a  "thing  of  beauty  and  a  joy  forever." 

It  is  not  the  material  used  by  master  designers  of  the  past,  such  as  Chippendale,  Hepplewhite  and  other  im- 
mortal furniture  designers  and  builders,  l)ut  the  design  and  its  application,  which  makes  their  work  so  much  sought 
after  and  valued  so  highly. 

But,  of  course,  many  of  the  designs  of  furniture  of  ages  past  do  not  fit  in  with  present  needs.  Therefore  the 
needs  of  our  day  must  be  met  with  adaptations  of  the  de.-. igns  of  the  past. 

It  is  our  ideal  to  apply  the  art  of  the  master  designers  of  the  past  to  our  present  needs.  We  maintain  our  o\vn 
designing  department  in  order  that  this  ideal  may  be  maintained,  and  so  that  the  result  "may  be  a  fully  matured 
work." 


Anthes  Baetz  Furniture  Co.  Timited 

Dining  Room  and  Chamber  Furniture 

Baetz  Bros.  Furniture  Co.  Limited 
Living  Room  Furniture 

BaiJz  Bros.  Specialty  Co.  Limited 

Portable  Electric  Lamps  and  Shades 


Managing  Director 


A  Fast  Black 

.Said  a  man  to  a  darky  in  a  small  town  down  in  iNTississippi  :  "Sambo,  suppose  you 
got  a  not  cc  from  the  Klu  KIux,  what  would  you  do?"  "Say,  Boss,  Ah  reckon 
Ah'd  finish  readin"  d.'it  notice  on'  da  train." 


''Canada's  Greatest  Furniture  Centre" 


FURNITURE  WORLD 

KITCHENER  —  WATERLOO^ 


Fine  Furniture  in  Every 
Authentic  Style 

■ 

r\E  S  I  G  N  —  materials  — 
craftsmanship — all  are  in- 
corporated in  Malcolm  &  Hill 
productions  in  a  way  that  im- 
mediately wins  the  approval 
of  the  better-class  trade. 

You  will  want  to  feature  these 
lines  during  the  Spring  season 
— why  not  get  in  touch  with 
us  now? 


'^Canada's  Greatest  Furniture  Centre'' 


APRIL,  1923 
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Fischman  Products 


No  greater  proof  of  a  manufacturer's  effort  to  produce  a  line 
of  quality  goods  at  moderate  prices  could  be  given  than  in 

the  case  of  Fischman  products. 

Let  us  send  you  our  prices  on  the  following: 

Ventilated  Spring  Mattresses,  Ventilated  Box  Springs, 
Ventilated  combined  Box  Springs  and  Mattresses,  Ventilated 
Spring  Pillows,  Spring  Upholstering-  Cushions,  Upholstering 
Constructions,  Auto  Seats,  Spring  Rosettes,  Chair  Pads,  etc. 


FISCHMAN  SPRING  COMPANY 

KITCHENER         -  ONTARIO 


Leading  Hotels  endorse 

^^Onward'^  furniture  shoes 

The  best  Hotels  are  always  on  the  look-out  for  the  latest  improvements  in  equipment  that  will  save  wear  and  tear, 
improve  service  and  cut  down  expenses.  This  is  why  such  hotels  as  the  King  Edward  Hotel,  Toronto;  the  Prince 
Edward  Hotel,  Windsor  and  the  Mount  Royal  Hotel,   Montreal  have  all  equipped  their  furniture  with 

ONWARD 

SLIDING    FURNITURE  SHOES 

There  is  nothing  about  the  "Onward"  to  get  bent,  cracked  or  chipped.  The  heaviest  piece  of  furniture  can  be 
moved  quietly,  easily  over  hardwood  floors  or  costly  rugs  without  danger  of  scratching  or  tearing.  Your  cus- 
tomers know  too  that  "Onward"  footwear  makes  furniture  look  better  and  last  longer. 

Instruct  your  manufacturers  to  equip  all  your  furniture  with 
Onward  Sliding  Furniture  Shoes.  They  can  supply  you.  Keep  a 
stock  on  hand  yourself  and  put  your  furniture  sales  on  a  better 
footing. 

Supplied  in  all  sizes  and  styles—  glass  base  or  smooth  metal  base. 
Made  in  Canada  by 

FREE  TO  YOU 

This  beautiful  window  cut-out,  size  13"  X  36",  artistic-  ONWARD   MANUFACTURING  GO. 

ally  reproduced   in   several   colors  will   be  sent  you 

on   request.     It  will  prove  a  strong   drawing  card.  K  itnVtf^ne'r  Onf 

Send  for  particulars  about  this  offer,  without  delay.  rVllCllCllCI  ,  Will. 


FURNITURE  WORLD 
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The  Very 
Latest  in 

Bed 
Building 


Special  offers 
for  early 
delivery 


Be  sure  to  ask 
our  representa- 
tive about  these 
lines. 


Our  many  lines 
of  Pressed 
Steel  and  Brass 
Bedsteads  are 
now  ready  for 
your  inspec- 
tion. Their 
many  features 
are  worthy  of 
your  considera- 
tion. Especi- 
ally the  Steel 
PATENT  SID- 
ES which  are 
sure  locking 
and  of  rigid 
construction. 


ATLAS  METAL  BED  MANUFACTURING  CO.,  620  Visitation  St.,  Montreal  : 

iiaiiliilMiniiiiiiliii:i|Niniiii<iinii'iiiiiiiitiiiiiilnai!iiii!iiiiiiiiiiiii{D;iIiienniiIiiliiliiliigiiliilii{aniiiluGiil3iiIiiliia:iiiiiiiiii:[iii;iih  I 
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Mattresses  are  Going  Up! 


Buy  Now 


and 


Increase  Your  Profits 


Dealers  who  have  watched  the  steadily  increasing  cost  of 
materials  know  that  the  price  of  mattresses  must  also  advance. 
They  are  ordering  now  and  ordering  Standard  Mattresses,  for 
they  know  their  custom_ers  will  continue  to  demand  the  best. 
Standard  Mattresses  make  friends  with  every  sale — friends 
for  themselves  and  friends  for  the  dealer.  They  are  genuine 
trade  builders  for  they  never  fail  to  give  satisfaction. 

Let  us  quote  our  present  attractive  prices. 


Standard  Bedding  Co. 


27-29  Davies  Ave. 
TORONTO 


liiiniii|iiliiliiliiliiliiliiliigiilHliiliiliiliiliiliiiniiii:ioi:ii<|M|iiiiigMiiiiiigiiinaiii'ig;ilniiilHIiiaiilluii:iiiiiiiniiiiiiiii|iiiii|iigiiiiiiii^ 
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The  "ANT/SWAY" 


Spring 


30  Nights^  Free  Trial    -    20  Year  Guarantee 
Could  anything  be  more  convincing  ? 

''Antisway"  Springs  mean  profitable  trade 
and  satisfied  customers.  This  is  the  logical 
outcome  of  their  exclusive  patented  features 
(illustrated  above),  their  manifest  conveni- 
ence, their  security,  and  their  reliability. 

Sell  your  customer  an  "Antisway." 
Once  sold  he  will  accept  no  other. 
There  is  no  other. 

ESTABLISHED  1905 

Progress  Spring  Bed  Manufacturing  Co. 


Head  Office 
146-154  Cadieux  St. 
MONTREAL 


Branch 
590  King  St.  West 
TORONTO 
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HESPELER 

The  complete  acceptance  of  Hespeler 
furniture  by  both  trade  and  public  shows 
that  Hespeler  designers  and  craftsmen 
are  ''on  the  right  track."  For  the  com- 
ing season  we  are  showing  designs  which 
we  beheve  will  more  than  maintain  the 
goodwill  already  won — that  will  bring 
more  business  and  more  friends  to  our- 
selves and  our  customers. 

We  shall  be  only  too  pleased  to  send  you  full  particulars. 


The  Hespeler  Furniture  Co. 

Limited 

Hespeler  -  Ontario 


APRIL,  1923 
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For  the  Summer  Months 


Our  productions  made  up  in  Reed,  Rattan  and  Hickory  make  ideal 
summer  furniture, 

They  have  a  cool,  restful  atmosphere  that  is  found  in  no  other  class, 
and  appeal  to  practically  everyone  for  this  reason. 

In  the  Imperial  Rattan  range  these  productions  are  seen  at  their 
best.  The  most  distinctive  styles  and  designs  are  constantly  being 
evolved.  With  a  stock  of  Imperial  Rattan,  the  dealer  can  meet  every 
demand  of  the  most  discriminating  trade. 

The  Imperial  Rattan  Company,  Ltd. 

Stratford,  Ontario 
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FURNITURE  WORLD 


No.  692-5  Arm  Chair 


No.  692  Cabinet 


Here's  a  Suite  Well 
Worth  Featuring 

No.  692 

in  Red  Gum 
Walnut  Finish 


W rite  for  Prices 
and  Particulars 


No.  692'^  Buffet 


THE  STRATFORD 

STRATFORD 


APRIL,  1923 


13 


THERE  is  a  STYLE,  STRENGTH 
and  FINISH  found  in  this  suite 
which  is  rarely  found  in  other 
medium  priced  lines. 

Through  years  of  constant  striving 
for  the  best  in  furniture  values,  we 
have  established  as  the  basis  of  all 
our  production  a  standard  of  honest 
merit  which  is  expressed  in  every 
piece,  from  framework  to  finish.  Dis- 
criminating buyers  recognize  the 
leadership  of  Stratford  Chair  Fur- 
niture. 


Have  You  A  Copy  of  Our 
Catalogue  on  File  ?  A 
Card  Will  Bring  One 


No.  692  Chair 


No.   692  Table 


No.  692  Buffet 


CHAIR  COMPANY 

ONTARIO 
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Showing  the  New  Universal  Design 

In  Quartered  Oak,  Imitation  Mahogany,  Imitation  Walnut 


Spring  always  means  an  increased  sale  of  Bookcases.  The  books  that 
have  been  gathered  in  the  long  winter  evenings  require  a  place  and  that 
means  a  Bookcase.  Most  people  immediately  chose  a  Globe-Wernicke, 
not  only  because  of  its  beauty  and  utility  but  because  there  is  a  style 
which  suits  their  home. 


A  Desigiijfor  Every  Home 

Globe-Wernicke  Bookcases  are  made 
in  a  vast  number  of  different  designs, 
sizes  and  finishes.  Among  them 
your  most  critical  customers  will 
find  the  exact  model  they  want.  This 
means  a  very  profitable  trade  for  you, 
Mr.  Dealer,  and  one  which  will  favor- 
ably affect  your  other  lines. 


Write  for  Particulars  Today 


She  SloW^tDtekeCcM 

STRATFORD  ONTARIO 


APRIL,  1923 
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You^II 
Appreciate 


OUR  customers  will  ap- 
preciate  Reedcraft.  In- 
dividuality and  character  in 
furniture  make  their  appeal 
to  people  of  taste.  There  are 
always  customers  for  Reed- 
craft because  in  no  other  line 


are  these  qualities  combined 
to  so  great  a  degree  with  mod- 
erate price.  Reedcraft  furni- 
t  u  r  e  represents  the  final 
touches  in  reed  furniture  art. 
In  beauty  of  design  and  finish 
it  is  far  in  advance.  Super 
Frame  Construction. 


Sales  Representatives 

Western  Ontario:         Mr.   V.   Reeves.  469 '  2    Princess  Ave..   London.  Ont. 
Northern  Ontario:       Mr.  G.   H.   Maveal.  99  Dixon  Ave..  Toronto,  Ont. 
Eastern  Ontario:         Mr.  S.  J.  Precious,  93  Flora  St.,  Ottawa.  Ont. 
Toronto.  Ontario:        Mr.  J.  H.  Pettit.  St.  Georges  Mansions,  Toronto,  Ont. 
Montreal,  Quebec:       Messrs  Larocque  Bros.  166  McGiU  St.,   Montreal,  Que. 
Province  Quebec:         Mr.  A.  St.  Halaire,  166  McGill  St.,  Montreal,  Que. 
Maritime  Provinces:     Mr.  Fred.  Hall,  246  King  St.  E.,  St.  John,  N.B. 
Manitoba.    Saskatchewan    The    Manufacturers    Sales    Co.,    145    Market  St.. 

and  Alberta  Winnipeg,  Man. 

British  Columbia:        Weber  Sales  Co.,  862  Cambie  St..  Vancouver. 

Goderich  Art- Craft  Furniture 


Company  Limited 


Goderich 


Ontario 


Settees,  Chairs,  Rock- 
ers, Chaise  Lounges, 
Tables,  Ladies'  Desks, 
Phonograph  Cabinets, 
Pedestals.  Foot  Rests, 
S  m  o  k  e  r  s'  Stands, 
Lamps,  Ferneries,  etc. 


FURNITURt:  WORLD 


CANADA  FuRNITUReMaNUFACTURERS 
'  I  II  Limited 

HEAD  OFFICE :  WOODSTOCK 

WHOLESALE  SHOWROOMS:  130  -  140  Kin-  St.  l-:,,  r<.r..iito 
Winnipeg  Warclunise,  :.'«!)  ClianilKT,>  St.  .Montreal  OFllcc,  :!(;(  rnivorsity  St. 

Factories:     Woodstock,  Walkcrton,  Wingham,  Waterloo,   Kitchener,  Seaforth. 


APRIL,  1923 
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Gash  in  on  the  Demand 
for   Mediunri  Priced 

WALNUT 

Walnut  is  having  a  tremendous  vogue 
everywhere  but  the  price  is  prohibitive 
to  thousands  who  would  by  it.  For 
these  people  we  have  produced  a  mod- 
erate priced  suite  of  Maple,  specially 
processed  to  closely  resemble  the  finest 
Walnut  veneer.  That  this  suite  has 
struck  a  popular  note  is  proved  by  the 
stream  of  orders  we  are  receiving. 


Ask  Us  for 
Particulars 
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THE  I 

MEAFORD  MANUFACTURING  CO.  f 

LIMITED  i 

MEAFORD,  ONT.  i 

H 
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There  is  an  Air  of  Distinction  about 
Coombe  Creations — — 


It  is  a  recognized  fact  among 
dealers  that  Coombe  Quality 
Furniture  makes  an  unusual 
appeal  to  the  best  class  of 
trade.  Reason  for  this  may 
perhaps  be  found  in  the  subtle 
air  of  distinction  which  char- 
acterizes every  piece.  Let 
us  mail  you  our  catalogue. 


i    The  F.  E.  COOMBE  FURNITURE  CO.  Limited  i 

I  Kincardine  -  -  .  .  .  Ontario  i 
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Ruddy's  SOMNUS  ADJUSTABI  E  Spring 


—  77ic  Leader  in  Its  Field 


Note 
Adjustable  Fabric 


1o  kudtly'.s  "Rfst  Assured"  Line  of 
of  construction  tlirit  arc  making  it  a 


This  latest  addition 
hrd  sjjfings  has  feature.- 
delinife  leader. 

An  exclusive  feature  is  its  adjuslnient.  A  twist  of  the  lin- 
gers makes  it  suit  any  person  of  any  weight.  The  frame  and 
fal)ric  are  constructed  so  strongly  that  this  spring  is  guaranteed 
for  2')  years  and  in  addition  it  is  swayless,  sagless  and  noiseless. 
The  finish  is  dustproof  French  (irey  Enamel. 

'I'here  are  real  selling  points  for  Ruddy's  Somnns  .Adjust- 
able Spring  and  you  can  offer  it  at  attractive  prices. 

Manufacturers  of  Bed  Springs  of  every  description  and  the 
famous  Sellers  Kitchen  (_'al)inet. 

Ruddy  Manufacturing  Co.,  Limited 

Brantford  Canada 


Note 

Round  Corner 


iiiiisiiiiisiisiiiaBHiaHiaisHsiiaisgisiiiiaiiiiiaaiasisisiaiiHiaisiiBB 
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The  Strong  Endless  Weave 

means  extra  strength  and  no  seams 
to  show  or  tear  out  in  time 

All  Hey  wood- Wakefield  baby  carriag:e  frames 
are  put  inside  the  fabric  which  has  no  loose 
seams  but  is  woven  on  the  Lloyd  Looms  into 
one  endless  wicker  body.  See  that  your  stock 
is  in  good  shape  for  the  early  summer  trade. 

HEYWOOD-WAKEFIELD,  Ltd. 

OF  CANADA 

Manufacturers  of  Lloyd  Loom  Products 

Orillia  Ontario 
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1  Out  of  the  Rut 


S        ^NDREW  MALCOLM  shops 

0  maintain  their  leadership  be- 
^         cause  their  products  are  always  a 

1  step  ahead  of  the  rest.  Andrew 
S         Malcolm  designs  are  original — 

created  by  designers,  not  copyists — 
which  is  the  reason  they  command 
S  better  prices  and  net  the  dealer 
S         better  profits. 


g         The  Andrew  Malcolm  Furniture 
g  Company 

o  Kincardine   and  Listowel 

o 
o 
o 
o 
o 

o  » 
o  « 


No    530  Desk  and  Bench 


APRIL,  1023 
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NON  TIP 


NON  TIP 


Folding 
Camp  and  Lawn  Furniture 


Summer  is  coming  and  with  it  thoughts 
of  evenings  spent  on  the  Porch  or  Ver- 
andah— and  holidays  at  Camp  or  Sum- 
mer Cottages. 

Summer  Furniture  will  be  needed  by 
your  customer. 

We  manufacture  the  most  complete  line 
in  Canada. 


The  "Ganopeasy  Chair 


9^ 


.Patented 


Canopy  and  Chair  opens  or  folds — with  one  movement 


No  display  of  Camp  and  Lawn  I'^iniilure  is 
cuinplctc — without  the  Canopeasy  Chair.  It  is 
neat,  attracti\'e,  strong  and  comfortalde. 

An  Early  Display  of  our  Summer  Furniture, 
Cots,  Tables,  Chairs,  etc.,  w  ill  hriiig  nou  l*r(i- 
lilahle  iUisiness — He  ])rcpared  for  the  demand — 
(  )rder  Early — Order  Now. 


Manufactured  by 

The  Otterville  Manufacturing  Co.,  Limited 

Otterville       -  Ontario 


::=:::;=::::=::=: 
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FURNITURE  WORLD 


In  the  Spring  a  young  man's  fancy 

Lightly  turns   to  thoughts  of — 

FURNITURE 


This  is   the  time  to  specialize  in 

Reed  Furniture 

Because  it  is  not  only  a 

Strong  and  Attractive 
Summer  Line 

but  adapted  to 
All -The -Year -Round  Use 


The  examples  shown  on  this  page 
are  the  last  word  in  woikmanship, 
style  and  value. 


Canadian  Rattan  Furnitureis  made 
in  a  variety  of  finishes  to  suit  the 
most  exacting  customer.  A  sure 
seller. 


The  Canadian  Rattan  Chair  Co.  Limited 


Victoriaville,  Quebec 


With  which  is  affiliated 

The  Eastern  Townships  Furniture  Mfg.  Co., 

Arthabaika,  Quebec 


J.  D.  Gagne, 


President  and  Man.  Director 


APRIL,  1923  ■■■■ 


GELINAS 
Durable  Products 

SINCE  1870  GELINAS  DURABLE  PRODUCTS  have  been  steadily  building- 
up  a  reputation  for  neat  appearance,  careful  finish  and  solid  construction. 
When  opportune,  artistic  design  has  been  accomplished,  but  never  at  the 
expense  of  durability. 

Cane  seated  chairs  for  every  nook  and  corner  in  the  City  or  Country  Home,  in 
the  Office,  Factory  or  Camp,  on  Lake,  River  or  Ocean  Vessels  and  all  Public 
Places,  have  made  GELINAS  everywhere  the  by- word  for  Comfort  and  Dura- 
bility. 

A  recent  addition  of  the  Gelinas'  line  is  the  Reed  Set  illustrated  above.  In 
design  it  is  different  from  anything  else  we  have  ever  shown  and  is  a  good 
example  of  how  pleasing  design  can  be  combined  with  rugged  dependability  and 
practical  comfort.  It  will  be  a  big  seller  during  the  approaching  summer 
months. 

JUMBO  Chairs  and  Rockers 

The  famous  JUMBO  Chairs  and  Rockers  are  admittedly  in  a  class 
by  themselves.  Recently,  owing  to  their  continued  popularity, 
and  to  meet  an  increasing  demand,  we  have  added  two  small 
models,  Nos.  00  and  50,  for  children,  which  are  at  once  useful, 
artistic  and  vtnbreakable  toys.  The  present  line  includes  9  different 
sizes  of  arm  chairs  and  rockers.  Nos.  00  and  50  have  become 
particularly  excellent  sellers. 

Space  forbids  detailed  information  of  our  complete  line,  but  we 
are  always  pleased  to  forward  our  catalog  and  furnish  full  details 
of  any  particular  Model. 

GELINAS  LIMITEE 

Established  1870 

LES  TROIS-RIVIERES,  QUEBEC 
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FURNITURE  WORLD 


A  Real 
Leader 
all 

Walnut 


Crown  Quality 


I         Selling  Features  of  Particular  Interest 

I  1 — Genuine  Black  Walnut. 

I  2 — Mahogany  Lined  Drawers. 

I  3 — Dustproof  Construction. 

I  4 — Wood  Backs  to  Mirrors. 

I  5 — Drawers  Have  Centre  Bearings  and  Run  on 
I  Metal  Glides  with  Metal  Stops. 

I  6 — Interlocked  Corners  on  Back. 

I  7 — Dovetailed  Fronts. 

I  8 — Moderate  Price  with  Unsurpassed  Quality. 

I  GROWN  FURNITURE  LTD. 

I  Preston    •  Ontario 

I  CANADA 
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Your  Big  Season  is  Coming! 


Spring  and  Summer 
months  always  see  a  heavy 
demand  for  Reed  and 
Fibre  Furniture.  Besides, 
May  is  the  time  of  house- 
cleaning  when  homes  are 
being  refurnished.  Are 
you  prepared  to  go  after 
this  business? 


Watson  Reed  and  Fibre 
Furniture  bring  in  trade 
because  of  their  unusual 
beauty  and  charm.  Per- 
fect workmanship  and  fin- 
ish combine  to  place  them 
in  the  quality  class  while 
the  price  is  always  mod- 
erate. 


Catalogue  and  particulars  on  requett 


J.  B.  Watson  Furniture  Company  Limited 

Kincardine      —  Ontario 


APRIL,  1923 
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Distinctive 


Living  Room 


Furniture 


iiui 


No.  21612 

More  small  homes  are  being  built  than  large  ones.  The  owners  are  interest- 
ed in  the  kind  of  furniture  that  "fits  without  crowding;"  the  kind  that  looks 
well  in  bungalow,  cottage  or  apartment.  The  Homelike  Library  Suite  illu- 
strated above  is  ideal  for  these  homes. 

Carefully  and  substantially  constructed  in  Oak  also  in  Birch  with  Walnut 
finish,  it  has  proven  a  big  seller  wherever  shown. 

Write  today  for  full  particulars  of  our  line. 

The  Schierholtz  Furniture  Co.  Limited 


New  Hamburg 


Ontario 
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To  the  Question — "Can  a 
"quality"  product  be  produced 
at  a  "quantity''  price?'' 

—Bell  answers  "Yes! 


I 


T  is  true  tliat  Rell  furniture  C()ml)ine,s  tlie  very  licst 
of  materials  and  l)oasts  the  most  careful  of  workman- 
shi])  witli  orii»inality  of  design — l)ut  it  is  also  true  that 
l>cll  furniture  is  ])rice(l  lo  meet  the  (leman(l>  oi  the  or- 
dinary purse.  This  is  made  possiljle  by  hi,^'hly  special- 
ized methods  of  pnxluction  and  an  efficiently  or^^anizcd 
fact(jrv. 


Isn't  "P>eH"  the  type  of  furniture  yo 
lookiu"'  for? 


customers  are 


The  Bell  Furniture  Company,  Limited 

Southampton     -     -  Ontario 


APRIL,  1923 
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New  Designs  in  Solid  Walnut 

to  Sell  at  a  Moderate  Price 


The  unquestionable  trend  to- 
ward Walnut  furniture  makes 
this  new  bedroom  suite  partic- 
ularly timely.  Made  in  solid 
walnut  and  delightfully 
designed,  it  represents  unusual 
value  and  sales  possibilities. 


Dresser  No.  324 


Careful  workmanship  has 
long  been  a  feature  of  Vie- 
toriaville  Furniture.  In  this 
and  other  desirable  qualities 
suite  No.  324  merits  a  pro- 
minent place  on  your  floor. 


Vanity    Dresser    No.  324 


Let  us  furnish  you  with  prices  and  particulars 

Victoriaville  Furniture,  Limited 

Victoriaville,  P.Q. 


1 
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Brands  that  Guarantee  Your  Judgment 

1-  "S0UTHER]N  QUEEN"  MATTRESS  and  BOX  SPRING 

2-  "BLUE  RIBBON"    3- "MAJESTIC"   4— '  VIRGINIA"  5-"CR0WN" 

"SUPREME"  in  qualities  1-2-3-4 

Write  for  Price  List  "Look  for  the  Brand  on  the  Mattress  " 

Yale  Bedding  Co.     -     290  Guy  St.,  Montreal 

Gendron  Baby  Carriages 

the  big  worth-while  line — We  have  all  your  requirements 


Our  new 
Grade 
"A" 
Catalogue 
at  your  service.  It 
will  help  you  make 
many  sales. 

Get  it  now. 


'  ^^^^ 


Doll  Cabs 
Velocipedes 
Automobiles 

Now  is  the  time  to 
look  into  this  class 
of  goods. 

Our  catalogues  will 
assist  you. 


THE  GENDRON  MANUFACTURING  CO.,  LTD. 

Duchess  and  Ontario  Sts.  ....  TORONTO 


APRIL,  1023 
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Every  Home  Needs 
Another  Chair — = 


Every  home  can  use 
one  or  two  more  chairs 
and  this  trade  can  eas- 
ily be    your  s.  Ball 
Chairs  have  long 
been   famous  for 
their  appearance 
and  strength — the 
two  qualities 
everyone  looks  for 
in  a  chair.  Keep 
a  few  on  display 
in  a  pro  m  i  n  e  n  t 
place.    You'll  find 
they  practically 
sell  themselves. 

Get  our 
prices 


Ball  Furniture  Co.,  Ltd. 

Hanover    -  Ontario 
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Risliel  Sanitary 
"Ventibestos"  Table  Mats 

Order*  Filled  Promptly  by  Express  or  Freight 

We  make  any  size  or  shape  without  additional 
expense.    Send  us  your  patterns. 


The  ONLY  Mat  with 
a  centre  of  CORRUGAT- 
ED ASBESTOS. 

Our  mats  are  five  ply 
consisting  of  one  heavy 
sheet  of  corrugated  as- 
bestos between  two 
heavy  shets  of  wool  felt. 
These  are  firmly  quilted 
together  and  enclosed  in 
a  removable  flannel  cov- 
er. The  cover  consists 
of  white  cotton  flannel 
on  one  side  and  green 
Kearsage  Plush  on  the 
other.  There  is  no  pos- 
sibility of  marring  the 
table  top  when  our  Ven- 
tibestos    mats    are  used. 

Round  or  square  are  the 
same  price.  Unless 
specified  will  always  ship 
round  mats. 

Orignated  and  sold 
only  bv  us.  This  Solid 
Fumed  Oak  Display 
Rack  absolutely  free  to 
our  dealers.  Write  us 
for  particulars. 


100  per  cent  Efficient 
The  Silent  Salesman 


Special  attention   given  to  Canadian  orders. 

J.  K.  RISHEL  FURNITURE  CO. 

WILLIAMSPORT,  PA. 
Dining  and  Bed  Room  Suites 

"We  make  all  our  own  Chairs  and  Dining  Tables." 
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CHESTERFIELDS  and  EASY  CHAIRS 

Every  Piece  Bears  a  Guarantee  Tag 


W.  J.  ARMSTRONG,  LIMITED 

GUELPH,  ONTARIO 


FlJRNlTlJRh:  WORLD 


Every  Mattress  Bears  Our  Guarantee 

Tha  Prestige  Building    Profit  Making  Quality  Line 


All 

Materials 
Used 

Guaranteed 

100% 

Pure 


Don't 
Take  a 
Chance 
on 

Unknown 
Lines 


Reliability  is  the  key  note  of  all  mattress  sales.  Customers  are  forced  to  rely  on  the 
recommendation  of  the  dealer — he  on  the  word  of  the  manufacturer.  Don't  take 
chances.  Sell  the  National  line  which  you  know  is  right — all  the  way  through.  We 
back  you  unreservedly. 

The  National  Mattress  Felt  &  Batting  Company 

340  Gerrard  Street  East  -  -  Toronto 


Can  we  be  of  service  to  you? 


We  want  our  subscribers  to  feel  that  the  FURNITURE  WORLD  is 
pubUshed  in  their  interests  and  it  is  their  right  to  command  our  services  free 
of  charge.  M^' 

There  may  be  certain  articles  which  you  cannot  find  in  these  advertising 
pages  that  you  would  like  to  have  information  on. 

You  may  want  manufacturers'  or  jobbers'  catalogues,  price  lists,  etc. 

You  may  want  other  information,  so  please  do  not  hesitate  to  use  this 
form. 

All  that  the  FURNITURE  WORLD  asks  in  return  for  any  service  it  ^ 
may  render  is  that  subscribers  buy  from  its  advertisers  and  mention  the 
FURNITURE  WORLD  when  buying. 

INFORMATION  WANTED 

The  Editor,  Furniture  World 

347  Adelaide  St.  West,  Toronto   — — 

uate   j.y . . 

Please  tell  me   

Name   

Address  
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For  the  June  Wedding  Trade 


831A 


831R 


''Not  too  early  to  order  a  few  things 
for  the  June  Wedding  Trade. 

Windsor  Chairs  make  ideal  gifts. 

Send  for  illustrations  of  our  com- 
plete line." 


The  Owen  Sound  Chair  Co.  Limited 

Owen  Sound,  Ontario 
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Bringing  Buyers 
into  the 
Store 

goods  they  carry. 


'fhere  is  a  very  distinct 
mo\ement  among  furniture 
dealers  to  greatly  extend 
the  number  of  lines  of 
In  the  past  the  hardware 
man  seems  to  have  claimed  the  monopoly  of 
all  the  little  side  lines,  and  the  effect  has  been 
cumulative — i.e.,  he  has  stocked  so  many  arti- 
cles wdiich  have  brought  so  many  people  into 
his  store  that  he  has  used  this  argument  to  get 
still  further  lines.  Evidently  this  course  has 
been  a  profitable  one  for  he  continues  his  efforts 
to  include  everything  and  anything  that  the 
public  may  want.  He  has  cut  into  the  furni- 
ture trade  beyond  all  reason. 

.  For  example  wdio  has  as  good  a  right  to  the 
profit  on  all  kinds  of  floor  coverings  as  the  fur- 
niture men — on  hardwood  floorings,  on  kitchen 
cabinets,  on  refrigerators,  on  ranges,  on  wash- 
ing machines  and  on  many  other  items  that 
logically  should  find  a  place  in  a  furniture  store 
— because  they  are  furnishings?  Yet  they  have 
been  gralbbed  by  other  trades.  Why?  fiecause 
they  were  profitable  of  course.  Because  they 
brought  people  into  the  store  who  could  be  in- 
terested in  other  lines  carried. 

Furniture  dealers  are  realizing  these  condi- 
tions now  as  never  before.  They  are  asking 
themselves:  "Why  give  my  competitor  all  this 
advantage?  Don't  I  want  more  people  in  my 
store?  Assuredly!  Don't  I  need  that  extra 
profit  on  furnishings  that  I  could  make  without 
increasing  my  overhead?  Surely!  Then  unless 
I  can  see  clearly  that  it  doesn't  properly  belong 
in  House  Furnishings,  Fm  going  to  stock  it  in 
future." 

That's  just  what  hundreds  of  furniture  men 
are  saying  to  themselves  to-day.  They  find  that, 
'by  specializing  too  closely,  other  lines  of  trade 
have  "copped"  much  profitaible  business.  We 
predict  that  the  furniture  retailer  will  branch 
out  considerably  in  the  next  year. 


The  Season  Our  readers  will  be  parti- 

for  Summer  cularly    interested,    we  be- 

Furniture  lieve,  in  a  special  article  in 

this  issue  given  over  to 
various  tyj^es  of  summer  furniture.  In  spite  of 
what  seems  to  be  a  backward  spring,  the  hot 
weather  of  midsummer  is  surely  on  the  way 
and,  with  it,  the  usual  call  of  the  open  air  that 
year  by  year  is  getting  more  insistent — for  Can- 
adians seem  to  be  developing  a  love  for  living 
out-of-doors  to  an  extent  not  dreamed  of  a  few 
years  ago. 

Perhaps  the  boy  scout  and  girl  guide  move- 
ments are  responsible  for  this  in  considerable  de- 


gree. Now-a-days  the  first  thought  of  youth  is 
to  possess  himself  of  a  tent,  a  camp-^b;ed  "and 
stools  and  the  few  utensils  that  go  with  this  out- 
fit. Summer  chairs,  swings  and  such  equipment 
find  a  place  in  every  summer  garden  and  for  the 
older  folks,  easy  chairs,  wicker  tea  tables,  wicker 
floor  lamps  and  summer  furniture  and  furnish- 
ings of  every  kind  are  in  demand  f;om  earliest 
spring  until  late  into  the  autumn. 

Many  furniture  dealers  are  not  only  capital- 
izing this  tendency  but  by  suggestion,  educa- 
ti(_)n,  and  judicious  publicity,  are  intensifying 
the  growing  inclination  of  Canadian  people  to 
leave  their  winter  cjuarters  at  the  first  sign  of 
warm  weather  and  make  their  permanent  head- 
quarters on  the  veranda,  the  pergola,  under  the 
trees  or  on  the  open  lawn. 

It  is  an  attractive  prospect,  this  getting  out 
into  God's  fresh  air,  where  physical  and  mental 
health  abounds.  The  furnitirre  dealer  can  make 
much  of  it.  The  demand  f(.)r  summer  furniture 
of  every  kind  will  be  as  great  as  ever  this  year 
and  the  dealer  who  uses  the  most  attractive  bait 


will  make  the  l:)iggest  catch. 


Improved 


General  Condi-  little  unemployment.  Wages 
tions  are  much        Business     is     picking  up. 

General  conditions  are 
much  improved.  There  is 
are  as  high  or  higher  than  in  past  years.  Many 
young  husbands  of  a  year  ago,  who  accepted 
the  hospitality  of  father-in-law  temporarily,  are 
now  making  a  salary  sufficient  to  justify  them 
in  setting  up  house  on  their  own.  Many  a  man 
has  the  money  to  hny  furniture  and  various 
house  furnishings  today  whereas  a  year  ago  he 
was  unemployed  or  just  holding-  down  a  tem- 
porary job.  Com])are  conditions  wherever  you 
look  with  last  April  and  you  will '  realize  the 
general  improvement  and  there  is  no  definite 
sign  that  these  conditions  will  not  prevail 
throughout  the  present  year. 

This  all  means  that  the  furniture  dealer  also 
has  much  better  prospects.  There  will  be  more 
demand  and  sales  will  come  easier.  A  "Better 
Furnished  Flome"  makes  a  strong  appeal  to  the 
prosperous  man.  Therefore  it  behoves  the  deal- 
er to  keep  his  stock  looking  nice  and  clean,  to 
dress  his  window  frequently  and  attractively,  to 
keep  his  wares  prominently  in  the  eye  of  the 
public — so  that  some  high  pressure  salesman  of 
the  L.  R.  Steel  type  shall  not  get  this  money 
without  giving  value — and,  in  short,  to  do 
everything  in  his  power  to  get  people  into  his 
store.  Salesmanship  and  service  will  do  the 
rest. 
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Show  Card  Writing— Talk  No.  11 

The  ability  to  write  attractive  show  cards  is  a  valuable 
asset.  In  this  series,  written  by  a  show-card  expert,  we 
are  endeavoring  to  give  the  furniture  retailer  who  is  not 
a  specialist  in  the  art,  a  foundation  for  an  education  that 
will  mean  dollars  to  him.    Are  you  finding  them  useful? 


The  illustration  shown  this  month  is  ])cr- 
haps  more  particularly  ai)plicable  to  the  winter 
season.  The  lettering  is  attractive  because  it 
is  (|uite  unusual.  It  may  perhaps  be  considered 
that  it  is  most  suitable  for  Christmas  time,  but 
this  heavy  icicle  effect  can  be  used  in  connec- 
tion with  any  style  of  heavy  lettering. 

iMir  small  letters  nf  this  style  the  letters 
should  first  be  drawn  or  sketched  with  a  jH-n 
and  afterwards  filled  with  a  brush.  \  arinus 
treatments  of  the  body  of  the  letters  will  sug- 
gest themselves  as  shown  in  A.  I!,  and  (_'.,  which 
are  done  with  the  pen.  However,  tor  bold 
effects,  it  has  been  found  wise  to  have  solid 
faced  lettering. 

The  icicle  effect  is  ])articularly  striking  if 
the  lettering  is  done  on  colored  cardboard.  In 
that  case  the  icicles  can  be  painted  on  with  white 
j  abit.  To  add  further  to  the  realistic  ai)i)ear- 
ance,  diamond  dust  or  frosting  can  I)e  added, 
either  while  the  ])aint  is  still  wet,  or  on  wet 
mucilage  which  has  been  daubed  on  over  the 
white  paint.  The  result,  especially  under  arti- 
ficial light,  is  particularly  "Christmassy"  in  its 
sparkling  appearance. 

As  a  streamer  for  interior  decoration  or  win- 
dow ibackground,  these  letters  cut  out  in  a  ten 
or  twelve  inch  size  and  painted  as  suggested 
can  be  strung  together  forming  words  such  as 
"Seasons  Greetings,"'  etc.,  and  make  a  novel  and 
pleasing  change  in  the  usual  decorations.  Espec- 
ially is  this  so  when  the  letters  are  .painted  a 
Christmas  red  with  white  icicles,  and  are  placed 
against  a  green  'background. 

As  lettering  of  this  kind  takes  quite  a  bit  of 


time  tor  the  busy  cardvvriter,  two  or  three  words 
only  on  a  card  as  suggested  by  our  illustration, 
carry  out  the  effect  just  as  well  if  not  better 
than  when  the  entire  card  has  been  lettered  in 
the  same  alphabet. 
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Just  as  cer- 
tain to  arrive 
as  the  annual 
tax  bill. 


Dealers  can 
make  profit 
out  of  other 
people's  mi  s- 
fortunes. 


Spring  House  Cleaning 

A  Harvest  for  the  Salesman 

Bringing  the  old  Furniture,  Rugs  and  Carpets  out  Into 
the  Light  Emphasizes  the  Necessity  for  Replacement — 
One  Dealer  Makes  Four  Hundred  and  Eighty  Dollars 


There  is  a  facetious  saying,  old  as  the  hills 
too,  that  nothing  is  quite  sure  except  death  and 
taxes.  But  whoever  invented  that  quotation 
overlooked  something  just  as  sure  and,  viewed 
from  certain  angles,  just  as  important :  viz : 

Spring  House  Cleaning 

To  the  average  citizen  the  spring  house  clean- 
ing, which  comes  around  as  regular  as  the  sea- 
sons, is  just  a  period  of  discomfort  and  in- 
convenience. To  the  furniture  and  house  fur- 
nishings dealer,  however,  it  is  more  than  this. 
Of  course,  he  can  not  hope  to  escape  the  mental 
and  physical  punishment  of  this  season  which 
is  the  common  lot  of  mankind  but,  to  a  con- 
siderable extent,  he  can  capitalize  the  situation. 

There  is  nothing  like  a  good  vigorous  house- 
cleaning  to  show  up  the  well  worn  places  in 
house-hold  furnishings.  The  upholstered  furni- 
ture is  taken  out  on  the  front  porch  and  looks 
so  faded  and  shabby  that  the  housewife  com- 
ments on  it.  The  rugs  are  carried  to  the  back 
yard  with  the  admonition  that  they  must  be 
handled  carefully  as  they  are  ravelling  at  the 
edges  or  wearing  thin  in  spots.  The  dust  laden 
curtains  have  rotted  and  threaten  to  fall  to 
pieces.  The  wall  coverings  are  faded — except 
behind  the  pictures  and  show  a  spotted  effect 
that  is  anything  but  pleasing. 

These  are  all  things  that  the  housewife 
knows  well  cannot  be  remedied  ])y  mere  clean- 
ing. 

Replacing  is  the  only  solution. 


That  is  what  we  meant  when  we  said  above 
that  the  furniture  dealer  is  in  the  fortunate  posi- 
tion of  being  able  to  capitalize  the  misfortunes 
of  others.  A  number  of  dealers  are  doing  this, 
they  don't  wait  for  the  housewife  to  come  to 
them  however — she  is  too  busy  at  such  a  sea- 
son and  the  man  of  the  house,  too,  uses  all  pos- 
sible pressure  to  get  things  running  normally 
again;  so  they  content  themselves  with  saying 
"Yes,  just  as  soon  as  we  get  settled  down  again, 
we  must  really  get  a  new  rug — or  that  new 
Chesterfield"  or  "Sometime  during  the  summer 
we'll  get  Jack's  bedroom  papered."  Then  be- 
fore they  know  it  they  have  again  become  ac- 
customed to  the  old  things  and  nothing  is  done 
till  next  year. 

But  we  know  of  certain  dealers  who  have 
taken  the  bull  by  the  horns,  so  to  speak,  and 
have  succeeded  in  getting  some  nice  orders.  As 
an  example,  we  conversed  recently  with  a  deal- 
er in  a  town  of  about  eight  thousand  people  and 
he  told  us  what  he  did  last  year — and  planned 
to  do  again  this  year. 

How  He  Did  It 

The  first  move  was  made  collectively  by  the 
three  furniture  dealers  in  the  town.  They  pre- 
pared and  ran  two  short  announcements  in  the 
local  (weekly)  papers.  These  announcements 
ran  as  follows : 

For  Men  Only 

If  it  were  not  that  it's  a  sure  sign  of  spring 
we  would  not  dare  to  mention  it,  but — the  an- 
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iiual  liMusc  clcaninjif  season  is  \\\nm  us.  I  low 
;iic  we  f^oiiiR  to  escape  its  discomforts?  We 
don't  know,  but  we  suj^gest  that  the  most 
sensible  thinf?  to  do  is  to  even  thinj^s  uj)  by 
makin<;  our  homes  more  comfortable  and  attrac- 
tive after  the  cleaninj,'-  is  all  over.  Then  we'll 
soon  forget  it.  Replace  that  old  rui^,  or  chair; 
a  new  jKiper  on  the  wall  works  wonders;  cur- 
tains do  wear  out  unfortunately;  upholstering- 
does  wear  and  fade.  But  it's  more  economical 
to  kee])  your  furnishings  properly  maintained 
1)\'  doing  a  little  every  year  than  to  w'ait  and 
ihcn  ha\e  to  make  one  great  big  exi)en(liture. 
In  the  interests  of  both  comfort  and  economy 
we  suggest  you  look  your  house  over  carefully 
and  see  if  it  would  not  ])ay  you  to  do  a  little 
in  the  way  of  maintenance." 

The  second  one  ran   like  this: 


For  Ladies  Only 

We    wish    we    could    hel])  y 
house-cleaning  for  we  realize 
some,  hard  and  dirty  work, 
can't  hell) 
can 


lU    with  }'iiur 
that  it  is  trouble- 
I  1  o\\  e\  er,   if  we 
with  the  scrubbing  and  beating  we 
do  something  e\en  more  elTectixe.    We  can 


rcpiaaei^oriiiienKHvajte  your  worn  out  lurnisi)nigs. 
One  doeH'iimiot'  itciafliiy.e  the  wonderful  eilecl  nl 
fresli  wallpai)er,  a  new  rug,  a  different  nj)- 
li(  ilstering,  a  well  chosen  i)icture  or  two  until 
one  sees  il  in  place.  We  have  never  carried  a 
liner  slock  and,  sorry  as  we  are  to  say  it,  there 
is  no  sign  of  lower  ])rices.  If  we  can  be  of  any 
service  in  the  way  of  making  suggestions  to 
make  \'our  home  more  homelike  a  telephone 
call  will  bring  us — and  we  shan't  consider  you 
under  any  obligation.  (  )ur  tele])hone  nund)ers 
arc  gi\cn  ])elow." 

This,  li!<e  llie  ])re\ious  annoimcenu'nt  was 
signed  by  all  three  retailers  and  the  telephone 
nund)ers  were  ])laced  opposite  the  respectixe 
names. 

With  two  of  these  dealers  the  matter  rested 
there,  but  not  so  the  third.  lie  carefully  jire- 
])ared  a  list  of  j)ros])ects.  Knowing  the  town 
prettv  well,  the  conditions  of  the  homes  and,  in 
a  general  way,  the  financial  circumstances  ol 
the  citizens  he  was  able  to  eliminate  a  lot  of 
deadwood  and  cut  his  list  down  to  the  even 
hundred.     lie  was  experinienling. 

.Allowing  oid\-  three  or  four  days  to  elapse 
after  the   two  advertisements  noted   above,  he 
maUed   out   a   letter   under   his   own  signature 
which  ran  as  follows: 
Dear  Mrs.  Jones: 

You  l)robal)ly  noticed  in  our  local  ])apers, 
about  a  week  ago.  an  :ninouncenient  liy  the 
furniture  dealers  in  town  th;it  must  h.ave  in- 
terested you  in  view  of  the  a])i)roaching  house- 
cleaning  seasim.  We  are  just  reminding  you 
again  on  our  own  account  that  we  were  ne\er 
better  e(piipped  to  gi\e  assistance  in  the  way 
of  ini|)ro\ing  home  conditions.  We  carry  a 
wide  range — nearly  everything  you  are  likely  to 
need.  If  we  can  be  of  any  service  do  not 
hesitate  to  telephone  us — J. .369. 


A  second  letter  followed  in  three  days.  A 
third  letter  followed  one  week  later.  I'Tom 
these  letters  only  two  rei)lies  were  received  and 
our  friend  was  beginning  tf)  feel  that  his  ex- 
periment was  a  failttre.  Me  had  two  jdays  to 
make  yet,  however, — the  telephone  and  i;ersonal 
calls.  Me  tried  the  telephone  first,  of  cfjurse, 
and  got  the  surprise  of  his  life. 

"(lood  morning  Mrs.  Cross"  he  began  "this 
is  .Siiiiih's  h'urniture  .Store,  Mr.  Smith  talking." 

"(),  good  morning,  Mr.  Smith.  I  was  just 
expecting  to  hear  from  you.  We  have  your 
letters  and  .u  e  \'ery  nnich  interested.  My 
husband  and  i  lia\e  been  talking  of  some  little 
change  in  our  furnishings  for  some  time  and 
your  letters  ha\e  brought  it  to  our  attention 
again.  I'm  not  sure  thai  we  are  ready  to  make 
any  exijendilure  yet — but  if  you  are  certain  it 
won't  put  you  to  too  much  trouble  we  vvcjuld 
;ipl)reciate  having  you  come  over  to  the  house." 

And  so  it  went  with  a  nund)er  of  others.  Of 
course,  some  (jf  those  to  whom  he  had  written 
vveie  not  at  all  interested.  ()thers  delayed.  One 
or  two  were  unci\il  and  told  him  they  thought 
he  had  better  mind  liis  own  business — they 
would  come  lo  his  store  when  they  wanted  his 
furniture  and  so  on. 

On  ihe  axcrage  Mr.  Smith  said  he  fell  ipiite 
hap])\-  o\-er  the  results  which  brouglu  him  de- 
linile  invitations  to  visit  eight  homes  and  ccjn- 
sull  with  the  owners  and  their  wives.  He  esti- 
mated that  he  had  established  more  or  less 
friendK'  rel.ations  with  practically  all  the  others 
and  thai  \\v  was  now  in  a  position  at  any  time 
to  call  them  up  on  lh(>  'phone  and  talk  business. 
In  the  ei-ht  homes  to  which  he  received  in- 
vitations he  s(»ld  goods  to  the  amount  of  four 
hundred  and  nini'ty  dollars — not  a  large  ])rofit, 
but  enoui^h  to  pay  the  actual  expenses  of  his 
campaign  with  a  little  to  the  good. 

"  The  big  gain"  he  concluded  "is  that  I  got 
closer  to  the  furnishing  needs  of  about  ninety 
good  families  and  now  when  they  think  of  more 
fnrnisliings  thev  think  of  Smith's  store." 


Brown  &  Roebuck  in  New  Quarters 

he    liiDwn         Roehuck    Mouse  I'Tirnishing 


Co. 
din 


Toronto,  dealer^  in  lloor  coverings,  bed- 
tapestry  goods,  etc.,  are  moving  into  532 
Queen  Street,  West,  and  giving  up  their  two 
stores  previously  occu])ied  at  (S67  Queen  Street, 
West  and  530  Oueen  .Street,  West.  Rcginning 
1st  .April,  in  addition  to  above  lines,  this  lirm 
will  handle  ;ill  lines  of  furniture. 

New  Store  in  Guelph 

I.  Murra\-  of  (;ueli)h,  (  )nt.,  ojjened  a  fine 
furniture  store  about  the  lirst  week  in  March 
on  Wyndham  .Street,  (luelph.  The  building 
which  was  once  the  .\pollo  Theatre,  has  just 
been  remodelled  into  a  first  class  furniture  store. 
II.  .Sha])iro  of  the  .Stratford  Mouse  hTn-nishing 
('om])any  is  a  jiartner  in  this  linn,  which  will 
be  known  as  the  (luel])h  h'urnilure  C  onipanv. 
This  company  is  incorporated. 
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Lef  s  Talk 
It  Over 


Do  you  take  Your  Discounts? 
A  Merchant  who  buys  $50,000 
worth  of  Goods  per  year  Will 
Save  Seven  hundred  and  twenty 


Editor  Furniture  World: 

Retail  merchants  ha\e  a  wonderful  oppor- 
tvinity  of  greatly  improving  their  credit  stand- 
ing and  at  the  same  time  taking  substantial  pro- 
fits through  the  consistent  plan  of  regular  dis- 
counting. Most  merchants  shovdd  be  able  to 
'borrow  from  their  banks  at  6%  per  year.  There 
are  times  when  they  need  to  stock  up,  so  that 
these  loans  would  probably  run  for  only  90  to 
120  days.  By  arranging  for  such  loans,  many 
who  do  not  now  take  advantage  of  the  discounts 
offered  by  wholesalers,  would  be  al:>le  to  do  so. 
They  do  not  seem  to  take  into  consideration 
the  fact  that  a  2%  discount,  even  on  small  bills, 
will  mount  up  to  considerable  money  in  the 
course  of  a  year.  Terms,  of  course,  vary  in  the 
different  industries,  but  a  discount  is  a  positive 
earning,  and  if  one  can  borrow  at  6  or  7%  and 
then  earn  2%  on  the  goods  he  buys  through  the 
discount,  he  will,  in  the  course  of  a  year,  make 
a  very  substantial  net  earning  on  the  money  he 
has  handled. 

Take  for  example  the  man  who  buys  $50,- 
000.00  worth  of  goods  a  year.  Supposing  he 
discounts  all  those  bills  at  2%,  there  would  be 
an  earning  of  $1,000.00.  His  average  loan  for 
the  year  on  $50,000.00  would  be  little  over  $4,- 
000.00,  so  that  the  interest  he  would  have  to  pa}', 
even  though  he  carried  a  $4,000.00  loan  all 
through  the  year  and  paid  7%  for  the  total  in- 
terest, would  only  amount  to  $280.00.  There- 
fore, by  deducting  this  $280.00  from  $1,000.00, 
you  find  there  is  a  net  earning  simply  from  the 
careful  financing  of  $720.00. 

Many  a  merchant  with  annual  sales  of  $50,- 
000.00  who  is  today  barely  making  a  living. 


would  like  mighty  well  to  have  this  $720.00  net 
]M-()fits  in  a  year.  Perhaps  he  says  that  he  can- 
not get  any  l^etter  prices  ;  perhaps  circumstances 
are  such  that  he  cannot  really  increase  his  busi- 
ness ;  but  if  he  is  one  of  the  many  thousands  of 
merchants  in  this  country  who  do  not  recognize 
the  possibilities  in  discounting,  and  if  he  will 
study  his  figures,  he  will  see  that  there  is 
another  way  by  which  he  ca,n  legitimately  make 
a  substantial  earning.  And  so  with  the  man 
who  does  twice  and  ten  times  that  amount  of 
business.  His  earnings  are  multiplied,  so  that, 
even  after  expenses  have  been  all  taken  out, 
including-  a  salary  for  himself  and  his  earnings 
should  barely  meet  those  expenses,  yet  by  this 
financing  plan  he  would  be  earning  a  nice 
amount  also,  while  doing  that  he  w(.)uld  be 
building  a  most  enviable  credit  reputation.  His 
local  bank  would  be  carrying  him  instead  of  the 
wholesalers  and  jobbers,  who  should  not  be  ask- 
ed to  carry  a  bill  for  longer  time  than  the  terms 
provide. 

Many  a  merchant  ])erha'ps  does  not  realize 
what  he  can  d(j  with  his  local  bank,  and  not 
having  recognized  the  earning  through  such  a 
]^lan,  he  may  not  have  asked  his  banker  to  help 
work  out  such  a  financial  ]>rog"ram.  It  would 
be  well  worth  many  a  man's  time  to  look  into 
the  proposition  and  to  apply  it  to  his  own  busi- 
ness and  convince  himself  of  the  earnings  that 
ai'e  there  if  he  will  study  his  finances  more 
closely. 

Yours  Respectfully, 
W.  Wulpi, 

Commissioner,  Central 

Credit  Bureau,  Inc. 
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Sound  Merchandising 
Methods  Win  Success 


Story  of  What  two  Hustlers 
Accomplished  in  Six  Years 
— Yale  Bedding  Company 
Now  Utilizes  20,000  feet  of 
Floor  Area. 
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I.    .1.  Crowley 


U.  I.  Rosenthal 


Six  years  ago  tlie  \'alf  l^eddinj;  C  (>mi).in.\ 
started  business  at  323  Notre  Dame  Street 
West,  Montreal,  manufacturing;-  mattresses,  and 
later.  ref|uiring-  more  space,  they  moved  to  124 
St.  Paul  Street  West.  Montreal.  The  i)ro- 
prietors  of  the  firm,  Messrs.  Crowley  iK:  Rosen- 
thal, whose  ])hotogTaphs  are  reproduced  here- 
with, soon  developed  their  business  to  sucli  an 
extent  that  the  St.  Paul  Street  premises  hecame 
inade(|uate. 

Thev  introduced  a  system  of  labelling  each 
grade  of  mattress  marketed — the  highest  (puility 
being  the  now  well-known  "'Southern  (Jueen" 
mattress  and  "Southern  Oueen"  upholstered 
box  s])ring.  This  brand  immediately  found 
favor,  and  its  success  was  instrumental  in  in- 
troducing the  other  grades  of  merchandise 
which,  in  order  of  ([uality,  are  named  "Blue 
Ribbon,"  "Majestic,"  "V'irginia,"  "Crown,"  and 
"Supreme,"  the  latter  being  marketed  in  four 
qualities. 

Sales  Increase,  Expansion  Necessary 

With  the  sales  of  this  concern  multiplying 
so  rapidly,  the  i)roprietors  l)egan  to  look  for 
more  suitable  and  commodious  premises.  Final- 
ly they  located  at  290  Guy  Street.  Montreal, 
where  they  occupy  the  entire  building — a  total 
area  of  20.000  square  ft.  Possessed  of  ample 
room  and  an  efficient  sales  distribution  policy, 
the  firm  undertook  to  market  steel  springs  to- 
gether with  steel  and  brass  bedsteads,  the  mer- 
chandising of  which  has  also  been  a  conspicuous 
success. 

The  Personnel  of  the  Firm 

Mr.  J.  J.  Crowley  started  in  husiness  with 
Messrs.  Geo.  Gale  ^  Sons,  for  which  firm  he 


was  four  years  on  the  road  and  twenty-three 
years  manager — a  total  service  with  one  firm 
of  twenty-seven  years.  This  in  itself  must  im- 
press upon  the  dealer  the  integrity  and  sound- 
ness that  such  an  experience  must  reflect  in 
Mr.  Crowley's  present  activities. 

Mr.  U.  1.  Rosenthal,  the  other  partner  in  the 
business,  previous  to  his  present  connection 
with  Mr.  Crowley,  was  in  the  retail  furniture 
business  for  fifteen  years.  ''During  this  time," 
he  says,  "I  learned  that  quality  can  always  be 
sold," — a  maxim  which  he  has  applied  to  the 
present  manufacturing  business  with  unfailing 
consistency.  Mr.  Rosenthal's  retail  experience 
gave  him  an  insight  into  the*  -dealer's  sales 
problems,  a  factor  which  has  proved  invaluable 
to  him  in  assisting  the  firms  sales  policy. 

Progressive  Methods  Employed 

in  their  present  plant  three  (iarnet  felting 
machines  have  been  installed  and  are  turning 
out  the  very  highest  grade  of  felt.  The  firm 
are  at  present  negotiating  for  a  fourth  Garnet 
machine.  Deliveries  receive  the  closest  atten- 
tion. Until  recently  rural  shipments  were 
des])atched  by  freight  and  local  deliveries  by 
motor  truck.  With  the  advance  in  efficiency 
and  economy  of  the  motor  truck,  the  firm  began 
to  study  the  possibilities  of  rural  deliveries  by 
this  method,  the  result  being  that  they  are  at 
present  contemplating  an  addition  to  this  ser- 
vice that  will  inevitably  afford  the  dealer  a  great 
advantage. 

Mr.  Frank  Lowden  is  their  representative 
covering  the  lower  Provinces.  The  remainder 
of  the  Dominion  is  covered  thoroughly  by  a 
well-known  wholesale  distributing  house. 
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"That's  Where  I 
am  Going  to  Make 
Some  Sales" 


People  are  Ready  to  Talk  Furniture  Just  as  Soon  as 
the  Plans  of  the  New  Home  are  Drawn— A  Success- 
ful Dealer  Outlines  his  Merchandising  Methods 


An  interesting  life  story  is  related  by  a  fur- 
niture dealer  in  one  of  our  smaller  western  cities. 
An  editor  of  Furniture  World  visited  him  at  his 
place  of  -business  a  few  days  ago  and.  being  hos- 
pitably disposed,  he  showed  the  editor  around 
in  his  motor  car.  At  one  point  in  the  drive  we 
drew  up  before  a  half  finished  home  and  the 
dealer  remarked : 

"That  is  where  I  am  going  to  make  some 
sales.'' 

"Too  early  yet."  I  suggested. 

"Just  where  you,  and  a  lot  of  my  fellow- 
dealers  make  a  mistake"  he  replied.  '"Literally 
speaking,  you  watch  the  thief  lead  the  horse  out 
of  the  stable,  and  then  proceed  to  lock  the  door. 
Too  soon,  indeed !  Don't  you  suppose  the  people 
who  are  building  that  house  have  planned  where 
they  will  place  every  piece  of  furniture,  what 
each  room  will  look  like  and  about  what  it  will 
cost  to  furnish?" 

"I'll  let  you  into  a  little  secret"  he  continued. 
"As  a  matter  of  fact  I  got  in  on  the  "ground 
floor''  on  that  house.  I  knew  about  it  while  the 
plans  were  being  drawn  and  got  in  touch  with 
the  owner.  He  and  his  wife  and  I  had  many  a 
discussion  about  the  furnishings  and  they  have 
already  picked  out  quite  a  good  deal  of  their 
needs." 

"In  the  way  of  furniture  you  mean"  I  asked. 

"Not  only  furniture"  he  replied  "but  also  a 
number  of  other  things.  You  know  I  carry  a 
nice  line  of  carpets  and  rugs.  They  and  the 
furniture  help  to  sell  one  another.  I  don't  sell 
curtains  and  draperies  because  I  haven't  enough 
capital  ^but  the  ideal  I  am  working  to  is  to  be  in 
a  position  to  equip  a  home  like  that  almost  en- 
tirely. The  furniture,  rugs,  dra]:)eries  and  walls 
are  so  untimately  tied  in  together  that  one  needs 
to  have  all  these  things  in  stock  to  be  able  to 
g'ive  a  customer  a  vision  of  what  his  home  will 
actually  look  like." 


"Vision  is  a  good  word"  I  remarked  "and  it 
appears  to  me  you  use  quite  a  good  deal  of  it 
in  your  business.  Does  that  explain  your  ap- 
parent financial  success  at  a  time  when  the  aver- 
age dealer  I  meet  is  bewailing  the  times?  Most 
of  them  tell  me  business  is  bad  but  you  seem  to 
l)e  full  of  optimism." 

"That's  partly  temperamental,  perhaps"  my 
dealer  friend  replied  "but  I'll  tell  you  more 
al)out  that  vision  stuff  if  you're  interested.  You 
have  not  really  seen  my  store  yet  and  my  meth- 
ods of  doing  business.  The  idea  I  try  to  carry 
out  in  my  store  is  to  let  the  customer  see  the  ar- 
ticle she  is  buying  as  nearly  as  possible  just  as 
it  will  look  in  her  home.  You  didn't  see  my 
vision  room.  Rather  a  pretentious  name,  for 
this  is  not  a  large  city  and  my  capital  is  limited, 
as  I  told  you,  but  it  serves  my  purpose." 

We  now  drove  back  to  the  dealer's  store. 
When  I  had  called  earlier  in  the  day  it  had  not 
appeared  to  me  as  difTering  greatly  from  hun- 
dreds of  other  iurniture  stores  I  had  seen,  but 
now,  in  the  light  of  my  larger  acquaintance  with 
its  proprietor,  I  looked  about  with  added  inter- 
est and  was  impressed  with  the  attractive  and 
fresh  appearance  of  the  window  display,  the  or- 
derliness of  the  interior,  the  absolute  cleanli- 
ness of  every  article  on  display  and  the  ab- 
sence of  any  suggestion  of  '"cluttering,"  so  fre- 
quently noted  in  some  other  stores  I  had  visited. 
The  store  itself  faced  east  and  at  the  rear  was  an 
open  space  of  considerable  size,  allowing  the 
south  and  western  sun  to  penetrate.  My  friend 
of  vision  had  taken  advantage  of  this  favorable 
condition  to  build  out,  at  small  expense,  a  well 
windowed  extension  and  this  was  his  demon- 
stration or,  as  he  called  it,  his  "vision"  room. 
The  walls  and  ceiling  were  attractively  finished 
in  beaverboard  and  papered  in  simple  design. 
As  we  entered  it  this  morning  it  was  furnished 
as  a  dining  room — and  one  of  the  most  attrac- 
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live  make-ups,  artistic  l)Ut  not  expensive,  that 
tile  editor  had  ever  seen.  (  )ur  dealer  explained 
that  this  same  room  became,  on  occasion,  every- 
thing from  a  kitchen  to  a  parlor  and  that,  while 
the  results  were  not  everything  thai  oiuld  be 
desired,  they  were  certainly  most  helptul  in  his 
efforts  to  sell  his  customers  something  to  satis- 
fv  them  when  they  got  it  in  their  own  homes. 
Among  other  things  the  treatment  of  the  win- 
dows attracted  my  attention  and  remembering 
his  earlier  comments  concerning  drai)eries  I 
said  to  him  : 

■'i>ut,  I  thought  you  didn't  carry  curtains 
and  draperies." 

"That's  right,  1  don't,"  he  said.  "These  are 
borrowed  from  a  neighl)or  down  the  street. 
Whenever  1  want  anything  in  the  way  of  acces- 
soiies  that  1  don't  carry  myself  1  go  to  one  of 
my  fellow  merchants.  lie  is  (|uite  willing  to 
he!])  me  because  when  my  customers  ask  me 
about  curtains  1  direct  them  to  the  merchant 
who  has  loaned  nie  his  goods.  Sometimes  I  go 
along  with  my  customer  and  if  she  sees  some- 
thin"-  there  she  likes  better — or  thinks  she  might 
— we  bring  it  back  here  and  try  it  out. 

"That's  what  I  would  call  real  service"  was 
my  comment.  "Considering  the  lime  it  takes, 
does  it  ]:ay  ?" 

"Pay!"  he  exclaimed,  "why  certainly  it  pays. 
It's  not  as  if  custoine.s  were  clamoring  to  'be 
waited  on.  \'ou  don't  notice  any  big  crowds  in 
my  store,  do  you?  All  the  more  reason  that  we 
must  hold  a  customer  when  we  get  one.  It  a 
man  or  woman  comes  into  my  store  to  make  an 
inquiry  it's  a  sure  bet  he  has  felt  the  need  of 
something  in  my  line.  Well,  that's  what  I'm 
here  for — to  supply  his  need.  I'd  consider  my- 
self a  rotten  poor  salesman  if  1  let  him  go  any- 
where else  to  buy  and  a  very  indifferent  one  if 
I  let  him  change  his  mind  about  buying  at  all. 

"Do  you  find  peoi)le  complain  al)out  high 
l)rices?"  I  ventured. 

"Sure,  1  do"  he  shot  back,  whatever  the 
l)rices  are,  people  complain.  It's  largely  be- 
cause they  don't  know  \  alues  that  they  kick  ; 
they  want  to  be  on  the  safe  side.  But  1  try  to 
explain  the  reason — high  freight  rates,  big  wa- 
ges, better  quality  goods  and  so  on.  People  are 
very  reasonable  if  they  know  the  facts.'" 

The  editor  s])ent  a  profitable  and  thoroughly 
enjoyable  morning  in  the  company  of  this  deal- 
er and  'before  he  left  he  i)ut  the  following  cpies- 
tion  to  him. 

"You  are  certainly  using  vision  in  your  Inisi- 
ness.  What  is  your  vision  of  yourself  five,  ten 
years  from  today?  What  is  the  proper  function, 
in  your  mind,  of  a  furniture  dealer  in  a  small 
city,  or  a  town?  You  have  thought  it  all  o\er. 
I  am  sure  ?" 

"A"es"  he  rejilied  "1  have  an  ideal.  If  1 
stay  in  this  cit)'  and  remain  in  the  furniture 
business — as  I  intend  to  do — my  ainl)ition  is  to 
be  known  as  the  <)ne  man  best  equip|)ed  to  give 
advice  on  the  making  of  more  attractive  homes. 
To  get  entree  little  by  little,  into  the  homes  of 


every  one  of  my  customers  in  the  capacity  of  a 
Doctor  of  Home  Making.  A  picture  is  want- 
ed, a  new  rug,  wall-j)aper  for  the  little  back 
room,  the  color  scheme  of  a  breakfast  room  and 
the  hundred  and  one  minor  proI)lems  that  come 
up — my  dream  is  that  such  prfiblems  will  always 
suggest  my  name  just  as  surely  as  a  ])ain  in  the 
body  will  suggest  the  family  physician.  Ytni 
may  think  I'm  egotistic  or  you  may  think  I'm 
fanciful,  but  Fm  convinced  there's  a  place  in 
e\er\'  little  community  for  .such  a  man  and  who 
else  has  the  opportunity  of  the  furniture  dealer." 

"No,"  said  I  "In  my  humble  opinion  your 
not  egotistic  or  fanciful,  NOu're  deacl  right.  ' 


If  You  Can't  Sell  Her  Furniture 
— Sell  Her  Something  Else 

But  What  If  You  Have  Nothing  in  Your  Store? 

"W  e  have  no  slow  seasons  in  our  store.  But 
it  is  harder  to  sell  during  one  season  than 
it  is  during  another,  to  be  sure.  If  we  have 
a  prospect  for  a  dining  room  set  and,  we 
cannot  sell  her  that  particularly  article  at  the 
time  our  salesmen  are  resourceful  enough  to  sell 
lier  a  kitchen  cabinet,  a  phonograph,  a  rug  or  a 
l)icture,  or  something  else  in  the  line  of  furniture 
that  she  may  need  at  the  time." 

How  many  other  furniture  retailers  can  say 
they  have  ''no  slow  season?"  The  secret  of 
this  dealer's  success  seemed  to  lie  in  the  variety 
I  if  his  stock. 

l^hat's  one  difficulty  in  the  si)ecialized  furni- 
ture business.  The  demand  is  not  evenly  dis- 
tributed over  the  year.  During  certain  seasons 
customers  seem  to  forget  about  furniture.  Yet 
the  overhead  expenses  persist  just  the  same. 
The  i)roblem  then  is  to  get  the  people  coming 
into  the  store  every  day  in  the  yea^.  This  is  the 
biggest  advantage  possessed  by  the  department 
store — if  people  don't  come  in  for  one  thing  they 
do  for  another,  and  salesmanship  does  the  rest, 
the  same  thing  is  true  to  a  marked  degree  in  the 
hardware  trade — they  carry  a  wide  variety  and 
are  rarely  entirely  inactive. 

A  wider  range  of  lines  is  the  logical  course 
for  the  furniture  dealer,  so  that  he  will  have 
more  inducements  to  bring  people  into  his  store, 
and  a  bigger  chance  to  make  a  sale. 

"If  you  can't  sell  her  a  set  of  furniture  per- 
haps she  needs  a  kitchen  cabinet,  a  rug,  a  pic- 
ture, .some  curtains,  an  electric  or  floor  lamj).  a 
vacuum  cleaner — or  something  else." 


Mr.  W.  C.  Harris,  piano  and  cabinet  maker 
l)y  profession  and  connected  with  the  piano 
trade  for  the  past  thirty  years,  has  recently 
o])ened  a  store  at  .^5.^  Dundas  Street,  Wood- 
stock. He  will  deal  in  furniture  including  pic- 
tures and  frames,  also  phonographs.  Repairs 
of  high  class  furniture  will  also  constitute  part 
of  the  business. 
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The  Call 
of  the  Great 
Out-of -Doors 


Is  It  Not 
Irresistible  ? 


Courtesy  McFarlane  Manufacturing  Co. 


Summer  is  Waiting 

On  the  Threshold 

The  Birds  are  Singing,  the  Buds  are  Peeping  and 
Mere  Man  is  Sighing  to  get  Away  from  the 
Furnace,  the   Ashes  and   the   Goal  Shortage 


Every  year  Canadians  are  l)ecoming  more 
addicted  to  outdoor  life.  It  is  the  age  of  athlet- 
ics. Those  of  us  who  can,  play  games.  The  rest 
of  us  at  least  like  to  feel  that  we  have  some  part 
in  the  game  and  so  we  are  spectators.  Thus  we 
have  learned  to  like  to  be  out  doors,  and  year 
by  year  we  look  forward  with  increasing  eager- 
ness to  the  first  chirp  of  the  robin  and  the  first 
peep  of  the  tulip,  and  long  for  the  first  warm 
day  that  will  allow  us  to  move  our  chairs  and 
our  tea  table  out  on  the  verandah.  A  little  later, 
our  headquarters,  so  to  speak,  have  been  en- 
tirely transferred,  our  winter  home  is  practi- 
cally abandoned  and,  wherever  it  is  at  all  pos- 
sible we  live,  sleep  and  eat  in  the  open  air. 

That  is  not  a  fanciful  picture.  It  is  the  ideal 
to  which  we  are  tending  rapidly  and  to  which 
many  have  already  attained.  And  as  the  de- 
sired halbit  for  fresh  air  life  has  developed  so 
have  the  manufacturers  risen  to  the  occasion  to 
meet  the  needs. — A  few  years  ago  summer  fur- 
niture, in  the  mind  of  the  average  householder, 
was  either  worn-out,  dilapidated  winter  furniture, 
or  the  cheapest  of  uncomfortable  benches,  vm- 
couth  and  inartistic.  They  were  satisfied  be- 
cause they  had  not  known  any  other,  ])ut  con- 
ditions have  changed. 

Conditions   have   changed    for  two  reasons. 


In  the  first  place  the  development  of  the  idea 
of  living  out  of  doors  much  more  com])letely  has 
naturally  introduced  the  necessity  for  special 
preparation  for  it.  Ragged,  old,  upholstered 
chairs  and  rough  unpainted  benches  do  not 
blend  with  the  bright,  fresh  colors  of  trees  and 
flowers.  Gradually  the  requirements  have  be- 
come more  artistic.  In  addition  to  this  and,  of 
course,  anticipating  it,  we  now  have  factories 
turning  out  most  attractive  summer  furniture. 
Every  condition  of  it  cared  for — ^the  verandah, 
the  lawn,  the  summerhouse,  the  tent, — wherever 
we  seek  recreation  we  find  furniture,  artistic 
and  comfortable,  suited  to  our  needs. 

And  in  spite  of  the  fact  that  this  year  April 
finds  us  with  zero  weather,  summer  is  surely 
near.  Before  we  know  it  the  people  will  be  mov- 
ing out.  It  is  a  real  opportunity  for  the  furni- 
ture man.  Can  we  not  capitalize  it  to  an  even 
greater  extent  than  we  have  done  in  the  past? 
Let  us  keep  it  in  mind  that  the  average  man.  is 
spending  money  more  freely  than  a  year  ago. 
"Times,"  in  general,  are  better.  'Iliere  is  no  way 
in  which  he  can  spend  some  of  his  surplus  to 
better  advantage  than  in  beautifying  his  sum- 
mer house,  whether  that  name  applies  to  a  place 
on  the  lake  shore  or  merely  to  the  back  kitchen 
garden.  In  either  case  let  us  strive  to  make  that 
home  more  attractive  and  more  beautiful. 
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J.  W.  Kilgour  &  Bro. 


J.  W.  Kilgour  &  Bro. 


J.  W.  Kilgour  &  Bro. 


Canadian   Rattan   Chair  Co. 


Canadian   Rattan   Chair  Co. 
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Summer  Furniture  ^^^^(^(xc^^^^ 


Ready  for   the  warm   weather — Gelinas  Ltd. 


J.   B.  Watson  Furniture  Co. 
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Designs  of  Period 
Created  by 

"Adam"  furniture  is  unique  in  that  its 
originators  were  trained  as  architects  l:)efore 
they  began  to  design  furniture.  To  this  may  be 
attributed  tlie  fact  that  the  furniture  pieces  of 
this  particular  style  tended  to  take  a  geometric 
form  based  to  some  extent  on  the  classic  decora- 
tion styles  of  the  ancients.  To  illustrate  this 
point  more  clearly  it  is  necessary  to  make  a 
brief  resume  of  the  life  and  training  of  Robert 
Adam,  to  whom  must  be  credited  in  great  part 
the  success  which  tliis  st\le  attained.  James, 
his  I)rotherj  helped  him  in  many  of  his  works 
and  was  also  responsible  for  a  great  deal,  so  the 
two  brothers  have  been  familiarlv  l)racketed  as 
the  Adam  Adelphi. 

Robert  was  born  of  wealthy  ])arents,  who 
gave  him  a  good  start  in  life  and  afforded  him 
an  opportunity  of  following  his  ambitions  with- 
out interruption.  After  his  college  education  he 
entered  the  University  of  Edinburgh  to  com- 
plete his  study  of  architecture.  Leaving  there 
he  went  to  Italy,  taking  with  him  his  tutor,  a 
French  architect,  and  began  his  study  of  the 
old  buried  Neopolitan  cities  of  Pompeii  and 
Herculaneum,  including-  the  Diocletian  i^alace. 

The  brothers  were  interior  decorators  and, 
though  they  created  many  new  designs  in  furni- 
ture, they  did  not  in  the  whole  of  their  careers 
make  one  single  piece  of  furniture,  but  employ- 
ed the  most  artistic  and  skilful  furniture  cal)inet 
makers  and  decorators  that  could  be  found  to 
do  the  work.  They  even  went  so  far  as  to 
bring  over  from  Italy  and  other  parts  of  Europe 
such  painters  as  Antonio  Zucchi  and  Pergolesi, 
to  do  paintings  on  ])anels  for  the  finer  satin- 
wood  furniture.  The  famous  Angelica  Kauffman 
was  also  a  contributor  to  their  work. 

Everything  in  Harmony 

All  the  pieces  which  they  designed  were 
made  so  as  to  harmonize  with  that  particular 
work  (jf  interior  decoration  which  they  had  laid 
out.  This  was  also  true  of  all  other  fixtures, 
such  as  mantles,  mouldings,  candelabra  for 
candles,  girandoles  and  brackets;  everything 
being-  done  under  their  personal  supervision. 

The  Adam  furniture  was  mainly  of  satin- 
wood,  mahogany,  amboyna  and  pearwood,  the 
favorite  being  the  satinvvood — this  being  the 
Age  of  Satin  wood.     The  pieces  of  furniture 


Furniture 
"Adam"  Adelphi 

made  during  this  regime  were  chairs,  stools, 
settees,  wind(jw  seats  and  daybeds.  bedsteads, 
tables,  chests  of  drawers,  console  cabinets, 
secretaries,  sideboards,  i)edestals,  clocks  and 
mirrors,  the  latter  in  a  great  variety  and  usually 
made  to  conform  with  the  mantel  over  which 
they  were  made  to  stand  or  hang.  The  mantels, 
if  they  may  be  classed  as  furniture,  were  their 
masterpieces.  Describing  the  furniture  in  gen- 
eral, the  structure  w-as  sound  and  good,  that  is, 
nn  the  larger  pieces,  such  as  cabinets  and  tables, 
l)ut  the  chairs  were  decidedly  weak.  The  backs 
were  oval,  wheel  shaped,  the  legs  square  or 
round  and  tapered  with  spade  feet,  upholstered 
and  often  painted. 

Tables  were  rectangular,  semi-circular  or 
scnii-oval,  the  legs,  square  or  round,  usually 
ta])ered  with  fluted  or  reeded,  square  block  or 
spade  feet.  Decorations  for  the  tables  took  the 
form  of  vases  and  bowls  of  the  old  classic  style. 
They  were  used  to  place  knives  in — "the  top 
part  lifted  up  to  permit  of  this.  Marble  was 
used  for  console  tables  and  cal)inet  tops. 
Mirrors,  wall  and  otherwise,  of  which  we  find 
a  great  quantity  and  \ariety,  treated  with  a 
|)laster  composition  for  mouldings  and  gilded 
over  after  the  Erench  style,  with  girandoles 
treated  in  the  same  manner. 

The  ffjrms  of  decoration  were  carving  and 
inlay  embellishments  of  flat  surfaces,  but  dift'er- 
ing  from  former  ])eriods  in  that  they  followed 
the  old  classic  form.  The  nature  of  the  designs 
included  animals,  flowers  and  feminine  figures. 
These  -were  invariably  painted  by  the  finest 
artists  and  were  found  on  the  centre  of  cabinets 
in  the  shape  of  panels.  The  carving  designs 
were  rosettes,  egg  and  tongtie  ef¥ects,  beading, 
guilloche.  interlacing  paterae,  circular  and  oval, 
masques  and  Ionic  capitals.  In  the  floral  de- 
signs there  were  the  i)endent  husks,  water 
leaves,  endives,  roses  palmette  pattern,  pine- 
apple*  acanthus  leaves,  fuchsia  drops,  these  were 
nearly  all  painted.  Animal  designs  were  rams' 
heads,  goats'  heads,  goats'  feet,  lions'  heads 
griffins',  birds,  human  figures,  these  were  also 
painted.  The  ribbon  eff'ects  are  noticeable 
throughout  the  stvle  in  diff'erent  patterns  and 
foi  ■ms,  painted  and  carved  or  nic)ulded,  this  may 
not,  however,  be  strictly  termed  Adam. 
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Adam  sideboard  and  pedestals  showing  the  fine  ornamental  detail  and  elaborate  decoration  characteristic 

of  this  classic  design 
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Upholstering 


I 


Another  Type  of  Down 

Cushioned  Furniture 

Chair  Frame  Provided  With  Movable  Arm  Which  Facilitates 
Upholstering  of  the  Seat— A  Light,    Soft  Double  Stuffing 


There  are  many  tyi)es  of  down-cushioned 
chairs  for  which  the  U])holstery  instructions 
would  be  practically  the  same  as  for  the  chair, 
which,  up  till  now,  has  been  descril^ed  in  this 
series.  This  would  include  such  chairs  as  Figs. 
53,  54,  55,  56,  and  57,  for  while  they  differ  some- 
what in  arm  construction,  the  main  body  of  the 
upholstering  is  executed  after  the  manner  al- 
ready described  in  connection  with  h'ig.  41. 

On  Figs.  53,  54  and  55  there  is  a  scroll,  which 
is  a  continuation  of  the  curve  of  the  arm.  The 
covering  of  this  is  planned  to  be  continuous 
with  the  arm  covering,  and  a  seam,  which  is 
concealed  by  the  cushion,  joins  the  two  sec- 
tions, allowing  for  a  sufficient  amount  of  pad- 
ding on  the  block,  so  as  to  make  a  smooth  sur- 
face to  the  body  of  the  column.  The  scroll  face 
of  the  arms  being  put  on  subsequently  conceals 
the  edges,  while  the  lining  of  the  outside  arm 
and  the  covering  of  the  front  nosing  and  rail 
complete  the  operation. 

Fig.  56  is  not  sufficiently  different  from  Fig. 
41  to  require  any  extra  exjjlanation,  the  prin- 
ciple of  upholstering  being  exactly  the  same. 

Another  Type  of  Chair 

We  will  now  take  up  another  type  of  furni- 
ture for  the  further  elucidation  of  the  subject 
of  down-cushioning. 

The  chair  illustrated  in  Fig.  57  brings  our 
study  of  dowm-cushioned  upholstering  to  an- 
other stage  and  to  a  different  type  of  chair 
from  the  one  described  in  preceding  instalments. 

The  frame  of  this  chair,  shown  in  Fig.  58, 
is  exceedingly  simple  and  gives  little  indica- 
tion of  the  appearance  it  is  to  assume  in  the 
upholstering.  For  this  reason  we  give,  at  the 
outset,  a  sketch  of  the  finished  chair  in  order 
that  the  workman  may  have  in  mind  the  object 
to  be  attained  even  in  the  preliminary  j)rocesses 
which  are  first  described. 

It  will  be  noticed  first  of  all  that  the  chair 
frame.  Fig.  58,  is  provided  with  removable  arm 
rails,  which  greatly  facilitate  the  upholstering 
of  the  seat.  All  of  the  preliminary  processes 
with  regard  to  webbing,  placing  and  tieing  of 
springs  are  practically  the  same  in  ccmnection 
with  this  chair  as  were  described  in  connection 


with  the  first  chair  shown  in  this  series.  Re- 
ference should  therefore  be  made  for  these  pre- 
liminary processes  to  Figs.  1  to  6  of  the  first  in- 
stalment w4iich  was  included  in  the  issue  of 
Furniture  World. 

Following  the  canvassing  of  the  springs,  the 
subsec|uent  processes  are  different  and  call  for 
the  use  of  a  light,  soft  double-stuffing,  indicated 
in  I'ig.  59.  The  front  edge  of  the  double-stuff- 
ing it  stitched  uj)  uniformly  with  a  slight  pro- 
jection beyond  the  frame,  but  is  kept  very  soft 
and  pliant.  A  very  light  coating  of  hair  and 
wadding  is  placed  on  top  of  the  double-stuffing 
and  then  a  covering  of  muslin,  giving  the  ap- 
pearance shown  in  Fig.  60. 

The  arms  are  next  in  order  for  attention. 
The  loose  rails  are  nailed  into  place,  as  shown 
in  Fig.  61.  On  the  tops  and  fronts  of  the  arms 
a  soft,  doulilc  roll  is  produced  by  tacking  a 
piece  of  canvas,  as  shown  in  Figs.  62  and  62A. 
This  is  stuffed  softly,  as  indicated  in  Fig.  63. 
and  stitched  after  the  manner  of  Fig.  64,  taking 
care  always  to  keep  the  edges  uniform  avoiding 
hardness. 

A  soft  filling  of  hair  is  now  employed  to  fill 
the  crevice  formed  by  the  stitching  of  the  two 
rolls,  giving  the  entire  arm  a  symmetrical  shape, 
as  indicated  in  Figs.  65  and  cross  section  65A. 
The  other  arm  is  treated  in  the  same  way  and 
the  chair  will  then  present  the  appearance  of 
Fig.  66. 

It  will  now  be  necessary  to  arrange  for  a 
block  to  I)e  attached  to  each  outside  post,  as 
indicated  at  A,  Fig.  67,  which  will  permit  the 
covering  of  the  back  of  the  arm  to  be  drawn 
through  and  tacked  on  the  back,  making  a 
closed  join.  To  better  show  the  treatment  of 
the  back,  one  arm  of  the  chair  is  indicated  as 
if  cut  away. 

The  outside  back  is  canvassed,  as  shown  in 
F^ig.  67,  and  five  rows  of  pillow  springs,  three 
to  a  row,  are  sewn  to  the  canvas  and  tied  down 
in  the  regular  way,  but  kept  as  high  as  pos- 
sible in  order  that  they  may  be  extremely  soft. 
A  layer  of  canvas  is  then  placed  over  the 
springs,  drawn  and  tacked  loosely  and  sewed 
to  the  tops  of  the  springs,  presenting  the  condi- 
tion illustrated  in  Fig.  68. 
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Are  Your  Methods  Right? 

How  do  Your  Figures 

Compare  With  These? 

Here  Are  Records  of  Over  Four  Hundred  Stores 
— Turnover,  Overhead,  Mark-up,  Profits — Valuable 
Information  for  Every  Furniture  Dealer 
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There  is  11(1  class  of  iiifi  )nii;Llinn  iiiiirc  \  alu- 
able  l(j  a  retailer  than  the  experience  uf  others 
in  the  same  line  of  trade.  There  is  more  than 
cnriosity  in  onr  desiri'  to  know  what  onr  com- 
petitors are  doiii"-.  I\si)ecially  is  this  knowledj^e 
useful  when  we  t^et  it  in  such  ((uantily  that  we 
can  strike  an  averai^'e  for,  howe\er  little  respect 
we  may  ]ia\e  for  the  methods  of  this  or  that 
particular  indi\idual,  we  all  must  recognize  that 
by  averaging  the  ex])erience  of  a  large  ntmiber 
of  good  business  men  we  get  nearer  to  the  actual 
facts  than  by  ain^  other  course  we  can  follow. 
In  this  way  only  can  we  rightl\-  determine  whe- 
ther our  own  figures  on  such  items  as  mark-up, 
profits,  turnover,  etc.,  are  reasonably  correct. 

In  this  connection  a  very  interesting  and 
useful  report  h.ns  jn>t  l)een  made  to  the  I'nitcd 
.States  .Senate  on  furniture  retail  conditions  in 
that  country.  This  re])ort  was  made  by  a  spe- 
cially ai)i)ointed  commission  and  appears  to 
co\er  a  sufficiently  wide  range  to  justify  us  in 
considering'  the  figures  as  a  basis  of  comi)arison 
with  any  indixidual  business.  The  fact  that  the 
figtires  refer  to  the  States  will  not.  we  l)elie\e, 
affect  their  \alue  to  the  Canadian  dealer  ai)])rc- 
ciably.  We  quote  the  following  from  the 
report : 

Average  Profits  of  Retailers 

Average  financial  results  in  the  retailing  f)f 
householcl  furniture  are  ■perhai)s  best  reflected 
by  the  returns  of  424  specialized  furniture 
stores.  Out  of  these  there  were  355  stores 
three-fourths  or  more  of  whose  business  was 
household  furniture,  and  69  others  were  stores 
whose  sales  did  not  carry  so  high  a  proportion 
of  household  furniture  but  presumably  included 
office  furuittire  as  well.  The  average  profits  of 
these  two  sul)-groups  were  not  materially  differ- 
ent. 

The  424  stores  reporting  had  a  total  invest- 
ment of  $S3,8<S1,000,  net  sales  of  $140,110,000, 
net  profits  of  $18,494,000  in  1920.  This  was  at 
the  rate  of  22  per  cent  on  their  investment.  In 
1921  their  investment  had  risen  to  $94,720,000, 
their  sales  had  fallen  to  $120,236,000,  and  their 
I)rofits  had  dropped  to  $7,967,000,  which  was  at 
a  rate  of  8.4  per  cent  on  the  investment.  The 


aveiage  return  for  the  two  years  was  at  the  rate 
of  14.8  ])er  cent. 

The  above  figures  of  ])rolit  are  average  re- 
sults, but  analysis  of  the  average  for  the  sub- 
group of  355  stores  shows  that  123  of  these,  or 
over  one-third  of  the  number,  netted  between 
10  and  20  \n-r  cent  in  1920  and  that  148  netted 
between  0  and  10  |)er  cent  in  1921.  Though 
these  were  the  profit  ranges  within  which  the 
largest  groui)s  of  stores  were  found  to  be,  it  is 
significant  that  158  stores  out  of  the  355  netted 
more  than  20  i)er  cent  in  1920  and  124  netted 
more  than   10  per  cent  in  1921. 

Salaries 

In  connection  witli  these  jjrotits,  considera- 
tion should  be  given  to  the  matter  of  salaries  of 
]iroprietors  and  members  of  the  firms,  and  of 
officers  of  incor])orated  ccjmpanies,  since  in  the 
case  of  retailing  companies  the  officers  are  ctmi- 
nionly  large  stockholders.  The  policies  of  busi- 
ness concerns  as  respects  salaries  paid  those 
who  are  owners  in  the  business  vary  widely  and 
often  influence  materially  the  amount  shown  by 
the  books  as  profit  for  the  enterprise.  Three 
hundred  and  eleven  of  these  355  stores  paid  to 
their  officers  or  ])roprietors,  salaries  amottnting 
to  $4,543,000  in  1920,  and  $4,285,000  in  192L 
Thus  salary  payment  to  officers  and  owners  in 
the  business  were  6.8  per  cent  of  the  invest- 
ment in  1920,  and  5.7  per  cent  of  the  investment 
in  1921.  The  sum  of  the  net  profits  and  of  the 
officers'  and  i)roprietors'  salaries  amounted  to 
28.8  ])er  cent  of  the  imestment  in  1920  and  to 
14.4  per  cent  in  1''21.  \Vhile  profits  declined 
57  per  cent  in  amount,  the  salaries  referred  to 
declined  less  than  6  per  cent,  or  abottt  one- 
tenth  as  much. 

,\  relatively  small  number  of  schedules  was 
receixed  from  general  house  furnishings  stores 
and  general  stores.  The  schedules  received 
show  that  the  average  rate  of  retttrn  of  the  gen- 
eral house  furnishings  stores  and  general  stores 
was  less  than  that  of  the  specialized  furniture 
stores  in  1920  as  well  as  in  1921.  For  the  two- 
year  period,  the  specialized  furniture  stores 
averaged  14.8  per  cent  per  annum  on  the  invest- 
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ment,  g'eneral  house  furnisliing  stores,  10  i)er 
cent,  and  general  stores,  12.8  per  cent. 

Retail  Mark-Up 

In  the  retail  furniture  trade  the  mark-up  is 
of  special  interest  l^ecause  when  a  customer 
buys  a  piece  or  suite  of  furniture  his  outlay  is 
comparatively  large  and  the  percentage  of  mark- 
up is  important  to  him. 

The  reports  of  513  dealers  show  that  in  1920 
on  the  average  their  net  sales,  that  is,  the  aggre- 
gate sum  paid  by  their  customers,  exceeded  the 
original  amount  paid  by  the  dealers  for  mer- 
chandise, plus  freight,  by  72  per  cent ;  in  1921 
by  more  than  65  per  cent.  That  is,  the  gross 
margin  or  "mark-up"  of  the  dealers  was  72  per 
cent  in  1920  and  in  excess  of  65  per  cent  in 
1921.  The  average  mark-up  percentage  for  1921 
is  understated  because  of  the  failure  of  most  of 
the  dealers  to  segregate  in  their  reports  inven- 
tory losses  at  the  end  of  1921.  It  is  ]:>ro]ial)le 
that  the  actual  average  mark-u])  of  the  year 
1921,  if  inventory  losses  at  the  end  of  the  year 
were  taken  out,  was  as  high  or  nearly  as  high 
as  in  1920.  While  this  is  true  on  the  average, 
analysis  shows  the  important  fact  that  a  large 
proportion  of  the  dealers  decreased  their  mark- 
ups and  another  large  pro|)ortion,  ])ro])al)ly 
c[uite  as  many,  increased  theirs. 

Out  of  his  72  per  cent  gross  margin  or  mark- 
up in  1920  the  dealer  had  to  pay  all  the  ex- 
pense of  running  his  store,  and  out  of  it  he  also 
had  to  get  his  profit.  As  has  l)een  shown,  the 
average  net  profit  remaining  to  the  dealer  in 

1920  after  paying  the  expenses  ga\e  him  a  very 
large  rate  of  return  on  his  investment,  but  in 

1921  though  the  average  mark-up  in  that  year 
was  over  65  per  cent  and  possibly  more  than  70 
per  cent,  the  averag^e  net  return  on  investment 
was  very  moderate. 

Stores  by  Types 

By  types  of  stores,  the  average  mark-up  of 
specialized  furniture  stores  was  72  per  cent  in 
1920;  65.2  per  cent  (without  allowing  for  in- 
ventory losses)  in  1921.  Similarly,  the  average 
for  42  general  house  furnishing  stores  was  78.7 
per  cent  in  1920  and  72.6  per  cent  in  1921  ;  for 
47  general  stores,  63.4  per  cent  in  1920  and  61.3 
per  cent  in  1921.  The  furniture  department  of 
31  department  stores  showed  average  make-ups 
of  53.7  per  cent  in  1920  and  50.3  per  cent  in  l'^21 
but  the  comparative  lowness  of  these  department 
store  mark-ups  must  be  considered  in  connection 
with  the  fact  that  many  department  stores  include 
assembling,  warehousing  and  service  costs  in  the 
amount  paid  for  furniture,  thus  reducing  their 
percentage  of  mark-up,  while  specialized  furni- 
ture stores  usually  count  these  expenses  as  part 
of  the  operating-  costs  instead  of  part  of  the 
amount  paid  for  goods. 

The  percentages  above  gi\'en  are  average 
mark-ups  and  those  for  1921  are  somewhat  under- 
stated as  explained,  but  the  average  it  is  fmind 
l)y  analysis  of  the  group  of  355  specialized  fur- 


niture stores  are  not  characteristic  of  the  ma- 
jority of  the  stores.  No  great  number  of  them 
falls  near  the  average.  Instead,  the  stores  are 
scattered  through  a  wide  range  of  mark-ups, 
considerable  numbers  being  included  in  each  of 
the  mark-up  groups  all  the  way  from  45.50  per 
cent  u])  to  105.110  per  cent,  and  several  marking 
ui)  much  below  and  several  much  abo\e  these 
figures. 

Profits  Fell  in  1921 

In  examining  mark-ups,  costs,  rates  of  turn 
over  and  rates  of  profit  in  order  to  assertain  the 
results  of  the  average  l)usiness  policy  followed 
in  the  retailing  of  furniture  in  1920  and  in  1921, 
attention  can  best  ])e  concentrated  on  the  group 
of  365  s]:)ecializcd  furniture  stores,  whose  ])Usi- 
ness  was  three-fourths  or  more  in  household 
furniture,  'leaking  these  355  stores  as  a  whole 
without  respect  to  size  or  proportion  of  install- 
ment business  done,  it  is  found  that  in  1921 
their  investment  in  the  business  had  increased 
12  ])er  cent  over  their  investment  in  1920,  while 
their  net  sales  had  declined  15  per  cent.  The 
amount  they  i)aid  for  merchandise  sold  declined 
11.4  ])er  cent  l)Ut  their  operating  expense  de- 
clined only  2  per  cent.  As  a  result  of  declining 
sales  accom])anied  by  this  disproportionately 
slight  reduction  in  o]:)erating  expenses,  their 
])r()fits  fell  from  $15,486,000  in  1920  to  $6,777,- 
000  in  1921.  This  fact  together  with  the  in- 
creased investment  caused  the  rate  of  profit  to 
decline  from  22  per  cent  in  1920  to  8.r)  per  cent 
in  1921.  The  average  ])rofit  per  store  was  $43,- 
600,  in  1920  as  against  $19,100  in  1921.  Mean- 
time, however,  the  average  salaries  paid  to 
officers  and  ])roprietors  per  store  declined  l)ut 
slightly,  from  $13,500  per  store  in  1920  to  $12,- 
700  in  1921. 

This  summary  statement  needs  analysis  be- 
cause some  important  factors  contributing  to  the 
results  need  to  be  brought  out.  Judgment  must 
be  reserved  also  as  to  the  dififerent  trends  in 
policy  and  results  until  the  sul)-groups  of  stores 
classified  according  to  size  and  to  extent  of  in- 
stallment business  done  are  examined. 

Investment  Increased 

The  increase  of  over  $8,650,000  in  the  in- 
vestment of  the  355  stores  in  1921  may  be 
attril)uted  mainly,  no  doul)t,  to  a  retention  in 
the  business  of  part  of  the  $15,48(),O0O  profit 
made  in  1920.  With  the  retailers  as  with  the 
manufacturers,  the  lowness  of  the  rate  of  earn- 
ings shown  in  1*^21,  while  primarily  due  to 
.greater  reduction  in  prices  than  in  costs,  was 
also  probably  due  in  some  part  to  the  fact  that 
this  rate  expresses  the  profits  made  as  a  per- 
centage of  a  larger  investment.  It  is  doubtful 
■whether  the  increased  investment  in  1921  was 
of  any  advantage  in  the  ])articular  situation. 

The  falling  ofl"  of  over  $16,000,000  or  ]M-ac- 
tically  15  ]:>er  cent  of  the  net  sales  of  the  355 
stores  is  one  of  the  most  marked  effects  of  the 
depressed  lousiness  conditions  of  1921  in  the  re- 
tailing of  furniture,  hut  in  the  alisencc  of  de- 
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pendable  information  on  retail  prices  and  with 
no  data  on  the  volume  of  pieces  handled,  it  is 
hard  to  interpret  the  true  meaning  of  this  falling 
off  of  money  value  of  sales  or  to  relate  it  very 
definitely  to  the  price  polices  adopted  or  to  the 
effect  of  such  policies  on  the  volume  and  char- 
acter of  buying  by  the  public. 

Inventories  Carried  Over 

Very  large  inventories  are  carried  (;ver  from 
year  to  another  by  the  dealers.  Thus,  for  152 
stores  taken  as  a  sample  of  the  355,  it  is  found 
that  the  merchandise  on  hand  as  inventory  at 
the  beginning  of  1920  amounted  to  two-fifths 
of  the  amount  paid  for  all  the  merchandise  sold 
duiing  the  ensuing  twelve  mtinths,  and  that  the 
merchandise  on  hand  at  the  end  of  1920  amount- 
ed to  a  little  more  than  two-fifths  uf  the  entire 
purchases  made  by  the  dealer  during  that  year 
and  to  nearly  52  per  cent  of  the  amount  paid 
for  the  merchandise  sold  during  1921.  The  in- 
ventory left  on  hand  at  the  end  of  1921  was  48 
per  cent  of  the  purchases  made  for  the  year 
1921.  Hence,  it  is  proper  to  say  that  the  stock 
of  merchandise  at  the  begitming  of  each  year 
repr-esent'ed  enough. to  cover  from  5  to  7  months 
sales ;  or  that  on  the  average  the  sale  of  a  piece 
ol  furniture  did  not  occur  until  from  5  to  7 
months  after  its  acquisition  b\'  the  retailer. 

Why  Price  Reduction  Lagged 

it  has  been  stated  that  furniture  sold  in  1921 
was  probably  priced  on  the  average  propor- 
tionately as  high  or  nearly  as  high  above  its 
ctjst  as  was  the  merchandise  sold  in  1920.  Now 
if  sales  lag  5  to  7  months  behind  the  acquisition 
of  merchandise  and  if  the  prices  charged  in  1921 
were  as  great  a  percentage  above  the  cost  of 
merchandise  sold  as  were  the  prices  charged  in 
1920  it  would  follow,  necessarily,  that  the  de- 
cline in  retail  prices,  on  the  average,  lagged  5 
to  7  months  behind  the  decline  in  wholesale 
prices.  The  dealers'  reasons  for  the  delay  in 
following  the  decline  in  wholesale  prices  lay  in 
the  fact  already  stated  that  they  had  on  hand 
large  stocks  of  furniture  which  they  had  acquired 
at  the  previous  high  wholesale  prices  and  that 
their  operating  expenses  were  still  at  almost  as 
high  a  figure  as  in  1920. 

The  conclusion  is  clear  that  these  specialized 
furniture  stores  did  not,  by  immediately  re- 
pricing their  furniture  stock  on  a  replacement 
basis,  pass  on  to  the  consumer  the  decline  in 
wholesale  price  concurrently  with  that  decline; 
l)Ut  that  they  did  eventually  pass  this  decline 
on  after  they  had  as  far  as  possible  worked  off 
the  old  merchandise  and  had  begun  to  sell  the 
new.  Furthermore,  in  view  of  the  fact  that  the 
l)ody  of  retailers  seems  to  have  inventoried  their 
furniture  on  hand  at  the  end  of  1921  on  a  re- 
])lacement  basis,  it  is  probable  that  the  retail 
j)rice  decline  overtook  the  wholesale  price  de- 
cline early  in,  1922. 

Rut  this  interpretation  of  the  course  of  re- 
tail prices  represents,   as  already   pointed  out. 


only  the  average  condition  which  was  the  com- 
posite result  of  two  opposite  trends.  As  shown 
on  a  later  page,  a  large  number  of  retailers  did 
reduce  their  mark-up  percentages  in  1921,  many 
of  them  very  substantially,  and,  on  the  other 
hand,  a  large  number  increased  their  mark-ups. 
So  nearly  were  these  two  opposite  trends 
balanced  that  the  net  result  was  about  the  same 
average  mark-up  in  the  two  years. 

Operating  expenses  stated  as  a  proportion  of 
the  amount  paid  for  goods  sold  show  the  rela- 
tion between  what  the  dealer  pays  for  the  goods 
he  sells  and  what  it  costs  him  to  sell  them.  In 
1920  the  operating  expenses  of  the  355  stores 
were  $32,249,000,  which  averaged  47.9  per  cent 
of  the  amount  they  paid  for  the  goods  they  sold. 
In  1921  the  operating  expenses  were  $31,f)()7,000, 
which  was  53  per  cent  of  the  amount  paid  for 
goods  sold.  If  segregation  of  inventory  losses 
at  the  end  of  1921  had  been  made  by  all  the  deal- 
ers, the  actual  cost  of  goods  sold  in  that  year 
would  be  found  to  be  less  than  the  reported 
amount,  and  consequently  the  true  ratio  of 
operating  expenses  in  1921  was  even  more  than 
53  per  cent. 

Constant  Operating  Expense 

In  analyzing  the  decline  of  tmly  2  per  cent 
in  the  amount  of  operating  expenses  it  is  found 
that  salaries  of  officers  and  proprietors  fell  off 
5.7  per  cent  in  amount  in  1921  as  compared  with 
1920;  that  the  other  salaries  and  wages  fell  off 
only  2.2  per  cent  and  all  other  operating  ex- 
pense, which  included  rent,  declined  in  amount 
only  8/10  of  1  per  cent. 

Salaries  of  officers  and  proprietors,  it  may 
be  added,  averaged  4.1  per  cent  of  the  net  sales 
in  1920  and  4.6  per  cent  in  1921.  Other  salaries 
and  wages  amounted  cjn  the  average  in  1920  to 
11.5  per  cent  of  the  net  sales  and  the  remaining 
operating  expenses  to  12.3  per  cent. 

An  important  factor  to  consider  in  the  aver- 
age results  of  furniture  retailing  by  the  355  spe- 
cialized stores  is  the  infrequency  of  turn-over  of 
investment  taken  in  the  familiar  sense  of  the 
pr()])()rtion  of  sales  to  investment.  This  infre- 
(juency  has  been  already  suggested  by  the  facts 
shown  as  to  the  largeness  of  the  inventories 
carried.  On  the  average  of  the  two  years  1920 
and  1921  net  sales  per  year  were  less  than  1^ 
times  (1.44  times)  the  investment.'  Taking  the 
years  separately  the  number  of  turn-overs  in 
1920  was  1.65  and  in  1921,  1.25.  Thus  the  in- 
frequency of  turn-over  which  is  seen  to  char- 
acterize the  trade  was  especially  marked  in  the 
depressed  period  of  1921. 

Department  Stores 

No  figures  of  investment  were  obtained  from 
department  stores  because  such  figures  would 
necessarily  apply  to  the  whole  business  and 
could  not  be  readily  allocated  so  as  to  show 
financial  results  for  the  furniture  department. 
Operating  statements  were  secured,  however, 
from  51  de])artment  stores,  31  of  which  were 
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stores  in  which  three-fourths  or  more  of  the 
business  of  the  furniture  department  consisted 
of  household  furniture.  Because  of  certain 
differences  in  accounting  practice  between  de- 
partment stores  and  specialized  furniture  stores, 
comparisons  must  be  used  with  caution.  The 
best  form  of  comparison  that  could  be  made 
was  to  compare  the  average  net  profit  per  dol- 
lar of  total  outgo,  i.  e.,  the  aggregate  of  the 
amount  paid  for  furniture  sold  plus  the  opera- 
ting expenses.  On  this  basis  it  was  found  that 
the  average  net  profit  of  the  group  of  31  depart- 
ment stores  was  6.8  cents  for  every  dollar  of 
total  outgo  in  1920,  while  that  of  the  355  spe- 
cialized furniture  stores  was  16.6  cents.  In  1921 
for  the  31  department  stores  it  was  3.2  cents 
and  for  the  355  specialized  furniture  stores  it 
was  8.5  cents.  Sales  of  the  31  department  stores 
fell  off  a  little  less  than  10  per  cent  in  1921  as 
compared  with  1920.  Their  average  mark-up 
was  53.7  per  cent  in  1920  and  50.3  per  cent  in 
1921.  The  operating  expenses  for  the  group  of 
31  department  stores  comprised  43.9  per  cent  of 
the  amount  paid  for  merchandise  sold  in  1920 
and  45.7  per  cent  in  1921.  The  1921  percentage 
of  mark-up  and  operating  ratios  would  have 
been  somewhat  higher  if  inventory  losses  had 
been  segregated  in  the  reports.  Net  profit  was 
9.8  cents  in  1920  for  every  dollar  paid  for  mer- 
chandise sold;  in  1921  net  profit  was  4.6  cents 
for  every  dollar  paid  for  merchandise  sold. 
Furniture  inventories  of  the  department  stores 
were  not  proportionately  so  large  as  those  of 
the  specialized  furniture  stores  and  the  lag  be- 
tween their  purchases  and  their  sales  of  furni- 
ture was  about  4  to  5  months  on  the  average, 
instead  of  5  to  7  months.  Partly  because  so 
few  stores  were  covered,  partly  because  of  dif- 
ference in  methods  of  accounting  and  partly  be- 
cause the  final  test  of  profit  on  investment  could 
not  be  made,  any  conclusions  as  to  department 
stores  must  be  considered  as  tentative. 

Large  and  Small  Size  Stores 

Grouped  by  size  it  is  found  that  36  per  cent 
of  the  aggregate  investment  of  the  355  special- 
ized furniture  stores  is  concentrated  in  23  stores 
whose  investment  exceeded  a  half  million  dol- 
lars each.  These  23  stores  netted  on  the  average 
the  largest  rate  of  return  on  investment,  which 
was  24.5  per  cent  in  1920  and  12.3  per  cent  in 
1921.  Each  of  the  three  groups  of  smaller  stores, 
comprising  332  out  of  the  355  stores,  in  1920 
netted  lower  average  profits  which  ranged  be- 
tween 18.9  per  cent  and  20.8  per  cent  and  in 
1921  between  6.0  per  cent  and  7.0  per  cent. 
There  was  a  wide  range  of  profit  within  each 
of  these  size  groups,  but  on  the  whole  there  was 
a  definite  concentration  of  companies  for  each 
size  group  within  a  much  narrower  range  of 
profit. 

While  it  was  found  that  the  stores  of  over 
$500,000  investment  made  somewhat  higher  pro- 


fit than  those  of  other  size  groups  in  1920  and 
a  much  higher  profit  than  the  others  in  1921, 
the  relationship  was  reversed  when  the  com- 
bined salaries  and  profits  are  taken  account  of. 
Salaries  of  officers  and  proprietors  in  relation 
to  the  amount  of  the  investment  varied  accord- 
ing to  the  size  of  the  store.  As  would  be  ex- 
pected, stores  of  over  $500,000  investment  paid 
their  officers  and  proprietors  salaries  which 
were  a  lower  percentag'e  of  the  investment  than 
in  the  case  of  smaller  stores.  The  percentage 
of  these  salaries  to  investment  for  this  largest 
group  was  3.8  per  cent  in  1920,  while  it  was 
13.2  per  cent  of  the  investment  for  those  under 
$100,000  investment.  Combining  salaries  and 
profit  it  is  found  that  the  total  is  28.3  per  cent 
of  the  investment  for  stores  of  the  over  $500,000 
class,  but  33.8  per  cent  for  those  under  $100,000 
investment.  In  1921  for  the  largest  size  group 
the  combined  percentage  of  profit  and  salaries 
was  15.5  per  cent,  while  that  for  the  stores  of 
less  than  $100,000  investment  was  17.7  per  cent. 

However,  the  amount  of  money  |)aid  as  sal- 
aries to  officers  and  proprietors  of  the  small 
stores  was  less  than  one-fifth  as  much  per  store 
as  such  salaries  paid  by  the  stores  of  over  $500,- 
000  investment.  Thus  salaries  of  officers  and 
proprietors  amounted  to  about  $45,000  per  store 
for  stores  of  the  largest  investment  group,  to 
$21,000  per  store  for  stores  of  the  next  invest- 
ment group  ;  $14,000  per  store  for  those  of  the 
third  investment  group ;  and  to  about  $8,000 
per  store  for  those  of  the  smallest  investment 
group. 

(This  valuable  article  will  be  continued  in  our 
May  number) 


Solid   oak   dresser — VictoriavUIe   Furniture  Ltd. 
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FURNITURE  WORLD 


The  Value  of  Business 
Good  Will 

Extracts  from  an  address  by  Earl  D.  Babst, 
president  of  the  American  Sugar  Refining 
Co.,  before  American  Specialty  Manu- 
facturers Association 


<,ver  since  mcrcliandisin^-  1)ciian,  in  Ihc  twi- 
lio-ht  of  barter  and  trade,  .^ood  will  lias  been 
recognized  as  a  valua])le  asset.  We  are  familiar 
with  the  good  will  attacliini;-  tn  many  jnstly 
celebrated  ]-)ro(hu'ts  of  bygone  ages.  The 
Damascus  l)lade,  the  tapestries  of  the  (iobelins, 
the  violins  of  Cremona  attained  reputations 
which  are  unimpaired  by  the  i)assing  of 
centuries. 

We  are  familiar,  too,  with  the  high  state  of 
develo])ment  attained  by  various  arts,  ])r()fes- 
sions  and  industries  at  ditferent  periods.  We  are 
aware  of  the  influence  of  their  good  will.  In 
industry,  this  tendency  to  excel  and  l)y  good 
will  to  ])yramid  success  has  been  largely  re- 
sponsi])le  for  the  establishment  and  maintenance 
of  great  centers  of  certain  industries  in  various 
parts  of  the  world. 

Some  Special  Service 

Even  in  the  present  day,  when  diversity 
industry  is  hastened  into  such  a  rai)id  i)ace 
the  stu])endous  develojnnent  of  connnunication, 
of  transportation,  and  of  finance,  we  still  think 
of  certain  cities  in  terms  of  good  will  reiiresent- 
ed  by  their  excellence  in  the  manufacture  of 
certain  ])roducts.  We  think  of  the  development 
of  their  great  divisions  of  labor,  making  pos- 
sible the  maintenance  of  such  superiority. 
.Sheffield  for  its  cutlery,  Leeds  for  its  textiles, 
Delft  for  its  pottery,  Amsterdam  for  its  dia- 
mond cutting,  Belfast  for  its  linens,  Venice  for 
its  glass,  Sevres  for  its  porcelain,  Lille  for  its 
machinery,  f'aris  for  its  fashions,  and  so  on 
through  a  long  list  of  cities  and  towns  in  every 
part  of  the  world,  and  especially  in  our  own 
country.  All  these  developments  grew  primarily 
out  of  some  special  service  to  mankind  and  then 
out  of  mankind's  recognition  of  the  superiority 
of  such  service.  This  recognition  is  spoken  of 
broadly  as  good  will.  More  than  a  century  ago. 
Lord  Eldon  defined  good  will  as  "the  i)rol> 
ability  that  the  old  custfmiers  will  resort  to  the 
old  ])lace.''  Good  will  in  the  simple  terms  of 
.American  business  is  "(iood  reputation." 

Good  Will  vs.  Water 

Good  will,  as  a  balance  sheet  asset,  canie  in 
for  a  great  deal  of  discussion  in  American  finance 
some  years  ago,  when  stockholders  gave  it  very 
definite  recognition  as  a  capital  asset,  doubting- 
ly  referred  to  as  "watered  stock.  In  many  in- 
stances, however,  so  great  was  the  g-ood  will  of 
the  article  produced  that  the  ])rofits  which  ac- 
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cumulated  as  the  result  ><(  repeated  returns  of 
satisfied  customers  "squeezed  out  the  water." 
Many  of  these  "watered  stocks"  are  now  desired 
by  the  public  at  a  price  many  times  the  value 
of  the  stock  originally  re])resented  by  the  visible 
assets. 

Stepping  Stones 

In  other  words,  the  item  of  gond  will  has 
come  to  have  a  value  greater  than  the  manu- 
facturing properties.  All  the  buildings  of  the 
("urtis  Publishing  Com])any  might  burn  to- 
night, and  the  presses  be  destroyed,  yet  the 
.Saturday  livening  Post  and  the  Ladies'  Home 
journal  would  still  be  among  the  great  maga- 
zine ])ro]H'rties  of  the  WDvld.  The  plants  of 
Colgate  cK:  Comi)any  might  disappear  through 
fire,  flood,  or  earthquake,  but  Colgate's  Soap 
would  continue,  and  i)robably  the  famous  trade 
name  would  be  more  valuable  than  before.  The 
same  may  be  said  with  equal  truth  of  hun- 
dreds more.  Trade  marks  and  trade  names 
are  the  stepping  stones  of  the  returning 
])atronage  of  custo'mers   to   the  old  place. 

Trade  Marks  and  Trade  Names 

Let  us  now  examine  brieflv 
matel}-  the  subject  of  trade 
names,  and  national  advertising, 
is  built  on  service,  ])rimarily  as  a  necessity  and 
secondarily  as  a  convenience  or  luxury.  There 
were  times  in  the  i)ast  when  mercantile  service 
api)roached  monopoly,  and  so  was  thought  to 
be  su])erior  to  the  influence  of  good  will.  This 
view  we  now  know  was  erroneous.  That  period 
in  om-  industrial  and  mercantile  history  seem- 
ingly is  f)ver.  not  f)nly  for  financial  and  social 
reasons,  but  for  the  economic  one  that  our 
market  grows  faster  than  the  industrial  unit. 
Competition  fairly  blooms  in  a  rapidly  expand- 
ing market.  Aside  from  all  social  and  legal 
consideration  it  would  be  quite  unlikely  that 
any  single  industrial  unit,  not  itself  quasi-pul)- 
lic,  could  exi)and  as  rapidly  as  our  market.  At 
least,  no  industrial  unit  has  done  so,  in  such 
key  industries  as  flour,  sugar,  meat,  oil,  coal, 
and  steel.  The  Ford  development  possibly 
comes  nearer  to  being  an  exception  than  any 
other  instance  in  our  mercantile  history.  As 
the  market  expands  the  percentage  of  business 
of  any  one  company  usually  declines. 

Modern  business,  no  matter  how  small  or 
how  large,  knows  that  there  is  only  one  thing 
that  really  counts  and  that  is  service.  The  man- 
ufacturer who  is  willing  to  trust  the  consumer 
by  i)utting  a  trade  name,  or  a  trade  mark,  on 
his  article  and  then  proclaim  it  from  the  house- 
tops has  pledged  himself  to  (juality,  truth,  and 
value. 


Letters  i)atent  of  incorporation  have  been 
issued  to  Montreal  Furniture  Manufacturing, 
Limited.  Authorized  capital  stock  $4'),0d0. 
1 1  eadquarters,  Pointe-aux-Treml)les. 
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Prominent  Furniture 
Men  of  Canada 


J.  D.  GAGNE-6. 

Mr.  J.  D.  Gagne,  to  whom  we  have  pleasure 
in  introducing  our  readers,  is  one  of  the  prom- 
inent figures  in  the  field  of  furniture  in  the  Pro- 
vince of  Quebec.  Mr.  Gagne  is  well-known  as 
President  and  Managing  Director  of  the  Cana- 
dian Rattan  Chair  Company,  Limited.     In  as- 


Mr.  J.  D.  Gagne  , 

suming  the  ofiice  of  President  of  the  Eastern 
Townships  Furniture  Manufacturing  Company, 
of  Arthabaska,  Que.,  he  has  affiliated  two  impor- 
tant industries  and  secured  the  controlling  in- 
terest of  both. 


THOS.  BELL— 7. 

Thos.  Bell,  president  of  the  Bell  Furniture 
Company,  Southampton,  is  one  of  the  oldest  men 
in  the  trade.  He  was  born  April  17,  1843  and  it 
is  thus  in  order  to  congratulate  him  on  reaching 
his  80th  birthday  and  to  wish  him  many  happy 
returns.  Born  near  Belfast,  Ireland  he  came  to 
Canada  as  a  boy  and  located  at  Caledonia,  Ont. 
At  the  age  of  thirteen  he  was  apprenticed  to 
the  old  firm  of  Bain  &  Hay,  Woodstock,  to  learn 
cabinet  making.  In  1868  he  started  a  small  fac- 
tory in  Seaforth,  Ont.,  renting  p(Twer  and  space 
from  J.  H.  Broadfoot,  Seaforth,  Ont.,  who  had  a 
planing  mill.  In  1875  he  sold  out  this  business 
and  bought  a  factory  in  Wingham,  Ont..  which 
was  taken  over  in  1900  by  the  Canada  Furniture 
Manufacturers.     He  remained  for  seven  years 


their  local  manager,  when  with  his  two  sons 
Harry  and  Chas.  M.,  he  purchased  the  plant  of 
the  Southampton  Furniture  Co. 

Mr.  Bell  is  still  active  in  Inisiness  and  en- 


Mr.  Thos.  Bell 


joying  good  health.  It  was  the  happy  privilege 
of  Mr.  and  Mrs.  Bell  to  celebrate  the  fifty-sixth 
anniversary  of  their  wedding  on  January  1,  1923. 


Trade  Notes 

Alberts'  Furniture  Co.  St.  Catherine  St. 
Montreal,  are  taking  over  No. 
to  present  premises.    They  are 
tions  and  will  instal  a  new  store 

Robert  Morrow,  1617  Dundas 
ronto,  will  carry  on  the  business  of  Morrow 
Munshaw,   from   which   Gart(jn  Munshaw 
sociated  himself  on  March  9. 

Geo.  N.  McFarlane,  recenth-  ])urchased  and 
will  continue  to  operate  the  business  of  Frank 
Steele  on  King  Street,  Forest,  Ont. 

A  new  furniture  store  has  been  opened  at 
324  Yonge  Street,  Toronto,  under  the  manage- 
ment of  Mr.  M.  Levinter.  It  is  named  the 
Roval  Furniture  Store. 


W.. 

39,  next  chxjr 
making  altera- 
front. 

Street  W.,  To- 
and 
dis- 


Business  as  Usual 

A  small  fire  originated  in  the  finishing  room 
of  Victoriaville  Furniture  Ltd.,  a  few  days  ago, 
but  did  small  damage  owing  to  the  prompt  op- 
eration of  the  automatic  sprinkler  equipment. 


Obituary 

H.  B.  Jennings,  member  of  the  furniture  firm 
of  W.  B.  Jennings  Co.,  Ltd.,  St.  Thomas,  died 
at  his  home  on  March  13  after  ten  days'  illness 
of  pneumonia.  He  was  28  years  of  age  and 
had  an  enviable  record  overseas.  Pri(ir  to  en- 
listment he  was  city  editor  of  the  St.  Thomas 
Journal. 
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"Trade  Papers  Did  It"  Says  Lloyd 

Baby  Carriage  Business  Shows  600  p.  c.  Increase  Through 
Dealer  Advertising — Glassy  Artwork  and  Attractive  Copy. 
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"If  it  were  necessary  fur  us  to  use 
form  of  advertising,  that  one  would 


only  one 
he  trade 

paper  advertising.  Yes,  I'll  go  further.  If  it 
were  necessary  for  us  to  gi\c  uu  all  forms  of 
advertising  hut  one,  and  if  it  werr  also  neces- 
sary for  us  to  give  up  all  forms  of  circularizing 
the  trade  hut  one — that  (me  would  he  our  trade 
pa])er  advertising." 

Such  was  the  compliment  recently  paid  class 
advertising  hy  Marshal  Burns  Lloyd,  president 
of  the  Lloyd  Manufacturing  C'om])any,  of 
Menominee,  Mich.,  makers  of  hahy  carriages. 

The  Lloyd  Com])anv  is  very  particular  ahout 
its  trade  paper  advertising  hecause  the  men  he- 
hind  it  know  these  perioclicals  carried  the  story 
of  the  Lloyd  inventions  to  the  dealers  of  the 
United  .States  and  Canada,  therehy  increasing- 
orders  more  than  600  per  cent  in  less  than  two 
years.  This  remarkahle  result  is  a  clear  indica- 
tion of  what  trade  papers  are  capahle  of  doing. 

"W  e  appreciate  the  ])ulling  ])ower  of  the 
trade  papers,"  said  George  W.  Row  ell,  Jr.,  ad- 
vertising manager  for  this  Michigan  hahy  car- 
riage institution.  "We  credit  them  with  a  great 
share  of  our  wonderful  development  from  one 
of  the  many  small  institutions  to  the  largest 
woven  hahy  carriage  factory  in  the  world. 
.Steam  without  an  engine  is  only  good  for  local 
lieating  ])urposes.  Just  so  with  manufacturing. 
.\n  article  without  a  selling  engine  is  doomed 
to  failure.  The  trade  papers  acted  as  our  en- 
,gine.  They  carried  the  word  of  our  productive 
and  selling  gosi)el  to  the  trade  and  we  were 
literally  swamped  with  orders  as  a  result. 

"That  sounds  rather  elahorate,  hut  let  me 
prove  it,"  continued  Mr.  Rowell.  "Previous  to 
1919  no  ])al>y  carriage  manufacturer  ever  ad- 
vertised in  a  national  way.    None  of  them  even 


concentrated  on  hig  trade  paper  advertising.  In 
fact,  all  of  us  were  asleep  at  the  switch.  When 
Mr.  Lloyd's  inventions  came,  we  knew  we  had 
to  tell  the  trade  ahout  them  if  we  were  to 
develop  as  we  should.  We  knew  we  had  to 
show  how  the  loom,  for  instance,  could  weave 
thirty  times  faster  than  human  hands,  therehy 
cutting  down  lahor  costs.  We  knew  we  had  to 
show  the  trade  that  this  great  lahor  saving  en- 
abled us  to  add  more  hahy  carriage  refinements, 
use  better  materials  and  engage  the  highest 
class  of  workmen  without  increasing  the  price 
of  the  carriage. 

"Mow  were  we  to  spread  this  information 
and  rc'aj)  the  golden  harvest? 

"The  answer  was  easy — "Through  the  trade 
])a])ei  s." 

"And  in  the  trade  papers  we  did  it.  We  got 
out  class;,  art  work  and  attractive  copy. 

"We  made  the  most  of  it,  and  results  came 
faster  than  we  ex])ected.  In  fact,  they  came  so 
fast  that  last  year  we  were  obliged  to  add  120,- 
000  more  square  feet  to  our  factory,  and  that 
is  going  some  for  a  baby  carria,ge  factory.  Now 
remember  all  of  this  tremendous  growth  came 
with  no  consumer  advertising. 

"l"roni  the  ver\^  moment  we  began  to  use 
tlu'  trade  ]3ai)ers  in  a  big  way  we  noticed  in- 
creased sales  to  old  dealers  and  more  new  deal- 
ers. We  have  every  reason  to  believe  that  this 
was  due.  first  to  our  products  and  second  to  our 
trade  ])aper  advertising.  The  latter  acted  as 
the  engine,  and  being  different  from  that  of  any 
other  baby  carriage  manufacturer,  w'e  had  an 
attention  value  which  was  su])reme  in  its  line. 

"Any  ad\'ertiser  knows  that  it  is  better  to 
get  business  by  the  'leading  method'  rather  than 
the  'pushing  method,'  "  continued  Mr.  Rowell. 
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Dining  Chairs. 
Bedroom  Chairs. 
Office  Chairs. 
Tennessee  Red 
Cedar  Chests,  etc. 


Quality  combined 
with  moderate 
price  is  a  strong 
feature  of  this 
Chesley  Hne. 


No.  979 


Out  new  Catalogue  No.  24  with  price  list  upon 
request. 

The  Chesley  Chair  Company  Ltd. 

Chesley  -  Ontario 


For  Sale 

Furniture  business  and  block  iu  one  of  Manitoba's  best 
towns — the  railway  centre  of  the  North.  Population  .'5,000. 
Full  particulars  on  request.  Apply  to  The  Dauphin  Furniture 
Company,  Dauphin,  Man. 


E.  Shackleton,  a  well-known  Wiarton  resident, 
has  recently  purchased  the  retail  furniture  business 
of  Jas.  Hunter,  of  the  same  town,  and  is  now  operat- 
ing- successfully. 


W.  G.  Boles,  Leamington,  Ont.,  has  sold  his  sec- 
ond-hand furniture  business  to  G.  J\I.  Hail,  of  High- 
gate,  who  took  possession  in  November. 


UPHOLSTERY  SPRINGS 

Highest  quality  Upholstery  Springs, 
made  from  the  finest  grade  High 
Carbon  Steel  Wire,  oil  tempered 
after  the  coiling  operation,  thus  in- 
suring uniform  strength  and  "No 
Set."  Remember,  the  quality  of 
your  High-Grade  Upholstering  de- 
pends entirely  on  the  quality  of  the 
springs  you  are  using. 

HELICAL  SPRINGS 

for  spring  bed  and  mattress  fabrics. 
Get  the  habit;  buy  Canadian  Springs. 

James  Steele,  Limited 

Guelph  Canada 


AGAVA  HAIR 


The  latest  and  best  filling  for  a  medium  priced  mattress — this 
filling  was  tried  out  during  the  war  and  each  year  has  In- 
creased Confidence  in  its  Superior  Qualities.  In  order  to  put 
them  on  the  market  and  prove  their  worth  we  are  making  it 
in  an  Inexpensive  Combination. 

See  our  new  price  list  and  place  your  ORDERS  quickly  to  en- 
sure a  popular  selHng  line  for  your  SPRING  RUSH. 

It  is  more  resilient  and  possesses  more  lasting  qualities  than 
any  other  mattress  within  dollars  of  its  present  price. 


The  Canadian  Feather  &  Mattress  Company 

LIMITED 
TORONTO  and  OTTAWA 
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'"When  a  manufacturer  starts  out  to  put  his 
])roduct  on  the  market  he  must  have  dealers 
throut^h  whom  to  serve  consumers.  He  has  tAvo 
metliods  of  gettinfj  them.  One  is  the  'i)ushing^ 
method'  which  is  to  create  a  consumer  demand 
and  thereby  compel  the  dealer  to  sell  the  article. 
That  method  required  national  advertising  to 
the  superlative  degree  and  a  1iea\y  outlay  of 
money. 

'•The 
creating 
handle  the 


other  is  by  the  'pulling  method' 
a  desire  on  the  ])art  of  the  dealer 
article.     That    method  is 


or 
to 

f(  >un(l 


through  the  trade  papers,  and  in  it  you  will 
have  the  dealer  a  bit  unconsciously  but  willing- 
ly moving  with  you,  while  in  the  'pushing  me- 
thod' you  will  have  him  holding  back. 

"It  is  ai)i)arent  which  is  the  better.  The 
trade  ])aper  method  is  nut  only  far  less  ex- 
pensive, Init  it  goes  directly  to  the  n\enue  of 
distribution  which  is  so  essential  to  tlie  life  of 
any  manufacturing  industry.  In  fact,  trade 
pa])er  advertising  is  what  I  would  call  "efficiency 
a(l\ ertising.'  " — J.  R.  Hamilton  in  "Class." 


Should  Salesmen  be  Restricted  to  Their 

Own  Department? 


raises  an 
lowing  (|uery 


received 


The  "Furniture  Age"' 
sales  ])roblem  in  the  f< 
from  a  dealer  reader : 

''Can  vou  supi)ly  us  w  ith  any  inf(jrniatii  lU 
concerning  the  adxisability  of  permitting  the 
salespeople  in  furniture  stores  of  consideral)le 
size  to  sell  merchandise  throughout  the  house.'' 
What  is  the  general  practice  in  this  particular" 
At  i)rescnt  our  salesmen  are  restricted  to  their 
own  ])articular  de])artment  but  we  ha\'e  come 
to  the  conclusion  that  we  are  carrying  a  larger 
force  than  may  be  necessary  and  that  the  i)rac- 
tice  excites  more  or  less  jealousy  between  dif- 
ferent departments."' 

The  c|uesti()n  is  answered  b\-  tlie  managers 
of  two  large  furniture  stores: 

".\s  a  general  proposition,  it  is  l)etter  in  mir 
opinion  for  the  salesman  to  liandle  his  customer 
tlirough  every  de|)artmeni.  and  the  salesmen 
who  sell  the  most  goods  for  us  are  those  who 
pursue  this  ])ractice.  The  question  is  whether 
the  merchant  in  question  wants  machines  or 
salesmen.  If  the  former,  it  doesn't  make  much 
difference  what  [dan  he  adapts.  If  the  latter  he 
will  find  that  his  most  po])ular  salesmen  will 
be  those  who  handle  their  customers  through- 
out the  house,  in  s])ite  of  the  fact  that  it  takes 
more  time. 

"This  does  not  mean  that  in  some  of  the 
'fussy'  departments  he  cannot  have  the  assist- 
ance of  the  departmental  salespeople.  But  our 
experience  has  been  that  the  general  salesman 
should  dominate  the  entire  transaction  and  that, 
in  doing  so.  he  will  build  u])  ])atronage  for  him- 
self as  well  as  the  house. 

"Some  stores  whose  general  salesmen  are  on 
a  commission  basis  allow  them  straight  com- 


mission on  shipping  tickets  they  make  out 
themselves,  with  one-half  the  regular  com- 
mission when  goods  are  sold  and  tickets  written 
by  de])artmental  salespeople — not  a  bad  idea! 
A  little  'jealousy,'  however,  isn't  a  bad  thing, 
provided  the  management  has  tact  enough  to 
keej)  it  within  reasonable  limits  of  expression." 

"( )ur  store  is  divided  into  five  departments, 
including  furniture,  phonographs,  pianos,  rugs 
and  dra])eries.  and  house  furnishings.  Man- 
agers are  ])laced  in  charge  c)f  each  department, 
with  salespeople  under  their  direction.  How- 
ever, we  try  to  educate  our  men  in  such  a  man- 
ner that  they  can  sell  intelligently  in  any  de- 
partment if  necessary.  We  find  that  people 
l)uying  com])lete  outfits  usually  select  their  fur- 
niture first  anrl  that  it  is  much  easier  and  less 
expensive  for  the  salesman  who  has  first  gained 
their  confidence  to  handle  the  entire  transaction 
than  to  turn  them  uxer  to  departmental  sales- 
peoi)le.  who  must  start  all  over  again. 

"When  business  is  pressing  in  any  jiarticular 
department,  salespeople  from  other  sections  of 
the  store  always  are  willing  to  hel])  in  the  emer- 
gency; we  have  very  little  troul)le  l)etween  de- 
partments through  jealousy  for  every  salesper- 
son realizes  that  each  is  working  for  the  same 
end. 

"Salesi)eo]de  are  stationed  in  each  depart- 
ment, tinder  the  direction  of  the  department 
manager,  in  order  that  prompt  attention  may 
be  given  any  unattended  customer  who  may 
have  been  directed  to  that  section  of  the  store. 
In  stores  which  do  not  follow  this  practice,  cus- 
tomers often  wander  from  de])artment  to  de- 
partment without  notice." 
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James  Ashley, 
Furniture  Dealer, 
Makes  a  Discovery 


Finds  a  New  Source  of  Income  That  He 
had  Overlooked — After  Many  Years  in 
the  Business  Admits  He  is  Learning  Yet 


Most  of  us  are  interested  in  learning-  of  new 
sources  of  income,  whether  they  '1)e  from  oil 
stocks  or  the  introduction  of  a  money-maker 
into  our  own  -business,  so  the  following  little 
story  may  afford  five  minutes  interesting-  read- 
ing and— who  knows? — 'point  the  -way  to  a 
source  of  revenue  for  others. 

In  the  furniture  trade,  as  in  most  others, 
there  arises  that  bugibear  of  retail  men  the  world 
over — ^l  eriods  of  inactivity.  Itveryone  seems  to 
think  just  at  the  same 
identical  minute  that 
they  will  refrain  from 
buying-  furniture.  Isn't 
it  true  that  most  peo- 
ple wait  for  a  leader 
even  in  matters  that 
are  not  always  im- 
portant? Well,  Mr. 
James  Ashley,  who 
owns  one  of  the  finest 
furniture  stores  in  an 
Ontario  town  of  about 
.10i,00'0  population 
found  himself  in  the 
middle  of  a  period  of 
depression.  People 
seemed  to  think  furni- 
ture too  expensive  an 
item  for  immediate  ex- 
penditure. He  was  a 
furniture  man — had  al- 
ways Ibeen  in  the  furni- 
ture business;  knew  it 
from   the   boittom  up, 


and  felt  that  if  that  prop  w  ere  to  fail  him  nothing 
worth  while  remained.  Nevertheless,  some- 
thing had  to  Ibe  done,  and  he  cast  about  in  his 
niind  for  some  business  to  "keep  the  pot  boil- 
ing." .Sexeral  courses  suggested  themselves  to 
hini  only  to  ])e  discarded  as  unfeasible,  but  at 
last  he  struck  what  iproved  to  be  one  of  the  most 
brilliant  ideas  that  he  ever  put  into  operation. 

Without  loss  of  dignity,  he  added  to  his  stock 
such  lines  as  n-iirrors,,  ])ictures  of  the  best  class, 

a  few  pieces  of  art  pot- 
tery, the  latest  in  can- 
dlesticks and  other 
small  items  at  an  ex- 
|)editure  of  about  three 
h  u  n  d  red  dollars. — 
every  single  item  cal- 
culated to  appeal  to 
the  artistic  sense  of  his 
regular  customers,  and 
make  them  long  to 
possess  them.  Every 
sing-le  item  also  was 
calculated  to  add  that 
touch  of  life  and  indi- 
\  iduality  that  is  so  dif- 
ficult of  attainment 
without  the  little  per- 
s  o  n  a  1  touches  that 
make  all  the  differ- 
ence between  a  "live" 
display  and  a  "dead" 
one. 

When    the   story  of 

Illustrations  Courteny  J,  11^  Walker^  Ltd.  thc      SUCCCSS      this  VeU- 
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lure  met  with  was  related  to  the  "I'"urniture 
W drld'"  our  first  thought  was  one  of  surprise, 
not  al  the  success  of  the  thing,  but  at  the  idea 
of  so  many  furniture  stores  ibeing  without  these 
items  at  all.  It  is  hardly  comprehensiible,  al- 
though encpn'ry  has  since  proved  that  all  too 
often  in  good  sized  towns,  even  cities,  it  is  im- 
possible  to  ibuy  a  mirror  or  a  candlestick  or  pic- 
ture either  in  a  furniture  store  or  out.  Stop  to 
think  a  minute.  Some  time  ago  sideiboards  car- 
ried large  mirrors,  hut  to-day  they  are  largely 
built  without  them.  What  more  logical  than  a 
wish  to  have  a  hanging  mirror  on  the  wall. 
Can't  you  see  a  picture  of  one,  either  oblong, 
oval,  square,  shield  shaped — any  shaj'e  to  suit 
the  individual  taste — flanked  with  a  couple  of 
sconces  similar  to  our  illustration?  Can't  you 
imagine  the  air  of  refint'menl,  of  life,  that  a  dis- 
I)lay  wcmld  immediately  take  on  if  only  a  little 
attention  were  paid  to  the  small  things  that  have 
so  large  an  effect  on  the  completed  i)icture? 
Mr  A.  saw  all  this;  selected  a  few  choice  pieces 
as  a  start — not  expensive,  'but  in  good  taste  and 
wan  anted  to  enhance  the  value  of  his  furniture. 
Next  he  devoted  a  little  more  time  to  window 
displays;  made  it  a  point  to  change  the  "fur- 
nishings," (if  we  may  use  the  term),  every  day 
or  two;  brought  a  few  well-bound  books  from 
his  own  home  and  arranged  them  between  a 
couj^le  of  book-ends  on  a  library  table.  In  a 
word,  he  made  his  displays  live,  infused  into 
dry  wood  a  little  of  the  life  it  enjoyed  for  so 
many  long  years  in  the  forests,  and  succeeded 
in  developing  a  trade  that  eventually,  he  says, 
will  lead  to  a  separate  department — the  Gift 
Shop  Dej'artment — that  has  already  taken  a 
good  hold  in  the  departmental  stores,  ilnit  which 
is  most  at  home  in  the  furniture  store. 

The  reflecting  value  of  mirrois  is  something 
that  should  make  a  special  appeal  to  the  furni- 
ture dealer,  lie  knows  how  to  sell  them  to  his 
customers,  and  will  point  out  the  additional 
value  of  a  ])iece  that  has  large  reflecting  capac- 
ity, but  in  how'  many  stores  themselves  do  we 
see  the  mirror  to  best  advantage.  Isn't  it  all  too 
true  that  what  should  be  the  show  room  is  often 
the  stock  room? 

\\'hen  the  next  period  of  depression  strikes 
your  town — if  you  have  not  already  adopted  the 
course  Mr.  A.  found  so  profitable — just  try  it 


out,  and  see  if  you  cannot  infuse  a  little  life  into 
the  display — and  the  cash  register.  There's 
money  in  it,  and  after  all  that  is  the  most  im- 
jjortanl  thing  to  most  business  men. 


Gongoleum  Week,  May  5-12 

May  5  to  May  \Z  with  be  '"Congoleum 
Week"  in  Canada.  This,  it  is  claimed,  will  be 
one  of  the  biggest  merchandising  events  ever 
staged  in  this  country.  A  great  ])ublicity  cam- 
paign will  be  undertaken  in  connection  with  it, 
involving  3  million  full  i)ages  of  news])aper  ad- 
vertising and  95,000  full  i)age  magazine  ads.  in 
colors. 

h'very  possible  co-o]ieration  will  be  ottered 
the-  dealers  in  order  that  they  may  cash  in  on 
the  big  opportunities  of  this  event.  The  names 
and  addresses  of  the  local  established  Con- 
goleum dealers  will  a|Ji)ear  in  each  newspaper 
advertisement.  hTirthermore  the  Congoleum 
Co.  is  making  a  5%  allowance  for  each  in- 
dividual dealer's  local  publicity.  This  allowance 
will  be  made  only  on  one  order  of  (iold-Seal 
Congoleum  for  the  Congoleum  Week  Sale,  and 
the  comjJany  hnds  it  necessary  to  limit  the  size 
of  that  order  to  one-quarter  of  the  clealer's  total 
Congr)leum  purchases  during  the  i)ast  twelve 
months — the  ecpiivalent  of  a  normal  twelve 
weeks'  supply. 

Another  feature  of  ])articular  interest  to  the 
retail  trade  is  the  window  display  contest,  in 
connection  with  which  $1,000  in  prizes  is  being 
of¥ered.  Every  dealer  who  sends  in  a  photo- 
graph will  receive  an  umbrella  or  something 
better.  Abundance  of  new  dealer  helps  are  also 
available,  which  will  be  of  real  assistance  in 
heli)ing  to  make  the  (lis])lays  as  effective  and 
attractive  as  possible. 

For  the  furniture  dealer  who  has  not  yet 
undertaken  the  sale  of  Congoleum  rugs  this 
seems  to  be  the  most  opportune  time  to  make  a 
start.  Dealers  already  experienced  in  handling 
them  will  also  be  enabled  to  greatly  increase 
their  turnover.  Our  readers'  attention  is  direc- 
ted to  an  attractive  color  reproduction,  on  an- 
other page,  of  one  of  the  latest  Congoleum 
designs. 
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Burnished  Polychrome  Art  Mirror — Matthews  Bros. 
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The  Housewife  Says 


"I  Love  My  Floor  Lamp" 

It  was  the  Final  Touch  My  Room  Needed. 
I  Bought  it  From  My  Furniture  Dealer 


Of  the  decorative  qualities  of  electric  floor 
lamps  there  are  no  two  opinions.  More  correct 
it  would  be  to  say  the  decorative  quality  of  floor 
lamp  shades,  for  in  them  the  main  drawing  power 
lies.  No  housewife  with  any  pretensions  to  ar- 
tistic taste  would  be  without  at  least  one  in  the 
living  room,  and  four  or  five  fancy  lamp  shades 
in  one  room  is  no  uncommon  feature.  These,  of 
course,  would  not  all  be  standard,  or  floor  lamps, 
but  varied  with  table,  chesterfield  and  reading 
lamps,  and  a  large  room  treated  in  this  fashion 
is  a  joy  to  behold.  The  air  of  restfulness  which 
seems  to  pervade  the  atmosphere  is  most  sooth- 
ing to  tired  eyes  and  nerves,  and  an  evening 
spent  in  such  surroundings  should  prove  an  an- 
tidote for  all  the  "cares  that  beset  the  day."  One 
wonders  how  the  housekeeper  managed  before 
the  era  of  soft-toned,  graceful  silk  and  parchment 
shades — on  what  she  depended  for  artistic  effects 
in  lighting — and  most  instantly  realizes  that  it 
was  generally  considered  sufficient  if  the  central 
lighting  fixture  was  elaborate,  especially  in  the 
dining  room.  Granted  that  the  dining  i-oom  is 
the  one  room  where  brilliant  lighting  can  be  used 
to  advantage  to  display  the  lustre 
of  glass,  silver  and  the  sheen  of 
linen,  this  brilliancy  is  not  always 
required,  and  then  what  pleasure 
and  relief  to  dispense  with  it  all 
and  turn  on  the  lamps  that  give 
just  the  necessary  amount  of  light, 
without  any  glare.  Ask  any  wo- 
man what  is  her  opinion  of  these 
lamp  shades — the  answer  is  in- 
variably that  they  are  the  most 
graceful  and  attractive  articles  of 
household  decoration  that  have 
been  introduced  for  many  years. 

So  much  for  the  actual  consumer. 
Now  for  their  place  in  the  sales 
plan. 

Their  Decorative  Value 

Although  originating  in  nearly 
every  instance  with  dealers  in 
electrical  goods,  the  time  when 
the}'  can  be  confined  strictly  to  one 
class  of  trade  is  past.  Their  de- 
corative value  has  been  recognized 
by  furniture  dealers  to  such  an  ex- 
tent that  it  is  almost  impossible  to 
pass  a  furniture  store  in  a  town  of 
fair  dimensions  that  does  not  use 
them  in  its  own  display  work. 
Look  in  the  windows  of  anv  de- 


partmental store  and  see  if  there  is  a  single  room 
interior  that  is  not  beautified  by  the  use  of  a 
number  of  lamps.  Recall  how  few,  if  any,  of  the 
exhibits  of  furniture  manufacturers  in  Toronto, 
Stratford  and  Kitchener,  during  January  of  this 
year,  were  not  glorified  by  the  standard  and  table 
lamps  that  were  used  so  extensively. 

If  this  fact  is  true  of  temporary  exhibits,  how 
much  more  true  it  is  of  permanent  ones — the 
show  rooms  of  furniture  dealers.  A  prospective 
customer  entering  a  store  that  is  only  lighted 
during  the  daytime  by  the  windows  finds  that  on 
penetrating  further  into  the  recesses  the  place 
takes  on  more  and  more  the  appeai-ance  of  a  dun- 
geon— there  is  no  life,  the  rows  and  rows  of 
tables,  chairs  and  other  articles  of  furniture  make 
no  appeal ;  but  light  a  few  lamps  with  soft  toned 
shades  and  note  the  difference.  Immediatelv  the 
showroom  is  transformed — Aladdin's  lamp  could 
not  perform  greater  wonders.  A  little  space  de- 
voted to  set-out  and  lighting  will  prove  a  more 
efficient  salesman  in  many  cases  than  all  the 
arguments  in  the  world. 

This  brings  us  automatically  to  our  point. 

What  more  logical  place  for  the 
customer  to  purchase  her  lamps 
than  in  the  store  where  they  are 
shown  to  the  greatest  advantage? 
The  standards — which  no  one  will 
deny  a  place  in  the  furniture  store 
— are  empty  arguments  without 
the  shades.  The  shade  best  suited 
to  the  furniture  on  display  is  shown 
in  the  furniture  store — what  would 
one  reasonably  expect  from  a  cus- 
tomer? Simply  an  order  to  in- 
clude the  shade. 

My !    What  a  Dungeon 

A  manufacturer  of  such  artistic 
adjuncts  told  me  about  entering  a 
large  furniture  store  on  the  Pacific 
Coast.  The  first  impression  re- 
ceived was,  "Oh  !  what  a  dungeon  !" 
The  salesman — who  incidentally 
was  also  the  owaier — who  advanc- 
ed to  receive  her  (yes !  it  was  a  wo- 
man) appeared  ahnost  as  a  ghost 
appearing  out  of  the  dimness  of  the 
ages,  and  involuntarily  she  ex- 
claimed "My!  what  a  dungeon  of  a 
store  you  have  !"  The  owner  gasp- 
ed, but  on  recovering  his  breath 
asked  "Is  that  how  it  strikes  vou?" 
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"Yes,"  the  lady  replied,  "  and  if  1  had  been  a 
})rosi)eetive  customer,  instead  of  a  saleswoman, 
the  first  tiling  1  should  have  done  would  be  U) 
turn  and  run  away."  The  gentleman  pondered 
a  moment,  and  then  said  "Well,  doubtless  that  is 
the  answer,  for  I've  seen  it  hai)pc-n  frequently — 
])eople  have  started  to  come  in  and  turned  away.' 
This  was  the  saleswoman's  opi)ortunity  to  rej)ly 
"1  have  the  ansv^-er  to  \()ur  ])roblem,"  and  she 
immediately  informed  him  of  her  line  which  was 
on  view  at  the  hotel.  "Oh,  yes"  he  replied  "but 
think  what  it  is  going  to  cost  me  to  keep  lamjjs 
lighted"  Of  course,  there  is  but  one  reply  to  that, 
the  cost  of  lighting  is  infinitely  small  when  coni- 
l)ared  with  the  probable  loss  of  custom.  The  U])- 
sbot  of  that  interview  has  been  most  satisfactory 
for  all  concerned.  The  furnitiu-e  dealer  bought 
lamp  shades  to  enhance  the  beauty  of  his  store 
— for  beautiful  it  was  if  it  could  only  be  seen — 
now  he  buys  them  for  sale,  and  the  manufacturer, 
who  at  that  time  was  the  saleswoman,  now  has 
several  travellers  of  her  own  on  the  road  and  is 
turning  out  large  numbers  of  shades  that  are  be- 
ing supi)lied  to  hotels,  public  buildings — and  the 
furniture  trade  in  general. 


What  More  Attractive  Fabric 
Than  Chintz  for  Porch  and 
Sunroom  Upholstery  ? 

Sun  Room  and  Porch  furniture  are  likely  to 
occupy  a  large  portion  of  the  thoughts  of  the 
housewife  in  the  early  futtU"e.  Mow  about  your 
chintz  stocks?  Have  you  given  them  the  neces- 
sary amount  t^f  thought?  Have  you  realized  the 
opportunities  for  real  business  that  await  the 
merchant  who  gives  a  little  attentiun  In  this 
line?  Never  during  recent  times  have  reed  and 
rattan  furniture  been  so  popular  as  at  the  pre- 
sent day.  Chair  seats,  roll  edges  of  chair  backs, 
loose  cushions,  chaise  longue,  (tn  use  the 
French  word  for  long  chair  which  is  now 
popularly  applied  U)  our  lounge)  utility  boxes, 
table  to])s — the  latter  especially  attractive  when 
covered  with  ])late  glass — these  are  l)Ut  the 
beginning  of  a  long  list  of  uses 


pleasing  fabric,  chintz,  can  be  |)Ut.  We  use  it 
in  porOh  suites  or  single  pieces;  it  is  employed 
with  great  effect  in  the  upholstery  of  children's 
rattan  and  reed  suites,  nursery  drapes,  sun 
room  drapes;  in  fact,  one  might  continue  to 
enumerate.  Are  you  ready  to  make  the  best 
of  the  renovating  that  will  be  found  necessary 
when  .Spring  sunshine  throws  into  ])r(jminence 
the  defections  of  furniture  and  clraperies  that 
have  passed  muster  during  the  duller  days  of 
winter  ? 

Then  there  is  the  nurserv  which  has  re- 
cei\ed  so  much  atlenlion  from  designers  of 
chintz  during  the  jiast  few  years,  and  is  now 
catered  to  in  so  many  cunning  ways  by  the 
manufacturers.  All  the  treasured  tales  of  fairy 
loie  and  magic  are  reproduced  in  fabric  that  can 
l)e  used  to  decorate — nay  both  decorate  and 
furnish  in  one  operation — that  bright  room  that 
is  set  apart  for  the  youngest  and  dearest. 

'i'ry  a  dis]jlay  of  a  nursery  i)atterned  chintz 
thrown  acr{)ss  a  crib,  or  as  hangings  at  a 
window  suggestise  of  the  nursery;  add  a  toy  or 
two  if  possi])le  or  a  picture  to  complete  the  idea 
and  see  if  there  is  not  an  instant  demand  for 
chintz  of  this  particular  character.  In  so  many 
cases  it  is  only  the  suggestion  that  is  neces- 
sary, i-'eature  a  chintz  week  if  you  have  room, 
or  a  chintz  dav  if  that  suits  your  trade  better; 
take  a  leaf  out  of  the  other  fellow's  book,  and 
emphasise  the  thing  you  would  like  to  see 
moving  out  of  your  shelves.  ()ne  up-to-date 
liim  dressed  all  its  employes  in  chintz  during 
a  feature  sale.  This  was  quite  an  inexpensive 
])rocess,  but  served  to  draw  all  eyes  to  the  fact 
that  there  was  something  special  taking  place 
in  that  de])artment,  and  some  very  satisfactory 
results  were  obtained. 

Just  show  the  public  what  a  little  expendi- 
ture will  do  towards  improving  the  general  ap- 
pearance of  the  home,  and  .sales  will  not  be  hard 
to  make.  In  fact,  as  has  been  so  oft  said,  and 
is  worthy  of  repetition — "A  well  dis])layed 
article  is  half  sold." 


What  could  be  more  at- 
tractive than  chintz? — a 
design  by  Watson. 
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Have  you  got  your  ticket  for  the  big  show? 

Thousands  of  dealers  are  looking  forward  to  Congoleum  Week  as  the 
biggest  money  making  opportunity  of  the  year.  Women  throughout  all  of 
Canada  are  certain  to  take  full  advantage  of  this  special  bargain. 

This  huge  cooperative  merchandising  plan,  representing  the  greatest  con- 
centrated selling  effort  ever  made  by  a  Canadian  manufacturer,  will  boom 
business  for  the  merchant  and  at  the  same  time  save  money  for  the  consumer. 


VA 


^NGOLEUM 

^  Week  -May  5- to  12 
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Are  you  ready  for  the  Big  Sale? 

Have  you  ordered  stock  to  take  care  of  an  unprecedented 
demand  for  Canada's  most  popular  floor-covering? 

Have  you  arranged  for  your  5%  advertising  allowance,  so 
that  you  can  feature  this  big  event  without  cost,  in  your  local 
newspaper  advertising? 

Have  you  obtained  the  free  selling  helps  that  will  identify  your 
store  as  a  participant  in  this  nation-wide  drive  for  easier,  pleas- 
anter  housework,  healthier,  happier  and  more  attractive  homes? 

Full  page  announcements  in  the  leading  newspapers  of  over 
50  cities  and  a  full  page,  full  color  advertisement  in  MacLean's 
Magazine,  will  carry  the  news  of  this  great  Congoleum  Sale. 

Are  you  ready?  If  not  you  must  act  at  once  if  you  want  to 
share  in  the  profit.  Write  us  or  your  jobber  for  full  particulars. 

Congoleum  Company  of  Canada,  Ltd. 

1270  St.  Patrick  Street,  Montreal,  Canada 


5%Adyertising 
Alliance !! 


Made  in  Canada — 

By  Canadians — 

For  Canadians. 


^OLD 

fcOLEUM^ 

\^  GUARANTEE 


SATISFACTION  GUARANTEED 
k    OR  YOUR  MONEY  BACK,  a 
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^^If  you  We  looking  for  the  Season^  s  Latest 
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Velours  Indegaufrable 
Velours  De  France 

Velours  Toscan 
Embossed  Mohairs 
Cut  Mohairs 
Plain  Mohairs 
Etc. 


These  fabrics  are  the  pro- 
duction of  the  world  famous 
house — Tissage  de  Velours, 
Ache],  Belgium  and  are  dis- 
tributed exclusively  by  us  in 
North  America. 

For  beauty  and  quality  they 
are  unsurpassed. 

Ask  our  representative  to 
call  or  let  us  forward  you  a 
few  samples,  and  any  other 
information  you  desire. 


G.  NOEL 

&  COMPANY 

30  ST.  JOHN  ST.,  MONTREAL 
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Mr.  Morris  Says: — 

The  More  People  the  More  Sales 

Brander,  Morris  &  Co.,  Halifax,  Think 
Wider  Range  of  Furnishings  a  Distinct 
Advantage  When  Business  is  Slack 


Brander,  Morris  and  Company,  of  Halifax, 
carry  a  wide  range  of  furniture  and  house  fur- 
nishings as  indicated  by  the  illustration  of  their 
store,  which  we  reproduce  herewith.  In  addi- 
tion to  all  kinds  of  furniture  their  stock  in- 
cludes car):iets,  rugs,  draperies,  linoleum  and  so 
on ;  they  also  do  cjuite  a  large  repair  business. 
This  is  a  firm  that  during  the  depression  of  the 
recent  past  have  succeeded  in  keeping  their 
business  going  by  making  extra  effort.  At  the 
same  time  they  have  tried  to  live  up  to  the 
highest  standarls.  Their  store  is  situated  on  the 
main  street  with  a  frontage  of  fifty  feet  and 
two  large  plate  glass  windows  and  Mr.  Morris 
states  that  they  have  been  able  to  create  a  good 
deal  of  business  in  house  furnishings  because 
of  attractive  displays  and  the  close  personal  at- 
tention they  have  given  to  every  order.  Jn 
stead  of  slashing  prices  thev  have  sought  to 
arouse  keener  interest  in  their  merchandise, 
keeping  the  newest  things  in  the  foreground  and 
giving  better  service. 

One  of  the  publicity  methods  of  this  com- 
pany is  a  postcard  showing  an  attractive  repro- 
duction, in  colors,  of  the  interior  of  the  store. 
As  a  matter  of  fact  the  illustration  we  show 
above  was  taken  from  one  of  these  postcards, 


though  we  are  unable  to  reproduce  the  attrac- 
tive colors. 

Mr.  Morris  considers  that  the  wider  range 
of  furnishings  carried  by  his  company  is  a 
distinct  advantage  when  ljusiness  is  slack  be- 
cause the  greater  number  of  different  items 
they  carry  the  greater  number  of  people  will 
^nter  the  store,  making  incjuiries.  In  sl^ck 
times  particularly  this  is  a  decided  advantage. 


The  Cost  of  Retailing 

The  ]niblication  of  The  Associated  Business 
Papers,  Inc.,  the  A.B.P.  News,  g-ives  some  fig- 
ures on  the  expense  of  retailing  furniture.  The 
average  cost,  as  gathered  from  a  survey  of  retail 
furniture  stores,  is  30.2%,  divided  as  follows: 
Salaries  and  wages,  12.1%;  rental,  4.6%;  adver-' 
tising,  3%  ;  interest,  2%  ;  supplies,  0.25%  ;  ser- 
A'ice,  meaning  light  and  power  principally, 
1.5%;  insurance,  1.75%;  bad  debts,  0.5%,;  de- 
preciation, 2%  ;  delivery,  2.5%.  The  same  item 
gives  percentages  of  retail  furniture  sales  for 
1922  as  follows:  January,  5.6;  Februarv,  6.9; 
March,  9.2;  April,"  11.2;  May,  10.7;  June,  6.5; 
July,  8.4;  August,  8.2;  September,  8.1;  October, 
7.1;  November,  7.7;  December,  10.4. 
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Dominion  Linoleum  News 

Peter  Lino  Dresses  His  Window 


''Last  month  I  told  you  how  I  got  busy  an' 
put  my  old  mailin'  list  right  where  it  be- 
longed— up  to  date  and  workin'  overtime. 
Then,  when  I'd  mailed  out  the  fine  bunch 
of  folders  the  Dominion  people  sent  me,  I 
says  to  myself,  'These  here  folders  will 
bring  a  lot  of  folks  in  to  see  me  but  there's 
other  strings  to  my  fiddle  an'  I'm  goin'  to 
Peter  Lino  play  'em  all.  Didn't  I  come  runnin'  from  the 

other  side  of  the  street  jest  to  see  that  city 
feller's  window  display?  Well  I'm  goin'  to  get  our  folks  pop-eyed  the 
same  way. 

So  right  off,  I  wrote  to  the  Dominion  people  an'  they  sent  me  a  lot  of 
paper  linoleum  patterns  with  discs,  to  make  up  dummy  rolls.  They 
were  the  niftiest  things  you  ever  saw.  All  I  had  to  do  was  tack  each 
pattern  around  the  discs — one  at  the  bottom,  one  at  the  top  an'  one 
in  the  middle  and  I  had  a  life  size  roll  of  linoleum  fer  my  winder  that 
weighed  nex'  to  nothin'.  Besides  this,  I  didn't  need  to  cut  stock  into 
coupons. 

So  after  I  had  given  that  winder  a  real  wash  an'  polish,  I  brought  in 
two  or  three  linoleum  rugs  and 
then  stood  these  dummies  up 
where  they'd  do  most  good  an'  fin- 
ished 'em  off  with  a  few  signs  an' 
sample  swatches  an'  when  I  see  the 
result,  I  puffed  up  like  to  bust.  Yes 
siree,  I  had  that  old  winder  of  mine 
lookin'  like  a  million  dollars. 

An'  the  way  it  brought  folks  inside 
the  store  where  I  could  give  'em  a 
little  real  sales  talk,  was  wonder- 
ful. 

More  comin.' 

Yours  fer  business, 
(Sgd.)  Peter  Lino. 


Peter  Lino's  Window 


Dominion  Oilcloth  &  Linoleum  Co.,  Limited 

MONTREAL 

Number  two  of  a  series  of  advertisements  on  the  value  of 
stocking  DOMINION  LINOLEUM  and  other  Dominion 
Floor  Coverings. 
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It's  Called— 

The  Chambers  House 

Furnishing  Company 

Mr.  Chambers  Lays  More  Stress  on  Furn- 
ishings than  Furniture — More  Turnover 
and  Smaller  Stock  Investment 


The  average  concern  that  breaks  into  busi- 
ness of  home  equipment  begins  by  putting  in  a 
furniture  stock,  and  then  as  custom  develops 
the  so-called  side-lines  are  added.  Is  this  logi- 
cal procedure?  Well,  that  depends  upon  circum- 
stances. It  is  not  the  only  way.  There's  an  al- 
ternative plan  which,  under  certain  conditions, 
may  prove  to  offer  a  line  of  lesser  resistance. 
We  struck  an  example  of  this  recently  in  the 
case  of  a  baby  concern  which  has  opened  up  in 
North  Toronto. 

The  Chambers  House  P\irnishing  Co.,  at  2587 
Yonge  St.,  Toronto,  is  a  youthful  concern  from 
every  point  of  view.  It  commenced  operations 
only  last  October,  and  its  proprietor,  Mr.  Wm. 
Chambers,  is  a  young  man,  still  within  the  de- 
cade of  optimism  and  enthusiasm,  between 
twenty  and  thirty. 

Things  have  been  running  alcjng  cjuite  nicely 
in  the  new  store,  Mr.  Chambers  says:  Fall  busi- 
ness was  rig-ht  up  to  expectations,  but  of  course 
February  and  March  have  been  slow  months  in 


almost  every  line.  With  the  coming  of  spring 
there  are  signs  of  renewed  activity. 

The  policy  upon  which  the  store  is  operated 
is  to  do  'business  on  the  lowest  possible  stock 
and  carry  those  lines  for  which  there  is  the  most 
immediate  demand.  At  the  moment  no  furni- 
ture is  carried,  with  the  exception  of  a  chester- 
field and  some  chairs,  kept  on  the  floor  as  sam- 
ples from  which  to  make  sales  with  the  assis- 
tance of  a  range  of  patterns  of  coverings.  How- 
ever, it  is  the  intention  to  put  in  a  stock  of  furni- 
ture in  the  near  future.  In  the  meantime  the 
iirm  is  working  up  a  connection  and  making 
friends. 

Value  of  Window  Display 

The  lines  which  have  lieen  sold  up  to  the 
present  time  are  beds  and  l:)edding,  floor  cover- 
ings, window  shades  and  draperies,  baby  car- 
riages, extension  rods.  The  premises  are  not 
large  and  there  is  not  very  great  latitude  in  the 
way  of  display  owing  to  limitations  of  space,  but 
Mr.  Chambers  states  that  every  line  he  has  been 
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Cocoa  Mats 

Cocoa  Mattings 

Seamless  Porch 
Rugs 

in  large  variety  of  designs. 

Cotton  Bath  Rugs 

washable  and  reversible. 

Wool  Dhurry 

in  plain  solid  colors. 

Jute  Carpetings 

for  stairs,  run-ways,  etc. 

Jute  Mats 

with  fringed  ends  in  large  vari- 
ety of  designs. 

Jute  Webbing 

for    upholstering    and  binding 
purposes. 

Stair  Pads 


For  spring  &  Summer  Sales  I 

I 
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COCOA  MATS  &  MATTING 
SEAMLESS  PORCH  RUGS 

in  our  famous  Mourzouk  and  Everwear  qualities 

Don't  neglect  this  profitable  line.  The  coming  of  warm  weather 
will  mean  many  sales  for  the  dealer  who  takes  advantage  of 
their  seasonableness  and  displays  them  prominently.  How  is 
your  stock?  We  are  in  a  position  to  make  prompt  delivery 
and  now  is  the  time  to  act.  Get  these  goods  in  your  windows 
for  housecleaning  time. 

Write  for  our  price  list  to-day. 

Cobourg  Matting  &  Carpet  Co.  Limited 

COBOURG,  ONT. 
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No.  4022  Polychrome  Art  Mirror 
18    X    36    over  all 


A  Mirror  for  every  room — 

A  framed  art  mirror  as  a  decoration  over 
fire  places,  buffets,  serving  tables  chest- 
erfields, console  table,  serves  a  very  useful 
purpose  in  repeating  objects,  reflecting 
lights  and  enlarging  the  appearance  of 
rooms, 

A  Mirror  here  or  a  mirror  there  adds  the 
touch  that  makes  a  room  a  complete  art- 
istic picture. 


M,  ,  1  O  I    •        •  i      J    1906  DUNDAS  ST.  WEST 

atthews  Bros,,  Limited  Toronto,  canada 


The  Big  Canadian  Moulding  Manufacturers 
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al)le  to  feature  satisfactorily  in  the  window  has 
sold  freely.  He  is  therefore  entirely  sold  on  the 
value  of  the  window  as  an  advertising  medium. 
He  has  also  used  large-sized  dodgers  with  good 
results,  but  says  that  the  weekly  sheet  that  cir- 
culates in  the  vicinity  has  proved  a  complete 
"dud"  as  far  as  his  advertising  is  concerned.  A 
full  ])age  ad.  brnught  in  ni>  extra  business  what- 
soever that  he  could  trace. 

Floor  coverings  are  one  of  his  best  lines. 
Congoleum  is  featured  and,  on  account  of  its  rea- 
sonable price  combined  with  full  guarantee,  has 
proved  a  very  ready  seller.  The  residential  dis- 
trict in  the  vicinity  is  of  recent  development 
and  distinctly  l)etter  class.  Most  of  the  houses 
are  floored  with  hardwood  upstairs  and  down, 
hence  there  are  few  instance.?  in  which  this  type 
of  floor  covering  is  bought  for  use  in  the  living 
room,  dining  room  or  bedroom,  but  it  is  in  strong- 
demand  for  use  in  the  kitchen,  and  also  to  quite 
an  extent  for  the  bathroom.  Congoleum  there- 
fore linds  a  prominent  place  in  the  window  and 
has  fully  justified  such  prominence  in  the  re- 
sulting sales. 

Carries  a  Small  Stock 

One  point  wdiich  Mr.  Chambers  has  found 
particularly  advantageous  is  that  it  is  not  neces- 
sary to  carry  a  large  stock.  He  sells  a  lot  from 
sample,  and  as  a  matter  of  fact  never  buys  a  roll 
of  Congoleum  in  a  new  design  until  he  has  al- 
ready sold  some  of  it.  If  the  customer  is  not 
satisfied  with  any  of  the  designs  already  in  stock, 
he  shows  him  a  range  of  patterns,  and  when  the 
choice  is  made,  orders  a  roll  from  the  wholesal- 
er. His  idea  is  to  allow  the  wholesaler  to  carry 
stock  for  him  tO'  the  greatest  extent  possible. 

Beds  and  bedding  have  also  proved  to  be  rea- 
dy sellers.  The  steel  bed  in  wood  finish  is  fea- 
tured, and  Mr.  Chambers  finds  it  a  type  for 
which  there  is  a  big  demand  from  his  class  of 
trade.    In  this  line,  also,  stock  is  kept  to  the 


lowest  point  jiossible.  Only  a  couple  of  stand- 
ard designs  are  carried,  and  if  the  customer 
wants  something  difl:'erent,  it  is  sold  to  him  from 
the  catalogue. 

Comforters  Move  Quickly 

iVitton  comforters  were  exceptionally  quick 
mo\ers.  The  fuel  shortage,  combined  with  se- 
\  ere  weather,  undoubtedly  helped  to  stimulate 
the  demand.  They  were  kept  right  to  the  fore 
in  the  window  displays  and  produced  rapid-fire 
business.  In  this  particular  district  there  was 
less  call  for  the  'down'  variety  of  comforter. 

Another  good  line  is  window  shades.  These 
are  sold  entirely  from  sample.  There  is  a  dis- 
play fixture  at  the  rear  of  the  store  on  which  a 
range  of  styles  and  materials  is  effectively  shown. 
The  customer  makes  her  choice  and  the  whole- 
sale service  is  such  that  the  shades  can  be  de- 
livered the  same  da\-  or  the  next  morning.  As 
far  as  the  customer  is  concerned  the  stock 
might  just  as  well  l)e  in  the  basement — and  for 
all  she  knows,  it  is. 

.'^crim  curtains  and  extension  rods  account 
for  a  fair  share  of  the  turnover.  .Small  items, 
like  extension  rods,  Mr.  Chambers  says,  are  par- 
ticularly valuable  as  leaders.  'JMie  home  owner 
in  ])assing  sees  a  nice  variety  of  extension  rods 
dis])layed.  He  says  to  himself,  "By.  Jove!  That 
reminds  me  !  The  wife  said — "'  etc..  and  forth- 
with enters  and  selects  the  type  of  rod  required. 
While  he  is  there,  Mr.  Chambers  suggests,  "If 
you  happen  to  need  anything  in  the  way  of 
beds,  bedding,  floor  coverings  or  other  furnish- 
ings, .Sir,  we  can  give  you  the  service  you  want 
— for  example,  we  have  a  splendid  line  of  steel 
beds  here."  In  more  tlian  one  instance,  the  cus- 
tomer who  came  in  to  buy  a  small  item  like  an 
extension  rod.  has  been  followed  after  his  de- 
parture with  a  truck  bearing  a  bed  or  a  rug. 
Such  is  salesmanship. 
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One  of  the  latest  designs  of  the  Cobourg  Matting  &  Carpet  Co. 
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''Our  New  One 


No.  571  Art  Mirror 
Mirror  Size  14    "  x  28" 
Overall  Size  16U"  x  31" 


ART  MIRRORS 

Art  Mirrors  of  good  appearance  make  selling  easy. 
Your  customers  buy  them  as  a  matter  of  good  taste  and  every 
sale  reflects  your  good  judgment  in  purchasing  the  right  article. 
The  illustrated  design  is  one  that  will  please  your  trade. 

Watch  for  our  circular. 


PHILLIPS  MANUFACTURING  Co. 

LIMITED 


TORONTO 


CANADA 


a 
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All  types  of  curtain  rods  can  also  be  furnished  with 
combination  brackets 


Notice  the  compact  bracket  of  the  double  rod 


The  triple  rod  provides  for  more  elaborate  window  draping 

Friction  here 


Friction  here  '  Friction  here 

The  Kant  Fall  Bracket  with  Bulldog  Grip 


What  you  should 
know  about  the 
Rant t ALL 
Bracket 

A  curtain  rod  is  no  better  than 
its  bracket. 

A  straight  no-sag  curtain  rod 
must  have  a  firm  solid  bracket 
to  hold  on  to. 

The  design  of  the  Kant  Fall 
bracket  is  the  result  of  long 
thought  and  many  tests.  Every 
requirement  for  an  ideal  brac- 
ket has  been  met — strength, 
neatness,  convenience. 

Write  for  illustrated  folder  and 
price  list. 


Sturgis  Baby  Carriage  Co.,  Limited     345  Sorauren  Ave.,  Toronto 
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Nottingham  Lace  Now  Available  in  Endless 
Variety  and  in  Period  Designs 


A  contemporary  writing  in  Furnishing 
Trades'  Organizer,  makes  use  of  the  following 
remarks  in  connection  with  draperies: — 

"It  is  unfortunate  that  in  some  quarters  the 
name  of  Nottingham  curtains  has  come  to  be 
construed  as  something  necessarily  common- 
place. The  impression  is  gTotesque,  for  while 
curtains  of  all  grades  are  made  in  Nottingham, 
none  more  beautiful  in  design  and  quality  are 
produced  anywhere  than  there.  Not  only  are 
regular  designers  engaged  in  the  production  of 
new  styles,  but  well-known  artists  accept  com- 
missions from  leading  manufacturers  to  evolve 
something  striking  and  beautiful,  or  to  repro- 
duce for  imitation  on  the  curtain  machine  some 
rare  piece  of  embroidery  or  tapestry.  The  pub- 
lic standard  has  thereby  been  enormously  raised, 
both  at  home  and  abroad,  and  the  fineness  of 
conception  and  execution  is  displayed  just  as 
much  in  the  shorter  curtains  of  the  brise-bise 
style  as  in  the  long  draped  variety. 

"The  tendency  towards  novelty  curtains  has 
not  been  ignored.  Hitherto  the  greater  part  of 
this  demand  has  come  from  the  United  States, 
where  the  method  of  windc^w  decoration  differs 
in  many  respects  from  that  in  the  old  country. 
Sectional  panels,  made  in  strips  which  can  be 
cut  off  to  fit  a  Avindow  of  any  size,  are  increas- 
ingly popular,. and  some  of  the  classical  and  na- 
ture subjects  worked  into  them  are  a  delight. 

"The  transfiguration  of  industry  by  the  ap- 
plication of  high  ideals  of  art  is  seen  in  Notting- 


ham's furnishings  activities,  the  combination  of 
beauty  and  utility  supplying  the  motif." 

The  foregoing  would  indicate  that  many  of 
us  would  need  to  reconstruct  our  own  impres- 
sions of  "Nottingham"  lace.  Possibly  many  of 
our  readers  are  in  the  same  case  with  the  writer 
— thinking  of  the  Nottingham  lace  curtains  of 
a  youth  spent  in  the  old  country,  and  of  that 
l^articular  type  that  was  auctionecl  in  the  market 
places  on  market  days.  True,  these  were  un- 
doubtedly made  in  Nottingham,  but  naturally 
were  not  fully  representative  of  the  industry  in 
that  town. 

Another  writer.  W.  Scott  Browne,  in  the 
same  publication  says: — "Buyers  should  also 
realize  that  the  old-fashioned  Nottingham 
lace  curtain,  with  all  its  admitted  crudeness  and 
vulgarity  of  efl'ect.  has  long  been  surpassed  by 
manufacturers  who  have  evolved  makes  and 
styles  equal  to  real  lace.  ]\Iost  graceful  patterns 
can  now  be  had  in  endless  A-ariety  which  con- 
form, both  in  detail  and  in  general  design,  with 
the  period  styles  now  so  popular.  Curtains  and 
piece  goods  in  Adam.  Sheraton,  Empire,  Ren- 
naissance.  and  other  classical  styles  can  be  ob- 
tained at  prices  to  suit  all  classes  of  trade,  and 
even  in  the  cheaper  grades  this  artistic  advance- 
ment has  been  most  marked.  Furnishing"  estab- 
lishments, indeed,  that  ceased  stoking  lace  cur- 
tains some  years  ago,  would  be  astonished  if  they 
examined  an  up-to-date  collection  from  a  Not- 
tin-'iiam  manufacturer. 


The  Hand  Tufted  Carpets  of  Stirling  Being 
Revived — On  Sale  Now  in  Canada 


The  old  Donegal  methods  of  hand-made  tuf- 
ted carpets  have  been  reviewed'  by  the  firm  of 
iVforton  &  Sons,  Stirling,  Scotland, — the  meth- 
od of  making  carpets  to  individual  designs  and 
colorings,  entirely  by  hand.  The  loom  is  often 
as  wide  as  36  feet,  and  it  is  now  possible  to 
manufacture  these  hand  tufted  rugs  in  any  shape 
or  dimension.  The  most  unusual  shaped  room 
can  be  fitted  to  a  nicety — a  thing  impossible 
with  machine  made  carpets  or  rugs. 

The  method  of  weaving-  these  carpets  is  simi- 
lar to  that  employed  in  Oriental  countries  where 
power  looms  are  unknown.  The  work  is  chief- 
ly done  by  girls  and  women  who  sit  in  front  of 
a  warp  hanging  down  from  a  bar.  The  pattern 
is  painted  in  large  'figures  on  a  sheet  which  is 
placed  in  front  of  them.  They  count  the  num- 
ber of  squares  in  each  color,  tying  a  correspond- 
ing number  of  knots  iby  hand,  much  after  the 
fashion  of ,  tying  on  fringe,  except  that  in  the 
present  case  the  loop  end  is  forced  through  a 
heavy  canvas.    The  loose  ends  are  then  clipped 


off  with  shears  and  in  this  wav  they  are  able  to 
form  any  design  or  color  required. 

It  will  easily  be  seen  that  this  method  allows 
the  fullest  scope  to  the  imagination  of  the  de- 
signer, and  frequently  an  order  is  placed  for  a 
border  to  match  any  particular  kind  of  chintz  or 
draper}'  that  has  appealed  to  the  owner.  While 
this  is  not  always  a  success  from  the  manufac- 
turers' point  of  view — often  being  inartistic — 
they  are  nevertheless  just  what  the  customer 
wants,  and  after  all  that-  is  the  one  point  on 
which  all  retailers  are  agreed — the  customer 
must  be  satisfied.  Inartistic  demands  are  not 
the  rule  though  by  any  means.  Some  of  the 
most  beautiful  and  original  designs  are  called 
for,  and  occasionally  a  whole  building  is  plan- 
ned and  carpets  also  designed  by  the  same  ar- 
chitect, with  the  result  that  wonderful  effects 
are  obtained. 

Different  weights  of  wool  are  used  for  dif- 
ferent types  of  carpets.  For  instance  heavy 
coarse  Saxony  yarns  will  be  employed  for  hall 
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33%  Increased  Production 
To  Handle  Increased  Demand! 


Ox  MARCH  Isl  we  issued  an  advance  notice   to  the  Trade  outlinin_<4-  mechanical  ini- 
])n>\ements  whicli  several  years  of  actual  use  and  continuous  research  in  our  own 
factor\-  had  developed  and  cry-^tallized  into  the  New  Model  "A-W"  Colonial  Maid 
Bluebird    Mlectric   Clothes  Washer. 

The  res])onse  from  Dealers  who  carcUdl\'  studied  this  circular  has  already  comyielled 
us  to  ])erfect  plans  for  increased  j)roduction  ot  almost  3,^%. 

If  \-ou  did  not  at  the  moment  realize  the  imjjortance  of  the  nies>ati'e  referred  to,  we  will 
<iiadl\-  mail  ^ on  a  further  copy  and  other  data,  that  _\ou  ma}'  learn  how  and  why  the 
Xew  Model  "A-\V"  is  destined  to  make  Rluehird  >till  more  jire-eminent  amanq-  all  Electric 
U'ashin,^'  Machines. 

The  revisions  comprised  in  Model  "A-\V"  are  far  too  numerous  and  important  to  be 
fullv  described  in  one  advertisement.  They  include,  hov.  ever  :  (1)  .\  new  motor  mount- 
ing; (2)  A  perfect  belt-tension  adjustment  device ;  (3)  improved  lubrication;  (4)  An 
cntirc]\'  new  alnminmn  \\rinc''er  with  man\-  exclusi\'e  teatm'cs. 


THE  NEW  MODEL  "A-W" 


ELECTRIC  CLOTHES  WASHER 


REMEMBER— No  basic  feature  of 
Bluebird  can  ever  be  altered  to 
ad\antage.     But  tlie  refinements 
of  detail  effected  in  the  Model  "A-W" 
are  so  far-reaching  that  we  are  spend- 
ing thousands  of  dollars  in 

New  Advertising  and 
Circular  Matter 

to  acquaint  the  public  with  them  and 
induce  requests  for  demonstrations  by 
local  dealers.  YOU  can  profit  from 
this  by  displaying  the  new  Bluebird 
in  your  store — by  studying  the  new 
features  and  explaining  their  import- 
ance— by  advertising  that  YOU  are 
the  Bluebird  Store  for  your  district — 
i)y  distributing  the  circular  matter 
wiiich  we  will  gladl.\'  supply. 

Don't  Delay—Write  Today! 

If  you  are  not  already  linked  with 
Bluebird  success,  you  could  not  select 
a  better  moment  than  this  to  make 
your  store  a  Bluebird  Store. 


BlueBird  Corporation  Limited  —  Brantford,  Canada 


APRIL,  1923 


77 


rugs  and  massive  designs,  such  as  large  Orient- 
al effects  ;  l)ut  the  finer  types  of  wool,  with  clos- 
er knotting,  are  necessary  to  meet  the  demand 
for  more  delicate  tones  and  patterns  such  as  are 
to  be  seen  in  carpets  of  French  character  or  early 
English  design  and  eft'ect. 

Some  wonderful  rugs  have  been  made  for 
special  purposes.  A  striking  instance  is  to  be 
found  in  a  very  recent  arrival  from  Stirling,  de- 
stined for  one  of  Toronto's  beautiful  old  homes. 
This  carpet  was  to  fit  that  most  intricate  of 
stairways — the  spiral — and  it  does  not  require 
any  great  stretch  of  imagination  to  visualize 
the  amount  of  work  that  must  have  been  neces- 
sary to  fit  such  a  unique  stairway.  The  pattern 
was  first  of  all  cut  out  in  linen,  which  was  cut 
and  clipped,  pieced  together  and  fitted,  until  a 
13erfect  pattern  of  the  stairway  was  obtained. 
This  pattern  was  shipped  to  Scotland  with  the 
necessary  instructions  as  to  design  and  color- 
ings, and  in  due  time  the  completed  article  ar- 
rived. Perhaps  by  using  the  imagination  again 
it  will  'be  possible  to  fancy  the  shapes  of  pack- 


Hand  tufted  carpets  again  available 

age  this  peculiar  carpet  would  make.  On  un- 
packing it  seemed  to  have  no  form  at  all,  and 
was,  naturally,  a  very  difficult  thing  to  handle, 
but  when  laid  on  the  marble  stair^yay,  it  was 
found  to  be  a  perfect  fit  in  every  respect,  and 
not  the  slightest  cutting  or  adjusting  was  neces- 
sary.   This  is  certainly  a  wonderful  accomplish- 


ment, and  reflects  the  utmost  credit  on  both  the 
fitter  and  manufacturer.  Previously  the  only 
satisfactory  method  of  "carpeting''  the  stairway 
was  to  glue  strips  of  rubber  on  the  edges,  but 
this  was  scarcely  artistic.  After  this  it  seems 
almost  superiluous  to  state  that  many  circular 
carpets  are  made  by  this  hand  tufted  process — 
it  would  seem  that  anything  is  possible  in  view 


Beautiful  and  original  designs 


of  our  foregoing  remarks.  Naturally  the  price  is 
in  advance  of  that  of  machine  made  goods,  but 
apparently  there  are  many  people  who  are  pre- 
pared to  go  to  any  reasonable  expense  to  get 
the  exact  article  to  suit  their  requirements. 


Mr.  Nagel  "On  His  Own" 

Mr.  L.  J.  Nagel,  Stratford,  Ont.,  foreman 
for  the  past  twelve  years  of  the  Imperial  Rattan 
Furniture  Company  of  Stratford,  Ont.,  recently 
relinquished  his  position  and  started  a  factory 
on  Eric  Street,  Stratford,  for  the  manufacture 
of  all  kinds  of  upholstered  furniture.  The  fac- 
tory is  equipped  for  the  making  of  its  own 
frames,  knocked-down  imitation  leather  chairs 
and  rockers,  the  latter  being  one  of  the  special 
lines. 


Mr.  Andrew  R.  CoUart,  said  to  be  the  oldest 
retail  merchant  in  Chatham,  is  dead.  In  1869 
he  started  a  furniture  factory  in  that  city  and 
later  specialized  in  furniture  retailing. 
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THE  SUN  ELECTRIC  FLOOR  WAXER  AND  POLISHER 

Two  Modeli.     Our  line  is  now  complete.    A  machine  for  every  size  home. 


Do  von  realize  tlie  i)ossibil- 
itics  nl'  Inisiness  in  hand- 
lin-. 

The  Sun  Floor  Waxer  and  Polisher  ? 

Quick  turnover  and  big  profits. 

THE  CANADIAN  ELECTRIC  FLOOR  WAXER  AND  POLISHER  COMPANY  LIMITED 

Note  new  address  :    22  MARK  STREET,  TORONTO.    Phone  Main  4492 


Our  latest — Model  K — it  supplies  the  demand 
of  the  smaller  homes.     /'  uaxpn,  ii  [tnlinhrt. 


Model  D 
It  iti  riibs.  it  rtvirps,  it  Poli$hpH. 


No.  2479  Old  English 
Antique  Brass  Floor 
Lamp  for  candle  or 
electricity. 


ANTIQUE 

OLID  EMGLESM 

BRASS 


We  carry  a  fnll  line  of  ( )1(1  r'ns^lish  .\nti(|ne  Ilrass  inclnd- 
ins^"  Candle  Sticks,  Lamps,  lardinieres,  Door  Knockers, 
.•\sh  Trays,  Jewel  Bo.xes,  I'aper  Weight. ^  etc.  all  excen- 
tionallv  attractive  prices  that  will  sell  at  a  handsome  prolii. 

IF  YOU  WANT  BRASS  AT  ROC  K  BOTTOM  PRICES 
THIS  IS  THE  L'LACK  TO  GET  ri". 


J.  H.  WALKER  LIMITED 

Manufacturers'  Direct  Representatives 
32  Front  St.  West  Toronto 

'^Our  lines  are  different" 


No.  2340  Old  English 
Antique  Brass  Floor 
Lamp  for  candle  or 
electricity. 


TABLE  LAMPS  — BIG   SPECIAL   FOR  APRIL 

Twelve  Polychrome  table  lamps,  assorted  sizes  and  designs,  beantifnlly  finished  in  anti(|ue  yold 
and  colors.  All  hand.some  and  up-to-the-minute  designs — complete  with  parchment  finished 
shades  mostly  rose  and  blue  color.s — decorated  with  Egyptian  vase  and  flower  desigtis.  .Shades 
up  to  12  inches  in  size — Lamps  to  match.  Twelve  to  a  case.  Price  of  Lamps  complete  with 
Shades  each  $5.50. 

We  are  going  to  continue  our  March  offer  for  .A.pril  of  six  large  mahogany  finished  floor  lamps, 
complete  with  two  pull  chain  sockets  and  24  inch  silk  shades  lined — assorted  designs  and  colors. 
Six  to  $15.00. 

G.  L.  IRISH     497-499  Queen  St.,  West,  TORONTO,  ONT. 


APRIL,  1923 


No.  594  Dining  Suite  (Italian') 
Oak.     Old   English  and  American   Brown  finishes,  satin   or  velvet;    and   Italian  finish,   wax  or  velvet.  Plain 
British  plate  mirror.     Cast  brass  trimmings. 


A  Knechtel  Suite 
That  Brings  in 
the  Business 

The  inimitable  charm  of  our  Dining  Room 
Furniture  makes  an  instant  appeal  to  all  lov- 
ers of  the  truly  beautiful  in  furniture. 

The  dealer  who  shows  this  line  has  a  decided 
advantage  which  operates  steadily  in  the 
extension  of  his  prestige,  his  goodwill  and 
his  success. 

The  suite  shown  is  characterized  by  except- 
ional grace  and  dignity  and  has  proved  a 
wonderful  business  getter. 

Let  us  furnish  you  with  particulars. 


THE  KNECHTEL  FURNITURE  CO. 

LIMITED 

HANOVER  ONTARIO 


The  flexible  mattress-surface  on  this  spring 
eliminates  sway  and  all  rolling  and  sinking 
to  the  centre.  A  LYRITE  spring  will 
never  sag.  It  means  luxurious  rest  and 
quiet  slumber. 

Doesn't  it  pay  to  handle  the  best? 

Leggett  &  Piatt  Spring  Bed  Company 

Windsor,  Canada 
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Wedding 
Presents 

Household 


I  Labor- Saving 


Equipment 
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Fischman  Quality  Products 


Workmanship  and  mat- 
erials in  all  our  produc- 
tions are  of  high  standard. 
Ventilated  Spring  Mat- 
tresses, Ventilated  Box 
Springs,  Ventilated  com- 


for 
Prices 


bined  Box  Springs  and 
Matt  r  e  s  s  e  s,  V entilated 
Spring  Pillows,  Spring 
Upholstering  Cushions, 
Upholstering  Construc- 
tions, Auto  Seats,  Spring- 
Rosettes,  Chair  Pads,  etc. 


FISCHMAN  SPRING  CO. 


KITCHENER 


ONTARIO 


I: 
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Put  your  Furniture  Sales 
on  a  better  footing 

Furniture  footwear  may.  at  first  glance,  appear  to  he  an 
insignificant  item,  but  when  one  considers  the  damage 
that  may  he  caused  if  it  is  unsatisfactory,  it  hecomes  a 
very    important  (piestion. 

This  is  whv 

ONWARD 

SLIDING  FURNITURE  SHOES 

are  l)eing  so  universally  used  these  da\  s  by  those  who 
know  vvh;!t  is  best  for  good  furniture. 

Onward   Sliding    Furniture    Shoes   cannot    crack,   chip  or 
bend:   they  will  not  scratch  or  dent  hardwood  floors  or 
tear  the  most  delicate  rugs.       With  them  you  can  move 
the  heaviest  piece  of  furniture,  easily.  smoothl\-  and  (|uietly.    The\-  are  a  convenience  and  a  protection. 

If  you  want  to  get  the  iiest  results  with  your  furniture  sales  order  all  >-our  furniture  eciuipped  with 
"Onward"  furniture  shoes.  Stock  them  yourself — \oirr  customers  prefer  "Onward"' — equipped  furni- 
ture. 

Supplied  in  all  sizen  and  styles — glass  base  and  smooth  metal  base.     Made  in  Canada  by 

ONWARD  MANUFACTURING  CO.,     Kitchener,  Ont. 


"ONWARD"  SALES  AID 

Use  this  magnificent  window  cut  to  help  your  sales 
of  "Or/ward"  fcctwear  along.  It  is  13"  x  36"  print- 
ed in  several  colors  and  will  be  sent  you  at  your 
request.     Investigate  this  offer  without  delay. 


MAY,  1928 


KITCHENER  —  WATERLOO 


IT  STAYS  SOLD 


The  purchase  of  a  Malcolm  &  Hill  suite  is  an 
event  in  any  home,  whether  that  home  is  a 
mansion  or  a  cottage.  It  is  a  prized  posses- 
sion which  the  years  cannot  dim,  but  rather 
add  to  its  value;  so  that  the  merchant  who 
sells  it  has  formed  a  lasting  friendship — the 
only  sure  method  of  building  a  permanent 
and  profitable  business. 


MALCOLM  &  HILL,  LIMITED 

KITCHENER,  ONT. 


"Canada's  Greatest  Furniture  Centre" 
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FURMTURK  WORLD 


KITCHENER  —  WATERLOO 


T^HE  unmistakable  trend  on  the 
part  of  the  public  toward  the 
better  class  furniture  is  distinctly 
favorable  to  the  merchant  hand- 
ling the  H.  Krug  range. 

For  in  H.  Krug  furniture  the  dis- 
criminating customer— and  even 
those  who  know  little  about  such 
things  —  recognize  its  superior 
workmanship,  materials  and  design 


The  H.  Krug  Furniture  Co,,  Limited 

Kitchener,  Ontario 


^^Canada's  Greatest  Furniture  Centre'' 


MAY,  1923 
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KITCHENER  —  WATERLOO 


BUSINESS  WEATHERVANE 

Spring  Retail  Trade  is  good.  Despite  Backward  Season. 
Railroads  Prepare  for  Record  Breaking  Traffic  in  Fall. 
Record  Residential  Construction. 
Lumber   Market  Grows  Stiffer. 

Headlines  from  "Industrial  Digest"  May,  1923. 
New  York. 


Finishing 


This  is  the  final  process  in  the  making  of  furniture,  .save  only  that  of  trimming  and  packing:  and  a  most  im- 
portant process  it  is. 

There  arc  many  types  of  finish,  and  many  effects  to  he  had,  such  as  finishing  without  altering  the  natural  color 
or  texture  of  the  wood:  or  it  may  be  stained  the  desired  color  or  combination  of  colors:  or  it  may  be  enamelled 
to  the  colors  desired,  which  of  course  entirely  covers  the  wood,  so  that  the  enamel  finish  does  not  show  anv  or  the 
wood  beneath:  this  finish  being  entirely  a  surface  finish. 

It  is  most  important,  however,  that  the  process  of  finishing  be  carefully  and  expertly  done,  so  that  the  piece  of 
furniture  be  ensured  of  lasting  qualities.  Finishing  is  not  only  a  means  of  beautification,  but  also  a  protection  to 
the  wood  beneath.    As  the  "Paint  and  Varnish"  men  have  it  "Save  the  Surface  and  you  save  all". 

But  in  furniture  making  finishing  has  always  been  aprocess  of  beautification.  as  well  as  preservation.  Finishing- 
should  be  just  as  much  a  part  of  the  design  as  the  type  of  ornamentation  used. 

Finishing  therefore  has  two  distinct  functions  to  perform,  preservation  and  beautification.  Each  of  these  must  l)e 
considered  in  its  relation  to  the  other.  Each  step  in  the  process  must  be  done  with  tiiese  two  objects  in  mind,  so 
that  the  result  may  be  pleasing,  and  the  result  permanent. 

Well  finished  furniture  carries  its  own  recommendation  with  it.    Its  "heart  is  on  its  -sleeve." 

Anthes  Baetz  Furniture  Co.  I,imited 

Dining  Room  and  Chamber  Furniture. 

Baetz  Bros.  Furniture  Co.  Limited 
Living  Room  Furniture 

Bac(z  Bros.  Specialty  Co.  Limited  V      /"^ '  ^  Managing  Director 

Portable  Electric  Lamps  and  Shades 

Kitchener,  May,  1923. 


IT  PAYS 

Professor:  "Isn't  it  -ivondcrful,  my  dear?  They've  actually  found  in  the  tomb, 
couches  and  chairs  thirty  centuries  old,  and  in  good  condition." 

His  Wife:     I  have  always  said,  John,  that  it  pays  in  the  long  run  to  buy  the  best." 

"Punch" 


"Canada's  Greatest  Furniture  Centre" 


FURNITURE  WORLD 


KITCHENER  —  WATERLOO 


Dining  and  Bedroom  Furniture 

"More  value  for  the  money"  is  the  basis  upon  which 
Art  Furniture  is  building  up  a  Dominion-wide  re- 
putation. 

If  you  haven't  yet  had  an  opportunity  of  examining 
our  new  lines  for  the  coming  season,  it  will  pay  you 
to  do  so  immediately.  These  new  goods  are  right 
in  line  with  the  popular  demand  for  quality  furni- 
ture at  a  moderate  price — they  will  mean  more 
business  for  you. 

ART  FURNITURE  COMPANY  LIMITED 
KITCHENER   -  ONTARIO 


"BEAVER" 

The  Guaranteed  Line 


More  and  more  is  the  BEAVER  LINE  being  recognized  as 
the  line  of  quality  that  appeals  to  the  careful  buyer  who 
wants  the  best  lookers  and  the  best  of  construction  at  a 
fair  price. 

Made  in  American  Black  Walnut  and  in  Quartered  White 
Oak. 

BEAVER  FURNITURE  COMPANY  LIMITED 

KITCHENER,  CANADA 


^'Ganada^s  Greatest  Furniture  Gentre'' 


MAY,  1923 


THE 

LIPPERT 

FURNITURE 

COA\PANYaiMiTED 


KITCHENER 
ONTARIO 
CANADA 


NO.  2061— HEIGHT  49} 
WIDTH  72" 
DEPTH   21  "  , 
MIRROR  6  X  68  ' 


■^--ai^^i^  ■■  '  


NO.   2060— HEIGHT  39  H" 
WIDTH  42" 
DEPTH  is" 


NO.  206OA 


I  I  I  I.- 


NO  2060— HEIGHT  44  J^" 
WIDTH  72" 
DEPTH  21  " 


NO.   2060— 30  X  57  X  46 


NO.  2060— HEIGHT  62" 
WIDTH  44" 
DEPTH  ISK" 
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FURNITURE  WORLD 
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This  Suite  Should  Have  a  Place 

on  Your  Floor 

No.  692  RED  GUM— WALNUT  FINISH 


Take  a  suite  like  the  one  illustrated, 
feature  it  at  the  price  which  the 
original  cost  will  enable  you  to  do 
— and  you  will  make  folks  forget 
that  good  furniture  is  expensive. 
The  dealer  handling  the  Stratford 
Chair  line  has  this  advantage — and 
their  is  no  better  method  of  getting 
your  share  of  this  seasonal  business 
than  by  featuring  these  produc- 
tions. 

WRITE  TODAY. 


No.  R92  Buffet 


Ko.  692-5  Arm  Chaii- 


Nn.  fi<)2  Cabinet 


No.  692  Chair 


The  Stratford  Chair  Company 

STRATFORD,  ONT. 
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An  Argument  They  Can't 
Resist— An  Extra  Bedroom 

FREE! 

First  your  customers  get  the  impression  of  a 
beautiful  piece  of  furniture,  perfect  in  work- 
manship and  dehghtfully  comfortable.  Any- 
one would  be  proud  to  place  it  in  their  living- 
room. 

But  the  most  important  feature  of  the  Kroehler 
Davenport  Bed  they  cannot  guess  by  its  appear- 
ance. For  with  one  easy  motion  it  opens 
revealing  a  full-size,  completely  equipped  bed. 
The  living-room  is  at  once  transformed  into  a 
bedroom — an  extra  room  at  no  extra  rent.  That 
is  an  argument  you'll  find  they  can't  resist. 

A  trial  order  will  convince  you. 


KROEHLER  MANUFACTURING  COMPANY  LTD. 

STRATFORD,  ONT. 
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FURNITURE  WORLD 


How  About  You? 


Hundreds  of  dealers  throughout  Can- 
ada are  finding  reed  furniture  to  be 
their  most  profitable  line  and  they  have 
a  habit  of  pointing  to  Imperial  furni- 
ture as  proof  of  its  sales  possibilities. 

Imperial  furniture  has  created  a  ret:ord 
of  unusual  saleability  based  on  honest 
value  in  every  piece.  Workmanship  and 
material  are  the  best  and  the  designs  in 
every  case  make  an  instant  appeal. 
Have  you  seen  them? 


Imperial  Rattan 

Company  Ltd. 

STRATFORD      —  ONTARIO 


Write  today 

for  particulars 


iiiiiniiiiiiiniiiiiiiiiiniiiiiiiiiiMiiiiiiiiiiiiiMiiiiiiiiiii'ihiHiiiiiiiiiiiiiniMiiiiMiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiMiniiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^ 


Registered 


that  better  line  of 
reed  furniture  — 


Our  latest  presentations  fully  exemplify  the 
high  quality  that  is  characterizing  Reedcraft 
Furniture.  Superior  design  and  expert  work- 
manship attain  their  highest  and  best  expres- 
sion. 

Our  line  appeals  to  those  of  discriminating 
taste  and  the  attractiveness  of  the  price  is  a  real 
sales  clincher. 

(jet  prices  <.)\\  our  complete  line  of  Settees,  Chairs, 
Rockers,  Chaise  Loiinp;es,  Tables,  Ladies'  Desks, 
Pedestals,  Foot  Rests,  Smokers'  Stands,  Lamps, 
Ferneries,  Etc. 

Goderich  Art- Craft  Furniture 

Company  Limited 

Goderich        -        -        -  Ontario 


MAY,  1923 
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OFFICE  CHAIRS 
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No.  60 


No.  61 


When  you  buy  office  chairs  you  expect  selected  wood,  perfectly  finished, 
correctly  designed  and  using  only  the  best  tilting  irons  and  casters.  These 
qualities  are  combined  in  chairs  made  at  our  factory. 


The  Owen  Sound  Chair  Co.  Limited 

OWEN  SOUND      —  ONTARIO 
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FURNITURE  WORLD 


HEAD  OFFICE :  WOODSTOCK 

WHOLESALE  SHOWROOMS:  136  -  140  King  St.  E.,  Toronto 
Winnipeg  Warehouse,  289  Chambers  St.  .Montreal  (3ffice,  364  University  St. 
Factories:     Woodstock,  Walkerton,  Wingham,  Waterloo,   Kitchener.  Seaforth. 


MAY,  1923 
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They  All  Want 

MEDIUM-PRICED 
WALNUT 


Medium  priced  walnut  is  selling  today  as 
it  never  sold  before.  The  dealers'  chief 
difficulty  has  been  to  secure  furniture  of 
the  desired  quality  to  sell  at  a  popular 
price.  We  have  solved  that  difficulty  by 
producing  a  suite  in  Maple  which  is  speci- 
ally processed  to  closely  resemble  Walnut 
Veneer.  The  result  has  more  than  jus- 
tified our  hopes  for  this  suite  (as 
illustrated)  is  proving  a  wonderful  seller. 
You  should  know  about  it. 


i 


Write  for  Prices 

The 

Meaford  Manufacturin: 

Company,  Ltd, 

Meaford,  Ont. 
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FURNITURE  WORLD 


'Better  Quality  Furniture" 


Nest  of  Tables  in  a  Charming  Coombe  Design 


No.  2203  Nest  of  Tables.  Jacobean 
design  in  Oak  only.  Large  Table  12 
X  22  inches,  height  27  inches. 

No.  2203VL'  Nest  of  Tables.  Same  as 
No.  2203  but  made  in  Birch  with 
neatly  turned  round  legs. 

Both  these  numbers  continue  to  be 
good  sellers  and  undoubtedly  deserve 
a  place  on  every  merchant's  floor. 

The  F.  E,  Coombe  Furniture  Co. 

Limited 
Kincardine      —  Ontario 


^itiiiitiiaiiiiiBiiBiiiiiaiiiMiiiiiiiiiiaiiiiiaiiBiiiiie.     i     o' c  g'  hi  i'iukoi 


{iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiinihiiii|iiiMiiiiiiii:iiiiiiiiiiiiiiiiiiiniiiiiiiiiiiiiiiiiiiiiiiiiiiaiiiiiBiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii 


I  Chesterfield  No.  911 

1  Materials  and  workmanship  are  combined  with  up-to-the-minute  designs  to  make  our 

1  high  class,  comfortable,  saleable  productions.    Place  your  orders  early  to  avoid  disap- 

I  pointment  and  to  enable  us  to  give  you  efficient  service. 

I  THE  QUEEN  CITY  FURNITURE  COMPANY  LIMITED 

1  27-63  Vine  St.,  West  Toronto 

'jiiB:iiii8iioi{|iiaiioiiBiiaiiauaiiahaiiaiia>iaiianiiiaiiBi!Bnaiiaiaiiaiiiiiiiiaiiiiiaii<iiaiiaiiin:iiaii«.iaNaiiaiiauiiiaMaiiiiia:iaiiaiiiiiin 


MAY,  1923 
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I  A  New  Era  in  Bed  Spring  Construction 

m 
a 

I  Ruddy's  three  new  cable  springs  DBcause  of  unique  features  of  construc- 

i  tion  open  new  possibilities  for  the  sale  of  springs.   Although  just  placed  on 

i  the  market  dealers  tell  us  they  have  already  established  themselves  as  out- 

standing leaders  in  this  field.  Ruddy's  new  cable  springs  easily  demonstrate 
their  superiority  over  springs  of  older  construction ;  frames  have  heavier 
angle  and  with  sides  of  lV-2  inch  oval  tubing  giving  greater  strength  exactly 
where  needed ;  stronger  risers  fit  any  bed ;  non-rustable  twisted  cables  replace 
1  woven  warps;  each  cable  acting  independently  of  the  other;  french  grey  ena- 

i  mel  finish  that  does  not  show  the  dust;  all  cable  springs  guaranteed  to  be 

swayless,  sagless  and  noiseless. 


m 


a 
a 
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RUDDY'S  DIAMOND  SPRING 

The  fabric  is  built  of  non-rustable  steel  wire 
cables,  twisted  so  that  stretching  or  sagging  is  im- 
possible. The  whole  fabric  is  reinforced  by  two 
steel  bands.  Individual  cables  are  held  together 
by  retaining  clips  which  give  the  spring  the  "Dia- 
mond" appearance.  No  rough  or  sharp  places  to 
damage  bedding  or  mattresses.  Each  spring  fully 
guaranteed. 


RUDDY'S  YORK  SPRING 

The  fabric  is  constructed  of  non-rustable  twist- 
ed steel  wire.  Cables  reinforced  by  two  steel 
bands.  Retaining  clips  hold  the  cables  so  that 
they  are  parallel  for  practically  the  full  length  of 
the  bed,  a  construction,  that  makes  for  absolute 
comfort.     Each    spring   fully  guaranteed. 


m 


RUDDY'S  SOMNUS  SPRING 

Exclusive  feature  of  this  spring  is  that  the  tension  can  be 
adjusted  to  fit  a  person  of  any  weight  by  simply  sliding  the  ad- 
justing clips  to  tighten  the  cables.  Excepfconally  strong  con- 
struction, rounded  corners  and  smooth  surface  so  that  no  damage 
to  mattress  or  bedding  is  possible.  The  fabric  is  non-rustable 
steel  cables  twisted  tightly  so  that  stretching  or  sagging  is 
impossible.      Each    spring    is    fully  guaranteed. 


Ruddy  Manufacturing  Company,  Limited 

Brantford  Canada 

Manufacturers  of  the  Celebrated  Sellers  Kitchen  Cabinet 


m 
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F  URN  ITU  lib:  WORLD 


No    530  Desk  and  Bench 


T^HE  well  known  sale- 
ability  of  Andrew 
Malcolm  furniture  makes 
the  handling  of  this  line 
a  proposition  which  no 
merchant,  catering  to  a 
high  class  trade,  should 
overlook. 


The  Andrew  Malcolm  Furniture 

Co.  Limited 

Kincardine  and  I.istowel 


Blue  Ribbon 

Values  in 
Solid  Walnut 


In  pursuance  of  our  policy  of 
providing  the  trade  with  fur- 
niture to  meet  the  expressed 
demands  of  the  public,  our  de- 
signers have  created  several 
attractive  suites  in  Solid  Walnut 
The  one  illustrated — No.  324 — 
is  typical  of  these  new  offerings. 


Dresser  No.  324 


No.  324  Bedroom  Suite  is  made 
to  sell  at  a  moderate  price,  yet 
nothing  has  been  sacrificed  in 
quality  or  workmanship.  It  is 
an  excellent  example  of  a  line  of 
furniture  which  has  always  met 
with  the  approval  of  experienced 
buyers  in  the  trade. 


Victoriaville 
Furniture  Co. 

Victoriaville,  Que. 


Vanity   Dresser    No.  324 
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FURNITURE  WORLD 
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DOLL  BUG  cms 


This  is  a  "small  edition"  of  the  Lloyd's  famous 
"Comfort  Pullman  Sleeper,"  baby  carriage.  It 
is  made  with  all  the  care  and  finish  that  is  put  into 
a  full  sized  HEYWOOD-WAKEFIELD  Carriage 
but  is  made  for  the  kiddies  and  they  like  them. 

Are  you  stocked  up  to  meet  the  demand  that  will 
ccme  with  fine  weather? 


HEYWOOD-WAKEFIELD,  Limited 

OF  CANADA 
Manufacturers  of  Lloyd  Loom  Products 

ORILLIA        -        -  ONTARIO 


MAY,  1923 
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Are  You  Ready  for  the 
Verandah  Chair  Trade 

? 


THERE  is  no  time  to  lose 
now  if  you  are  to  get 
your  share  of  this  pro- 
fitable business. 

Old  Sol  is  already  coaxing- 
folks  out  of  the  house  and  on 
to  the  verandah,  and  this  is 
when  they  are  in  the  most  re- 
ceptive frame  of  mind  to  pur- 
chase new  verandah  chairs. 

With  a  stock  of  Canadian 
Rattan  Chairs  at  your  com- 
mand, you  will  be  able  to  meet 
the  needs  of  every  customer. 

Remember  that  we  keep  com- 
plete stocks  on  hand  at  all 
times  and  can,  therfore,  make 
immediate  shipment. 

Write  or  wire 
your  orders 


The  Canadian  Rattan  Chair  Co.  Limited 


Victoriaville,  Quebec 


With  which  is  affiliated 


The  Eastern  Townships  Furniture  Mfg.  Co., 


J.  D.  Gagne, 


Arthabaska,  Quebec 


President  and  Man.  Director 
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FURNITURE  WORLD 


mn  TIP 


Lawn  and  Camp  Furniture 


We  manufacture  the  most  complete  line  in  Canada. 
Place  your  order  NOW,  and  be  assured  of  delivery 
when  goods  are  required. 

Do  NOT  put  off  till  the  last  minute.  The  result 
is  often  lost  sales. 

A  Display  of  our  line  early  in  the  Season  will  bring 
you  profitable  business. 


OUR  GOODS  ARE  GUARANTEED  TO 
NON  TIP  GIVE  SATISFACTION 

OTTERVILLE  MANUFACTURING  COMPANY,  LIMITED 
OTTERVILLE       —  ONTARIO 


Every  Mattress  Bears  Our  Guarantee 

The  Prestige  Building — Profit  Making — Quality  Line 


All 

Materials 
Used 

Guaranteed 

100% 

Pure 


Don't 
Take  a 
Chance 
on 

Unknown 
Lines 


Reliability  is  the  key  note  of  all  mattress  sales.  Customers  are  forced  to  rely  on  the 
recommendation  of  the  dealer — he  on  the  word  of  the  manufacturer.  Don't  take 
chances.  Sell  the  National  line  which  you  know  is  right — all  the  way  through.  We 
back  you  unreservedly. 

The  National  Mattress  Felt  &  Batting  Company 

340  Gerrard  Street  East  -  -  Toronto 


MAY,  1923 
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G  E  L  I  N  A  S 


L  1  M  I  T  E  E 


The  spirit  of  Summer — 

In  the  reed  suite  shown,  Gelinas  designers  have  caught  the  spirit 
of  summer  with  its  bright,  sunny  days  and  long  evenings. 

What  woman,  young  or  old,  would  not  feel  a  little  tug  of  desire 
at  the  sight  of  this  comfy,  attractive  suite.  It  is  typical  of  the 
entire  Gelinas  line,  with  its  many  styles  and  designs,  offering 
"just  the  thing"  for  verandah  or  sunroom,  camp  or  yacht 

T  T  T IV  /T  "D  {~\  Chairs  and  Rockers 
*^  LJiVAlJv_y  have  become  justly 
famous  as  the  ideal  outdoor  line. 
Strongly  constructed  and  well  finished, 
they  are  unusually  serviceable.  They 
come  in  nine  different  sizes  and  two 
models  for  children— Nos,  00  and  50 — 
have  just  been  added.  Write  for  our 
catalogue  and  prices. 

GELINAS  LIMITEE 

LES  TROIS-RIVIERES,  QUE. 


DURABLE  FURNITURE  FOR  OVER  50  YEARS 
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FURNITURE  WORLD 


Chest  No.  15  -  45 

Solid  Walnut — Cedar  lined 


The  Chesley  Chair  Line 

Creates  Business 

( )ur  C  hests  and  Chairs  ha\  c  proven  their  excejj- 
tional  value  l-y  the  sales  they  have  ])r()(!uced 
wherever  shov^n- 

Dining^  Room,  Bedroom  and  Office  Chairs 

(  )nr  new  cala'.oL^iie  Xn-  24  will  Ix-  mailed  upon 
re(|nest. 

The  Chesley  Chair  Co.,  Limited 

Chesley    -  Ontario 


GENDRON  Automobile  Rolling  Chairs 


These  chairs  are  made  folding  and 
take  apart  so  that  they  may  be  placed 
in  aiito  tonneau. 

Our  Catalogue  Grade  '*C". 


Our  new  folder 

H.  R.  H.  THE  BABY 

is  at  your  disposal.  It  contains  verses,  pic- 
tures, and  is  of  interest  to  the  little  folks. 
Let  us  know  your  requirements. 


THE  GENDRON   MANUFACTURING  CO.,  LTD. 

Duchess  and  Ontario  Sts.  ....  TORONTO 


ALWAYS  IN  SEASON 

WPEERLESS^ 

'    FOLDING  TABLE- 

A  compact,  handy,  attractive  table 
that  answers  many  needs  and  is  a  brisk 
seller. 

Keep  a  Peerless  where  it  will  be  seen : 
it  will  bring  profitable  business. 

"Everyone  who   sees   one   wants  one." 

Hourd  &  Co.,  Limited  ^^^^^n 


Have  you  written  about  our  special  gross  lot  offer? 
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For  The  New  Home 


No  21612 


A  Schierholtz  Suite 

This  is  a  home-building  year  and  every  one  of  the  thousands  now 
under  construction  will  need  all  or  at  least  some  new  furniture. 
That  means  good  business  for  the  dealers  and  particularly  those 
handling  the  Schierholtz  lines.  For  Schierholtz  furniture  appeals 
to  people  who  admire  the  beautiful  yet  must  seek  for  value  too. 


The  Schierholtz  Furniture  Company,  Limited 

New  Hamburg,  Ont. 
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Your  Best  Buy  in 
WALNUT 

We  offer  this  suite  (No.  700)  to  the  trade  as  one  of  unusual 
merit.  Made  in  genuine  black  walnut  with  graceful  lines  of 
design  and  beautiful  finish,  it  is  certain  to  please  your  most 
exacting  customers.    Also  in  French  Grey  Two  Tone  hand 


decorated. 


Croivii  Quality 


Why  it  is  sure  to  sell. 

1.  Mahogany  Lined  Draw- 
ers. 

2.  Dustproof  Construction. 

3.  Wood  Backs  to  Mirrors. 

4  Drawers  have  centre 
bearings  and  run  on 
Metal  Glides  with  Metal 
stops. 

5.  Interlocked  Corners  on 
Back. 

6.  Dovetailed  Fronts. 

7.  Moderate  Price. 


"O 


GROWN   FURNITURE  LTD. 

Preston    •  Ontario 
CANADA 


ilfti'  I  tiiiiiiin^iliiilaiiilfci' 


Your  Big  Season  is  Coming! 


Spring  and  Summer 
months  always  see  a  heavy 
demand  for  Reed  and 
Fibre  Furniture.  Besides, 
May  is  the  time  of  house- 
cleaning  when  homes  are 
being  refurnished.  Are 
you  prepared  to  go  after 
this  business? 


Watson  Reed  and  Fibre 
Furniture  bring  in  trade 
because  of  their  unusual 
beauty  and  charm.  Per- 
fect workmanship  and  fin- 
ish combine  to  place  them 
in  the  quality  class  while 
the  price  is  always  mod- 
erate. 


Catalogue  and  particulars  on  request 

J.  B.  Watson  Furniture  Company  Limited 


Kincardine 


Ontario 
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Mundell  Chairs 

A   profitable  specialty 
for  any  dealer 

Don't  consider  the  sale  of  odd  chairs 
as  a  sideHne.  Look  at  it  the  Mundel! 
way — as  a  highly  profitable  specialty. 
With  a  stock  of  Mundell  Chairs,  you 
can  meet  every  demand.  Not  a  sale 
need  be  lost. 

Write  us  now  for  full  particulars. 

JOHN  C.  MUNDELL  &  CO. 

LIMITED 

ELORA  ONTARIO 


No.  950  Chair 
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Furniture  that  creates — 

not  merely  meets — a  demand 


Too  many  people  today  are  content  to 
"make  do"  with  the  furniture  they  now 
have — old  fashioned  and  unsightly  as  it 
may  be. 

BELL  furniture  has  that  happy  char- 
acteristic of  being  able  to  arouse  in  the 
mind  of  this  type  of  customer  the  desire 
for  something  better.  This  desire  soon 
develops  into  a  purchase  when  the 
moderate  price  of  BELL  furniture  is 
announced. 


The  Bell  Furniture  Company  Limited 

SOUTHAMPTON  -  -  ONTARIO 
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Specialized  Industries  Have  Economic 
Advantages  in  Manufacturing 

The  C.  E.  0.  Combination 


IS 


m 


m 


c 


E 


Each  Plant  is  completely  equipped  with  the  most  modern 
machinery  for  manufacturing  economically  the  lines  in  which 
we  specialize-  We  are  therefore  in  a  position  to  produce 
matched  Dining  Room  Suites  in  quarter  cut  oak  at  exceptional 
values. 

Our  Italian  Brown  Finish  is  very  popular  and  lends  itself 
to  splendid  decorative  schemes. 

hesley  Furniture  Co.,  Limited 

hesley,  Ont. 

SPECIALIZING  IN  EXTENSION  TABLES,  a  lar^e 
variety  of  styles  to  select  from  including  the  well  known 
TILT  TOP  and  TWIN  PEDESTALS. 

Imira  Furniture  Co.,  Limited 

Imira,  Ont. 

SPECIALIZING  IN  DINING  ROOM  CHAIRS  of  the 
better  kind  with  special  features.  Numerous  designs  in 
all  the  popular  finishes. 


0 


rillia  Furniture  Co.,  Limited 

rillia,  Ont. 


SPECIALIZING  IN  BUFFETS  AND  CHINA  CAB- 
INETS in  a  good  range  of  specially  neat  designs. 


Communicate  direcl  with  the  Companies  or  with  our 

Permanent  Show  Room,  Kitchener,  Ont, 

145  King  St.  E. 
Centrally  Located 


pysiaBBHcaisirasiHiasBgiisiaiMiiaHBiaic]® 
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AGAVA  HAIR 

1  An  inexpensive  combination  of  Agava  Hair  permits  us 

I  to  offer  the  trade  a  mattress  of  durability,  resiliency  and 

j  quality  not  to  be  found  in  mattresses  within  many  dollars 

1  of  its  price. 

LAMBS^  WOOL 

The  greatest  of  all  mattress  fillers.  We  have  just  re- 
ceived a  large  shipment  of  highest  grade  Lambs'  Wool 
and  are  now  in  a  position  to  fill  orders  of  any  quantity. 

In  view  of  the  steadily  increasing  prices  of  mattress 
materials,  we  would  advise  you  to  place  your  orders  now. 

New  price  list  gladly  forwarded  on  request. 

Kapok  and  Felt  Mattresses,  Down  Comforters,  Down  and 
Feather  Pillows,  etc. 


The  Canadian  Feather  &  Mattress  Company 

LIMITED 
TORONTO  and  OTTAWA 
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Summer  Homes  Are  Being  Furnished 


Feature  Watson  Reed  and  Fil)re  Furniture  the  next  few 
months,  and  attract  tliis  jn-ohtable  business  to  your 
store.  The  l^ri^lTt,  attractive  designs  and  cool  comfort 
of  the  Watson  hue  make  a  particuhir  appeal  at  this  sea- 
son of  the  year  and  open  u])  unlimited  sales  pos- 
sil)ilities  to  the  live  dealer. 


Ideal  for  boudoir,  sunroom  and  |)orch,  they  are  a  par- 
ticularly timely  offering  because  of  the  many  summer 
homes  now  being  furnished.  For  this  purpose  no  other 
line  is  c[uite  so  well  suited,  for  beauty  and  strength  are 
present  in  Watson  Furniture  to  an  unusual  degree.  The 
prices  are  ecjually  attractive. 


Write  for  catalogue  today 


No.  7536S  Chair 
Complete   Suite  to  match 


J.  B.  Watson  Furniture  Co.,  Limited,  Kincardine,  Ont. 
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Every  day  in  every  way 

We  can  all  get  better  and  better 

Savs  Dr.  Coue 


The  Nights  will  take  care  of 
themselves  if  we  sleep  on 

*e  ANTISWAY  spring 


The  exclusive  patented  features  of  this  famous  spring 
make  it  stronger  and  more  comfortable.  It  combines 
all  the  qualities  your  customers  demand  and  our  "20 
years'  guarantee  '  is  the  clinching  argument. 

The  ANTISWAY  is  the  most  satisfactory  spring  to 
buy  and  the  most  satisfactory  to  sell. 

A  Trial  Order  Will  Convince  You 

ESTABLISHED  1905 

Progress  Spring  Bed  Manufacturing  Co. 


Head  Ofifice 
146-154  Cadieux  St. 
MONTREAL 


Branch 
590  King  St-  West 
TORONTO 
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A  Popular  Seller  from  the  Start! 


No.  5268 


This  suite  won  the 
instant  approval  of 
the  trade.  It  is  sell- 
ing big ! 

Better  anticipate 
Your  requirements 
now,  so  as  to  share 
in  the  business  it  will 
undoubtedly  create 
this  summer. 

Priced  right,  gener- 
ous discounts — just 
what  you  need  for 
warm  weather 
trade. 


No.  5866 


No.  5262 


The  North  American  Bent  Chair  Co.,  Limited 

Owen  Sound,  Ontario 

Manufacturers  of  Dining  and  Bedroom  Furniture  and  Chairs 
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With  the  Editor 


Why  Women 
Leave 
Home  ? 


Anything  that  will  save 
work  for  the  women  in  our 
homes  is  worthy  of  con- 
sideration and  any  dealer 
who  vigorously  pushes  the  sale  of  latoor  savers 
is,  consequently,  a  public  benefactor.  In  this 
issue  we  devote  several  pages  to  a  discussion  of 
those  pieces  of  home  equipment  that  deserve  to 
be  classified  under  this  heading.  There  are 
many  and  they  all  seem  to  be  legitimate  stock 
for  the  furniture  retailer  to  carry.  These  are 
days  when  servants  are  hard  to  get  and  harder 
to  keep.  They  are  also  expensive,  not  always 
efficient,  frequently  not  dependable  and  some- 
times not  sweet  tempered.  The  solution  seems 
to  lie  with  labor  saving  appliances  and  furnish- 
ings. House  keeping  under  the  most  favorable 
conditions  can  be  made  very  attractive  and  it 
is  doubtful  if  any  other  class  of  retailer  could 
handle  these  things,  as  a  group,  better  than  the 
furniture  retailer. 


Furniture 
for 

Wedding  Gifts 


In  this  issue  we  devote 
considerable  space  to  a  dis- 
cussion of  the  possibility 
of     the     furniture  dealer 


cashing  in  on  the  wedding  present  purchases. 
Many  of  them  do  this,  freely,  and  it  may  seem 
impossible,  to  them,  that  there  are  some  retail- 
ers who  practically  ignore  this  important  sea- 
son. Of  course,  it  is  necessary  to  have  attrac- 
tive pieces  in  stock  and  for  this  purpose  it  might 
be  a  good  idea,  for  the  time  being  at  least,  to 
have  a  'gift  department'  set  up  in  a  separate 
room  or  in  one  corner  of  the  main  store.  This 
is  common  practice  in  many  stores  at  Christ- 
mas time  when  gifts  of  all  kinds  are,  of  course, 
in  great  demand,  but  it  should  be  worth  doing 
also  during"  the  later  half  of  May  and  the  month 
of  June.  Deciding  what  to  give  the  bride  is 
about  as  diiificult  a  problem  as  picking  the  win- 
ners in  an  election  and  any  retailer  whti  comes 
to  the  assistance  of  the  public  will  have  their 
gratitude  and  should  also  have  their  co-i)pera- 
tion. 


Are  you  surp 
oj  your 
Figures  ? 


The  second  instalment  of  a 
most  interesting  and  valu- 
able article  on  the  subject 
of  "turnover"  in  furniture 
stores  is  given  in  this  issue.  Figures  of  this 
kind  are  difiicult  to  get  and  for  that  reason  are 
more  likely  to  be  read  carefully.    The  items  of 


mark-up,  overhead,  profits  and  turnover  are 
vital  in  every  business  and  while  it  may  be  that 
each  retailer  has  to  work  out  his  own  scheme, 
yet  it  is  doubtless  true  that  he  can  gain  much 
by  comparing  his  own  figures  with  the  averages 
given  in  this  article. 

It  is  to  be  hoped  that  in  these  modern  days 
there  is  no  furniture  retailer  who  does  not 
know  his  own  figures  for  these  items.  Time 
was  when  it  was  not  an  unusual  thing  to  meet 
a  retailer  who  didn't  know  what  his  overhead 
was.  Today  this  is  not  so,  but  there  seems  to 
be  a  real  danger  that  many  of  them  are  under- 
estimating the  cost  of  selling  and  consequently 
are  not  marking  up  their  prices  as  much  as  they 
should.  Furniture  turnover  at  best  is  slow  and 
there  is  no  use  kidding  ourselves  that  a  mark-up 
of  twenty-five  or  even  fifty  per  cent  will  yield 
a  profit.  The  slow  turnover  in  this  line  is  a 
good  argument  why  auxiliary  lines,  that  move 
more  quickly,  should  be  carried. 


Extravagance 

or 
Thrift? 


lienry  Ford  has  just  start- 
ed a  scheme  for  selling  cars 
on  the  instalment  plan  that 
threatens  to  undo  all  the 
\  aluable  educational  work  carried  out  in  recent 
years  by  our  saving  banks  and  other  similar 
organizations  and  at  the  same  time  deprive 
hundreds  of  thousands  of  wage  earners  of  the 
means  of  providing  their  families  with  life's 
necessities.  It  is  a  matter  with  which  the  retail 
merchant  is  closely  concerned.  Mr.  Ford  has 
made  the  conditions  of  purchase — or  rather  the 
conditions  of  undertaking  to  purchase — so  very 
easy  and  liberal  that  it  may  well  be  the  dissipa- 
tion of  many  a  hard  earned  reserve  account, 
many  resolves  to  lay  b_v  a  little  something  for 
the  future. 

According  to  this  scheme  it  is  only  necessary 
to  pay  $5.00  down  and  $5.00'  a  week.  Anyone 
earning  $15.00  a  week,  according  to  the  claims 
made  for  this  scheme,  can  buy  a  Ford.  Com- 
menting on  the  scheme  the  jiresident  of  the 
Association  of  Savings'  Banks  of  New  York 
State,  says :  "This  plan  is  c^pposed  to  the  ten- 
dency toward  thrift  which  the  savings  banks  are 
working  so  hard  to  build  up,  I  have  sufficient 
faith  in  the  people  who  make  up  the  bulk  of 
savings  bank  depositors  to  believe  that  they 
will  not  he  lured  to  extravagance,  but  any 
attempt  to  make  them  buy  luxuries  with  their 
saA'ines  is  destructive." 
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Can  You  Beat  This  Record? 

Sixty  Seven  Years  in  Business 

Serving  the  Public,  Equipping  Their  Homes 
with  Furniture  and  Furnishings — John  Fer- 
guson &  Sons  do  not  Complain  of  Business 

Conditions. 


One  of  ()ntari()'s  oldest  furniture  retail  liouses 
will  celebrate  its  sixty-seventh  anniversary  May 
24th  in  London,  Ont. 

On  the  corner  of  Dundas  and  Richmond  Sts., 
where  the  Dominion  Bank  now  stands,  John  h'er- 
j^uson  opened  a  furniture  store  on  May  24,  LSSd. 
At  that  time  all  furniture  was  made  by  hand, 
and  in  connection  with  the  store  Mr.  h-erfrusoii 
had  an  old  time  cabinet  sho]),  where  he  made 
tile  furniture  which  he  st)ld. 

Realizint^'  that  hou.sewives  pui  chased  90  i)er 
cent  of  the  furniture  that  goes  into  their  ht)mes. 
and  that  women  who  are  going  to  buy  furniture 
delight  in  looking  o\er  a  large  and  varied  as- 
sortment, john  h'erguson  &  Sons  have  arrang- 
ed their  show-rooms  so  that  the  maximum 
amount  of  stock  is  continually  on  display.  Real- 
izing also  that  in  these  days  of  keen  com])etition 
there  is  an  unusually  large  amount  of  window- 
shopping  done,  the  firm  aims  to  kee])  constantly 
before  the  pul)lic  well  arranged  window  dis- 
plays. Tu|ually  imjjortant  to  its  selling  policy, 
the  firm  belie\es,  is  its  practice  of  always  keep- 
ing prices  prominently  displayed  on  large  cards 
of  all  merchandise.  "The  price  is  the  first  item 
that  anv  ])uyer  wants  to  know,"  said  Mr.  Robert 
herguson  in  discussing  merchandise  with  the 
"Furniture  World.''  "V\'e  find  that  a  large  ])er- 
centage  of  women,  particularly  from  the  smaller 
towns  and  the  cotintry  do  not  like  to  walk  into 
a  store  and  ask  the  price  of  merchandise.  In 
many  cases  they  fear  they  may  be  talked  into 
buying  something  which  is  Iieyond  their  means. 
Many  (Others  do  not  like  to  walk  into  a  store  and 
go  out  without  making  any  i)urchase.  Probab- 
ly ninety-five  per  cent  of  peo])le  generally  have 
a  wrong  impression  in  regard  to  prices.  Almost 
invariably  they  believe  they  are  considered  high- 
er than  they  really  are.  We  aim  to  answer  im- 
mediately the  first  and  most  important  (|uestion. 
We  do  it  by  placing  in  large  figures  all  prices  on 
each  article  displayed.  This  has  another  value 
also  that  it  saves  sales-talk  and  time.'' 

Ouality  is  one  of  the  outstanding  features  .if 
the  John  Fergttson  &  Sons"  store.  They  always 
handle  the  very  best  furniture  and  their  reputa- 
tion has  been  built  u])  on  the  goods  they  have 
sold  for  three  generations.  It  is  (|uite  a  com- 
mon occurrence  for  a  would-be  purchaser  to  in- 
cpiire  for  a  certain  kind  of  article,  ])erhaps  some- 
thing that  is  now  considered  obsolete,  and  gi\e 


her  reason  for  wanting  that  ])articular  piece  of 
furniture,  because  some  thirty  or  forty  years 
ago  they  sold  such  a  piece  of  furniture  to  her 
( jrandmother.  She  cites  the  wonderful  work- 
manship and  ([uality,  and  the  beauty  of  its  finish. 
No  new-fangled  furniture  to  erjual  the  make  of 
it.  It  is  a  matter  of  great  pride  to  this  firm,  that 
their  g(x:)ds  are  so  well  sjjoken  of  and  ap- 
preciated. 

On  account  of  their  location,  they  are  able  to 
sell  at  a  reasonable  figure,  and  years  of  exper- 
ience and  knowing  the  ])ractical  side  of  their 
business  makes  them  better  judges  of  good 
workmanship.  When  one  is  taught  cabinet  mak- 
ing in  early  youth,  it  instils  a  love  for  all  that  is 
beautiful  in  the  art  of  furniture  making.  Natur- 
ally the  best  material  is  chosen  to  put  such  good 
work  on,  and  good  work  and  good  material  is  a 
combination  that  is  hard  to  beat.  The  firm  of 
John  h'erguson  and  Sons  aim  to  give  .satisfaction. 
Just  because  their  re])utation  is  made,  they  do 
not  consider  it  all  that  is  necessary  to  keep  the 
good  will  of  the  buying  public.  They  are  as 
careful  to  guard  the  prestige  they  have  won.  as 
they  were  in  building  it  tip. 

Mr.  P'erguson  believes  that  furniture  mer- 
chandizing is  much  more  complex  in  many  ways 
now  than  it  was  in  the  early  days.  Fifty  years 
ago  |)eoi)les'  tastes  were  somewdiat  simple  and 
their  wants  comparatively  few.  Something  sub- 
stantial and  lasting,  at  as  low  a  i)rice  as  possible, 
is  what  the  majority  .sought.  It  was  not  then 
necessary  to  carry  a  large  range  of  sizes  and 
styles,  as  people  nearly  all  lived  in  homes  where 
the  rooms  were  large,  and  such  things  as  apart- 
ment houses  and  small  roomed  houses  such  as 
are  common  nowadays  were  not  even  thought  of. 
I'eo])le  at  that  time  also  were  not  demanding 
labiir  sa\ing  and  space  saving  e(|uii)ment.  such 
as  kitchen  cabinets,  washing  machines,  dish- 
washers, and  other  labor  saving  devices.  It  was 
neither  necessary  to  carry  a  large  nor  varied 
stock  to  satisfy  the  re(|uirements  of  the  buying 
])ul)lic. 

.\t  the  ])resent  time  Mr.  b'erguson  jioints  out. 
it  is  not  only  necessary  to  carry  a  large  and  vari- 
ed stock,  coni])rising  the  widest  range  of  styles, 
but  also  to  keep  it  turning  (i\er  continually,  as 
l)eo|)le  demand  so  many  \ariations  in  designs 
and  finishes. 

John  Fergu.son  (.K:  Sons  ha\e  five  large  show- 
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Many  Happy  Returns 

We  hear  much,  these  days,  of  mortality  in  business, 
but  the  fine  old  firm  of  John  Ferguson  &  Sons  continues 
to  gather  vigor  with  age.  Started  auspiciously  in  1856 
on  the  birthday  of  our  Empire's  greatest  sovereign 
this  firm  will  thus  celebrate  its  sixty-seventh  birthday 
on  the  24th  of  this  month.  Congratulations  to  the 
present  members  of  the  company.  The  whole  furni- 
ture industry  will  join  us,  we  are  sure,  in  wishing  them 
"many  happy  returns." 
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\cTy  attractive 
i)ul)lic  includes 


rooms,  filled  to  capacity  with 
range  of  stock.  Their  l)nyinj 
])eople  from  the  wealthiest  city  homes,  the  hum- 
i)le  city  homes,  and  from  all  ])arts  of  the  country 
side.  Buyers  fre(|uently  come  in  from  fifty  miles 
away.  Many  of  these  people  are  well  posted 
1  ei^ardini^-  furniture  styles,  havin<^  ohtained  their 
information  from  catalogues,  and  from  designs 
in  the  homes  of  friends,  and  from  the  lirms' 
advertisements.  hVequently  they  want  some- 
thing more  advanced.  Something  costlier,  some- 
thing to  outdo  their  friends.  Price  in  many  in- 
stances is  a  secondary  c()nsiderati< m.  ( )n  the 
other  hand  there  are  still  people  of  simple  tastes, 
who  want  no  "Fol-de-rols."  They  want  furni- 
ture that  was  in  style  twenty  or  thirty  years 
ago  or  nothing. 

Tt  is  the  aim  of  John  i'"erguson  &  Sons  not 
only  to  meet  the  requirements  of  all  these  people, 
hut  to  supply  them  at  such  reasonable  prices  as 
will  render  years  of  satisfactory  service.  It  is 
not  an  easy  task  to  look  after  such  a  wide  variety 
of  needs,  but  the  fact  is  that  John  Ferguson  & 
Sons  have  held  the  trade  of  families  from  genera- 
tion to  generation,  while  constantly  adding  new 
customers  also. 

Business.  Mr.  h'ergu.son  states^  has  been  good 
and  he  looks  for  it  to  continue  so.  lie  has  im- 
])licit  faith  in  the  future  growth  not  only  of  the 
community  and  the  ])rovince.  but  also  of  the  Do- 
minion, and  believes  that  the  coming  years  will 
bring  splendid  trade. 

.A.  very  important  branch  of  the  firms'  busi- 
ness is  their  repair  trade,  which  is  one  of  the 
largest,  perha])s  in  Canada.  C  hoice  bits  of  tur- 
niture  especially  "antique"  furniture  reciuiring 
re])airing,  rebuilding,  or  refinishing  is  sent  in 
from  all  i)arts  of  the  country.  (Ireat  care  is 
shown  every  ])iece,  and  every  effort  is  made  to 
restore  it  to  its  original  beauty.  The  firm  i)rides 
itself  on  the  efficiency  of  its  service  in  this  de- 
partment, as  it  is  one  in  which  real  knowledge 


of  the  art  <if  furniture  making  and  of  finishing 
wood  can  be  displayed.  Mr.  Alex.  Ferguson  and 
.Mr.  A.  II.  Drake  learned  their  trade  side  by  side 
with  the  firm  away  back  in  1873,  have  been  with 
it  continuously  through  its  half  century  of  steady 
growth,  and  are  still  in  charge  of  departments 
where  their  wide  ex])erience  and  knowledge  are 
of  maximum  \alue.  In  a  thousand  ways  they 
are  able  to  render  real  service  and  give  valuable 
advice,  not  only  to  those  buying  new  furniture, 
but  in  regard  to  repairs,  upholstering,  best  ar- 
rangement of  rooms,  etc.,  etc. 

This  store  believes  that  prompt  delivery  is 
one  of  the  essentials  of  real  service.  People  want 
the  furniture  they  have  ordered  at  a  specified 
lime,  and  the  firm  make  every  efifort  to  see  that 
the  goods  are  delisered  at  that  time.  They  also 
endeavor  to  see  that  the  pieces  are  placed  where 
the  customer  desires  and  that  everything  is  fitted 
together  properly  and  in  first  class  condition  for 
use  before  they  leave.  They  find  invariably  that 
this  service  is  greatly  appreciated,  and  especial- 
ly so  by  housewives.  Many  of  whom  have  little 
or  no  knowledge  of  the  most  artistic  ways  of  ar- 
ranging furniture  to  its  best  advantage,  or  of  put- 
ting it  together  ])roperly. 

The  service  of  this  firm  is  excellent.  Court- 
eous attention  Irom  their  salesmen  is  always 
given.  No  one  is  allowed  to  harass  or  coerce  a 
buyer  in  the  choice  of  selection  at  his  purchase. 
Plenty  of  time  is  given  and  liberty  to  look  the 
stock  and  the  store  over  before  purchasing;  even 
then  if  you  are  in  doubt,  they  will  go  over  the 
catalogues  with  you  and  send  for  whatever  you 
may  desire  on  a])])roval.  lliey  feel  that  to  urge 
a  person  to  take  an  article  they  are  not  perfectly 
satisfied  with,  spoils  a  future  sale.  On  the  other 
h;ind,  they  reason  that  if  the  article  is  not  sold 
at  the  time,  the  i)arty  will  return  and  eventually 
buy,  when  they  have  made  up  their  minds  fully 
as  to  the  best  choice.  This  jxilicy  has  made 
friends  lor  the  firm  lor  three  generations. 
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It  is  Estimated 
There    Will  be 
50,000  Weddings 
During  June. 
If   Each  Bride 


Gets  Presents  to 
the  Extent  of 
Only  $100.  that 
means  a  Total 
of  $5,000,000. 


The  Big  Question  Is — 

What  Shall  We  Buy  for  Her? 

Thousands  of  People  Will  Ask  it  During  the  Next 
Few  Weeks — Will  the  Answer  be  "Furniture"? 
— The  Wedding  Present  Business  Bulks  Large 
and  is  Well  Worth  a  Vigorous  Bid 


The  day  is  at  hand  when  you  and  1  and  a  host 
of  other  men  and  women  will  be  forced  to  make 
the  decision  on  wdiat  we  shall  buy  for  that  young- 
bride  who  was  so  considerate  as  to  invite  us  to 
her  wedding". 

It  is  inevitaible,  i)Ut  there  is  this  satisfaction 
— it  is  the  common  lot  (.)t  all. 

To  the  retailer  this  tliouglit  should  bring"  real 
satisfaction  because  it  means  more  turnover  and 
more  profit. 

There    is    just    one    uncertainty  about 
whole    matter — where    will    these  presents 


the 

'be 


get  the  ibusiness?    Or  the 

Or  the  electric  stores.^ 
f  this  Imsiness  come  to  the 


bought? 

Will  the  jeweller 
hardware  merchant : 

Or,  will  the  bulk- 
furniture  trade? 

Isn't  it  largely  a  matter  of  wlio  goes  after  it.'" 

If  we  all  take  it  for  granted  that  the  jeweller 
is  the  only  man  with  wedding"  presents  to  sell — 

The  jeweller  will  sell  mos-t  of  them. 

But,  if  we  take  it  for  granted  that  the  furni- 
ture store  is  the  logical  place  to  buy  them — 

Because  furnitiu^e  pieces  are  attractive  in 
appearance — 

And  appreciated — 


And  always  useful — 

.\nd  if  we  talk  furniture  and  furnishings  for 
wedding"  presents — 

And  advertise  our  stock  to  get  people  into 
our  stores-— 

And  use  good  salesmanship  when  they  come 
in — 

Then,  the  furniture  man  will  get  the  bulk  of 
the  wedding"  present  business. 

Further,  it  will  act  as  a  spring  tonic  tt.)  the 
dealer  to  feel  that  he  has  really  started  some- 
thing— 

And  it  will  make  the  puldic  believe  that  the 
furniture  dealer  is  a  live  one. 

There  is  an  old  French  saying"  "Tout  vient 
a  qui  attend," — e\'ery thing-  comes  to  him  who 
waits — but  surely  this  was  never  meant  to  be 
apjdied  to  the  retail  business.  AVe  all  know  a 
few  old  established  businesses  that  are  still 
carrying  on  on  this  basis,  but  the  number  is 
very  small  and  modern  competition  is  gradually 
driving"  them  to  the  wall  in  spite  of  traditions 
or  personalities.  The  modern  interpretation  is 
"everything  comes  to  him  who  goes  after  it." 
Competition  has  forced  it  upon  us  and  no  mat- 
ter  how   much   we    may   dislike    the  modern 


I 


'0. 


I 


i 
i 


36 


FURNITURE  WORLD 


^  i 

i 


! 


O 


ao-frressi vcness  in  business,  \vc  arc  lu'lpless.  'I  he 
merchant  who  "waits"  can  no  nmix-  (onipclc 
with  the  merchant  who  'Inistles'  than  the  iiorse- 
(h"awn  carria.ye  can  coni])ete  witli  the  auto- 
mobile. 

Hasn't  the  furniture  dealer  u])  to  tlie  present 
lime  often  been  rather  inclined  to  wait  for  busi- 
ness to  come  to  him?  Hasn't  he  frequently 
allowed  ids  competitors  in  other  lines  to  "beat 
him  to  it'"  in  the  search  for  more  business?  Isn't 
this  wedding-  present  idea  just  a  ca^e  in  ])oint? 

Wouldn't    it    be    worth    while    looking-  oxer 


your  stock  today  to-  see  how  you  arc  fixed  for 
in(|uirics  for  "sonielhini;-  for  I'.thel's  weddin,:;"  ? 
Wouldn't  it  i)ay  you  to  lay  in  quite  a  <^ood  var- 
iety? Wouldn't  it  be  a  g-ood  idea  to  dress  uj)  a 
incc  window  so  the  passers-by  can  see  you  have 
the  \  ery  thinj^-  they  need?  Wouldn't  some  nevvs- 
j)ai)er  announcements  suggesting  items  that  car. 
be  purchased  at  your  store — or  personal  letters, 
some  telephone  calls — wouldn't  they  likely  bring 
\-ou  sMuie  business?  The  f'llliiwing  ))age^  mere- 
ly contain  a  few  suggestiouN  ;  the  list  is  neces- 
sarily far  from  complete. 


What  the  June  Bride  Thinks,  Herself 

By  "One  Who  Still  Hopes" 


Wc  kimw  sev  eral  pi  os])ecti \H'  June  bi'ides. 
What  more  natural  than  to  ask  where  they  were 
going  to  buy  their  furniture?  The  answers  may 
not  always  be  ])lcasant  reading  for  the  furni- 
ture man.  but  they  arc  the  things  he  shoidd 
know,  and  must  know  if  he  is  to  conduct  a  pro- 
litable  store. 

Number  One,  wlm  is  not  ])lessed  with  any 
too  much  I'f  this  wurld's  \  isible  assets,  thought 
at  111  si  that  the  only  possible  course  for  her 
would  be  ihe  "Complete  Home  I'urnisher — Just 
pay  $10  a  month"  variety,  !)Ut  one  serious  objec- 
tion to  this  was  the  treatment  she  had  received 
(in  the  one  occasion  when  she  had  ])enetraled 
the  \astnesses  of  an  important  store  of  this 
nature  and  on  thai  particular  day  she  was  not 
seeking  credit,  <  )ii  ])ressing  for  details  we 
learnt  tlu'  following.  She  was  particularly 
anxious  to  purchase  a  fumed  oak  rocking  chair 
for  a  child  of  two  years.  It  was  March,  and 
salesmen  sccincd  oiil\-  abk'  to  sing  the  one  song 
"They  are  only  Christmas  trade."  The  only 
style  that  was  available  in  most  stores  was  the 
highly  \arnished  chair  that  is  bad  enough  in 
nice  kitchens,  but  impossible  in  a  dining  room. 
.\n<l  it  was  destined  for  a  house  that  only  boast- 
ed a  kitidicncttc.  si  i  the  hunt  for  the  desired 
article  was  continued  till  it  led  her  to  one  ot  the 
largest  house  furnishers  on  the  time  payment 
])lan.  Without  a  thought  of  distinction  between 
a  cash  and  i)ayment  system  she  asked  for  a 
fumed  oak  child's  chair,  only  to  be  shown  the 
usual  unattractixe  xa'iety,  but  the  noticeable 
thing  here  was  the  fact  that  prices  were  con- 
siderably higher  in  i"oni])arisi  iii.  ''( )h  !  ])ut  }'oUi' 
pi  ices  are  away  higher  than  anyone  I  liave 
asked  yet"  she  had  remarked,  and  the  salesman 
had  rudel\-  replied  "Well!  what  do  you  expect? 
^'ou  can't  get  it  all  ways,  aren't  we  giving  you 
credit?"  much  in  the  tone  one  might  speak  to  a 
beggar.  That  settled  the  matter.  The  young 
lady  replied  that  she  had  not  asked  for  credit 
;ind  lelt  the  store. 

Tact  With  Diplomacy 

This,  ol  course,  may  ha\'e  been  an  excei)tion- 
al   case,   Imt    the   danger   of   lakiiii>-   thinsjs  for 


granted  is  ap])arenl.  Naturally,  when  one  is  in 
the  habit  of  dealing  only  with  customers  \<  ho 
desire  credit,  one  falls  into  the  way  of  thinking 
everyone  who  enters  the  store  is  asking  for 
credit  too,  but  tlu'  employment  of  a  little  tact 
would  soon  make  this  fad  evident  or  not,  as 
the  case  might  be,  and  the  way  would  then  be 
clear.  The  seeking  of  credit,  though,  should  not 
be  justification  lur  rude  comment  from  a  sales- 
man, and  lack  of  tact  was  distinctly  noticeable 
in  the  treatment  accorded  one  who  might  have 
been  inclined  to  return  at  a  later  date  as  a  credit 
cust(  liner. 

'.\s  things  arc  now,  thi^  |)n)S])ccti\e  bride 
will  keep  clear  of  the  lime  ])ayment  store,  and 
avail  herself  of  a  Home  Lovers'  Club  in  the 
same  city.  I'y  this  plan  a  responsible  house- 
In  Tier  is  enabled  to  buy  not  onlv  furnitiu'e,  but 
furnishings  of  all  kinds,  even  to  ])l;ite  and  china- 
ware,  pay  twenty-hve  ])er  cent  dt)wn  and  the 
balance  is  arranged  over  a  period  of  six  months. 

The  fact  that  it  is  jiossible  to  secure  all  ne- 
cessary articles  of  furnishings  at  the  one  store 
increases  the  amount  nf.  nKmey  at  her  disposal. 
There  is  nothing  in  the  system  to  humiliate;  no 
dilTerence  in  the  treatment  accorded  by  the 
salesclerks.  The  prestige  of  the  store  precludes 
any  publicity — and,  the  chances  are  ten  to  one 
that  this  particular  June  bride  will  purchase  her 
furniture  there,  even  though  the  payments  de- 
mand a  little  extra  economy  in  other  directions 
fur  the  time  being.  .\nd  the  reason  is  to  be 
fiiund  just  in  tlu'  fad  lh;il  mie  salesman  did  in  it 
know  how  to  treat  a  customer. 

Number  two  was  a  bargain  hunter  and  in- 
tended to  keep  strict  tab  nn  all  furniture  sales 
advertised  between  this  time  and  the  eventful 
day,  but  several  stores  were  without  the  ])ale  of 
her  activities.    "No,  there  will  not  be  anything 

Irom  ,   tliev   inice   fooled    me   and  will 

never  get  another  chance."  Then  she  named 
several  really  well-known  stores  that  never  ad- 
vertised a  thing  that  did  not  measure  up  to  all 
they  claimed  {or  it,  and  remarked  that  it  would 
be  from  them  her  furniture  would  come.  .\n- 

( (  iiiiliiilu  il  oil  i).iK<'   l.">  I 
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Telephone  Ta'ile  and  Stool — Owen   Sound  Chair  Co. 


Folding  Tea  Table — Andrew  Malcolm  l''urniturc  Co. 


Reception  Room  Chair  in  Walnut 
or  Mahogany — Owen  Sound  Chair 
Co. 


Rocker — Imoerial  Rattan  Co. 


Secretaire — Andrew  Malcolm  Furniture  Co. 


Table— Andrew  Malcolm  Furniture  Co.  Bedroom  Table— Chesley  Chair  Co. 
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Decorative   Placqiic — J.    H.   Walker,  Ltd. 


(Bijlltt  -I'M 


Mats  and  Rugs — Cobourg  Matting  and  Carpet  Co. 
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Cedar   Chest — Crown    Furniture  Co. 


Polychrome  Art   Mirror — Matthews  Bros. 
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Tea  Wagon — Canada   Furniture  Mfrs. 


Tea  Table — Imperial  Rattan  Co. 


Sewing   Table — Hespeler    Furniture  Co. 


Can.  Rattan  Chair  Co. 


Costumer — Otterville  Mfg.  Co. 


Book  Trough — Otterville  Mfg.  Co. 


Book  Rack — Hespeler  Furniture  Co. 
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Work  Basket — Can.  Rattan  Chair  Co. 


Umbrella  Stand — Otterville  Mfg.  Co. 


Table— Can.  Rattan  Chair  Co. 


Fern   Stand — Hespeler   Furniture  Co. 


Rocker — Goderich  Art-Craft  Furniture  Co. 


Table  and  Lamp — Goderich  Art-Craft  Furniture  Co. 


Telephone  Table  and  Chair — Canada  Furniture  Mfrs. 


Book  Stand — Otterville  Mfg.  Co. 


Smoker's   Set — Hespeler  Furniture  Co. 
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Music  Cabinet — McLagan  Furniture  Co. 


Solid  Walnut — Owen  Sound  Chair  Co 


Piano  Stool — Chesley  Chair  Co. 


Gendron  Mfg.  Co. 


Comfy  Chair — Queen  City  Furniture  Ct 
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Tea  Tray— Canada  Furniture  Mfrs. 


Art    Mirror — Phillips    Mfg.  Co. 


Framed  Pastel— Phillips  Mfg:.  Co. 


Serving  Tray — Phillips   Mfg.  Co. 
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other  point  that  went  a  long  way  with  her  was 
the  fact  that  she  could  wander  round  their  show 
rooms  without  fear  of  being-  followed  by  a  too 
persistent  salesman.  To  feel  a  man  following- 
close  on  one's  heels  is  one  of  the  things  most 
calculated  to  cause  a  rush  from  the  building, 
and  is  infinitely  worse  policy  than  causing  a  cus- 
tomer to  either  wait  a  moment  or  walk  towards 
a  salesman.  By  all  means  see  if  the  customer 
has  a  definite  reason  for  inspecting-  your  stock, 
])ut  don't  be  a  nuisance.  The  bargain  hunter  is 
measuring-  up  and  storing  her  mind  with  statis- 
tics for  future  occasions — you'll  probably  get 
her  later.  The  buyer  who  is  not  ciuite  sure  is 
looking-  for  inspiration — you  may  be  able  to  help 
her,  a  moment  or  two  will  soon  convince  an  in- 
telligent salesman,  but  often  a  few  minutes 
spent  in  the  background  enables  the  customer 
to  tabulate  her  thoughts  and  impressions,  and 
after  that  the  time  is  ripe  for  the  salesman's 
entry. 

Number  3  is  not  short  of  funds,  but  her  ideas 
are  none  too  clear.  The  main  requirement  in 
her  case  is  a  salesman  "that  can  give  me  point- 
ers," and  the  store  that  can  produce  such  a  man 
is  the  one  that  will  get  the  business  fo,'-  the  five 
roomed  suite  she  intends  to  occupy.  Here  is 
an  opportunity  for  an  interested  salesman. 
There  will  be  no  chance  -of  getting-  rid  of  an}^ 
old  stagers  that  have  filled  up  the  showroom  for 
the  past  season  or  two.  What  is  required  is 
something  really  artistic — in  keeping  with  the 
surroundings — a  real  scheme,  and  the  store  that 
is  rich  in  suggestions,  that  believes  in  setting- 
out  a  room — several  if  necessary,  and  showing 
the  customer  what  the  completed  efifect  will  be, 
will  be  the  one  that  will  exchange  their  furni- 
ture and  furnishings  for  her  ready  money  and 
goodwill  at  the  same  time.  It  may  as  well  be 
yours.  Don't  let  business  of  this  nature  escape 
yoti  because  of  some  disinterested  salesman 
who  is  too  busy  talking  of  last  night's  poker 
game  to  spare  any  attention  to  a  customer  who 
perhaps  demands  something  outside  the  ordi- 
nary scope  of  his  activities. 


London  Merchants  Staged 
Effective  Campaign 

The  London  Furniture  Merchants  held  a 
Better  Furnished  Home  Week  on  April  16  to  21. 
The  plan  of  the  Week  this  spring  was  very 
difTerent  from  the  one  last  fall,  in  that  there 
was  little  organization  and  no  committees  ap- 
pointed, just  tAvo  meetings  held  and  an  agree- 
ment to  dress  their  windows,  fix  up  their  stores, 
and  do  some  extra  newspaper  advertising.  As  a 
special  attraction  to  get  traffic  into  the  stores, 
each  store  ran  what  they  called  a  "Star  Special ;" 
i.e.,  one  store  would  ofl:er  on  Monday,  say,  Fern 
Stands  at  a  special  price,  calling-  it  their  "Star 
Special,"  and  advertising  it  on  the  previous 
Saturday.  Each  store  had  a  different  "Star  Spe- 
cial" and  would  change  it  each  day ;  also  they 
agreed  not  to  steal  each  other's  "thunder."  This 
plan  worked  well,  so  far  as  "playing-  the  game" 
was  concerned,  but  the  weather  was  against  at- 
tendance, and  it  was  not  until  the  last  three 
days  of  the  week  that  there  was  any  heavy 
traffic  in  the  stores.  The  London  Free  Press 
produced  a  very  attractive  furniture  section  on 
Saturday,  the  7th,  with  special  front  cover  and 
also  considerable  reading  matter  having  to  do 
with  Better  Furnished  Homes.  Illustrations  of 
attractive  room  interiors  were  also  liberally  used 
throughout  this  issue.  All  this  material,  to- 
gether with  the  special  cover,  was  supplied  l)y 
the  Home  Furnishings  Bureau,  who  also  carried 
some  advertising  during  the  week,  inviting  the 
citizens  of  London  to  visit  the  furniture  stores, 
which  had  been  specially  arranged  as  furniture 
exhibitions. 


Now  Has  Two  Stores 

1.  M.  Greer,  who  operates  a  retail  furniture 
store  at  29  Barton  St.,  E.,  Hamilton,  has  recent- 
ly opened  a  second  store  at  229  James  St.,  North, 
and  is  now  catering  to  the  public  through  two- 
well-stocked  establishments. 


THE  "GOOD  OLD  TIMES" 

"The  wars  which  have  torn  and  worried  the  world  during  the  past  few  years, 
have  left  a  trail  of  discontent  in  their  wake.  Countries  and  individuals  are  beset 
by  vague,  sometimes  unreasonable,  ambitions.  The  laboring  class  clamor  for 
unwarranted  increase  in  its  pay,  blind  to  the  fact  that  high  wages  have  already 
forced  up  prices  to  an  almost  insupportable  level,  The  spirit  of  conciliation  and 
fellowship  seems  to  have  perished,  while  class  strife  and  lawlessness  walk  un- 
restrained. The  people  are  crushed  under  a  burden  of  taxation,  and  the  menace 
of  revolution  grows  more  threatening  daily. 

"We  know  not  where  to  look  for  leadership.  Those  in  high  places  are  tainted 
by  the  poison  of  political  expediency,  while  the  great  middle  class  pursues  its  way 
with  an  apathy  which  blinds  it  to  our  ever-growing  perils.  Indeed,  unless  a  new 
spirit  animates  our  leaders,  the  world  must  shortly  be  plunged  into  chaos." 

"Extract  from   an   English   Pamphlet,   written   in  1794." 
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Better   Furnished   Homes  Week    Displays— Above,    Ktene  Bros.;    Below,   Wyatt  Bros. 


Better  Furnished  Homes  Week  Display — Above,  Kingsmills' ;  Below,  Ontario  Furniture  Co. 
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Are  Your  Methods  Right? 

How  do  Your  Figures 

Compare  With  These? 

Continuation  of  Records  of  Over  Four  Hundred  Stores 
— Turnover,  Overhead,  Mark-up,  Profits — Valuable 
Information  for  Every  Furniture  Dealer 

(Continued  from  April) 
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The  rclalidii  <if  inark-up,  sales,  costs  and 
profits  per  dollar  ])aid  i'or  ^oods  sold  is  of  spe- 
cial interest  in  relation  to  the  size  of  store.  '1  he 
entire  group  of  355  specialized  furniture  stores, 
if  averaged,  show  for  1920  a  mark-u])  of  72.5 
per  cent,  but  the  stores  of  o\er  $500,000  invest- 
ment averaged  80.6  per  cent  in  mark-u]!,  the 
two  middle  size  groups  72  or  73  jier  cent  and  the 
stores  of  under  $100,000  investment  only  5cS.9 
per  cent.  In  other  words,  the  larger  the  store 
the  higher  the  mark-u]).  This  was  also  true  in 
1921.  1'his  greater  mark-up  may  not  altogether 
mean  that  the  larger  stores  charge  that  nuich 
higher  prices  than  the  small  stores  hut  may  in 
part  mean  that  buying  in  large  quantities  they 
pay  less  for  their  merchandise.  Operating  ex- 
penses in  1920  averaged  practically  half  the 
amount  |)aid  for  goods  sold  in  the  three  larger 
size  groui)s,  but  only  twt)-fifths  in  the  group  of 
less  than  $100,000  investment.  The  number  of 
investment  turn-overs  (net  sales  divided  by  in- 
vestment), which  averaged  1.65  times  in  1920 
for  all  the  355  stores,  was  1.55  times  for  the 
largest  stores,  1.4(S  times  for  the  next  grou]), 
1.67  times  for  the  next,  and  2.04  times  for  tlie 
smallest  stores. 

The  changed  conditions  of  the  depression 
period  of  1921  as  afifecting  the  different  size 
groups  should  be  noted.  Sales  in  1921,  as  com- 
pared with  1920,  fell  off  less  in  value  in  the 
case  of  large  stores  (whose  decline  was  12.6 
])er  cent)  than  in  the  case  of  small  stores 
(whose  decline  was  over  15  per  cent).  The 
amount  ])aid  by  large  stores  for  goods  sold  also 
declined  less  (a  decline  of  9.3  per  cent)  than 
that  paid  by  small  stcjres  (a  decline  of  13.5  per 
cent).  Operating  expenses  on  the  other  hand 
fell  off  more  for  the  large  stores  (2  per  cent) 
than  for  the  small  stores  (8/10  of  1  per  cent). 
The  amount  of  net  profit  of  1921,  which  fell  on 
the  average  57  j)er  cent  below  that  of  1920,  fell 
off  only  45  per  cent  in  the  case  of  the  largest 
stores,  fell  off  57  per  cent  in  the  case  of  the 
second  size  group,  l)ut,  fell  off  67.5  per  cent  for 
the  third  size  group  and  66  per  cent  for  the 
fourth  or  smallest  size  grou]). 


Installment  Business  Results 

(  )f  the  facts  developed  by  the  impiiry  in  the 
retaih'ng  of  furniture,  those  which  are  of  per- 
haps the  most  practical  im])ortance  to  the  buy- 
ing i)ublic  have  to  do  with  the  differing  trends 
of  policy  and  Iresults  as  between  installment 
and  non-installment  metliods  of  doing  business. 

The  ])re\alence  of  the  installment  plan  of 
selling  furniture  is  shown  by  the  fact  that  out 
of  the  556  retailers  res])onding  to  a  question  on 
this  ])oint  only  13  reported  that  they  regularly 
sell  lurniture  strictly  for  cash.  Some  form  of 
installment  ])lan  was  reported  as  used  ])y  550  out 
of  the  556  stores  that  answered. 

Of  the  355  specialized  furniture  stores,  206 
were  stores  whose  installnicnl  business  was 
three-fourths  or  more  of  their  total  business; 
69  were  stores  whose  installment  business  was 
from  one-half  to  three-fourths  of  their  total 
business;  and  80  were  stores  with  less  than  half 
installment  business.  Although  the  cash  and 
installment  business  is  mixed,  these  three 
groups  suffice  to  show  the  trends  of  installment 
and  non-installment  business. 

By  and  large,  the  primarily  installment 
groups  of  stores  have  higher  mark-ups,  higher 
operating  expenses,  less  frequent  turn-overs, 
and  higher  net  profits,  showing  that  they  are 
more  prf)fitable  to  their  owners  but  more  ex- 
pensive to  the  Inlying  public  tiian  the  cash 
stores.  On  the  other  hand,  they  do  provide  the 
service  of  long  time  credit  for  purchases  of 
furniture  which  could  not  otherwise  be  made 
except  by  the  more  thrifty  or  well-to-do.  People 
who  by  means  of  the  installment  method  are 
able  to  acqtiire  the  furniture  needed  for  the 
home,  and  particularly  to  acquire  at  one  time 
an  entire  suite  or  entire  outfit  for  the  home, 
have  an  advantage  therein  over  the  buying  of 
])ieces  or  suites  only  after  they  have  saved  the 
necessary  amount.  For  this  advantage  of  im- 
mediate enjoyment  and  harmony  of  the  furni- 
ttire  in  the  home  they  pay,  however,  a  dif- 
ferential. 

The  rates  of  return  on  investment  for  these 
three  installment  groups  in  1920  were  23.4  per 
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cent  for  the  first  group,  19.6  per  cent  for  the 
second  group  and  17.8  per  cent  for  the  third. 
Thus  the  greater  the  degree  of  installment  busi- 
ness the  greater  the  profit  made.  The  same  was 
true  in  1921.  The  group  with  the  highest  degree 
of  installment  business  made  an  average  return 
of  9.2  per  cent,  the  next,  8.7  per  cent  and  the  80 
stores  whose  business  was  less  than  half  install- 
ment, made  a  return  of  only  5.5  per  cent.  On 
the  two  year  average  the  same  relationship 
holds — 15.5  ]3er  cent  return  for  the  first  group, 
13.9  per  cent  fur  the  second  group,  and  11.3  per 
cent  for  the  third.  The  above  group  averages 
of  profitableness  include  very  wide  individual 
ranges  of  profit  and  of  loss,  but  while  these 
extreme  ranges  are  exceedingly  wide  the  great 
bulk  of  the  companies  in  each  group  usually 
falls  within  a  much  narrower  range,  though  this 
narrower  range  is  still  fairly  wide.  In  all  three 
installment  groups  the  majority  of  the  com- 
panies fall  within  the  range  from  5  per  cent 
profit  to  25  per  cent  profit  in  1920  and  within 
the  range  from  5  per  cent  loss  to  15  per  cent 
profit  in  1921. 

For  311  of  the  355  specialized  furniture 
stores,  salaries  of  officers  and  proprietors  were 
reported.  These  arranged  by  the  installment 
groups  show  that  officers  and  proprietors  re- 
ceived as  sa'.ary  in  1920  amounts  eciuivalent  to 
6  per  cent  of  the  investment  in  the  case  of  the 
three-fourths  or  more  installment  houses,  7.5 
per  cent  in  the  case  of  the  one-half  to  three- 
fourths  installment  group  and  10.1  per  cent  in 
the  case  of  the  less-than-half  installment  class. 
If  these  percentages  of  salaries  of  officers  and 
proprietors  were  added  to  the  ■  percentages  of 
profit  already  stated,  the  combined  net  profit 
and  salaries  of  officers  and  proprietors  in  1920 
would  be  found  ecjuivalent  to  29.4  per  cent  of 
the  investment  for  the  highest  installment 
group,  27.1  per  cent  for  the  middle  installment 
group  and  27.9  per  cent  for  the  less-than-half 
installment  group.  In  1921  the  corresponding 
percentages  of  combined  profit  and  salaries  were 
14.3  per  cent,  15.5  per  cent,  and  13.6  per  cent, 
respectively. 

Effect  on  Store  Policies 

It  has  been  said  that  the  higher  the  degree 
of  installment  business  the  higher  the  mark-up. 
The  average  mark-up  of  the  three-fourths  or 
more  installment  group  was  78.4  per  cent  in 
1920,  that  of  the  one-half  to  three-fourths  in- 
stallment group  was  68.6  per  cent,  and  that  of 
the  less-than-half  installment  group  56.9  per 
cent,  the  average  mark-up  of  all  355  stores  be- 
ing 72.5  per  cent.  These  averages  are  made  up 
of  many  companies  scattered  over  a  wide  range 
of  mark-ups  from  less  than  25  per  cent  to 
isolated  instances  as  high  as  177  per  cent,  191 
per  cent  and  even  214  per  cent. 

Amoni^-  the  206  stores  of  the  three-fourths 
or  more  installment  class  the  mark-ups  in  1920 
ranged  all  the  way  from  17  per  cent  to  145  per 
cent  (in  three  isolated  cases  159,  177  and  191 


per  cent).  The  69  houses  doing  .one-half  to 
three-fourths  installment  business  marked  up 
from  24  per  cent  to  114  per  cent  (in  two  isolated 
cases  158  and  214  per  cent).  The  80  stores  with 
less-than-half  installment  business  marked  up 
from  19  per  cent  to  109  per  cent  (and  in  one 
case,  123  per  cent).  Thus  the  mark-up  range 
tends  to  extend  much  higher  for  stores  primarily 
engaged  in  the  installment  business  than  for 
those  that  are  primarily  non-installment  stores. 
In  general,  the  distribution  of  the  206  stores  of 
the  highest  installment  group  along  the  whole 
range  from  45  per  cent  mark-up  to  110  per  cent 
mark-up  was  remarkably  uniform  though  there 
was  somewhat  greater  concentration  within  the 
narrower  range  from  55  per  cent  to  75  per  cent. 
Among  the  one-half  to  three-fourths  installment 
houses  58  out  of  69  stores  were  within  the  mark- 
up range  from  35  per  cent  to  95  per  cent  and 
were  distributed  almost  uniformly  five  stores  to 
each  5  per  cent  mark-up  interval  within  this 
range.  Fifty  out  of  80  stores  of  the  less-than- 
half  installment  class  marked  up  within  the 
range- from  40  to  71  per  cent  and  the  stores  were 
scattered  very  evenly  over  this  entire  range  of 
mark-ups.  The  distribution  of  mark-ups  just 
stated  was  for  the  year  1920,  but  it  was  equally 
wide  in  1921.  Thus  it  is  seen  that  while  the 
greater  the  degree  of  installment  business,  the 
wider  the  range  of  frequent  mark-u])s  and  the 
higher  the  average  mark-ups  yet  within  each 
installment  group  considerable  numbers  of 
stores  were  using  all  sorts  of  different  mark- 
ups, from  low  to  high  and  relatively  few  were 
marking  up  at  the  average  figure  of  the  group. 

The  differences  in  policy  and  results  as  be- 
tween installment  and  non-installment  types  of 
business  can  in  part  l)e  measured  by  an  examin- 
ation of  the  sales,  the  amounts  paid  for  goods 
sold,  the  operating  expenses  and  turn-overs  of 
the  three  installment  groups  in  1921  as  com- 
pared with  1920.  It  has  been  seen  that  the 
higher  the  degree  of  installment  business  done 
the  higher  the  mark-up.  It  is  now  found  that 
the  higher  the  degree  of  installment  business 
done  the  more  net  sales  declined  from  1920  to 
1921.  Thus  the  206  companies  of  the  three- 
fourths  or  more  installment  class  suffered  a  de- 
cline in  net  sales  of  15.5  per  cent,  the  69  stores 
of  the  one-half  to  three-fourths  installment 
class  a  decline  of  13.7  per  cent,  while  the  stores 
with  less-than-half  installment  business  had  a 
decline  of  only  12.9  per  cent.  In  the  case  of  the 
three-fourths  or  more  installment  group  the 
amount  paid  for  goods  sold  declined  consider- 
ably more  than  in  the  case  of  the  less-than-half 
installment  group.  The  decline  in  the  case  of 
the  first  group  named  was  12.2  per  cent,  that 
in  the  case  of  the  next  group  was  only  9.1  per 
cent.  On  the  other  hand  the  operating  expenses 
of  the  primarily  installment  houses  did  not  de- 
cline so  miTch  as  those  of  the  primarily  nori-in- 
stallment  houses.  The  average  decline  for  the 
355  stores,  it  has  been  stated,  was  only  2  per 
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[hat  III'  the  less-tlian-lial  f  in^tallnicnt 
however,  v\as  4  i)er  cent  and  tliat  ol  the 
three-fourths  or  more  instalhiient  K'""iip  "n'y 
1.3  ])er  cent.  That  thi.s  difference  in  tiie  dechne 
of  operating-  e.x])enses  was  not  due  to  different 
])olicies  as  to  salaries  of  officers  and  i)ro[)rietors 
is  shown  l)y  the  fact  tliat  for  both  these  g:roui)s 
tile  salaries  of  oflicers  and  i)ro])rietors  declined 
])y  the  same  ])ercentag"e,  viz.,  5.1  per  cent. 
Dperatinj?  e.x])enses  in  1921  comi)rised  56.5  per 
cent  of  the  amount  i)aid  for  merchandise  sold  in 
tlie  case  of  the  lii.<;iiest  installment  yroup,  l)Ul 
only  44.8  per  cent  of  the  amonnt  i)aid  for  mer- 
chandise sold  in  the  case  of  the  less-than-half 
instalhuent  groui).  As  a  result  of  the  various 
factors  affecting  i)rolit,  the  decline  in  the 
amount  of  net  profit  of  the  three-fourths  or 
more  installment  group  was  only  Si)  per  cent  as 
compared  with  a  decline  of  65  ])er  cent  in  the 
amount  of  profit  of  the  less-than-half  install- 
ment grou]). 

Investment  Turnovers 

the  most  important  factors  afiecting 
in\'estment  is  the  number  of  turn- 
overs on  inxestment  ])er  year.  It  is  found  tliat 
the  turn-over  of  investment  (imestment  di\ided 
into  net  sales)  was  I.IS  times  for  the  three- 
fourths  or  more  installment  group,  1.24  times 
for  the  one-half  to  three-fourths  installment 
grou]),  and  for  the  less-than-half  instalhuent 
group.  1.5.1  times.  The  average  was  1.25  times 
so  that  the  less-than-half  installment  g-rou])  had 
a  considerable  advantage  in  rapidity  of  turn- 
over. This  was  in  1921.  In  1920,  while  the 
turn-<i\-ers  of  all  grou]:is  were  more  rapid,  the 
same  api)roximate  relationship  maintained.  The 
three-fourths  or  more  installment  groU])  had  a 
turn-o\er  of  1.51  times;  the  less-than-half  in- 
stallment grouj)  2.1,1  times. 

Mark-Ups  in  Relation  to  Profits 

Under  the  circumstances  that  in  1921  many 
stores  were  marking'  ui^  at  all  sorts  of  different 
])ercentages,  from  low  to  high,  an  examination 
was  made  of  the  rate  of  return  on  investment 
for  each  store  in  relation  with  its  ])ercentage  of 
mark-u]);  also  the  ])rohts  of  the  groui)s  of  stores 
that  decreased  their  mark-up  in  1921  were  com- 
l)ared  with  those  of  stores  that  increased  their 
mark-up.  The  chart  in  the  body  of  the  report 
l)ictures  the  relation  of  mark-up  to  ])rofit  tor 
each  store  and  shows  that  in  1921  very  con- 
siderable numbers  of  stores  with  low  mark-ups 
made  just  as  good  ])rofits  on  the  investment  as 
many  other  stores  with  mark-ups  much  higher, 
and  that  other  considerable  num])crs  witli  low 
mark-ups  did  not  lose  any  more  than  was  lost 
by  many  other  stores  with  a  mark-up  much 
higher. 

Of  all  the  fifty  concerns  that  in  1921  made 
between  10  and  15  per  cent  jirolit  on  the  in- 
vestment, eight  marked  uj)  ])elow  50  ])er  cent, 
twenty-two  marked  up  between  50  and  75  per 


cent,  and  sixteen  marked  up  from  75  to  115 
per  cent.  The  eight  stores  in  the  lower  mark- 
u])  ranges  made  as  good  a  rate  of  return  as  the 
twenty-two  in  the  middle,  or  the  sixteen  in  the 
higher  mark-u])  ranges.  Similarly,  of  the  thir- 
teen stores  that  in  1921  made  between  20  and 
25  ])er  cent  on  the  investment,  two  marked  up 
only  25  to  40  per  cent,  seven  marked  up  50  to 
65  per  cent,  and  four  marked  up  75  to  120  per 
cent.  There  are  several  instances  (tf  heavy  loss 
in  sl)ite  of  high  mark-up. 

The  facts  clearly  show  that  a  high  mark-up 
is  no  guaranty  of  a  high  profit;  often  it  is  ac- 
com])anied  by  a  loss.  In  other  words,  mark-up 
is  only  one  factor.  Many  other  factors,  through 
their  effect  uixrn  the  volume  of  business  or  the 
efficiency  with  which  it  is  conducted,  contribute 
to  ])rofil  or  to  loss,  and  it  is  important  for  the 
dealers,  as  well  as  desirable  in  the  public  in- 
terest, that  they  should  rely  more  on  efficiency 
of  management  than  on  high  mark-uj).  Of  two 
stores  equally  efficient  in  other  respects,  the  one 
with  the  lower  mark-up  would  tend  to  get  a 
greater  volume  of  trade  and  thereby  to  reduce 
unit  operating  ex])ense  and  increase  the  rapidity 
of  turnover  and  so  make  higher  profits.  There  are 
enough  instances  of  substantial  profits  at  low 
mark-ups  to  give  incenti\e  and  encouragement 
to  the  efficient  dealer  who  desires  to  render  real 
service  on  the  plan  of  low  prices  and  cjuick 
sales,  with  consec(uent  frequent  turnover  and 
su1)stantial  annual  profit  on  the  investment.  On 
the  average,  however,  stores  suffered  an  aver- 
age decline  of  76.3  ])er  better  than  those  that 
decreased  their  mark-up.  It  was  to  be  expected 
that  profits  would  generally  decline  in  1921,  the 
average  decline  in  amount  of  profit  of  the  355 
stores  having  been  56  per  cent.  Among  the  202 
stores  that  marked  up  below  the  average  (i.  e., 
below  72.5  i)er  cent  mark-up)  in  1920,  there  were 
ninet}-five  that  in  1921  lowered  their  mark-ups. 
These  stores  suffered  an  average  decline  of  76.3 
])er  cent  in  amount  of  profit.  The  remaining 
107  that  marked  up  below  the  average  in  1920, 
instead  of  lowering  their  mark-up  in  1921,  raised 
it.  Their  decline  in  profit  was  28.1  per  cent. 
Now  in  1920  there  were  153  stores  that  marked 
up  al)o\  e  the  average.  In  1921  the  130  of  these 
tliat  lowered  their  mark-up  suffered  a  decline  of 
only  70.2  per  cent  in  j)rofit.  The  23  that  added 
to  their  mark-up  showed  a  decline  of  only  42 
l)er  cent  in  their  profit.  Thus,  of  stores  that  in 
1920  were  l)elow  the  average  mark-up,  those 
that,  to  meet  the  conditions  of  1921,  lowered 
their  mark-up  still  further  fell  off  much  more  in 
l)rolit  than  those  that  raised  theirs;  and  of 
stores  that  in  1920  were  above  the  average 
in  mark-up,  those  that  in  1921  lowered  their 
mark-up  fell  off  more  in  profit  than  those  that 
raised  their  mark-uj)  still  higher.  However,  it 
would  be  entirely  unsafe  to  generalize  in  this 
respect  for  years  of  normal  business  on  the 
basis  of  the  results  of  this  single  year  of  ab- 
normal business  depression.    l<"urtlierniorc,  it  is 
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quite  possible  to  attribute  the  coincidence  of 
higher  profits  with  increase  in  mark-ups  to  the 
prompt  disposal  by  such  concerns  of  their  1920 
purchases  of  high  priced  stock  and  to  their  con- 
sequent possession  in  1921  of  low  priced  new 
goods  which,  even  with  an  increased  mark-up, 
would  still  not  be  relatively  high  in  selling- 
price. 

Credit  Prices  and  Installment 

Furniture  is  very  largely  sold  at  retail  on 
credit — sometimes  of  shorter,  sometimes  of 
longer  duration.  The  question  was  therefore 
asked  of  each  dealer  as  to  how  his  prices  are 
customarily  made  with  respect  to  cash  or  credit 
payments.  Only  seventy-eight  out  of  'the  556 
dealers  reporting  stated  that  they  priced  their 
furniture  on  the  basis  of  cash  at  the  time  of 
sale  ;  twenty-one  j^riced  on  the  basis  of  cash  in 
thirty,  sixty  or  ninety  days  ;  384  priced  on  the 
basis  of  installment  or  long-time  credit ;  eight 
of  them  said  they  carry  two  prices  on  the  tag — 
one  for  cash  and  one  for  installment.  When 
prices  are  fixed  on  the  basis  of  long-time  credit 
it  is  customary  to  offer  a  substantial  discount 
for  cash  at  the  time  of  sale.  Thus.  216  stores 
reported  that  they  ofifer  10  per  cent  discount 
for  spot  cash,  only  fifteen  stores  less  than  5  per 
cent  and  only  seventy-three  less  than  10  per 
cent.  One  hundred  and  fourteen  offer  from  10 
to  25  per  cent.  These  are  specialized  furniture 
stores.  Out  of  the  thirty-six  general  stores 
answering  this  point,  twenty-two  offer  10  per 
cent  discount  for  spot  cash,  and  ten  out  of 
fifteen  department  stores  reported  this  same 
discount. 

With  many  of  these  concerns  "cash''  often 
means  cash  at  the  end  of  the  month  during 
which  the  furniture  is  bought,  or  cash  in  thirty, 
sixty  or  even  ninety  days,  as  contrasted  with  a 
long  drawn  out  series  of  installments.  Thus, 
121  specialized  furniture  stores  offer  10  per  cent 
for  cash  in  thirty  days,  thirty-five  offer  10  per 
cent  discount  for  cash  in  sixtv  days,  and  four- 
teen offer  10  per  cent  discount  for  cash  in  ninety 
days.  It  must  be  obvious  from  these  substantial 
discounts  that  long-time  credit  prices  are  high 
prices. 

The  form  of  contract  used  by  installment 
houses  and  the  kinds  of  accounts  kept  with  cus- 
tomers are  of  interest.  Out  nf  the  500  stores 
using  some  form  of  installment  plan,  100  use 
the  conditional  sale  contract,  121  a  chattel 
mortgage,  and  195  use  a  form  of  contract  that 
purports  to  be  a  lease  and  speaks  of  monthly 
or  weekly  payments  as  "rental."  Under  both 
the  conditional  sale  and  the  lease  the  stores 
retain  the  title  of  the  furniture  until  payment 
has  been  completed.  Unfortunately  the  pur- 
chaser under  the  lease  form  is  often  not  aware 
of  the  nature  of  the  contract  he  signed.  When 
such  a  customer  makes  default  before  final  pay- 


ment he  may  be  surprised  to  learn  that  he  has 
no  equity  in  the  furniture  that  is  seized. 

Making  Further  Purchases 

In  the  several  instances  where  inquiry  was 
made  it  was  found  that  where  a  customer 
makes  a  second  purchase  or  series  of  purchases 
of  furniture  on  the  installment  plan  before  the 
first  purchase  is  entirely  paid  for,  the  subse- 
quent payments  are  apportioned  pro  rata  be- 
tween the  old  balance  on  the  first  purchase  and 
the  new  purchase.  Conseq\:ently,  unless  the  en- 
tire account  is  paid,  the  old  balance  is  never 
regarded  as  having  been  paid  in  full.  Two  or 
three  years  later,  after  a  customer  has  made 
several  subsequent  purchases — long  after  he 
may  imagine  he  has  completed  the  payments 
for  the  original  purchase,  he  may  be  surprised 
to  find,  in  case  of  a  default  in  payment,  that  the 
st(.)re  still  claims  title  not  only  to  the  recent 
purchase,  but  to  all  of  them,  including  the  first 
one.  Some  stores,  however,  credit  an  old  balance 
in  full  Avhen  it  has  fallen  to  $10  and  the  j^ay- 
ment  received  sufficient  to  cover  it. 

Installment  collectictns  and  installment  ac- 
counting are  expensive.  Also,  there  are  consid- 
erable losses  due  to  defaults  in  which  the  realiz- 
able value  of  the  seized  furniture  is  not  sufficient 
to  cover  the  unpaid  balance  of  accounts.  One 
concern  conducts  its  ljusiness  on  the  insurance 
principle  or  the  "law  of  averages."  Credit  re- 
ferences are  taken  from  the  customer  but  are 
not  looked  up.  The  furniture  is  deli\'ered  and 
subsequent  payments  are  credited,  if  made,  but 
if  the  purchaser  defaults  the  firm  is  little  con- 
cerned. The  average  experience  shows  the 
amount  of  loss  to  be  expected  from  defaults  and 
the  prices  are  m'ade  high  enough  so  that  in 
spite  of  such  defaults  the  remainder  actually 
collected  is  sufficient  to  insure  a  good  profit. 
The  financial  analysis  that  has  been  made  seems 
to  indicate  that  the  greatest  return  to  the  fiu'- 
niture  retailer  was  made  by  selling  at  relatively 
high  prices  on  the  installment  plan.  It  must 
be  remembered,  however,  that  the  primarily  in- 
stallment houses  are  not  only  in  the  business  of 
retailing'  furniture,  hut  also  of  financing  their 
furniture  customers  for  a  period  of  many 
months.  Installment  contracts  run  all  the  way 
from  ten  months  to  two  years.  That,  and  not 
their  higher  prices,  is  the  reason  the  turnover 
of  the  primarily  installment  group  is  found  to 
be  so  much  less  rapid  than  that  of  the  less-than- 
half  installment  group.  The  longer  the  credit 
period,  the  greater  is  the  amount  of  investment 
required  to  sustain  a  gi\en  volume  of  l)usiness. 
So  long,  however,  as  a  large  proportion  of  the 
buying  public  cannot  well  defer  their  ]:)urchases 
of  furniture  until  they  can  pay  cash,  the  install- 
ment houses  perform  a  function  which  the  non- 
installment  houses  do  not  i)eri'orni.  Installment 
prices  probably  a^•eraged  ab<jut  16  per  cent  high- 
er than  cash  prices. 
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FURNITURE  WORLD 


Located  at  a  ctratepic  ooint,  the  corner  of  Roncesvalles  and  Hovar  d  Park  Avenues,  Toronto,  this  110-foot  board  keeps  the  Burroughes 
name   and   the    Burroughes   business   before    a   class   of  people  who   are  keenly  interested 
in  making  their  homes  as  comfortable  and  as  beautiful   as  possible 


Yes!  Furniture  Makes  a 

Difference— A  Bi^  Difference 


Reaching  the  Public  Through  Mammoth  Billboards 
Placed  at  Strategic  Points.    Persistent  Reminders 
That  Finally  Captivate  the  Attention. 


'I'herc  is  some  clifl'erence  of  ()])ini()n  as  to 
the  \aliu'  of  out-door  advcrtisiiifj.  Many  mer- 
chants don't  e\cn  take  it  into  consideration. 
And  some  wlio  do  appear  to  he  a  little  douhtfnl. 
The  reason  ohx  iously  is  that  this  is  not  a  tyi)e 
of  publicity  that  brings  "direct  results."  Its 
efifect  is  not  definite  and  immecliate.  When  the 
women  folk  of  the  household  pick  uj)  the  news- 
jjaper,  one  of  the  first  objects  of  their  attention 
is  the  bargain  list.  "My  word!  Mattresses  at 
$8.50!  I  must  make  a  trip  down  to  Blank's  first 
thing  to-morrow  morning-."  And  Blank's  see 
the  immediate  results  of  their  newspaper  ad.  in 
a  crowd  of  women  who  come  looking  for  mat- 
tresses at  $8.50.  But  the  prospective  customer 
doesn't  look  at  Blank's  billboard  illustrating  a 
nice  room  interior   and   then   feel  immediately 


impelled  to  lUsh  away  to  the  store  and  buy  a 
suite  of  furniture.  Hence  the  results  of  outdoor 
advertising  are  extremely  difficult  to  trace  or 
estimate,  but  that  it  does  exert  an  influence  upon 
the  ])ublic  is  beyond  ([uestion.  It  depends  large- 
ly of  course  u])on  the  way  it  is  carried  out.  Re- 
cently in  Toronto  some  of  the  finest  billboard 
displays  that  have  been  seen  in  this  part  of  the 
country  have  been  featured  by  the  F.  C.  Bur- 
roughes I'"urniture  Com])any.  Some  examples 
of  typical  displays  are  seen  in  the  accompanying 
illustrations. 

The  company  always  follows  the  policy  of 
showing  some  suite  of  furniture  that  can  actual- 
ly be  duplicated  in  their  store.  Posters  merely 
featui  ing  the  firm's  name  don't  appeal  to  them 
as  being-  of  much  value.    They  want  to  keep 


This  triple  board,  which  measures  120  feet  from  end  to  end.  is  one  of  the  largest  and  most  impressive  in  the  city  of  Toronto.    The  loca- 
tion, at  the  corner  of  St.  Clair  Ave.  and  Bathurst  Street,  U  a  transfer  point  where  thousands  of  people  pass  every  day 
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their  name  before  the  public,  truly,  but  they  al- 
ways want  it  to  be  associated  with  the  appeal  of 
good  furniture  and  comfortable  and  attractive 
homes.  The  out-door  advertising  is  designed  to 
bring  back  again  and  again  to  the  minds  of  the 
passing'  crowds  that  one  thought,  "Yes!  Furni- 
ture does  make  a  difiference — a  big  difference, " 
and  at  the  same  time  to  link  up  Burroughes 
with  it,  so  they'll  say,  "Guess  these  Burroughes 
people  must  be  a  pretty  good  outfit — they  know 
how  to  make  a  room  attractive  alright." 

The  Burroughes  Company  have  twelve 
boards  located  at  strategic  points  throughout 
the  city.  The  average  board  used  is  100  ft.  x 
10  ft.,  and  for  a  board  of  this  size  the  cost  runs 
$150  per  month.  But  of  course  the  size  varies. 
Some  of  the  boards  are  as  long  as  125  ft.,  while 
others  are  not  more  than  50'  ft.  The  majority 
of  the  boards  used  by  the  company  at  present 
are  large.  Some  years  ago  they  had  as  many  as 
twenty-two  boards  in  the  city,  but  they  were  of 
smaller  size.  It  is  felt  that  the  present  policy 
is  the  more  effective — bigg'er  boards,  fewer  of 
them,  and  strategic  locations  at  transfer  po.'nts 
where  large  crowds  of  people  gather  daily. 

The  average  rental  cost  quoted  above,  $150 
for  a  board  100  ft.  x  10  ft.,  includes  the  execu- 
tion of  the  design,  which  is  changed  twice  a 
year,  and  the  maintenance  of  the  board  in  good 
condition  by  the  advertising  agency.  The 
agency  likewise  secures  the  sites  and  handles 
all  the  details. 

The  present  expenditure  bv  the  Burroughes 
Company  on  billboard  publicity  is  but  a  fraction 
of  their  total  advertising  appropriation.  They 
do  not  believe  that  the  billboards  can  Ije  used 
as  a  substitute  for  other  forms  of  publicity,  I)Ut 
rather  that  both  can  be  worked  together  to  ad- 
vantage, the  one  reinforcing  and  supporting  the 
other. 

One  of  the  important  features  of  outdoor 
advertising,  as  indeed  of  every  kind,  is  variety 
and  change.  A  board  is  probably  most  effective 
during  the  time  it  is  being  painted.  After  a  time 
when  the  eye  gets  used  to  seeing  the  same  thing 
every  day,  the  effect  becomes  less  and  less,  till 
finally  it  becomes  practically  nil  so  far  as  those 
who  are  passing  daily  is  concerned.  For  this 
reason,  the  Burroughes  Company  feel  that  not 
only  should  the  designs  be  changed  as  often  as 
possible,  but  also  that  better  results  are  to  be 
gotten  by  the  intermittent  use  of  billboards  than 
by  their  continued  use.  It  is  probable  that  they 
will  drop  this  form  of  advertising  for  a  time, 
beginning  with  1924,  and  then  take  it  up  again 
after  a  couple  of  years.  In  the  meantime,  the 
appropriation  devoted  to  the  billboards  will  be 
used  to  increase  their  other  forms  of  publicity. 


Prominent  Furniture 
Men  of  Canada 

CHARLES  R.  MONTGOMERY 

Charles  R.  Montgomery  of  the  Adams  Furni- 
ture Company,  Limited,  of  Toronto,  started  his 
career  with  the  C.  F.  Adams  Company,  of 
Syracuse,  in  1900^  as  a  salesman.  A  desire  t(.)  be 
in  Canada  was  gratified  two  vears  later  when 
he  was  offered  the  position  of  salesman  with  the 
Adams  Furniture  Company.  He  served  in  this 
capacity  for  a  further  two  years  and  was  then 
appointed  as  ljuyer  for  one  of  the  departments. 


Mr.  Charles  R.  Montgomery 

Fach  year  since  has  netted  him  a  greater  know- 
ledge of  prices  and  styles.  He  \'ery  soon  rose 
to  the  position  of  sales-manager  for  the  com- 
pany where  he  carried  on  till  1916.  Increased 
l:)usiness  is  direct  evidence  of  the  able  manner 
in  which  Monty  discharged  his  duties.  To-day 
he  enjoys  the  honor  of  being  the  buyer  of  the 
whole  furniture  department  of  the  Adams  Fur- 
niture Company,  one  of  Canada's  largest  retail 
furniture  houses. 


Hourd  and  Company  of  London  are  busy 
turning  out  a  Linoleum  covered  table  in  square 
and  round  design.  They  are  very  attractive  and 
excellent  for  outdoor  use 


Novelty  Advertising  Stunt 

Mr.  N.  E.  Root,  of  Gi]3-bard  Furniture  Co's 
retail  st(jre,  Napanee,  recently  pulled  off  a 
unique  advertisini;'  stunt  that  yielded  consider- 
able lousiness.  Purchasing  800  of  the  largest 
capsules  possible  at  a  drug  store,  he  enclosed  a 
typewritten  message  in  each  "Notice  how  hard 
your  mattress  is.  Get  a  new  one  tomorrow  at 
Gibbard's  Retail  Store.  Special  prices  for  this 
month.''  These  were  placed  in  envelopes  l)ear- 
ing  this  inscription  "Take  at  l)ed  time."  They 
were  then  distributed  around  the  homes  and  left 
in  farmer's  cars,  with  the  result,  we  are  told, 
that  one  out  of  every  ten  sold  a  matress. 
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Preparing  Back  of  Chair  for  Down 
Filled  Cushion — How  Patterns  are 
Made  and  Coverings  Cut 


The  l)ack  is  next  lightly  double-stuffed  with 
the  edges  shai)ed  up  and  stitched,  as  shown  in 
Fig.  69.  I'ollowing  this,  a  layer  of  hair  is  ])laced 
over  all  the  back  and  woven  into  a  com])act 
mass,  as  shown  in  Fig.  70.  The  back  at  this 
stage  may  be  covered  with  muslin  if  desired, 
but  inasmuch  as  the  down-filled  cushion  is  sewn 
to  the  stitched  edg'e,  the  under  muslin  may  be 
dis|)ensed  with  allowing  the  cusliion  itself  to 
|)rovide  covering  for  the  hair.  It  is  important 
that  the  shai)e  of  the  stitched  edge  should  be 
kept  to  a  uniform  curve,  rounding  off  at  the  top 
of  the  chair  and  finishing  just  even  with  the 
curve  of  the  side  post  at  A.  Fig.  70. 

This  shape  should  be  the  same  on  both  sides 
of  the  chair,  and  wdien  the  u])holstering  has 
reached  the  stage  already  described,  a  pattern 
of  the  outline  of  the  back,  from  B  to  A,  and  of 
the  stitched  edge  from  A  to  C  of  the  same  figure, 
is  drawn  on  a  ])iece  of  cardboard,  see  Fig.  71. 
The  line  A  to  C  will  be  the  itnder  part  of  the 
down  cushion  and  the  side  border  of  the  cushion 
must  follow  this  line  without  any  deviation. 
Therefore,  with  the  outline  A  to  C  drawn  on  the 
cardboard  as  a  pattern,  proceed  to  lay  out  the 
dimensions  of  the  l)order  of  the  cushion,  as  in- 
dicated in  Fig.  72. 

In  the  case  we  are  illustrating,  the  l)order  of 
the  cushion  at  its  deepest  part  is  two  inches, 
and  this  dimension  is  marked  off  on  the  card- 
board, Fig.  72.  and  the  edge  of  the  cushion  is 
sketched  diminishing  toward  the  top  finishing  at 
A  in  a  graceful  curve,  as  shown  in  h'ig.  73. 

The  various  sections  of  the  cu.shion  are  filled, 
as  already  indicated  in  a  ])revif)us  instalment, 
and  the  com])leted  cushion  is  sewn  to  the  stitch- 
ed edges,  as  shown  in  Fig.  74. 

Too  much  stress  cannot  l)e  laid  u])on  the 
importance  of  shaping  the  cushi(jn  in  this  way, 
because  by  no  other  ])lan  is  it  possible  to  obtain 
a  ]jroper  allowance  on  the  borders  of  the  down 
casing  and  at  the  same  time  avoid  objectionable 
wrinkles  when  the  filled  cushion  is  attached  to 
the  stitched  foundation. 

Having  reached  the  stage  shown  in  Fig.  74, 
measurements  are  taken  of  the  ])ack,  and  the 
covering  planned  accordingly.  The  main  co\er- 
ing  indicated  by  the  letter  E  in  Fig.  75  is  cut  to 
sha])e  and  pinned  into  ])lace  with  tacking  strips 
of  muslin  sewn  at  the  points  wdiere  the  cover- 


ing must  reach  through  to  the  back  for  attach- 
ing (see  h'ig.  75)  and  the  fullness  of  the  round- 
ing edge  from  B.  A  is  taken  up  by  overcasting 
the  material  with  a  stout  stitching  twine  in  such 
a  way  as  to  shirr  the  fullness  on  the  stitches. 

The  tighter  the  twine  is  ])ulled  the  more 
closely  the  fabric  will  be  shirred  and  in  this 
way  the  surplus  fullness  will  be  disposed  of 
without  the  necessity  of  pleats.  The  fabric  edge 
from  D  to  A  is  ])inned  to  the  cushion  tem- 
porarily while  the  shirring  is  being  done  to  give 
it  the  proper  shape. 

.\nother  cardboard  pattern  of  the  ])ack  is 
now  made,  following  the  plan  ex])lained  in  con- 
nection with  Fig.  71,  and  this  pattern  must  have 
the  true  shape  of  the  back  as  now  outlined  by 
the  lines  A  B,  and  0  in  Fig.  75,  with  tacking 
allowance  added  between  A  and  B  and  stitching 
allowance  between  1)  and  B.  See  also  diagrams 
in  F'igs.  77  and  7^. 

The  covering,  E,  is  now  removed,  and  the 
other  ])arts  indicated  in  Fig.  7(S  are  attached 
\y\th  such  tacking  stri])s  as  are  necessary  to 
flraw  between  the  seat  and  back  and  when  the 
arms  and  back,  and  the  covering  assembled  as  a 
loose  cushion  co\'er  sha])ed  like  Fig.  79. 

It  will  be  noticed  that  the  welt  which  is 
attached  permanently  from  point  D  around  to 
point  A  is  made  long  enough  to  reach  to  the 
l)ottom  of  the  chair.  This  extra  length  is  pro- 
\ided  so  that  the  l)ack  of  the  chair  may  also  be 
finished  with  welt  as  indicated  in  our  Fig.  57 
and  also  in  h^ig.  SO. 

The  covering.  Fig.  .SI,  is  slipped  on  over  the 
top  of  the  back  and  pulled  down  into  place. 
After  all  the  edges  have  been  tacked,  it  is  back- 
sewn  from  1)  to  B,  Fig.  <S0.  The  outside  arms 
ate  i)Ut  on  and  the  welt  on  the  back  edges  car- 
ried down  to  the  Ijase  of  the  chair  and  finally 
the  outside  back  is  back-tacked  to  the  top  rail, 
even  with  ])oint  A  of  the  various  figures,  and 
then  sewn  to  the  welt  all  around,  making  a 
finished  a])pearance  of  outside  back  in  Fig.  82. 

4"o  a\-oid  showing  tacks  above  the  shoulders 
of  the  front  legs,  a  piece  of  material  is  back- 
tacked  above  each  leg,  as  shown  in  Fig.  83,  and 
to  this  the  bands  are  blind-sewn,  the  balance  of 
the  ])ands  rnul  linings  being  tacked  beneath  the 
rails. 

(To  be  continued  ) 
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The  Hepplewhite  Style  Renowned 
for  its  Refinement  and  Dignity 


TlidUj^li  details  (if  I  it-pi  lewhite's  life  iia\e 
never  i)een  fully  recorded,  the  designs  of  ilc])- 
plewhite  remains  as  a  lastins^  monument  to  one 
of  England's  foremost  creators  of  furniture. 

(ieorge  1 1  epplewhite,  of  Redcross  Street 
Shop,  conducted  his  1)Usiness  in  the  I'arish  of 
St.  (iiles,  Cripplegate.  The  date  of  his  'l)irth  is 
not  known,  and  his  early  life  is  lost  to  history. 
W  hat  is  know  n,  ho\ve\'er,  is  that  he  was  one  of 
the  four  or  ti\e  cabinet  luakeis  that  worked  dur- 
ing the  period  of  the  (leorges,  and  in  many 
instances  co-operated  with  such  designers  as 
Sheraton,  Shearer,  a  contem])orary  of  his,  and 
the  Adam  IWotliers.  In  fact,  it  is  known  tiiai 
H e;5ple\vhite  made  many  of  the  pieces  of  furni- 
tuie  that  the  Adeljjhi  designed.  Before  his 
death  in  1786  I  lepplewhite  wrote  "The  Cabinet 
Maker  and  Ujjholsterer's  Ouide."  The  illustra- 
tions were  drawn  by  A.  }lep]devvhite  (.K:  Co., 
(this  does  not  necessarily  mean  that  they  were 
not  drawn  in  part  by  himself). 

Hepplewhite  did  not  attempt  to  formulate  a 
new  style,  though  he  did  introduce  some  new- 
designs  of  his  own,  especially  in  the  way  of 
chair  backs.  I  lis  general  principle  seems  to 
have  been  to  ])roduce  jjatterns  of  furniture  thai 
w^ere  a  combination  of  utility,  refinement  and 
dignity.  fie  designed  over  a  score  of  chair 
liacks,  eacli  with  a  different  motif.  The  most 
po])ular  design  was  the  shield-back,  his  own 
idea,  and  wliich  he  introduces  in  many  varia- 
tions. The  other  designs,  four  of  which  we  re- 
produce in  our  illustration  on  the  op])osite  page, 
namely,  the  interlacing  heart,  the  shield  back 
with  five  balustered  bars  for  the  s])lat.  the  oval 
star-fish  back,  and  the  shield  back  with  the 
motif  of  the  three  feathers  of  the  I'rince  of 
W  ales  by  whom  he  was  jiatronized  :  this  lattc 
may  also  'be  found  in  the  oval  shape  back. 
Other  designs  are  the  honeysuckle  in  the  ova', 
the  hoop  back,  and  the  wheel  back.  The  con- 
st'-uction  of  the  chair  backs  was  somewhat 
weak;  they  usually  were  supported  on  the  sides, 
with  a  short  ])r()jection  from  the  legs.  The  back 
in  a  \'ery  few  instances  was  joined  to  the  seat. 
The  lower  structure  was  firm.  The  legs  we"e 
tapered  generalh-  scpiare.  occasiona'lv  round, 
with  spade  feet.  The  tajiering  was  somewhat 
delicate  toward  the  feet.  The  ne.xt  items  in 
imoortance  tr)  his  chairs  were  the  mirrors.  In 
this  again  he  clung  to  his  shield  design  ;  the 
o\'al  shape  was  also  used,  but  to  a  lesser  degree. 


The  toilet  glasses  were  held  in  jxisition  by  side 
su])ports  and  could  be  swung  in  jiosition  to 
suit  tall  or  small  j  ersons,  and  stood  on  small 
boxes  which  contained  drawers,  the  frcmt  of  the 
stand  being  either  of  serpentine  or  circular 
motif.  These  mirrors  would  stand  on  dressers. 
Cirandoles  for  many  ])urposes  were  noted  for 
their  grace  and  delicacy,  and  followed  the  clas- 
sic designs,  which  was  then  much  in  vogue. 
Simple  in  Construction 
n  iie  sideboard  was  of  simple  construction. 
This  may  be  said  of  I  1  epi)lewhite  generally,  for 
all  liis  ])ieces  were  simple — serpentine  front, 
with  tapered  legs  and  carved,  mostly  plain 
straight  carving,  and  spade  feet.  He  employ- 
ed the  classic  ornamentation,  which  no  doubt 
is  derived  in  many  instances  from  the  Adam 
I  brothers. 

Another  tine  iiicce  of  work  of  Hepplewhite 
is  the  bedstead.  This  ])erhaixs  is  much  to  'be 
admired,  from  the  decorative  ])oint  of  view.  .A 
cano]:y  with  dra])ings  and  classic  urns  and  carv- 
ing for  decorati\e  i)urposcs,  supported  on  taper- 
ed legs  with  s])ade  feet,  were  the  principle  fea- 
tures. 

Washstands  and  sidetaljles  for  bedsteads  and 
dressing  tables  with  better  appointments  were 
made  to  fill  the  gaps  that  had  previously  been 
neglected.  The  wardrobe,  formerly  known  as 
the  clothes-i)ress,  was  fitted  with  sliding  shelves 
or  trays,  but  no  place  for  hanging  clothes,  this 
'l)eing  a  later  introduction.  For  wood  Hepple- 
wdiite  emi)loyed  a  great  deal  of  mahogany,  but 
he  still  used  satinwood  to  a  greater  extent;  this 
came  from  India.  Tables  were  made  in  many 
varieties.  The  dining  table  would  be  round  at 
the  one  end  with  the  other  end  a  drop  leaf.  The 
tables  could  l)e  increased  by  i)Utting  rectangular 
l)arts  in  between  two  ran^e  tables  and  so  make 
it  look  like  one  long  table.  The  usual  char- 
acteristics were  a])plied  to  the  legs  and  feet, 
i.e.,  tapered  and  spade  feet. 

He  also  made  a  number  of  writing  tables, 
and  work  tables  witli  drawers,  which  when 
l)ushed  home  would  ajtpear  to  be  part  of  the 
construction  of  the  furniture.  The  decorative 
features  took  the  form  of  inlaid  or  carved  flow- 
ers, shields,  urns,  draperies,  shells  and  fans. 
The  inverted  bell  flower  or  husks  and  wheat 
ears  have  special  note. 

Toward  the  latter  part  of  his  life  he  was  very 
much  influenced  bv  the  Louis  XVI  Period. 
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Our  Export  Trade  Development 

['"igures  for  the  total  Canadian  cx])ort.s  and 
imports  for  the  fiscal  year  ended  March  31,  1923, 
have  jnst  been  pnblished  by  .the  Department  of 
Trade  and  Commerce,  Ottawa.  Rxport  trade 
developed  to  a  greater  extent  than  import.  F.x- 
])orts  of  Canadian  goods  amonnted  to  $932,229,- 
443  and  im])orts  to  $802,457,043,  a  balance  on  the 
right  side  of  $129,772,400.  These  figures  rei)re- 
sent  an  increase  for  the  year  as  follows:  in 
exports,  $191,988,763;  in  imports,  $54,694,959  and 
in  favorable  balance  $137,293,804.  The  largest 
item  on  the  exi)ort  list  is  agricultural  ])roducts  ; 
these  amounted  to  a  value  of  $383,425,251.  The 
second  item  in  order  is  wood,  wood  products 
and  ])aper,  valued  at  $328,758,205.  These  two 
items,  it  will  be  seen,  account  lor  approximately 
three  (piarters  of  our  ex])ort  trade. 


set  out  to  eliminate  sagging  springs,  and  the 
'Wnti-.'^way"  was  the  outcome  of  their  efforts. 
They  lay  jiarticular  emphasis  to  the  two  main 
points  of  their  offer  in  connection  with  the 
" Anli-.Sway,"  \i/..  thirt\'  nights'  free  trial  and 
a  twenty-year  guarantee,  and  say  they  find  that 
furniture  retailers  instinctively  associate  com- 
fort, reliability  and  durability  with  the  "'Anti- 
Sway"  spring.  I  he  Progress  Spring  Bed  Manu- 
facturing Com])any  were  established  eighteen 
years  ago  and  have  l)een  progressing  ever  since. 
The  founder  of  the  business  has  a  worthy 
partner  in  his  son,  i\lr.  .\.  Raginsky,  Jr.,  who  is 
at  ])resent  ])reparing  to  launch  an  advertising 
campaign  which,  it  is  believed,  will  pave  the 
way  for  still  further  demands  for  Progress 
si)rings.  In  the  Ontario  field,  Mr.  J.  \).  McBeth. 
in  charge  of  the  Toronto  llranch,  is  also  making 
g ra t i  f y i n g  ] ) r(  tgress. 


Good  Products 


The  reputation  enjoyed  l)y  the  " Anti-.Sway" 
and  "Progress  Link"'  springs,  ])atented  features 
•manufactured  by  the  Progress  Si)ring  Bed  M<in- 
ufacturing  Com])any,  of  Montreal  and  Toronto, 
is  an  exam])le  of  what  can  l)e  achiex  ed  by  a  good 
product  backed  u])  ])y  enterprise  and  distributed 
throU"]!  the  riijht  channels.    The  Progress  lirni 


Nanidah  Felt  Rugs 
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In  our  last  issue  we  referred  to  a  rug  on  ]). 
77  as  hand  tufted,  giving  the  impression  that  it 
was  a  Sterling  hand  made  tufted  rug.  These 
illustrations  should  haxc  been  designated  hand 
made  Namdah  felt  lUgs  with  end)roidery. 


Attractive  and  practical  gifts  to  beginners  in  matrimonial  life — Gelinas  Ltd. 
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One  Price  to  All  ? 

April  11,1')23 

Editor,  Furniture  AVorld  : 

J  have  noticed  in  the  columns  of  the  "World" 
that  you  in\'ite  inquiries  on  anythinj^-  concern- 
ing' the  furniture  trade. 

I  am  in  the  retail  end  of  the  game  and  for 
some  time  I  have  been  puzzled  over  the  one 
price  problem.  We  all  know  that  if  one  man 
pays  $15.00  for  a  rocking  chair  that  the  next 
fellow  should  pay  the  same  as  it  would  be  bad 
policy  to  throw  off  even  25  cents.  This  policy 
when  carried  out  is  no  doubt  the  best  but  what 
are  you  going  to  do  when  a  customer  has  pick- 
ed out  furniture  to  the  value  of,  say  $925.00  and 
refuses  to  pay  one  cent  more  than  $900.00  for  it? 
The  store  rules  calls  for  one  price  but  it  is  a 
hard  thing  to  see  a  $900.00  order  walking  out 
the  door  for  the  sake  of  not  throwing  off  $25.00. 
And  at  the  same  time  if  you  throw  of¥  $25  for 
this  customer  why  isn't  the  $15.00  rocker  man 
entitled  to  the  same  percentage  off? 

I  have  ])uzzled  o^'er  this  problem 
angles  but  have  been  unable  to  solve 
satisfaction  so  I  would  like  to  hear  it 
in  the  columns  of  your  magazine. 

Yours  truly 

A  Retail  Salesman. 


from  all 
it  to  my 
discussed 


Retail  Firm  Uses  Twelve  Page  Advt. 

One  of  the  most  striking  and  extensive  adx'er- 
tising  schemes  ever  put  across  by  any  retail  con- 
cern in  Canada,  we  believe,  was  that  carried  out 
recently  by  the  firm  of  Baldwin,  Robinson, 
Limited,  St.  Thomas,  Ont.  The  scheme  involved 
a  twelve-page  section  of  the  local  newspaper, 
devoted  to  advertisements  of  furniture  and 
household  ecjuipment  and  educational  articles  on 
the  furnishing-  of  the  home.  It  was  engineered 
in  collaboration  with  the  "Better  Furnished 
Homes  Bureau"  and  with  the  support  and  co- 
operation of  the  manufacturers  whose  lines 
Baldwin,  Robinson  carry. 

The  merchandise  advertised  included,  in 
addition  to  furniture  for  every  room  in  the 
house,  draperies,  stoves,  vacuum  cleaners,  ])ed 
springs  and  mattresses,  wallpaper,  floor  cover- 
ings, kitchen  cabinets  and  refrigerators. 

The  idea  and  the  manner  in  which  it  was 
carried  did  great  credit  to  Baldwin,  Rc^binson 
Ltd.,  and  will  without  a  doubt  yield  big  returns 
in  the  sha])e  of  increased  business.  The  news- 
paper naturally  was  very  ready  to  lend  editorial 
co-operation,  and  its  front  page  featured  photo- 
graphs of  Mr.  (ieorge  M.  Baldwin  and  Mr.  Fred 
R.  Pearson,  the  two  members  of  the  firm,  to- 
gether with  a  history  of  the  business  since  its 
inceptii  )n. 
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A  Big  Special  in  Doll  Carriages 


IVr  0.  542  Doll  Carriage.  Made 
^  ^  of  genuine  flat  reed  bottom 
and  back  ujiholstered.  Length 
of  body  21  in.,  width  SU.  in. 
Height  from  floor  to  top  of 
handle  26  in.  Colors,  Ivory, 
Grey,  Baby  Blue,  Navy  Blue, 
White — 7"  wire  wheels  with 
rubber  tires — ^^steel  springs — 
continuous  pushers. 

A  BIG  SPECIAL  AT  $3.90. 

Send  in  your  order  Today! 

Toronto  Specialty  Mfg.  Co.  Ltd. 

415Hobberlm  Office  Bldg.,  Richmond  East,  Toronto 
Factory:  Bradford,  Ont. 
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Touching  a  Responsive  Chord 

Every  manufacturer  must  have  an  outlet  of  distribu- 
tion for  his  production.  If  there  is  a  slip  of  an  im- 
portant "cog"  in  the  chain  of  distribution  between  the 
factory  and  consumer,  his  sales  suffer. 

The  retail  merchant  is  the  most  important  link  in  the 
chain  of  distribution.  His  problem  of  selecting  the 
right  goods  is  difficult,  consequently  he  is  anxious  to 
learn  of  the  merits  and  possibilities  of  your  line.  A 
message  directed  to  him  touches  a  responsive  chord. 

By  advertising  in  the  "Furniture  World"  you  reach 
the  dealer  through  his  own  specialized  medium. 
You  create  new  dealers  and  keep  present  dealers  sold. 
You  take  the  direct  road  to  the  man  you  want  to 
interest. 

The  "Furniture  World"  can  serve  you  because  it  is  al- 
ready serving  in  an  efficient  manner  the  retail  furni- 
ture dealers  from  coast  to  coast.  It  can  be  made  an 
important  factor  in  increasing  the  dealer's  interest  in 
your  product. 

A  request  to  the  "Furniture  World,"  347  Adelaide  St. 
West,  Toronto,  for  copy  suggestions  and  advertising 
plan  will  incur  no  obligation  whatever. 
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A  Sea  of  Floor  Lamps 


Modernizing  the  Home 


Making  Houses  into 
Homes 


60 


FURNITURE  WORLD 


MAY,  1923  61 

A  Sea  of  Floor  Lamps 


This  is  a  view  of  the  Floor  Lamp  Section  in  the 
Furniture  Building  of  a  big  departmental  store  where 
lamps  and  furniture  are  mixed  in  together  but  the 
latter  is  almost  lost  sight  of.  With  their  bright  color, 
artistic  effects  and  legion  designs  these  lamps  make  one 
of  the  most  attractive  displays  imaginable.  Other 
lamps  are  distributed  among  the  furniture  throughout 
the  entire  building  adding  greatly  to  the  attractive, 
natural  appearance  of  the  displays. 
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Modernizing  the  Home —  | 

0. 

and  Conserving  the  Housewife 

Why  do  Girls  Leave  Home?  The  Office  and  Factory  are 
Better  Equipped  and  Give  More  Opportunity  for  Recreation 


In  days  gone  by — the  good  old  days  that 
everybody  remembers  l)ut  nobf)dy  seems  to 
want  to  return — there  was  ahnost  no  machinery. 
Everything  was  hand  work. 

Then  came  a  change.  The  demand  for  man- 
ufactured articles  increased  and  the  "hands" 
were  too  slow  and  too  few.  So  the  first  ma- 
chine was  introduced.  Its  success  was  cjuickly 
followed  by  others,  for  not  only  was  it  soon 
demonstrated  that  more  work  could  be  accom- 
plished in  less  time,  and  better  work,  but  it  was 
more  congenial  work,  more  remunerative  and 
recjuired  a  higher  degree  of  intelligence.  It  was 
less  exhausting  work,  and  left  the  individual  at 
the  end  of  the  day  in  a  frame  of  mind  and  in  a 
physical  condition  whereby  he  or  she  could  more 
thoroughly  enjoy  and  profit  from  the  hours  of 
recreation  that  followed. 

Thus  it  has  come  about  that,  as  a  direct  re- 
sult of  labor  saving  devices  of  one  kind  or  an- 
other, life  outside  of  the  home  has  been  made 
less  onerous,  less  monotonous,  and  more  inter- 
esting than  life  inside  the  home.  Hence,  large- 
ly, the  scarcity  of  ycjung  women  who  are  will- 
ing to  do  housework  and  their  preference  for 
almost  any  kind  of  business  life. 

Office  Better  Equipped  Than  Home 

This  process  has  been  so  sU)w  and  gradual 
that  for  a  long  time  we  did  not  realize  to  what 
extent  the  attractions  of  commercial  life  had  in- 
creased or  that  a  corresponding  increase  had 
not  taken  place  in  the  home.  But  at  last  the 
housewife  has  awakened  to  the  fact  tliat  her 
husband's  factory  and  office  are  much  better 
and  much  more  attractively  equipped  than  her 
own  home.  She  is  realizing  that  she  is  to-day 
working  harder  than  her  sister  in  the  factory  or 
ofifice,  longer  hours  and  with  less  time  for  re- 
creation— and  she  too  is  demanding  better  work- 
ing conditions  in  the  home. 

And  why  shouldn't  she  have  them? 

There  is  really  no  answer  to  this  question. 
Factories  and  ofifices  have  no  monopoly  of  labor 
saving  devices.  Indeed  the  last  decade  has  been 
rich  in  production  of  just  such  things  as  warm 
the  heart  of  the  tired  but  enthusiastic  house- 
wife. Neither  are  they  unduly  expensive.  The 
average  office  manager  figures  the  cost  of  a 
labor  saving  device  on  the  basis  of  what  it  will 
do — produce  more,  a  better  product,  conserve 
energy   of   workers,  contribute    to   the  smooth 
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running  and  efficiency  of  the  organization. 
Measured  on  this  basis  labor  saving  devices  in 
the  home  are  exceedingly  reasonable  in  price. 
If  they  mean  the  difference  between  women 
worn  out  and  women  full  of  health  and  vim ; 
between  wives  comely  and  wives  bedraggled; 
between  a  bttle  leisure  to  spend  over  the  kid- 
dies' troubles  ( \ery  real  to  them)  and  a  cross, 
tired  mother;  between  a  smile  of  greeting  for 
the  husband  in  the  evening  or  a  storm  of  re- 
proach ;  if,  in  short,  it  means  a  home  for  husband 
and  family  to  look  forward  too  with  pleasant 
anticipation  rather  than  with  dread,  or  at  least 
indifference,  would  not  labor  saving  devices  in 
the  home  be  cheaj)  at  any  price? 

And  they  do  make  all  this  difference! 
And  they  are  very  timely  and  suitable  stock 
the  furniture  dealer  to  handle! 
And  they  are  very  reasonable  in  price ! 
And  the  women  of  our  homes  are  quite  ready 
them;  perhaps  not  all  of  them,  consciously, 
ready  to  be  convinced  l)y  a  miniTiiinn  of 
education  and  demonstration. 

'AVhat  are  these  labor  sa\ing  devices,"  you 
ask  "that  will  do  all  these  things  you  claim  for 
them  ;  that  will  make  h(mie  work  more  attrac- 
tive than  office  work,  or,  failing  to  do  that,  will 
make  the  housewife  independent  and  emancipate 
her  from  semi-slavery?" 

Here  they  are — a  few  of  tliem.  In  listing 
lai)or  savers  one  naturally  thinks  of  electrical 
appliances.  But  there  are  many  others.  Per- 
haps the  most  outstanding  example  is  the  kit- 
chen cabinet. 

The  Kitchen  Cabinet 

Now  rememl)er  we  are  out  to  save  our  wo- 
men folk  in  the  home — to  save  steps,  save 
temper,  save  time,  increase  efficiency  and  get 
better  results  all  round.  A  housewife  said  to 
the  writer  recently.  "This  is  my  work  shop. 
Mere  are  my  tools,  'i'here  is  my  raw  material. 
In  a  few  minutes  you  shall  test  out  the  product 
of  my  factory,  b'or  this  kitchen  is  a  factory 
just  as  you  have  factories  down  town  and  the 
excellence  of  my  factory  is  just  as  dependent 
as  yours  on  right  equipment — good  light,  good 
tools,  good  raw  material,  good  arrangement  of 
equipment  and  so  on."  Prominent  among  her 
equipment  was  a  kitchen  cabinet  with  its  snug 
arrangement  of  utensils  and  supplies,  right  at 
hand.    "It  saves  me  thousands  of  steps  every 
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day,"  she  said,  "and  because  there  is  a  place 
for  everything  I  keep  everything  in  its  place." 

"If  you  had  to  part  with  any  of  your 
"servants"  that  would  not  be  the  first?"  I  sug- 
gested. 

"No,  I  think  it  would  be  the  very  last"  she 
affirmed. 

The  Refrigerator 

In  this  same  home  there  was  a  little  corner 
just  outside  the  kitchen  door  and  as  one  passed 
down  cellar.  There  was  a  refrigerator  tucked 
snugly  in  it,  well  stocked  with  the  'perishables' 
found  in  every  economical  household.  Economy 
in  buying  is  often  the  dif¥erence  between  smaller 
and  larger  purchases — better  quality  often  at  a 
cent  or  two  less — meat,  butter,  eggs,  milk,  fruit, 
and  so  on.  There  is  no  waste  because  it  is  all 
good.  There  is  no  stomach  poisoning  because 
the  quality  is  maintained.  "I  don't  know  which 
saves  me  more  steps,  the  cabinet  or  refrigerator," 


The  "Frost  River" 

my  housewife  friend  volunteered.  "Think  of  the 
difference  if  I  had  to  run  down  to  the  cellar 
every  time.  Before  I  got  my  refrigerator  I  got 
so  tired  running  up  and  down  cellar  that  I  fre- 
quently took  chances  on  milk  or  other  things 
keeping  alright,  with  the  result  that  I  often  had 
to  throw  them  away.  It's  a  money  saver  as 
well  as  a  labor  saver." 

The  Dishwasher 

"You  have  no  dishwasher?"  1  asked  my 
friend.  "You  don't  find  washing  dishes  less 
monotonous  than  the  rest  of  us?" 

"No  I  haven't  a  dishwasher  but  I  want  one 
badly  enough.  There  are  two  kinds  that  I  have 
seen — one  of  them  worked  by  an  electric  motor 
and  one  by  waterpressure.  You  see  I  have  l)een 
looking  into  it.    The  worst  thing  about  both  of 


them  is  that  they  won't  wash  the  porridge  boil- 
er or  the  saucepans,  but  they're  wonderful  for 
plates,  cups,  saucers,  platters,  cutlery  and  such 
things.  I  happen  to  have  friends  who  use  both 
and  they  tell  me  I  would  soon  get  very  expert 
with  them  and  find  them  a  wonderful  conven- 
ience.   One  of  these  friends  has  a  very  small 
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The  "Paragon" 

family  and  stacks  her  dishes  in  the  machine, 
only  washing  once  a  day." 

"Perhaps  you  think  they  are  too  expensive 
for  all  they  do,"  I  suggested. 

"No,  I  don't  believe  expense  is  much  of  a 
factor  in  such  a  case.  My  husband  would  say 
'If  it  saves  you  work,  buy  it,  for  goodness  sake.' 
More  women  would  have  these  things  if  they 
knew  about  them — knew  what  they  will  really 
accomplish  in  the  home.  I  expect  I'll  have  a 
dishwasher  soon  but  nobody  has  ever  asked  me 
to  buy  one." 

The  Kitchen  Range 

The  kitchen  range  depends,  greatly,  upon 
location  and  local  conditions.  In  towns  and 
cities  where  gas  or  electricity  are  availal)le  there 
is  comparatively  little  coal  or  wood  used  for 
cooking.  There  is  too  much  labor  involved.  As 
between  gas  or  electricity  it  may  be  a  matter  of 
opinion  or  of  expense.  Both  are  exceedingly 
easy  to  operate  but  the  electric  lends  itself  bet- 
ter to  automatic  control  and  has  many  ad- 
vantages. 

Where  gas  or  electricity  is  available  there 
can  be  no  excuse  for  the  coal  or  wood  stove 
unless  required   for   heating   the   kitchen ;  but 

(Continued  on  page  67) 
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Quebec 
10,635,834 
Advarlisernent* 


Province 

No.  of  Ads. 

Newfoundland 

b8,l  53 

Nova  Scotia 

1  ,422,045 

Prince  Edward  1. 

1  36,227i 

New  Brunswick 

1  ,304,769; 
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9,683,501 
Advertisements 


Bigger  Sales — Bigger  Profits 

"Plan  a  campaign  that  will  increase  Go/J-5ea/ Congoleum  sales  for 
every  dealer  in  every  city,  town,  and  settlement  in  the  Dominion. " 

Those  are  the  instructions  the  Managing  Director  gave  to  the  Sales 
Department  and  they're  being  carried  out  to  the  letter. 

A  tremendous  publicity  campaign  has  been  arranged.  Never  in 
the  business  history  of  Canada  has  any  article  of  house  furnishing 
received  such  tremendous  publicity. 

During  1 92  3  thirteen  leading  Canadian  magazines  and  farm  papers 
will  carry  Congoleum  advertising.  Magazines  like  McLean's,  Cana- 
dian Home  Journal,  Everywoman's  World,  La  Canadienne  and 
Western  Home  Monthly  will  contain  full  page  color  advertisements 
that  will  take  "samples '  of  the  lovely  Congoleum  patterns  right 
into  the  homes  of  their  readers. 

Millions  of  additional  advertisements  will  appear  in  a  huge  list  of 
newspapers.  This  advertising,  plus  beautiful  patterns,  practical  easy- 
to-clean  features,  and  guaranteed  quality,  are  bound  to  sell  more 
Gold-Seal  Congoleum  for  you  than  you  ever  sold  in  the  past. 


Be  prepared  to  get  your 
share  of  the  1923  Congo- 
leum business.  Keep  your 
stock  complete  and  let 
your  customers  know  it  is 
complete.  If  you  want  to 
know  how  Congoleum  Art- 
Rugs  will  make  profits 
for  you,  or  if  you  want  to 
know  how  to  increase  your 
1922  profits,  get  in  touch 
with  our  Sales  Promotion 
Department. 
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Gold  Seal 

(oNGOtEUM 

^RT-RUGS 


Made  in  Canada 
by  Canadians  — for  Canadians 


Congoleum  Company 
OF  Canada,  Limited 

1270  St.  Patrick  St.,  Montreal,  Canada 
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Dominion  Linoleum  News 


Peter  Lino  Displays  His  Linoleum  Stock 

"I  told  you  how  I  got  things  workin'  to 
bring  folks  into  my  store  by  mailin'  some 
right  smart  folders  and  dollin'  up  my 
winder.  Nex'  thing  then  I  figgers,  its  up 
to  me  to  put  my  stock  so's  it'll  be  easy  fer 
folks  to  see  an'  pick  from. 

"I  soon  cleared  away  a  nice  spot,  handy 
to  the  light,  and  spread  a  nice  Linoleum 
Rug  over  the  floor.    Then  Jim,  he's  my 
helper,  and  me,  lugs  out  our  nice  new 
rolls  and  up-ends  'em,  rangin'  'em  round 
in  a  half  moon,  just  like  the  back  and  sides  of  the  stage,  over  to  the 
Opry  House.    The  patterns  showed  up  fine  and  that  stock  looked  so 
neat  and  clean  and  spick  and  span,  standin'  there  an'  almost  smilin' 
that  it  got  me  hankerin'  myself  till  I  picked  out  a  nice  rug  that  I 
figgered  d'look  slick  in  our  dinin'  room  and  tells  Jim  to  drive  it  over 
to  Mrs.  Pete. 

''Well,  there  I  wuz,  all  set  for  business  and  as  I  sized  it  all  up,  it  sort 
of  got  me  thinkin'  serious.  Up  till  now,  I  had  to  admit,  I'd  jest  jog- 
ged along  and  'thout  even  tryin'  had  sold  a  fairish  amount  of  lino- 
leum. Now,  didn't  it  stand 
to  reason  that  my  sales 
would  go  'way  up  the  min- 
ute I  put  a  little  real 
gumption  behind  'em?  I 
didn't  need  to  recall  the 
figgers  that  city  feller 
showed  me — the  answer 
wuz  as  plain  as  the  nose 
on  my  face. 

"Nex'  month  I'll  tell  you 
how  I  won  out." 

Yours  fer  business, 


(Sgd.)        Peter   Lino.  Peter  Lino's  Linoleum  Stock  as  it  looks  now 


Peter  Lino 


Dominion  Oilcloth  &  Linoleum  Co.,  Limited 

MONTREAL 

Number  three  of  a  scries  of  advertisements  on  the  value 
of  stocking  Dominion  Linoleum  and  other  Dominion  Floor 
Coverings. 


MAY,  1923 


there  are  many  homes  where  these  conveniences 
do  not  reach.  These  homes  must  then  take 
the  next  best  substitute — the  coal  oil  range. 
During  recent  years  these  have  become  increas- 
ingly popular  in  small  towns,  villages,  farm 
homes  and  summer  cottages.  They  are  safe, 
efficient  and  economical  to  operate  and  really 
constitute  a  most  wonderful  substitute  for  gas 
or  electricity.  A  surprisingly  compact  coal  oil 
stove  specially  designed  for  "camping  out," 
picnic  parties  and  itinerants  of  all  kinds,  has 


Oven  or  stove,  folds  like  a  suit  case 

just  'been  placed  on  the  market.  It  is  a  two 
plate  stove  that  folds  compactly  into  a  very 
limited  space  and  carries  like  a  small  suit  case. 
It  can  be  set  up  or  packed  up  in  less  than  one 
minute,  weighs   17  pounds,  holds  fuel  for  six 


The  "Blue  Bird" 

hours'  operatioil  and  can  be  used  as  a  bake  oven, 
completely  enclosed,  or  as  a  cooking  stove  with 
wind  bafifles  on  three  sides. 

Clothes- Washing  Machines 

Did  your  ,  wash-lady  ever  disappoint  you? 
Fail  to  keep  her  promise?  Find  out  later  she 
had  gone  to  a  neighbour  who  ofTered  her  a  larger 
bribe?    If  you  ever  had  such  an  experience  as 


that  and,  as  a  result,  bought  an  electric  wash- 
ing machine,  and  the  next  Monday  morning 
after  snapping  the  switch  that  set  the  "electric 
lady'  in  operation  you  went  up  to  your  break- 
fast, which  you  enjoyed  leisurely  to  the  tune  of 
the  'lady'  working  away  down  stairs — if  you 
ever  experienced  that  feeling,  as  thousands  of 
tired  and  discouraged  housewives  have — then 
you  have  experienced  a  little  innocent  revenge 
that  has  been  coming  to  you  for  some  time  and 
for  which  no  one  can  blame  you  if  it  brings  joy 
and  peace  to  your  tired  soul.  Think  of  it — a 
wash-woman  that  never  fails  to  come  when  ex- 
pected, is  always  on  time,  doesn't  require  spe- 
cial meals,  works  full  time,  doesn't  require 
extras  to  keep  her  in  good  humor,  doesn't  an- 
swer back  does  uniformly  good  work,  is  easy 
on  the  clothes — that's  the  electric  washer. 

If  the  housewife  doesn't  employ  a  wash- 
woman all  the  merits  of  this  machine  have 
double  force.  It  is  a  wonderful  labor — and 
temper — saver. 

The  Ironing  Machine  and  Mangle 

And  right  beside  the  washing  machine  in 
many  a  home  laundry  stands  the  mangle  and 
the  ironing-  machine.  The  electric  sadiron — 
frequently  called  the  glad-iron — is  a  fine  piece 


Home  Ironer,  Electrically  heated 

of  apparatus  but  as  a  labor  saver  it  does  not 
compare  with  the  ironer  with  the  big  roller  heat- 
ed with  gas,  or  electrically,  and  operated  by  a 
small  electric  motor.  Working  with  the  little 
flat  iron  isn't  the  hardest  work  in  the  world,  it 
is  true,  but  it  becomes  unbearably  tiresome  after 
four  or  five  hours.  The  "ironer"  eliminates  the 
heavy  muscular  effort — and  finishes  up  the  work 
in  half  the  time. 

The  Floor  Waxer 

Hut  all  the  labor  saving  devices  are  not  to 
found  in  the  kitchen  and  the  laundry.  I  over- 
heard a  conversation  recently  between  two 
"newly-weds"'  that  has  a  bearing  on  the  sub- 
ject. One  of  them  asked  the  other  "What  do 
you  find  the  most  objectionable  job  in  your 
week's  housekeeping  work" — or  words  to  that 
effect.  I  expected  the  answer  to  be  'dishwash- 
ing' or  'clothes  washing'  or  'ironing,'  but  it  was 
none  of  these.  The  answer  came  after  due  de- 
liberation— "I  believe  the  work  that  takes  the 
most  out  of  me,  leaves  me  more  or  less  a  wreck, 
physically,  and  with  a  disgruntled  viewpoint  on 

(Continued  on  page  71) 
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An  Everwear  Porch  Rug 


in  one  of  our  most  popular  designs 


Tlic  ICVEKWEAR  is  made  oi 
spofially  selected  cocoa  lihre  yarns 
with  pattern  stencilled  on  one  side, 
gives  unlimited  wear  and  is  very 
moderately  priced.  The  design 
illustrated  is  one  of  our  most 
p(i])ular  nunil)ers  and  a  strong 
seller. 

The  .MOURZOOK  is  a  similar  line 
made  of  cocoa  fibre  yarns  in  a 
specially  fine  weave  with  pattern 
on  both  sides. 

Lioth  lines  arc  made  in  the  follow- 
ing sizes: 

•.ii  X  .")4",  :>(;  X  (■>:!",  4  x  (>',  4'/.  x  ly/, 
X  1)',  (i  .\  :'/<',  G  X  '.)',  (i  X  lo'A', 
;  X  10',  s  X  10'. 


The  Avondale  Cotton  Rug 

another  excellent  line  for  Summer  Trade 


Write  for 
price  List 


No  summer  floor,  covering  on  the  market  is  more  popular 
than  the  Avondale  Cotton  Bath  Rug.  Cool,  washable  and 
made  up  in  very  attractive  .shades  of  pink,  blue  and  green, 
it  is  ideal  for  fitting  up  bedrooms  in  summer  homes,  or  in 
children's  rooms  in  the  vear-round  home.  It  is  made  in  the 
following  sizes— 18  x  30"".  22  x  36",  24  x  48",  27  x  54",  36  x  63", 

X  7y2',  6  X  9'. 

We  sitggest  that  vnu  send  in  yotir  order  immediately  as  these 
rugs  are  now  at  the  height  of  their  season. 

Jute  Mats 

This  is  a  low-priced  rug  particularly  stiitable  for  use  in  stmi- 
mer  homes  where  the  higher  i)riced  furnishings  are  not  desired. 

Ask  us  for  prices.  ^ 

We  also  manufacture  Cocoa  Mats,  Cocoa  Mattings,  Wool 
Dhurry,  Jute  Carpetings,  Jute  Webbing  and  Stair  Pads. 

The  Cobourg  Matting  &  Carpet  Co. 

Limited 

Cobourg  -  Ontario 


No!  This  is  not  a  window  display  in  the  leading 
dry-goods  store  in  town.  It  is  a  furniture  store  in 
Winnipeg — Leslie's.  They  carry  a  regular  stock  of 
rugs,  draperies,  curtains,  cushions,  floor  lamps  and 
things  in  general  that  furnish  and  beautify  the  Home. 
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Another  Good  Selling  Moulding 


No.  6131  —  1  inch 


No.   6131—^4  inch 


6131  —  58  incil 


No.  6131.  A  daintily  embossed  design  made  only  in  the  sizes  illustrated.  It  is 
supplied  in  several  different  finishes  and  is  very  effective  in  Fin.  482 — Powder- 
ed Gold  Antique  with  embossed  lines  highly  burnished. 


We  illustrate  one  of 
our  new  quick  selling 
designs.  We  are  con- 
tinually receiving  re- 
peat orders  for  this 
moulding,  and  it  is 
only  one  of  our  good 
selling  patterns. 

Make  business  better 
by  ordering  an  assort- 
ment to-day. 


PHILLIPS  MANUFACTURING  CO.  LIMITED 


Toronto 


Canada 


DEALERS 


in  all  parts  of  Canada  are  finding  that 

KANT  FALL  Flat  Curtain  Rods 

are  the  best  to  handle  because  : 

1  —  They  give  absolute  satisfaction  to  their  customers. 

2 —  The  profits  are  large. 

3 —  They  mean  quick  turnover. 

Satisfied  customers  are  regular  customers.  Regular  customers  mean 
more  business. 

Satisfied  customers,  quick  turnover  and  large  profits  are  the  aims  of 
all  progressive  dealers.  If  you  are  in  this  large  and  ever  growing 
class  you  should  handle 

KANT  FALL  Flat  Curtain  Rods 


Friction  here 


Sturgis  Baby  Carriage  Co.,  Ltd. 

345  Sorauren  Ave.,  Toronto 


Friction  here 


Friction  here 
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married  life,  is  waxing  my  floors.  It's  the  most 
wearing  kind  of  knee  drill.  Just  the  moment 
we  can  afford  it,  my  husband  has  promised  to 
get  a  man  in  to  do  this  for  me." 

"Did  you  ever  see  one  of  those  machines 
for  putting  wax  on  and  polishing  afterwards?" 
I  ventured.  "No" — neither  of  them  had,  but 
they  both  declared  that  if  such  a  machine  could 
be  bought  they  would  have  one  before  long. 

And  they  can  be  bought.  There  are  ma- 
chines— both  with  and  without  electrical  opera- 
tion— already    on    the    market  and  giving  ex- 


it waxes  and  polishes 

cellent  results.  The  one  illustrated  here  is 
driven  by  electric  motor.  It  scrubs  the  floor  in 
one  operation,  waxes  it  in  another  and  polishes 
in  a  third.  The  muscular  effort  required  is  no 
more  than  could  be  easily  taken  care  of  by  a 
child.  The  operation  of  this  machine  is  not 
work.  One  only  experiences  the  pleasure  of 
getting  results. 

Vacuum  Cleaners 

Vacuum  cleaners  are  too  well  known  in  the 
average  home  to  require  testimonials.  What 
the  'waxer'  is  to  the  hardwood  floor  the  vacuum 
cleaner  is  to  the  rugs  and  carpets.    But  there 


are  other  uses  for  the  vacuum  cleaner — -the 
cleaning  of  draperies,  walls,  upholstered  furni- 
ture— corners  where  "Moths  do  congreg"ate  and 
devour  holes."  Special  accessories  are  provided 
with  vacuum  cleaners  for  all  these  other  opera- 
tions. 

Other  electrical  appliances  naturally  fall  un- 
der the  heading  of  labor  savers  which  the  fur- 
niture dealer  may  or  may  not  consider  it  advis- 
able to  handle.  These  are  such  items  as  toast- 
ers (for  use  right  on  the  dining  table),  percola- 
tors (also  for  the  table),  electric  heaters,  elec- 
.  trie  fans  (for  ventilating,  hairdrying,  etc.),  elec- 
tric water  heaters  (replacing  the  usual  jacket- 
coal  heater)  and  many  similar  devices. 

Tea  Wagons,  etc. 

And  then  there  are  many  pieces  of  furniture 
proper  Avhich  find  a  place  in  many  homes  and 
are  elegible  in  all.  The  tea  wagon  is  a  splendid 
example. 

Summing  up :  these  are  days  when  the 
housewife's  problem  has  been  made  tremend- 
ously difficult  by  the  favorable  working-  condi- 
tions outside  the  home.  Whether  the  house- 
wife has  to  compete,  for  helpers,  in  the  labor 
market  or  whether  she  has  to  do  her  own  work, 
the  conclusion  is  the  same — the  working  condi- 
tions in  the  home  must  be  improved  by  ma- 
chinery just  as  working-  conditions  in  offices 
and  factories  have  been  improved.  It  follows 
that  labor  saving  appliances  will  make  a  con- 
tinuously stronger  appeal  and  that  they  will  sell 
in  large  quantities  with  a  minimum  of  effort 
and  consequently  with  a  maximum  of  profit  to 
the  retailer. 

It  only  remains  for  the  furniture  dealer  to 
decide  whether  that  profit  comes  to  him  or  whe- 
ther it  will  go  to  swell  the  bank  account  of  his 
competitors  in  other  lines  of  trade. 


The  fan  has  any  uses 


Hot  toast  right  on  the  table 

Small  dishwasher 
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BSND^WSRTH 

CARPETS 

Famous  for  Their  Durability 

Made  in  Kn^-land  for  over  50  years,  wliere  ihev  liavc  establislied  an  en- 
\ial)le  rei)Utati()n  for  tlieir  dural)ility,  Bond-Worth  Ru^s  and  Carpets  are 
now  duplicatinii"  tlieir  success  on  the  Canadian  market. 

Tlie  complete  range  as  carried  in  stock  in  our  'I'oronto  warehouse  com- 
prises /\.xminsters,  WiUon  S(|uares,  Saxony  Wilton,  l^russels.  Hearth 
Rugs.  Axminster  Mats,  lm])erial  Axminster,  Sofa  Kugs,  Chenille  Ax- 
minster,  and  Runners. 

Samples  and  prices  gladly  submitted. 

BOND-WORTH  CARPETS  (CANADA) 

Limited 

306  Dufferin  St.,  Toronto 


For  June  Wedding  Gifts 

See  our  new  circulars  illustrating  oiu"  entire 
line  <if  I'olychrome  Book-ends,  Candle  Sticks, 
Floor  and  Table  Lamps  and  Silk  Shades,  Art 
Mirrors  and  new  lines  of  Pictures  and  Statuary 
— ready  in  three  weeks — write  us. 

G.  L.  IRISH 

Manufacturer  and  Importer 

497-499  Queen  St.  W.,     ■     Toronto,  Ont. 


UPHOLSTERY  SPRINGS 

Highest  quality  Upholstery  Springs, 
made  from  the  finest  grade  High 
Carbon  Steel  Wire,  oil  tempered 
after  the  coiling  operation,  thus  in- 
suring uniform  strength  and  "No 
Set."  Remember,  the  quality  of 
your  High-Grade  Upholstering  de- 
pends entirely  on  the  quality  of  the 
springs  you  are  using. 

HELICAL  SPRINGS 

for  spring  bed  and  mattress  fabrics. 
Get  the  habit;  buy  Canadian  Springs. 

James  Steele,  Limited 

Guelph  Canada 


NO  26 


A  Mirror  for  Every  Room! 

Fancy  Gut  or  Plain  in  Antique  effect 
such  as  polychrome,  two-tone  and  per- 
iod-painted. 

MATTHEWS  BROS.,  LIMITED 

The  Big  Canadian  Moulding  Manufacturers 

1906  Dundas  St.  W.,         Toronto,  Can. 


1 

1 

No.  2020  Polychrome  Art  Mirror 
In  sizes  over  all  17  x  41 — 17  x  52 — 19  x  48 — 21  x  52 


MAY,  1923 
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Plate  Glass  Market 

A  condition  that  lias  been  noticeal^le  for 
some  time  past  in  the  States  is  making  itself 
very  api)arent  in  (Janada  just  now — the  short- 
age of  window  glass.  Canadian  manufacturers 
are  unable  to  cope  with  the  demand  and  are 
compelled  to  import  to  a  much  greater  degree 
than  formerly.  Particularly  is  this  true  of  plate 
glass,  and  it  is  doubtful  if  many  of  us  realize  to 
what  extent  plate  glass  enters  into  present  day 
demands. 

Take  for  example,  the  quantity  consumed  l)y 
automobile  manufacturers  alone.  Think  of  the 
a:mount  a  Ford  sedan  recptires,  not  to  mention 
the  aristocrats  of  the  automol)ile  world  with 
their  expensive  body  lights  and  windshields. 
Several  plate  glass  concerns  to  the  south  of  us 
have  been  purchased  by  automobile  interests, 
determined  on  protecting  their  source  of  supply, 
and  this  will  naturally  affect  distribution.  The 
"Glass  Worker"  says: — "During  the  process  of 
change,  mirror-makers  and  manufacturers  of 
furniture  may  l^e  affected,  Imt  there  should  be 
much  glass  for  them  before  the  end  of  the  year." 
This  is  poor  comfort  for  the  manufacturers  who 
need  glass  now,  esjiecially  as  enquiry  has  shown 
that  both  Germany  and  Austria,  two  important 
plate  glass  manufacturing  centers,  could  do 
nothing  to  relieve  the  pressure.  The  French 
occupation  of  the  Ruhr  is  responsible  for  a 
greatly  reduced  output  from  this  field,  and 
prices  in  the  h()me  markets  reacted  immediately 
to  this  condition. 


Attractive  New  Designs 

While  this  is,  so  to  speak,  the  "closed  season'' 
for  standard  lamps,  so  far  as  the  retail  trade  is 
concerned,  the  designers  and  manufacturers  are 
not  going  to  sleep  in  the  meanwhile.  On  a  visit 
to  the  Baetz  Bros.  Specialty  Company's  plant  in 
Kitchener  recently,  the  "Furniture  World" 
representative  was  shown  some  new  designs  of 
remarkable  attractiveness.  One  model  that  was 
particularly  noteworthy  was  after  the  Louis  16th 
design  in  blue  and  gold  polychrome  effect.  The 
shade  was  of  silk  trimmed  with  French  lace."  In 
conformity  with  the  present  trend  in  lamp  styles, 
the  standard  was  of  moderate  height.  Another 
up-to-the-minute  touch  was  the  oval  base. 


Trade  Notes 

H.  Huson  &  Son,  have  recently  purchased  the 
interests  of  J.  Finlayson  &  Son,  of  Paris.  The 
store  is  located  on  Main  Street,  and  will  be 
kept  amply  stocked  with  furniture  and  furnish- 
ings. 

A  new  furniture  store  has  recently  been 
opened  in  Hamilton,  Ont.,  at  286  James  St.,  N., 
by  McFadden  &  P^isher.  This  firm  is  now  carry- 
ing on  actively  with  a  full  line  of  new  and  sec- 
ond-hand furniture. 

The  Braiitford  Willow  Works,  of  Brantford, 


willow  furniture  manufacturers,  have  added  the 
manufacture  of  reed  furniture  to  their  line.  This 
will  include  chairs,  ferneries,  j-edestals,  etc. 

Messrs.  Sorenson  &  Astle,  ha\'e  recently 
started  the  manufacture  of  leed  furniture  under 
the  firm  name  of  Ideal  Reed  Furniture  Com- 
pany, at  346^4  Colborn  Street,  lirantford.  Out. 

II.  A\'.  Strudlc}'  president 
Rattan  Co.,  has  h&tn  elected 
Stratford  Board  ofCommerce. 

Mr.  J.  S.  Knechtel,  general  manager  of 
Knechtel  Furniture  Company,  Flanover.  who  has 
been  seriously  ill  since  last  December  has  gone 
to  Colorado  for  a  couple  of  months  to  recuperate. 
His  wife  and  daughter  accompanied  him. 


of  the  Imperial 
president  of  the 


The  Kiddie  Pedal  Car 

The  Canadian  K.  K.  Co.  of  Flora,  manufac- 
turers of  the  well  known  Kiddie  Kar  are  placing 
on  the  market  a  new  design  known  as  the  Kiddie 
Pedal  Kar.  As  shown  in  the  illustration  the 
child  is  able  to  propel  the  Kar  by  pedals  attach- 
ed to  the  front  wheel.  The  new  Kiddie  Pedal 
Kar   is   strongly   constructed    throughout  with 


p  E  □  A  k  


Canadian   K.K.   Co.,  Ltd. 

double  disc  wheels  and  large  sized  rubber  tires. 
It  is  very  easy  running  because  of  ball  bearings. 
Made  in  two  sizes.  The  Kiddie  Pedal  Kar  com- 
pletes the  line  already  familiar  to  most  dealers 
through  the  original  Kiddie  Kar  and  Kiddie 
Kart. 

WANTED — Immediately,  Travelling:  Salesman  in  Quebec  and 
Maritime  Provinces  to  represent  old  established  reed  and  willow 
furniture  concern  on  commission  basis.  Communications  confid- 
entially treated.  Write  Box  245,  Furniture  World,  347  Adelaide 
Street  West,  Toronto.  5 

WELL  ESTABLISHED'  'MANUFACTURER  having  Al  con- 
nection with  wholesale  and  retail  floor  covering  trade  from  coast 
to  coast,  is  prepared  to  consider  proposition  to  represent  manu- 
facturer of  kindred  non-conflicting  lines.  Apply  Box  244,  Furniture 
World,   Toronto.  5 
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The  public  is  heinn  inform- 
ed of  ihis  wonderful  mach- 
ine by  nation-wide  maga- 
zine advertising. 


/{oth  models  operated  by 
universal  motors  D.C  and 
AC,  2a  cy.  and  ho  cy., 
no  volts. 


Electric  Floor  Waxer  and  Polisher 

Quick  Turnover 
Better  Profits 


Our  latest  Model  K 

It    supplies   the    demand  of  the  average 
homes.     It  waxes,  it  polishes 


The  "Sura"  takes  care  of  hardwood  floors 
without  labor.  The  world  is  waiting  for  it. 


Model  D 

It   scrubs,   it   waxes,   it  polishes. 


Do  you  realize  the  possibilities  of  big  business  in  handling  the  Sun  Electric  Waxer 
and  Polisher?  Cash  in  on  the  nation  wide  magazine  advertising  now  appearing.  Quick 
turnover  and  better  profits  will  be  yours. 

YOU  SHOULD  SELL  THE  "SUN"  BECAUSE— 

It  will  add  to  the  prestige  of  any  dealer  and 
make  him  many  friends. 


It  retails  at  an  attractive  price. 
It  yields  the  dealer  a  good  profit. 
It  is  the  only  electrical  machine  of  its  kind 
on  the  market. 


Write  or  Wire  for  Agency  to-day. 


The  Canadian  Electric  Floor  Waxer  and  Polisher  Co.,  Limited 

22  MARK  STREET  Main  4492  TORONTO 


o 
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No.  1957 
Old  Lantern 
in 

Antique 
Brass 


ANTIQUE 

OLD  ENGOSH 

BRASS 


We  carry  ;i  full  line  of  (  Kn,t;lish  Anti(|uc  Brass  iiR-hul- 
inti'  (aiidle  Sticks,  l>ani])s,  jardinieres.  Door  Knockers, 
Asii  Trays,  Jewel  Boxes.  I'aper  Weis^hts,  etc..  all  excep- 
tionally attractive  prices  that  will  sell  at  a  handsome  profit. 

IF  YOU  WANT  BRASS  AT  ROCK  BOTTOM  PRICES 
THIS  IS  THE  PLACE  TO  GET  IT. 


o 


b 


No.  1658 
Old  Lantern 
in 

Antique 
Brass 


J.  H.  WALKER  LIMITED 

Manufacturers'  Direct  Representatives 
32  Front  St.  West  Toronto 


"Our  lines  are  different" 
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You  Can  Sell 
More  Chairs- 


i 


— if    the    quality  and 
price  are  both  attrac- 
tive enough.  Ball 
Chairs   are   just  that. 
They   are  strongly 
built  and  beauti- 
fully finished,  yet 
because  of  our 
quantity  produc- 
tion they  sell  at 
a  remarkably  low 
figure.     The  en- 
viable reputation 
for  sale  ability 
they  have  estab- 
lished   is  thus 
based   on  honest 
worth.      A  trial 
order   will  prove 
what  we  say. 

Write  for  prices 


Ball  Furniture  Co.,  Ltd. 

Hanover     -  Ontario 


I 
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Rishel  Sanitary 
**Ventibestos"  Table  Mats 

Orderi  Filled  Promptly  by  Express  or  Freight 

We  make  any  size  or  shape  without  additional 
expense.    Send  us  your  patterns. 


The  ONLY  Mat  with 
a  centre  of  CORRUGAT- 
ED ASBESTOS. 

Our  mats  are  five  ply 
consisting  of  one  heavy 
sheet  of  corrugated  as- 
bestos b  e  t  vf  e  e  n  two 
heavy  shets  of  wool  felt. 
These  are  firinly  quilted 
together  and  enclosed  in 
a  removable  flannel  cov- 
er. The  cover  consists 
of  white  cotton  flannel 
on  one  side  and  green 
Kearsage  Plush  on  the 
other.  There  is  no  pos- 
sibility of  marring  the 
table  top  when  our  Ven- 
tibestos    mats    are  used. 

Round  or  square  are  the 
same  price.  Unless 
specified  will  always  ship 
round  mats. 

Orignated  and  sold 
only  by  us.  This  Solid 
Fumed  Oak  Display 
Rack  absolutely  free  to 
our  dealers.  Write  us 
for  particulars. 


100  per  cent  Efficient 
The  Silent  Salesman 


Special  attention  given  to   Canadian  orders.  " 

J.  K.  RISHEL  FURNITURE  CO.  I 

WILLIAMSPORT,  PA.  = 

Dining  and  Bed  Room  Suites  § 

"We  make  all  our  own  Chairs  and  Dining  Tables."  ; 


GUARANTEED 

CHESTERFIELDS  and  EASYCHAIRS 


W.  J.  ARMSTRONG,  LIMITED 

I  GUELPH,  ONTARIO  I 

iillllllllllllllllllllllllll  IIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIII  mil  Illlllllllll  I  II  Illlllllllllllllllllllllllll  Illlllllilllllinillllllllllllllllllllll  nil  I  I  I  II  I  I  "mifr 


The  flexible  mattress-surface  on  this  spring 
eliminates  sway  and  all  rolling  and  sinking 
to  the  centre.  A  LYRITE  spring  will 
never  sag.  It  means  luxurious  rest  and 
quiet  slumber. 

Doesn't  it  pay  to  handle  the  best? 

Leggett  &  Piatt  Spring  Bed  Company 

Windsor,  Canada 


In  this  Issue — Several  Illustrated  Merchandising  Articles 


Toronto,  June,  1923 


FURNITURE  WORLD 

The  C.  E.  0.  Combination 


Specialization 


means 


Satisfaction 

ior  the  dealer 


WYVH  three  plants  at  cnir  disposal,  each  specializing'  in  certain  lines,  we 
can  give  the  dealer  a  service  never  before  possible,  at  prices  that  could 
hardly  be  obtainable  otherwise. 

Let  your  next  order  for  matched  Dining  Room  .Suites  be  given  to  the  C.E.O. 
ConilMuation.    In  our  Italian  P)rown  Finish,  they  are  exceptionally  popular. 

CHESLEY  FURNITURE  COMPANY  LIMITED 

CHESLEY   -  ONT. 

.Specializing  in  Extension  Tables,  a  large  varietv  of  stvles  to  select  from,  includ- 
ing the  we'll  known  TIET  TOT  and  TWIN  PEDESTALS. 

ELMIRA  FURNITURE  COMPANY  LIMITED 

ELMIRA   ■  ONT. 

Specializing  in  Dining  Room  Chairs  of  the  better  kind  with  special  features. 
Numerous  designs  in  all  the  poinilar  finishes. 

ORILLIA  FURNITURE  COMPANY  LIMITED 

ORILLIA   -  ONT. 

Specializing-  in  Buffets  and  China  Cabinets  in  a  good  range  of  specially  neat  de- 
sig-ns. 

Catalogue  of  the  combined  C.E.O.  Lines  will  soon  be  ready  for  distribution  and 
we  will  cheerfully  mail  same  to  dealers  interested. 

We  sfhallbe  pleased  to  have  you  call  on  us  duiirg 
July  at  our 


Permanent  Show  Room^  Kitchener,  Ont. 

145  King  St.  E. 
Centrally  Located 


JUNE,  1923 
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KITCHENER  —  WATERLOO 


You  Can  Always  Tell  a 


While  the  De  Luxe  upholstered  lines  cor- 
rectly interpret  the  prevailing  mode  in 
furniture,  they  have  a  /distinct  indi'vidu- 
ality  that  adds  immeasurably  to  their  worth. 
This,  together  with  their  undoubted  qual- 
ity, makes  them  readily  saleable. 


Come  and  See  What's  New  in  Upholstered  Furniture 

Dealers  who  are  interested  in  the  latest  designs  in  upholstered 
furniture  will  welcome  the  oj^portunity  of  seeing  our  new  num- 
bers on  display  in  our  permanent  factory  showrooms,  Gaukel  St., 
Kitchener,  during  July. 


DELUXE  UPHOLSTERING  CO.,  LIMITED 


DeLuxe  Production 


Kitchener 


Ontario 


laiiiiiiiiiiiiiiiiigiiiiiiiiinaMiiiaiiiiiiiiiiieiiiiii'iiiiiii 
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"Canada's  Greatest  Furniture  Centre^' 
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KITCHENER  —  WATERLOO 


A  Trademark 

that  symbolizes  an  ideal 


The  policy  of  the  H.  Krug 
workshops  to  make  only 
furniture  of  the  highest 
character  extends  from  the 
most  elaborate  suite  to  the 
simplest  chair. 


The  H.  Krug  Furniture  Co , 

Limited 

Kitchener    -  Ontario 

Visit  our  Show  Rooms  During  July 


^^Ganada's  Greatest  Furniture  Gentre^' 


JUNE,  1923 
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KITCHENER  —  WATERLOO 


"  A  COMPREHENSIVE  range 
^  of  the  newest  styles,  show- 
ing the  most  popular  materials 
and  finishes,  and  embodying 
superb  workmanship  through- 
out" the  Malcolm  &  Hill  form- 
ula for  building  better  business. 


MALCOLM  &  HILL 

LIMITED 

KITCHENER       -  ONTARIO 


A  cordial  welcome 
awaits  every  dealer 
visiting  our  factory 
showrooms  during 
July. 


"Canada's  Greatest  Furniture  Centre" 
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KITCHENER  —  WATERLOO 


The  Question  of 
Upholstered 
Furniture 

is  largely  one  of  appearance  with  most  customers.  Attractive 
design  and  cover  mean  a  great  deal,  for  they  know  little  of  con- 
struction and  depend  upon  the  dealer's  experience  in  selecting 
dependable  lines. 

If  the  dealer  is  selling  Specialty  Furniture  they  are  assured 
of  continued  satisfaction  and  he  of  their  continued  patronage. 

See  them  at  our  display  in  our  factory  showrooms  during  July. 

Specialty  Upholstering  Co.,  Ltd. 

Waterloo,  Ont. 


Remember  ReitzeFs  when  in 

Kitchener 

One  of  the  best  displays  of  DINING 
ROOM  FURNITURE  we  have  ever 
shown,  will  be  on  view  in  the  Furni- 
ture Building,  175  King  St.,  East, 
Kitchener,  during  the  month  of  July. 

Every  visiting  dealer  is  cordially 
invited. 

REITZEUS  LIMITED 

WATERLOO 
ONTARIO 

'^Canada's  Greatest  Furniture  Centre'' 


JUNE,  1923 


KITCHENER  —  WATERLOO 


BUSINESS  WEATHERVANE 

A  comparison  of  conditions  in  Canada  with  those  which  obtained  in  the  United  States 
a  few  months  ago  seems  to  justify  the  belief  that  the  degree  of  improvement  which 
has  already  commenced  will  gradually  increase  and  that  Canada  will  experience  a 
business  activity,  comparabe  at  least,  to  that  which  now  exists  in  the  United  States. 
Such  a  movement  would  not  necessarily  be  dependent  upon  the  continuance  of  the 
upswing  in  the  United  States. 

Royal  Bank  of  Canada  Circular,  May  1,  1923. 


The  Summer  Furniture  Exhibition 

For  this  Exhibition  we  anticipate  having  one  of  the  finest  Midsummer  Exhibitions  of 
furniture  that  we  have  yet  had.  A  splendid  display,  tastefully  arranged,  of  Dining 
Room,  Bed  Room  and  Living  Room  Furniture,  with  all  the  accessory  lines  such  as 
Chesterfields,  Chairs,  Tables,  Bookcases,  Writing  Desks  and  Desk  Chairs,  Console 
Tables  and  Mirrors,  Nests  of  Tables,^  Tea  Carts,  Ferneries,  Telephone  Sets,  Smokers, 
Lamps  and  Shades — in  fact  all  that  is  necessary  for  the  Exhibition  complete  or  a 
feast  for  your  eyes;  and,  best  of  all,  at  medium  prices. 

A  visit  will  well  repay  you.  You  will  be  made  most  welcome,  not  alone  by  our  fac- 
tory stalT,  but  by  our  representatives  as  well. 

Come  any  time  during  July,  but,  if  convenient,  particularly  during  the  week  of 

July  9-14,  1923 
Anthes  Furniture  Building 
Kitchener 

Anthes  Baetz  Furniture  Co.  Limited 

Dining  Room  and  Chamber  Furniture 

Baetz  Bros.  Furniture  Co.  Limited 
Living  Room  Furniture 

Baetz  Bros.  Specialty  Co.  Limited 

Portable  Electric  Lamps  and  Shades 


Smart  Sayings 
Every  day  in  every  way 
They  do  less  work 
And  draw  more  pay. 

With  apologies  to  Dr.  Coue. 

Rhodes'  Coln^'^ii- 


"Canada's  Greatest  Furniture  Centre" 


8 


FURNITURE  WORLD 


KITCHENER  —  WATERLOO 


^^Art  Furniture^^ 

'in  fact 

as  well 

Art  Furniture  is  as  distinctly  different 

as  in 

in  design  as  it  is  superior  in  construction 

—two  factors  that  have  brought  this  line 

name 

UX   U.lillilg   dlllA    i;t;UlUUlil  lUIlllLUit;           I  dp- 

idly  to  the  front. 

Drop  in  and  inspect  the  display  in  our 

permanent  showrooms  during  July  in  De 

Luxe  Go's,  factory,  Gaukel  St. 

ART   FURNITURE  COMPANY  LIMITED 

KITCHENER   -  ONTAKIO 

YOU  NEED  US 

In  our  new  show-rooms 
at  our  factory  in  July. 

An  old-fashioned  visit  will 
do  us  both  good. 

E.  O.  WEBER  LIMITED 

Waterloo,  Ontario 


^'Canada's  Greatest  Furniture  Centre'' 


JUlsE,  1923 
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KITCHENER  —  WATERLOO 
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SNYDERS  LIMITED 

beg  to  announce  that  they  are  making  a  special 
showing  of  their  full  Line  of  Living  Room  Fur- 
niture in 

THEIR  SHOWROOMS  AT  THE 
FACTORY,  WATERLOO 

during  the  week 

July  9th.  to  July  14th. 

New  Designs,  New  Coverings,  New  Values 
will  make  the  display  well  worth  a  visit. 

SNYDERS  LIMITED 

WATERLOO 


'^Canada's  Greatest  Furniture  Centre'' 
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FURNITURE  WORLD 


KITCHENER  —  WATERLOO 


In  the  Auditorium 

A  very  special  display  has  been  ar- 
ranged for  your  inspection  during 
the  Mid-Summer  Exhibition.  This 
will  be  on  view  in  our  permanent 
showrooms  in  the  Auditorium, 
Queen  Street  South,  and  will  include 
many  new  and  beautiful  designs. 

A  visit  will  be  well  worth  your 
while,  for  in  addition  to  the  attrac- 
tiveness of  the  display,  we  are 
quoting  prices  that  are  rarely  avail- 
able on  this  class  of  furniture. 


May  we  look  for  YOU? 


\        The  Lippert  Furniture  Co.,  Limited  | 

1  Kitchener       —       Ontario  1 

=  ** 

j     The  George  Lippert  Table  Co.,  Limited  i 

I  Kitchener      —       Ontario  [ 

.?iiniiiitiiiiiniiiiniiiiiiiiiinitiii{inaiiiiii!iiiiiiiiiiiiiiiiiiiiiiiiiiiiatiiiiiiiiiiininiiiiiiiiiiiiiiiiiiiiiiiiiiiiniiiiiiiiiiiiiiiiiiiiiiii 

^'Canada^s  Greatest  Furniture  Centre^' 


JUNE,  1923 
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KITCHENER— WATERLOO 


A  New  Sheraton  Suite  in  Walnut 

This  Suite  Features  the  Newest  Ideas  in  Duotone  Finish 


Chiffonette— Top  21"  x  34" 


All  solid  parts 
—such  as  posts, 
mirror  frames 
and  toilets — 
are  made  in 
genuine  w  a  1- 
nut.  The  pan- 
els are  faced 
with  the  finest 
grade  of  wal- 
nut veneer  we 
can  purchase. 


Be  sure  to  visit 
our  factory 
showrooms 
when  in  Kitch- 
ener. This 
suite,  together 
with  our  other 
designs  will  be 
on  display  dur- 
ing the  month 
of  July. 


Dresser— Top  21"  x  45",  Mirror  26"  x  34",  Height  67 


Vanity  Table— Top  46"  x  19", 
Mirror  28"  x  10"  and  36"  x  18" 


Bed— Height  50",  Slat  54" 


THE  JACQUES  FURNITURE  COMPANY  LTD. 

KITCHENER        >:  ONTARIO 


FURNITURE  WORLD 

KITCHENER  —  WATERLOO 


Have  You  Seen 
The  Latest  in 
The  Glady  Line 


livery  dealer  who  is  interested  in  procur- 
ing-  for  his  customers  the  very  latest  and 
best  in  chesterfields,  chairs  and  chester- 
beds,  will  be  pleased  with  the  new  models 
in  the  Glady  line.  You  are  cordially  in- 
vited to  inspect  them  at  our  factory 
showrooms  during  July. 


? 


Investigate  Our 
CHESTERBED 

A  real  business-getter,  for  it 
possesses  all  the  advantages  of 
ihc  most  luxuri(jus  davenports 
with  none  of  their  disadvan- 
tages. The  Chesterbed  is 
simply  and  strongly  construct- 
ed with  no  mechanism  of  any 
kind  to  get  out  of  order.  See 
it  before  buvin":. 


H.  W.  GLADY  UPHOLSTERING  COMPANY 


Corner  Union  and  Herbert  Streets,  Phone  400 

WATERLOO   -  ONTARIO 


Reed  Furniture  and  Novelties 

See  the  new  lines  at  our  factory  showrooms 

during  July 

Visitors  to  Kitchener  next  month  will  have  the  opportunity 
of  inspecting  the  products  of  our  new  factory  — which  many 
say  is  setting  a  new  standard  for  Reed  Furniture  and 
Novelties. 

In  the  meantime,  drop  us  a  line  for  prices  and  full  particulars. 


Novelty  Reed  Manufacturing  Co.,  Ltd. 

Kitchener,  Ont. 


^^Canada's  Greatest  Furniture  Centre'' 


JUNE,  1923 
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Successful  Merchandising 

is  largely  a  matter  of  careful  buy- 
ing. The  merchant  who  selects 
goods  of  established  merit  and 
proven  saleability  ensures  his  fu- 
ture success. 

Fischman  Products  meet  these  re- 
quirements perfectly. 

Write  for  our  prices  today. 

FISCHMAN  SPRING  COMPANY 

KITCHENER      -  ONTARIO 


Ventilated  Spring  Mattresses. 
Ventilated  Box  Springs. 
Ventilated  combined  Box 
Springs  and  Mattresses,  Ven- 
tilated Spring  Pillows,  Spring 
Upholstering  Cushions,  Up- 
h  o  1  s  t  e  r  i  n,g  Constructions 
Auto  Seats,  Spring  Rosettes, 
Chair  Pads,  etc. 


Free  advertising  for  you 

This  13  X  36"  card,  handsomely  reproduced  in  sev- 
eral colors  will  prove  a  sure  business  magnet  displayed 
in  your  window.  Find  out  about  our  oiTer — send  for 
the  card  now.     It  is  free. 


Profit  by  the 
"ONWARD" 
popularity 

You  can  put  your  furniture  sales  on  a  better  footing"  by 
taking  advantage  of  the  demand  that  ovir  national 
advertising — plus  the  good  service  given  by  the 
"Onward" — has  created. 


ONWARD 

SLIDING    FURNITURE  SHOES 

have  proved  themselves  so  immeasurably  superior  to  old-fashioned  castors  that  most  people  are 
now  insisting  on  having  their  furniture  fitted  with  "Onward"  footwear. 

You  want  to  be  right  there  ready  to  oblige.  See  that  you  order  your  "Onward"  Sliding  Fur- 
niture Shoes  with  all  furniture.    Keep  a  stock  of  them  on  hand  yourself. 

Supplied  in  all  styles  and  sizes — Glass  base  or  smooth  metal  base — Made  in  Canada  by 

ONWARD  MANUFACTURING  CO.,    Kitchener,  Ont. 
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FURNITURE  WORLD 


IMPERIAL 


Why 


The  name  Imperial 
has  been  synony- 
mous with  the  best 
in  Reed  and  Hick- 
ory Furniture  —  a 
guarantee  of 
quality  and  sale- 
ability  that  is  of 
immense  value  to 
the  merchant. 


Because 

The  reason  may  be 
in  the  infinite  care 
taken  in  the  selec- 
tion of  materials 
and  the  construc- 
tion of  each  piece. 

Prices  to  sell  at  a 
profit. 


I 

i 

1 
I 

i 

i 


IMPERIAL  RATTAN  COMPANY  LTD. 

STRATFORD,  ONT. 


Speed  up  your  summer  trade 
with  these  ^'specials^^ 


Every  niiniber  in  the  Stratford  line  is  strongly 
constructed,  attractively  designed  and  temptingly 
priced.  Usually  it's  just  a  case  of  "show  them 
to  the  customer  and  they're  sold."  Get  your 
order  in  immediately  and  get  your  share  of  the 
business. 


Be  sure  to  get  this  one  ! 

It's  a  three-piece  lawn  set  consisting  of  swing,  armchair  and 
rocker.    At  $15.00  it  is  absolutely  without  competition. 

Gliding  Settee 

This  swing  is  built  low  down,  making  it  especially  easy  to  enter 
and  leave.    Supplied  without  awning  if  desired. 


I     The  Stratford  Manufacturing  Co.,  Ltd. 

I  STRATFORD      —  ONTARIO 

^llllilllHIMIIIIHIIIIIIIIIIIIlnllllNltllllllllllllllllllllllillllllllilllllllllllllllllllllMIIIIMIIIIIIIIIIIIIIIIMIIIIIIIIIIIIIIIIIIIIIIIIIMIM 


JUNE,  1923 

illllllllllllllllllllllllliillllllllllllllllllllllllillllli^ 


15 


jL\  KMOEHLER 
Daven-O 

TMJni'isible  j3ed  'Pqpm 


Comfortable 
Bedroom 
Furniture 


Beauty  and  Utility 


Beauty  and  utility  have  rarely  been 
combined  in  furniture  to  the  degree 
that  has  made  Kroehler  Daven-0  Suites 
the  extraordinary  sellers  they  are. 

In  beauty  of  design  and  sturdiness  of 
construction,  they  answer  every  de- 
mand for  living  room  furniture  yet 
these  are  not  their  chief  features.  The 
fact  that  by  the  simplest  operation  the 
Daven-0  is  immediately  transformed 
into  a  comfortable  full  size  bed  is  the 
big  sales  puller. 

Kroehler  Manufacturing  Co.  Ltd. 

Stratford,  Ont. 


A 

Handsome 
Living  Room 
Suite 


C^/ie  Jnvisihie 
Bed  TK^m 


iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^^ 
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FURNITURE  WORLD 


MUNDELL  CHAIRS 


are  so  very  distinctive  in  design 
and  beauty  of  construction  that 
they  convey  the  impression  of 
being  expensive.  Yet  Mundell 
Chairs  are  as  satisfactory  in 
price  as  they  are  in  quality. 

We  cordially  invite  you  to  visit 
our  factory  showrooms  during 
July,  where  our  full  line  will  be 
on  display — Transportation  ar- 
ranged for  to  and  from  Kitch- 
ener, 


John  C.  Mundell 

&  Co.  Limited 
ELORA, 

ONT. 


No.  950  Chair 
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Ruddv's  "Single  Step"  Cabinets  in  white  enamel 
with  mihogany  handles  arj  so  attractive  that  few 
wcmen  can  resist  their  appeal.  The  "Single  Step" 
line   also  includes  standard  trims  and  finishes. 


June  is  the  Month 
for  Kitchen  Cabinet  Sales 

June,  the  month  of  weddings,  brings  re- 
cord business  for  the  dealer  who  actively 
pushes  kitchen  cabinets.  They  make  a  gift 
that  is  exceptionally  useful  and  therefore 
highly  appreciated. 

RUDDY'S 

"Single  Step"  Cabinet 

flre  real  leaders.  Your  customers  know  and 
have  confidence  in  this  line  because  it  is  being 
advertised  in  an  extensive  poster  campaign. 
You  will  have  many  inquiries  for  "Single 
Step"  Cabinets.  It  will  pay  you  to  hook  up 
with  this  campaign  with  a  good  window  dis- 
play. 

Write  us  for  plans  of  Special  Cabinet  Sale 


Ruddy  Manufacturing  Company,  Limited 

Brantford  Canada 


iMaa®HH(giBHHaBaHHaBaHHiaH@iisi®iaaBaasiiBB(aaiiaasiHaHB[aaBaaa(aaa(aa[SBis®@@aaaH@(aaaiaHH[iaaiiiaB@aaBsiiaH^ 
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Reed 
Furniture 


The  coming  season  gives  promise  of  being  the  best  in  many  years,  and 
to  meet  the  demand  we  have  produced  the  most  comprehensive  range 
in  onr  history. 

It  will  pay  every  merchant  to  get  full  particulars.    Write  for  them  now. 

The  Canadian  Rattan  Chair  Co.  Limited 

Victoriaville,  Quebec 

With  which  is  affiliated 
The  Eastern  Tov^^nships  Furniture  Mfg.  Co.  J-  D-  GAGNE, 

A         ,      ,  ,  President  and  Man.  Director 

Arthiabaska,  Quebec 


FURNITURE  WORLD 


Mid-summer  Exhibition  held 
during  all  July,  136-140 
King  Street  East,  Toronto. 


CANADA  FuRNITUReMaNUFACTURERS 
F  I  II  Limited 

HEAD  OFFICE :  WOODSTOCK 

WHOLESALE  SHOWROOMS:  136  -  140  King  St.  E.,  Toronto 
Winnipeg  Wai-ehouse,  289  Chambers  St.  .Montreal  Office,  364  University  St. 

Factories:     Woodstock,  Walkerton,  Wingham,  Waterloo,  Kitchener,  Seaforth. 


JUNE,  1023 


19 


No.  183— BUFFET  No.  185^~CHINA  CABINET 

Top  21  X  54  inches.    Height  48  inches.    Plate  8  x  50  inches  Top  16  x  42  inches.    Height  58  inches 


THE  distinctive,  aristocratic  design  of  this  modern  English  Oak  Dining 
Room  Suite  wins  favor  from  the  first  glance.  The  well  proportioned 
Buffet  is  obtainable  with  or  without  mirror.  The  double  door  China  Cab- 
inet and  oblong  Table  with  rounded  ends  are  all  distinctly  attractive  fea- 
tures. 

Being  very  strongly  and  handsomely  built,  this  suite  is  one  that  will  delight 
many  new  home  makers.  Because  of  its  unusually  low  price  it  appeals  to 
discriminating  buyers. 
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FURNITURE  WORLD 


Weaving  Wicker  Fabric 

These  are  the  famous  Lloyd  Looms  in  operation  weaving  the 

endless  wicker  bodies  of  the  Heywood-Wakefield  Baby  Carri-  I 

ages.  ] 

The  long  strip  at  the  right  of  the  picture  is  used  in  making  the  J 
hood.  It  is  cut,  trimmed  and  attached  to  the  frame  and  not  only  ! 
looks  neat  but  is  very  strong  when  finished,  '  i 

HEYWOOD-WAKEFIELD,  Limited 

OF  CANADA  J 
Manufacturers  of  Lloyd  Loom  Products 

ORILLIA        -        -        ONTARIO  < 


JUNE,  1923 
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TVo.  J  J  ^ec/  Room  Suite 


Top  of  dresser  19"  x  44",  Mirror  Bevelled  24  x  30,  Top  Chif- 
forobe  18  x  34,  Top  Vanity  19  x  40,  Centre  Mirror  16  x  28,  Wing 
8  X  18  all  Bevelled,  Bed  54"  slats — Open  Cane  Bench. 


Printed  Walnut,  Polished  Tops 
also  Bed  Panels 


a 
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Ask  for  the  price  then  the  Surprise, 

IjiaaaHHHaBHaaaaHHaaaaHaaaBaiisiaaHaaHHaaaaaaaaBaBiaaaiaBBaBaBaaaai^siaaHBaaaBaasiHHHaBaaaaBBaaB^ 

Victoriaville  Furniture  Ltd. 

a 
a 

Victoriaville    ■    Que.  | 

a 
I 
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'  ^  I 

1 

I 


Do  you  know  all  about 
Meat  or  d  Walnut? 

You  should — it's  sometliini;"  that  no  live 
dealer  can  afford  to  overlook. 

Meaford  Walnut  is  in  reality  Maple,  yet 
l)y  means  of  an  exclusive  process  it  is  made 
to  resemble  the  high  priced  wood.  In  fact, 
so  close  is  the  resemblance  that  the  average 
penson  can  scarcely  tell  the  difference. 

No  wonder  then,  that  those  people  who  ad- 
mire walnut  and  are  unable  to  afford  it, 
take  readily  to  a  product  that  is  practically 
its  e(|ual  in  every  respect — Meaford  Walnut. 
Ask  us  for  more  complete  details. 


I 

I 
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THE  MEAFORD  MANUFACTURING  CO.  LIMITED 


MEAFORD 


ONTARIO 


JUNE,  1923 
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The 

Andrew  Malcolm  Furniture 

Company,  Limited 

Kincardine  and  Listowel 


We  illustrate  two  very  pop- 
ular pieces  that  make  their 
appeal  to  people  who  love  a 
touch  of  the  old  fashioned 
—and  who  does  not? 

Both  the  solemn-looking 
secretary  and  the  '  'homey ' ' 
table  should  be  on  your 
floor. 
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NON  TIP 
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NON  TIP 


Folding 
Lawn  and  Camp  Furniture 


We  manufacture  the  most  complete  line  in  Canada. 
Place  your  order  NOW,  and  be  assured  of  delivery 
when  goods  are  required. 

Do  NOT  put  off  till  the  last  minute.  The  result 
is  often  lost  sales. 

A  Display  of  our  line  early  in  the  Season  will  bring 
you  profitable  business. 


OUR  GOODS  ARE  GUARANTEED  TO 
GIVE  SATISFACTION 

OTTERVILLE  MANUFACTURING  COMPANY,  LIMITED 
OTTERVILLE       —  ONTARIO 


Every  Mattress  Bears  Our  Guarantee 

The  Line  You  Can  Be  Proud  to  Sell 


All 

Materials 
Used 

Guaranteed 

100% 

Pure 


Don't 
Take  a 
Chance 
on 

Unknown 
Lines 


Our  "COMFY"  SPRING  MATTRESS  ensures  the  DEALER'S  PROFIT,  the 
CUSTOMER'S  SATISFACTION.  Five  years'  guarantee  .There  can  be  no 
better  Felt  Mattresses  made  than  our  SNOWDRIFT,  PEERLESS,  MONARCH 
and  PARAGON  brands. 

The  National  Mattress  Felt  &  Batting  Company 

340  Gerrard  Street  East  -  -  Toronto 


JUNE,  1923  35 


DINING  rooms  may  have  their  sombre  walnut,  living  rooms 
their  ponderous  upholstered  suites  and  bedrooms  their  deli- 
cate French  grays — these  are  in  perfect  taste,  but  no  home  that 
is  a  *'home"  can  ever  be  complete  without  one  room  where  dignity 
may  be  forgotten  and  real  comfort  attained.  Such  a  room  can 
be  cosily  furnished  at  suprisingly  small  cost  with  a  Gelinas  Reed 
Suite. 

Dealers  find  the  entire  line  to  be  unusually  saleable. 


Gelinas  Limitee,  Les  Trois- Rivieres,  P.Q. 


DURABLE  FURNITURE  FOR  OVER  50  YEARS 
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FURNITURE  WORLD 


Better 

Quality 

Furniture 


Coonibe  furniture  makes  its  aj^pcal 
to  all  classes  of  trade,  for  while  (|ual- 
ity  and  workmanshi])  are  all  that  could 
be  desired,  the  price  remains  at  a  level 
within  reach  of  the  slenderest  pocket- 
hook. 

Coombe  desis^'us  are  distinctive.  Vou 
will  be  Jiroud  to  ha\'e  them  on  \our 
floor. 

The 

F.  E.  Coombe  Furniture  Co. 

Limited 

Kincardine       —  Ontario 


COOMBE  DESKS 

2285  "2   Desk.  2286  "2  Stool 
Made  in  solid  Walnut,   H.ind  decorated  in  Oriental  Pattern  as  illustrated  or  in 
plain  Walnut  or  Mahogany  finish 


for  the  "home 
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Bell  Furniture  is  never  stiff,  never  sombre, 
— every  design  bears  that  delightful  touch 
of  charm  and  coziness  which  changes  the 
unfurnished  house  into  the  ''home"  we 
love.  Perhaps  therein  lies  the  appeal  Bell 
Furniture  makes  to  the  heart  of  the  wo- 
man buyer,  for  appeal  it  does  and  irresist- 
ibly, as  may  be  judged  from  the  climbing 
sales. 


The  Bell  Furniture  Company  Limited 

SOUTHAMPTON  -  -  ONTARIO 
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No.  722 
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A  New 

Davenport  Bed 

In  presenting  this  new  Davenport 
Bed  to  the  trade,  we  do  not  find  it 
necessary  to  enphasize  the  quahty 
of  material  and  workmanship  em- 
bodied in  its  construction.  These 
are  features  to  be  found  in  all 
Schierholtz  productions  and  are 
taken  for  granted.  The  design  of 
No.  722  is  one  which  makes  an  in- 
stant appeal  because  of  its  grace 
and  dignity.  The  price  is  surpris- 
ingly low. 


m 


The  Schierholtz  Furniture  Company,  Limited  | 

New  Hamburg,  Ont.  I 

i 

m 
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FURNITURE  WORLD 


"CHESLEY" 


The 
Line  that 
creates  more 
business 
and  nets 
the  dealer 
better 
profits 


Dining  Room,  Bedroom 
and  Office  Chairs  and 
Cedar  Chests. 


Our  new  Catalogue  No.  24  with  price 
list  upon  request. 

The  Chesley  Chair  Company  Ltd. 


Chesley 


Ontario 


vjnor 

Reach  your  market  through  "Furniture  World" 


STURGIS  CARRIAGES  OF  CHARACTER 

SIX  STURGIS  SALES  CLINCHERS 


Carefully  selected  genuine  reed 
is  used  in  the  bodies  which  are 
hand  woven  according  to  ex- 
clusive, individual  patterns. 

Sturgis  Luxury  Springs  stand 
between  baby  and  bumps.  They 
are  constructed  from  the  light- 
est steel  obtainable. 

Sturgis  light  weight  gear,  with 
hollow  axle,  is  a  triumph  in 
mechanical  engineering.  Un- 
sightly braces  are  done  away 
with  through  the  use  of  a  pat- 
ented clamp. 


Push  the  button  to  adjust  the 
hood.  These  are  magic  words 
to  the  mother  who  has  used 
the  binding  wing  nut.  This 
patented  feature  is  a  conveni- 
ence which  will  attract  custom- 
ers and  speed  easy  sales. 

A  positive  auto  brake,  operating 
on  the  hub  of  the  wheel,  in  a 
manner  similar  to  the  brake  of 
an  automobile,  insures  baby's 
safety,  and  is  an  added  con- 
venience. 

Sturgis  Luxury  carriage  wheels 
are  easily  removed  for  oiling 
and  cleaning,  and  for  handling 
or  storage  by  means  of  bayonet 
lock,  located  just  inside  the  hub. 


Write  for  new  folder  and  price  list  of  both 
carriages  and  Kant  Fall  Flat  Curtain  Rods. 


STURGIS  BABY  CARRIAGE  COMPANY  LTD. 

345  Sorauren  Avenue  -  -  Toronto,  Ontario 
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STAN  DARD 
MATTRESSES 

"The  Best  Buy  in  the  Mattress  Field" 

The  three  factors  that  make  a  mattress  popular — high  grade 
materials,  dependable  workmanship  and  a  sensible  price — 
are  found  in  the  Standard.  Little  wonder,  then,  that  dealers 
everywhere  are  handling  this  line  and  reporting  unusually 
good  business. 

Now  that  the  price  of  all  materials  are  advancing  the  wise 
ones  will  place  their  requirements  before  the  price  of  mat- 
tresses also  advance.   Why  not  send  in  your  order — NOW? 

Standard  Bedding  Co.  ^^^S 


^iiiiiliiiiiiiniiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiigiiiiiiiii;iiiigiiiiiiiiiii|iiiii>nii:iiiiiiiiiiiiiiiiiiiiiiiiiii|!iiiiiiiiiiiiii  iiliiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii|i|iniiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii!iiiiiiiiiiiiiiiiiiiii 


A  Doll  Carriage 
DeLuxe  for  $3.90 

No.  542  Doll  Carriage.  Made  of  genuine  flat 
reed  bottom  and  back  upholstered.  Length  of 
body  21  in.,  width  8^  in.  Height  from  floor 
to  top  of  handle  26  in.  Colors,  Ivory,  Grey, 
Baby  Blue,  Navy  Blue,  White — 7"  wire  wheels 
with  Yi"  rubber  tires — steel  springs — con- 
tinuous pushers. 

This  is  but  one  of  many  wonderful  values  offered  the 
trade  in  Canada's  greatest  line  of  Doll  Carriages.  A 
carefully  selected  stock  of  these  saleable  carriages  will 
bring  in  big  profits.  Now  is  the  time  to  order.  Write 
for  prices  and  particulars. 


Toronto  Specialty  Mfg.  Co.  Limited 

415  Hobberlin  Office  Bldg.,  Richmond  East,  Toronto 


Factory:    Bradford,  Ont. 
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FVRNirURE  WORLD 


THE  GRAND  RAPIDS  MARKET 

IS  GROWING! 


122© 


rVURING  January  1913,  1226  buyers  visked  the  Grand 
Rapids  Furniture  Market.  Twice  each  year  since 
that  date  the  attendance  has  been  increased  until  in  Jan- 
uary 1923,  2577  buyers  registered  here,  an  increase  of 
over  100%. 

During  the  same  time  the  number  of 
manufacturers  exhibiting  their  lines  has 
practically  doubled. 


L437 


Buyers  are  coming  in  ever  increasing  numbers 
from  every  part  of  the  continent.  It  can 
truthfully  be  said  that  they  represent  the 
bulk  of  the  purchasing  power  of  the  furni- 
ture stores  of  America. 
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GRAND  RAPIDS 

Where  the  Buyers 
of  the  Nation  Gather 
Twice  a  Year 

"THE  FURNITURE 
CAPITAL  OF 
AMERICA" 


These  figures  represent  the  number 
of  actual  buyers  registered  at  four 
different  markets  from  January 
1913  to  January  1923  --  ten  years  of 
constant  growth 


COME  TO  THE  MARKET 

JUNE  20 -JULY  14 
AND  LEARN  WHY  IT  IS  ! 
GROWING 


A  booklet  distributed  by 
the  Grand  Rapids  Market 
Association  this  season 
gives  the  names  and  ad- 
dresses of  every  exhibitor 
and  every  buyer  who  reg- 
istered here  January  last. 
If  you  have  not  received 
your  copy,  send  for  it. 


2577 


GRAND  RAPIDS  MARKET  ASSOCIATION 
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If  you^re  looking  for  the  Season^ s  Latest 


Velours  Indegaufrable 
Velours  De  France 

Velours  Toscan 
Embossed  Mohairs 
Cut  Mohairs 
Plain  Mohairs 
Etc. 


These  fabrics  are  the  pro- 
duction of  the  world  famous 
house — Tissage  de  Velours, 
Achel,  Belgium  and  are  dis- 
tributed exclusively  by  us 
in  North  America. 

For  beauty  and  quality  they 
are  unsurpassed. 

Ask  our  representative  to 
call  or  let  us  forward  you  a 
few  samples,  and  any  other 
information  you  desire. 


G.  NOEL 

&  COMPANY 

30  ST.  JOHN  ST.,  MONTREAL 
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WHAT 
I  WOULD  DO 

ltlu4if<,tw';bi,VJ.  J.  KNXK.IIT 


If  I  were  a  MANUFACTURER  of  furniture  or  fittings 
suitable  for  Hotels,  Apartments,  Institutions,  Public  or  Amuse- 
ment Buildings.  I  would  start  a  sales  campaign  to  secure  such 
business  as  soon  as  work  was  started  on  new  buildings  of  that 
nature.  I  would  get  the  necessary  information  from  MacLean 
Building  Reports,  Ltd.,  (345  Adelaide  Street  West.  Toronto) 
because  their  reports  give  the  names  and  addresses  of  the  owner, 
architect,  and  general  contractor,  or  the  committee  responsible 
for  the  purchase  of  such  furnishings.  They  would  keep  me 
advised  as  to  the  progress  of  each  job  and  I  could  plan  my 
sales  calls  accordingly. 


I 

i 


4. — 


UPHOLSTERY  SPRINGS 

Highest  quality  Upholstery  Springs, 
made  from  the  finest  grade  High 
Carbon  Steel  Wire,  oil  tempered 
after  the  coiling  operation,  thus  in- 
suring uniform  strength  and  "No 
Set."  Remember,  the  quality  of 
your  High-Grade  Upholstering  de- 
pends entirely  on  the  quality  of  the 
springs  you  are  using. 

HELICAL  SPRINGS 

for  spring  bed  and  mattress  fabrics. 
Get  the  habit;  buy  Canadian  Springs. 

James  Steele,  Limited 

Cuelph,  Canada 


NO  ?.e 


The  Sleighs  You  Require — 

We  Have  Them  All 


Baby  Cutters 
Boys'  Sleds 
Girls^  Sleighs 


Bobs 
Rails 
Flexibles 


No.  11()8H 

Travellers  now  on  the  road  or  our  "F"  catalogue 

THE  GENDRON  MANUFACTURING  CO.,  LTD. 

Duchess  and  Ontario  Sts.  ....  TORONTO 


JVNE,  1923 
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Registered 


Nationally 
Advertised 


Distinctive  Reed 

Furniture 


In  the  selection  of  reed  furniture  design  is  of 
paramount  importance  and  distinctive  designs 
characterize  the  entire  Reedcraft  line  v^ith  a  good 
variety  of  beautiful  coverings. 

Your  customers  will  find  among  the  many  styles 
their  individual  tastes  expressed  in  terms  of  com- 
fort and  durability. 


A  great  selling  feature 
and  the  small  extra 
cost  would  surprise  you 


Workmanship  and  finish  are  always  of  the  best. 
The  price  always  moderate. 

Therein  lie  the  reasons  for  Reedcraft  popularity. 


rCOVEREDANP  STITCHEDI 


Settees,  Chairs,  Rockers,  Chaise 
Lounges,  Tables,  Ladies'  Desks, 
Phonograph  Cabinets,  Pedestals,  Foot 
Rests,  Smokers'  Stands,  Lamps,  Fern- 
eries, etc. 


^EMPTY  j 


Western  Ontario: 
Northern  Ontario: 
Eastern  Ontario: 
Toronto,  Ontario: 
Montreal,  Quebec : 
Province  Quebec  : 
Maritime  Provinces 
Manitoba,  Saskatchewan 
and  Alberta 


Sales  Representatives: 

Mr.    V.    Reeves,    259    Sydenham    St.,    London,  Ont. 
Mr.   G.   H.    Maveal,  99   Dixon  Ave.,  Toronto,  Ont. 
Mr.    S.    J.    Precious,    93   Flora    St.,    Ottawa,  Ont 
Mr.  J.  H.  Pettit,  St.  Georges  Mansions,  Toronto,  Ont. 
Messrs.  Larocque  Bros.  166  McGill  St.,  Montreal,  Que. 
Mr.    A.    St.    Halaire,    166    McGill    St.,    Montreal,  Que. 
Mr.  Fred  Hall,  246  King  St.  E.,  St.  John,  N.B. 

The    Manufacturers    Sales   Co.,    145    Market  St., 
Winnipeg,  Man. 


British  Columbia: 


Weber  Sales  Co.,  862  Cambic  St.,  Vancouver. 


Goderich  Art-Craft  Furniture 

Company  Limited 

Goderich        -        -        -  Ontario 


if 


34 


FURNITURE  WORLD 


>, 
>: 
>; 
>; 
>: 
>: 
>; 
>; 
>; 
>; 
>i 
>; 
>; 
>; 
>; 
>; 

>: 
>; 
>: 
>; 
>; 

>; 

>; 
>: 
>; 
>; 
>; 
>; 
>; 
>; 

>: 
>; 

>: 
>: 
>; 
>: 
>; 
>; 
>; 

>; 
>: 

>; 
>; 
>; 
>; 
>; 

>: 
>; 
>; 
>; 

>; 
>; 
>; 
>; 
>; 
>; 
>; 
>: 
>; 
>; 

>; 
>; 
>; 
>: 
>; 
>; 
>; 
>; 
>; 
>: 
>; 
>; 
>; 
>; 
>: 

>; 
>; 

>: 
>; 
>; 
>: 
>; 

>: 
>; 
>; 
>; 
>; 
>; 
>; 
>; 

>; 
>; 
>; 
>; 


Better-Built  Chesterfields 


/^NE  reason  for  the  splendid 
reputation  which  these  pro- 
ducts are  steadily  building  is  their 
solid  construction.  And  the  rea- 
son for  this  is  found  in  the  fact 
that  we  make  all  our  own 
frames. 

Not  only  in  the  frames  however, 
but  throughout  the  entire  product 
we  use  only  the  most  dependable 
materials  and  workmanship. 

This  is  right  in  Hne  with  the 
growing  demand  for  better  con- 
structed Chesterfield  Suites  and 
Boudoir  Sets  and  is  resulting  in 
greatly  increased  business  for 
our  dealers. 

Montreal  Furniture  Mf  rs. 

Limited 

1464  St.  Catherine  East 
Montreal 


Photos  and  samples  gladly 
submitted 


Visit  our  permanent  factory 
showrooms 


149iChair 


149  Chesterfield 
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FOR  JUNE 


We  are  offering  a  special  Felt  Mattress  of  superior 
quality  in  half  dozen  lots  at  a  great  reduction.  This  offer  has  been 
submitted  to  our  regular  customers  by  special  letter.  If  you  have  not 
received  that  letter  drop  us  a  card  for  particulars  and  special  prices. 

AGAVA  HAIR  is  being  ordered  faster  than  we  have  been  able  to 
procure  the  hair.  However  it  is  coming  forward  in  larger  quantities 
now  and  we  hope  soon  to  catch  up  with  orders. 

KAPOK  we  are  offering  still  at  popular  prices  and  guaranteed 
100%  pure. 

LAMBS'  WOOL  popular  as  ever  for  highest  grade  mattress  made 
at  any  price. 

These  are  all  guaranteed  products  of 

The  Canadian  Feather  &  Mattress  Company 

LIMITED 
TORONTO  and  OTTAWA 

'iiMiniiiiniiiiMiii!iiiiiininiiiiiiigi!iiiiiiiiiiiiiiiiiiiiiiiiii!iijininiiiiiiiiiaiiiiiiiiiniiiii:iiiiiiiiiiiii:iiiiiiiiiiiiiiiiiiiiiigiiiii9n 


WATSON  Values  are  of 
interest  to  every  mer- 
chant. They  will  in- 
terest YOU.  Watson  Reed 
and  Fibre  Furniture  is  so 
attractive  in  quality  and  price 
that  it  never  fails  to  interest 
prospective  buyers.  If  your 
summer  trade  needs  a  stimu- 
lant place  an  order  now. 


I 

I 


if- 


No.  7536  Reed  Table 

Quarter-Sawed  Oak  Top 
Size  of  Top  26  x  42  in.     Height   30  in. 
Complete  suite  to  match 


»  WFIBRBoJi 
.FURNITURE^ 


Write  for  Catalogue  and 
Price  List. 


J.  B.  Watson  Furniture  Co.,  Limited,  Kincardine,  Ont. 
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ANTI-SWAY" 

SPRINGS 

Your  customers  demand 
comfort  and  long  service 
in  the  spring  they  buy. 
They  get  this  best  in  the 
"Anti-sway"  with  its  ex- 
clusive design  and  quality 
construction.  Recommend 
it  to  your  customers.  We 
back  you  unreservedly. 


30  Nights'  Free  Trial         20-Year  Guarantee 


Progress  Spring  Bed 

Manufacturing  Co. 

Established  1905 

Head  Office:    146-154  Gadieux  St.,  MONTREAL 
Branch:    590  King  St.  West,  TORONTO 
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A  WINNER  IN  BIRCH 

We  offer  this  nine-piece  dinin.ij;'  room  suite  in  Canadian  Birch  as  a 
proven  business-getter.  It  is  attractive  in  design,  well  finished  and 
strongly  made — a  suite  that  represents  imusual  possibilities.  This 
is  just  one  of  many  outstanding  values  in  our  complete  and  varied 
line  of  chairs,  reed  furniture,  dining  room  and  bedroom  furniture. 
Write  for  particulars. 


No  204  AD  Arm  Diner 


No.  205  Buffet 


The  North  American  Bent  Chair  Co.,  Limited 

Owen  Sound,  Ontario 
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With  the  Editor 


Stimulating  The  inunth  uf  July  is  gen- 

Inttorest  During  erally  looked  upon  by  fur- 
Hot  Weather        "'tU'-e     dealers    a  s  slow. 

Ihere  is  a  considerable 
amount  of  summer  furniture  demand  of  course, 
— for  the  verandah,  the  pergola,  the  lawn,  the 
camp,  the  summer  cottage — hut  the  holiday 
spirit  possesses  a  large  percentage  of  the  gen- 
eral public.  They  are  too  hot  to  care  or  too 
much  absorbed  with  summer  attractions. 

It  is  an  open  question  with  many  retailers, 
whether  they  will  carry  on  a  vigorous  sales  cam- 
paign during  July  or  seccumb  to  the  season's 
attractions  and  join  their  customers  on  the 
river  or  at  the  summer  resorts.  It's  a  matter 
for  each  individual  dealer  to  determine  but  it 
will  interest  those  wh(j  decide  to  stay  with  the 
job  to  read  a  number  of  short  artcles  in  this 
issue  telling  how  other  retailers  went  after  busi- 
ness. Everett  of  St.  John  featured  King  Tut  of 
that  City ;  Oscar  Bailey  advertised  his  store 
with  Siam-Soo  dancers;  Greens  of  Hamilton  had 
their  city  all  agog  over  a  guessing  contest ;  the 
Cresent  Furniture  Store  of  Winnipeg  started  a 
dollar  sale ;  Baum  &  Brody,  London,  gave 
away  pictures  of  the  Pjabies ;  Cleghorn  and 
Beattie  tied  in  their  publicity  with  a  local  the- 
atre. They  are  all  full  of  human  interest  and 
they  all  brought  more  business.  x\ny  of  them 
would  help  during  the  dog  days  to  keep  the 
public  interest  from  dying  out.. 


How  can  we  In- 
crease the  Rale 
of  Turnover? 


Our  readers  will  recall  that 
ur     April     and  May 


m 


issues  'we  printed  an  arti- 
cle that  dealt  with  prt)fit, 
mark-up,  overhead  costs  and  turnover  in  a  large 
number  of  furniture  stores.  The  information 
contained  in  these  articles  was  unusually  valuable 
because  correct  figures  are  always  very  diffi- 
cult to  obtain.  The  most  noticeable  thing 
about  them  perhaps  is  the  slow  turnover  indi- 
cated. It  is  not  unusual  in  some  other  lines  of 
trade  to  turn  the  investment  2,  3,  4,  6  or  even 
a  dozen  times  but  the  figures  given  in  these  arti- 
cles indicate  that  the  furniture  dealer  must  be 
satisfied  with  a  turnover  of  about  Ij^  or  less. 

This  low  rating  of  turnover  makes  the  mer- 
chandising of  furniture  a  more  difficult  one  in 
that  it  detracts  from  the  attractiveness  of  the 
business.  Every  salesman  likes  to  be  handling- 
something  new.  He  hates  to  come  in  morn- 
ing after  morning  and  find  the  same  old  stock. 
It  seems  to  be  an  almost  unanswerable  argu- 


ment in  favor  of  adding  to  the  lines  that  a  fur- 
niture dealer  carries — furnishings  of  various 
kinds  such  as  household  appliances,  wall  papers, 
upholstering,  curtains,  blinds,  pictures  and  wall 
decorations  of  various  kinds  and  so  on.  All  of 
these  add  interest  to  the  day's  work  of  the  sales- 
men. At  the  same  time  they  enable  him  to  make 
sales  much  more  frequently  and  they  tend  to 
increase  the  average  turnover  in  that  these 
things  turn  more  readily  than  furniture  proper. 
There  is  a  very  general  indication  that  furni- 
ture dealers  all  over  Canada  are  "Broadening 
out." 


Selling  on 
the  Deferred 
Payment  Plan 


It  was 
years  a^o 


gossip  among  his 
almost  unknown. 


not  so  very  many 
that  the  man 
who  bought  furnishings  on 
credit  was  the  subject  of 
neighbors.  The  practice  was 
If  the  young  couple  were 
unable  to  buy  their  furniture  outright  they  sim- 
ply postponed  the  day.  If  after  thirty  or  forty 
years  of  married  life  the  family  could  not  afiford 
a  new  dining  room  suite  they  began  to  save  for 
it  systematically  but  would  not  buy  until  the 
full  amount  of  the  purchase  had  been  accumu- 
lated. 

The  nearest  approach  to  buying  on  credit 
was  the  lee-way  in  the  date  of  payment  allowed 
a  few  purchasers  whose  credit  was  known  to  be 
guilt-edged.  iCompetition  led  the  retailer 
to  say,  "I  am  not  in  a  hurry  for  the  money— 
pay  for  it  when  it  suites  your  convenience.''  He 
meant,  of  course,  in  a  few  days  or  a  month  or 
two  at  the  latest.  There  was  generally  no  set 
time.  This  led  to  trouble  and  resulted  a  few 
years  later  in  the  adoption,  by  a  great  many 
retailers,  of  a  strictly  cash  basis  of  operations. 

The  instalment  system  of  buying  as  we 
know'  it  today  is  the  answer  to  the  old  request 
for  a  little  time  in  which  to  pay,  the  only  differ- 
ence being  that  it  operates  on  a  scientific  basis. 
A  fixed  date  is  always  named  on  which  pay- 
ments must  be  made.  A  fixed  sum  must  be 
paid  on  that  date.  It  is  a  vastly  superior  system 
and  appears  to  meet  the  demand  of!  a  very  large 
percentage  of  the  public. 

There  are  still  mjany  retailers — and  many 
customers  too — who  are  old-fashioned  enough 
to  believe  that  the  general  rule  of  paying  for  an 
article  when  you  purchase  it  is  the  best  one. 
Many  retailers  have  lost  money  because  they 
will  not  sell  on  any  other  basis,  but  there  seems 
to  be  no  doiubt  that  the  installment  system  of 


40 


FURNITVRE  WORLD 


purcliasing  is  growinj^  in  jxjpularity.  We  have 
taken  a  leaj)  forward,  so  to  speak,  and  instead  of 
living  in  the  past  we  are  hving  in  the  future; 
instead  of  living  on  the  recollection  of  cancelled 
dehts  we  are  living  on  the  anticipation  of  l)ills 
to  be  received. 

The  question  for  those  retailers  who  still 
adhere  to  the  old  policy  to  decide  seems  to  lie 
whether  they  will  give  the  public  what  they 
should  have — or  what  they  want.  Since  modern 
retailing  seems  to  depend  on  sup])lying  the 
wants  rather  than  the  needs  of  the  people  it 
looks  as  if  we  must  all  fall  in  line  and  accept 
some  form  of  deferred  payment  plan  as  a  l)asis 
of  our  retail  business  operations. 


New  Sales  It  is  a  little  premature,  at 

Yax  a  lime  of   writing  to  discuss 

Conundrum  ^'.'^    "e^^'    sales"  tax  provi- 

sions,  inasmuch  as  it  is  only 
the  covering  resolutions  that  have  'been  brought 
down  in  the  House  and  not  the  completed  bill. 
Ofificials  of  the  government  responsible  for  tlie 
interpretation  of  the  Act  arc  not  prepared  to 
hand  down  any  rulings  until  tlie  details  have 
been,  worked  out  and  ])resented. 

Mowevcr,  the  intention  of  the  bill  is  to 
re])lace  the  present  tax  of  4^  per  cent  (2j4  per 
cent  collected  from  manufactm-ers  and  2j4  per 
cent  from  wholesalers)  and  the  6  per  cent  on 
goods  imported  by  retailers  by  a  general  tax 
of  6  per  cent  applied  to  all  manufactured  goods 
whether  home  or  foreign.  The  resolution  reads 
"that  the  existing  jirovisions  respecting^  tax  on 
sales  be  amended  by  providing  for  the  imposi- 
tion of  a  consumption  or  sales  tax  of  6  per  cent- 
um on  the  sale  price  of  all  goods  produced  or 
manufactured  in  Canada,  including  the  amount 
of  excise  duties  when  the  goods  are  sold  in 
bond,  the  tax  to  he  payable  l)y  the  producer  or 
manufacturer  at  the  time  of  the  sale  thereof  by 
him.  and  of  a  like  tax  U])on  the  duty  \ia.\d  value 
of  im])orted  goods,  the  tax  to  be  payable  by  the 
importer,  or  transferee  -who  taket  the  goods 
out  of  bond,  at  the  time  when  the  goods  are 
imported  or  taken  out  of  warehouse  for  con- 
sumption  '■ 

There  was  a  question  in  the  minds  of  many 
Inisiness  peo])le  as  to  whether  the  tax  would 
apply  to  raw  materials.  So  far  as  can  be  learned, 
this  is  not  the  intention.  The  six  per  cent  will 
be  levied  on  all  goods  that  can  be  regarded  as 
finished  products  ready  for  consumption.  That 
is,  boots  will  be  taxed,  but  the  leather  that  goes 
into  them  will  ibe  tax-free;  furniture  will  be 
taxed,  but  not  the  lumber  from  which  it  is 
manufactured.  There  are  specific  materials 
which  must  be  regarded,  under  certain  condi- 
tions, as  finished  products  and  under  others  as 
the  raw  materials  of  another  industry,  accord- 
ing to  the  use  to  which  they  are  put.  Lumber, 
for  example,  is  a  raw  material  as  a])plied  to  the 
furniture  industry,  but  would  l)e  classified  as  a 
finished  product  when  used  for  Imilding  pur- 
poses.    The    differentiation  "of    materials  will 


involve  some  system  of  licensing,  and  there  are 
doubtless  a  number  of  readjustments  "which  may 
have  to  be  made  when  the  bill  goes  into  opera- 
tion. 

It  is  not  estimated  that  the  new  provisions 
will  produce  any  more  revenue,  but  rather  that 
they  will  simplify  the  collection  of  taxes  and 
reduce  expenses  in  that  direction.  The  bill  does 
not  go  into  effect  until  January  1,  l')24. 


Study  of  Construction  Helps  Sells 
Furniture 

When  you  know  every  little  detail  about  the 
article  you  are  selling,  a  long  string  of  selling 
helps  will  follow  as  a  natural  sequence,  without 
much  effort  on  your  part. 

Perhaps  the  principal  one  is  the  aid  it  will 
give  you  in  selling  to  a  person  who  thinks  your 
I)rice  is  too  high. 

Instead  of  contradicting  them,  or  even  dis- 
agreeing with  them,  begin  on  such  custcmiers 
by  showing  them  how  the  article  is  made, 
finished  and  shijiped  from  the  factory.  Explain 
some  concealed  work,  and  if  you  have  the  infor- 
mation, mention  the  number  of  operations  need- 
ed to  make  that  ])articular  construction  so  good 
mid  durable.  Any  intelligent  salesman  will  find 
hundreds  of  things  not  commonly  known  to  the 
layman,  to  point  out. 

By  degrees,  the  customer  will  stop  thinking 
about  price,  and  become  impressed  with  the 
substantial  quality  of  the  article,  and  the  care 
used  in  its  manufacture. 

Supposing  the  article  to  be  sold  is  a  good 
dresser,  and  when  the  customer  says  that  your 
price,  which  may  be  $95,  is  too  high,  you  say, 
"Let  me  show  you  something  about  this 
dresser  ;  1  am  sure  it  will  interest  you."  Then 
remove  one  or  two  of  the  drawers  and  show  how 
the  case  is  constructed,  braced  and  generally 
stiffened  ;  ])oint  out  the  necessity  for  having  the 
drawers  run  smoothly,  and  the  good  work  in 
the  framing.  Point  out  only  the  things  that  the 
average  woman  would  not  be  expected  to  know. 
A  very  ordinary  dresser  for  example  requires  a 
hundred  operations  at  the  factory;  many  require 
almost  twice  that  number.  Think  of  the  labor 
involved,  and  the  need  for  careful,  experienced 
cabinetmakers. 

When  the  inside  is  examined,  replace  the 
drawers  and  talk  about  the  intricate  process  of 
])reserving  the  wood,  the  selection  of  suitable 
veneers,  and  the  finishing  process,  etc. 

By  that  time  your  party  will  probably  think 
the  dresser  is  well  worth  the  ])rice  you  ask  for  it. 

Moreover,  she  will  be  impressetl  with  the  fact 
that  you  know  your  goods  thoroughly.  She  will 
have  confidence  in  you  and  defer  largely  to  your 
judgment. 

This  is  one  of  the  strongest  arguments  we 
know  why  a  retail  furniture  salesman  should 
study  his  stock,  not  from  its  outward  appear- 
ance and  style,  but  from  every  angle  of  its  con- 
struction.— Northern  Furniture. 
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Systems  of  Stock  Records  in  the  Furniture  Business 

No.  1--The  Adams  Furniture  Co., 

Toronto 

We  Begin  this  Month  a  Series  of  Articles  Descrip- 
tive of  Various  Systems  Used  by  Some  of  Canada's 
Most  Progressive  Furniture  Houses — Of  Special 
Interest  to  the  Smaller  Dealer 


Modern  retailing"  is  a  mighty  complicated 
business.  The  keen  and  ceaseless  strife  of  com- 
petition, the  infinite  variety  of  the  needs  and 
preferences  of  the  public,  the  anticipation,  and 
creation,  of  new  demands,  the  vagaries  and  sur- 
])rises  of  the  market,  the  necessity  of  continu- 
ous readjustment  to  meet  ever-changing  condi- 
tions— all  these  factors  combine  to  make  mer- 
chandising today  a  pretty  intricate  and  difficult 
maze  of  problems.  There  are  almost  unlimited 
opportunities  for  error,  friction  and  failure.  A 
man  may  be  an  expert  of  the  highest  skill  in  any 
phase  of  the  business,  and  yet  make  a  hopeless 
mess  of  its  operation  as  a  whole.  It  is  not 
enough  to  ,be  able  to  buy  well  and  sell  well — 
though,  superficially,  those  seem  to  constitute 
the  main  problems.  Success,  under  the  present 
conditions  of  stress,  demands  the  highest  pos- 
sible turnover  with  the  lowest  possible  over- 
head, and  a  margin  which  is  adjusted  just  to 
that  point  where  it  is  sufficient  to  cover  the 
overhead  and  provide  a  profit  and  at  the  same 
time  low  enough  to  meet  competition.  It  is 
easy  to  make  big  sales,  if  you  disregard  the 
necessity  of  making  a  pro'fit.  Many  a  concern 
today  is  doing  what  looks  like  excellent  busi- 
ness while  in  the  process  of  going  Ijroke.  Why? 


Because  the  management  haven't  got  the  pro- 
per records  for  the  guidance  of  the  business.  It's 
like  a  ship  at  sea,  minus  chart  and  compass, 
going  full  steam  ahead,  but  bound  nowhere  in 
particular — unless  for  the  rocks. 

No  merchant  today  can  operate  his  business 
safely  and  hope  to  prosper  and  progress,  if  he 
has  nut  the  information  available  which  will 
show  him  his  financial  position  and  the  condi- 
tion of  his  stock  from  day  to  day.  This  applies 
in  the  furniture  business  as  much  as  in  any  other, 
and  it  is  undoubtedly  true  that  sufficient  atten- 
tion has  not  been  paid  in  the  average  store  to 
this  very  important  phase  of  retailing — that  is 
the  records. 

It  has  appealed  to  us,  therePore,  that  a  series 
of  articles  outlining  the  vari(_)us  systems  of 
stock  cards  used  by  some  of  Canada's  furniture 
dealers  would  be  of  interest  and  value  to  our 
readers.  W'e  begin,  in  this  issue,  with  one  of  the 
largest  and  best-organized  houses  in  the  country, 
The  Adams  Furniture  Co.,  Toronto.  The  fact 
that  this  is  a  large  concern  does  not  imply  that 
the  system  used  is  complicated.  A  good  sys- 
tem never  complicates  matters  ;  it  simplifies. 

A  representative  of  the  "Furniture'  World" 
interviewed    Mr.   Warren   Coryell,   one   of  the 
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Fig".  1 — The  system  used 
by  the  Adams  Co.  begins 
with  a  card  index  file.  Each 
manufacturer  is  given  a  card 
number,  and  as  soon  as  an 
invoice  for  goods  is  re- 
ceived a  card  similar  to  that 
illustrated  is  made  out  and 
filed. 
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Foim  0  — fini-S-23  9009 

PURCHASE  ORDER  FROM  THE  ADAMS  FURNITURE  CO'Y  limited 

211-219  YONGE  STREET 

Toronto, 


.192  3 


(3)  Department  Lett 

Department. 

(4)  This  order  is  not  valid  unless  countcrsiKned  by  ManaRinR  Lhrector 


pnccs,  ternn,  conditions,  dflivery.  date  and  shipping  instructions  given. 
att,irh.-d  conditions.  PLEASE  NOTIFY  US  AT  ONCE. 
I.  must   be  quoted  on 


must  be  supplied  for  each 


CMDlcnigBtd- 


THE  ADAMS  FURNITURE  CO. 


-Maufiog  Director 


LIMITED 
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^7^j  /^S-  32-06 


75 


Fig.  2— The  order  or  requisition  form.    This  is  made  out  in  triplicate,  one  copy  being  handed  to  the  manufacturer's  salesman,  another 
sent  to  the  firms  receiver  at  their  warehouse  and  the  third  filed  in  the  buyer's  office 


nieni])ers  of  the  company,  who  has  reccntlv  l)een 
makinj:^-  i)er.sonal  investigation  (if  tliis  depart- 
ment of  the  bu.siness,  with  a  view  to  testing  its 
efficiency,  and  we  feel  that  w^e  are  privileged 
in  being  aljle  to  present  to  our  readers  an  out- 
line of  the  methods  which  the  Adams  Co.  have 
found  most  jiractical  and  satisfactory,  with 
illustrations  of  the  different  forms  used. 

"There  are  two  ])liascs  of  our  records,"  said 
Mr.  Coryell  "that  having  to  do  with  the  linaiicial 
value  of  the  stock,  and  that  showing  the  actual 
number  of  pieces  or  suites  on  hand  in  the  var- 
ious lines.  The  former  involves  a  perpetual 
inventory  which  shows  us  from  day  to  day  what 
the  furniture  on  the  Hoor,  and  in  our  ware- 
houses, is  worth  in  dollars  and  cents.    This  is 
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Fig.  3 — This  shows  both  sides  of  the  tag  which  is  attached  to  each 
sample  suite  or  piece  as  it  comes  to  the  selling  floor.  On  the 
reverse  side  is  indicated  how  many  pieces  or  suites  of  that  line  have 
been  sold  and  how  many  are  on  hand.  This  is  checked  off  twice 
daily  with  the  stock  cards. 


a  matter  of  book-keeping.  'I'he  annual  inven- 
tory is  made  at  the  beginning  of  tlie  year,  and 
thereafter  our  accountants  make  their  calcula- 
tions daily,  based  on  information  supplied  them 
covering  sales  and  receipts  of  merchandise  at 
the  close  of  each  day's  business. 

"This  ])crpetual  inventory  is  a  very  valuable, 
practically  an  indispensable  feature  of  the  busi- 
ness, as  it  keeps  l^efore  the  department  man- 
ageis  the  condition  of  their  stock,  and  in  con- 
junction with  the  figures  on  total  sales,  indicates 
their  rate  of  turn-over.  Turnover  today  is  a 
factor  whose  importance  every  business  man 
realizes,  and  the  necessity  of  showing  a  manager 
just  where  he  stands  is  obvious,  both  as  a  means 
of  encouragement  when  he  is  doing  well  and  as 
an  incentive  when  he  is  falling  behind." 

The  system  of  records  used  by  the  Adams 
Furniture  Co.  covering  the  quantity  of  stock 
on  hand  is  (|uite  simple.  As  explained  by  Mr. 
Coryell  its  features  are  as  follows:  It  begins 
with  a  card  index  file.  The  cards  are  classified 
according  to  the  firms  by  which  the  goods  are 
manufactured.  That  is,  each  manufacturer  is 
given  a  card  number.  These  cards  show,  in  addi- 
tion to  the  firm  name,  the  order  number,  the 
price  and  description  of  goods,  freight  charges, 
date  of  invoice,  number  received,  number  sold, 
stock  on  hand,  and  selling  price. 

The  card  is  filled  in  for  each  order  as  soon 
as  the  invoice  for  the  goods  is  received.  At  the 
time  goods  are  ordered,  a  requisition  is  made 
out  in  triplicate,  one  copy  being  handed  the 
manufacturer's  salesman,  another  being  sent  to 
the  firm's  receiver  at  their  warehouse,  and  the 
third  filed  in  the  buyer's  office.  This  office  copy 
is  checked  ofif'  with  a  receipt  form  which  the 
receiver  sends  in  as  goods  arrive  and  also,  of 
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Kig.  4 — The  Department  card  which  the  salesman  fills  out  at  the  time  of  the  sale.  It  afterwards  goes  to  the  stock-keeper,  who  marks 
in  the  cost  price  in  the  column  headed  "tosc"  and  sends  it  along  to  the  shipper.     Finally  it  comes  back  to  the  accounting  department 


cdurse,  with  the  invoice  to  verify  prices.  (See 
Fig.  2). 

Then  there  is  the  tag, which  is  attached  to 
each  sample  suite  or  piece  as  it  comes  to  the 
seUing  floor.  On  this  is  marked  a  description 
of  the  goods,  the  selling  price,  date  on  which 
goods  were  received,  stock  on  hand,  index  card 
number,  stock  number  and  stock  on  hand.  These 
tags  are  checked  off  with  the  stock  cards  twice 
a  day,  in  order  to  indicate  accurately  the  quan- 
tity of  goods  on  hand.    (See  Fig.  3). 

The  receiver,  or  foreman,  of  the  warehouse 
also  keeps  a  rough  record  in  the  form  of  a  tally 
book,  marking  in  the  goods  as  they  are  received 
from  the  manufacturers,  and  checking  otT,  as 
they  are  sent  out  to  customers.  In  this  way  he 
has  an  approximate  record  of  the  quantity  of 
goods  in  stock  in  the  warehouse  at  any  time. 
As  far  as  possible  each  manufacturer's  furniture 
is  kept  in  a  separate  group  in  the  warehouse. 

The  record  of  the  sales  of  merchandise  is 
based  on  a  department  card.  ( Fig.  4 )  made  out 
by  the  salesman  at  the  time  of  the  sale.  The 
salesman  marks  in  the  name  of  the  customer,  the 
order  number,  customer's  name  and  address, 
instructions  as  to  delivery,  stock  number,  price, 


and  his  own  name.  One  of  these  cards  is  made 
out  in  every  department  where  a  customer  may 
purchase  goods.  If  he  buys  living  room  furni- 
ture in  department  "A"  and  dining  room  furni- 
ture in  department  "F"',  a  separate  card  is  filled 
out  in  each  instance.  The  department  card, 
after  it  leaves  the  hands  of  the  salesmen,  goes 
to  the  stock-keeper,  who  marks  in  the  cost  price 
of;  the  goods,  and  sends  it  along  to  the  shipper. 
When  the  shipper  has  noted  the  instructions, 
the  card  then  goes  back  to  the  accounting  depart- 
ment. At  the  end  of  each  day,  therefore,  the 
accounting  department  has  a  complete  record  of 
the  goods  sold  and  the  purchase  and  selling 
price  of  same. 

The  last  form  used  is  the  customer's  invoice 
(Fig.  5).  lliis  is  made  out  in  triplicate.  The 
customer  gets  a  copy,  a  copy  is  sent  to  the  ship- 
ping department,  as  their  instructions  for  the 
delivery  of  the  goods,  while  the  third  copy  is 
filed  in  the  office.  As  soon  as  notification  of  the 
shipment  of  the  merchandise  is  received  from 
the  shipping  department,  it  is  checked  off  on  the 
office  copy,  and  the  charge  is  forthwith  made 
against  the  customer.  The  date  of  the  charge  is 
marked  in  and  also  the  ledger  number  of  the 
account. 
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Fig.   5 — The  customer's  invoice.     This  is  made  out  in  triplicate.     The  customer  gets  a  copy,  a  copy  is  sent  to  the  shipping  department, 

and  the  third  copy  is  filed  in  the  office 


FURNITURE  WORLD 


Influenced,  as  Always,  by  the  Moral 
Standard  of  the  Period 


Society'  under  l.duis  Seize  was  such  as 
desired  smij^  coin  fort,  intimacy.  luxury  and 
false  virtue,  which  cuhninatcd  finally  in  the 
Great  Revolution  with  the  execution  ot  the 
reigninj:;'  king-  and  (jueen. 

A  Louis  XVI  ])iece  of  furniture  is  not  diffi- 
cult to  pick  out  from  a  Louis  XV  and  yet  there 
is  no  essential  or  fundamental  difference  as  is 
distinctly  noticeable  between  the  Louis  XI  \" 
and  XV.  The  reason  for  such  is  explained  in 
the  manners  and  customs  which  prevailed  dur- 
ing these  periods — dignity,  luxury  and  vice.  A 
short  sketch  of  the  high  life  of  J*'rance  would 
not  be  amiss,  as  it  has  been  definitely  established 
that  furniture  is  made  to  fit  in  with  the  mode 
of  li\ing,  rather  than  living  made  to  coincide 
with  furniture.  Thus  it  is  we  find  during  the 
reign  Louis  .Seize  a  degree  of  immoralitv  by 
way  of  bathing  in  wine;  ladies  of  leisure  nurs- 
ing their  children  in  the  opera  in  full  \ie\v  of 
the  audience,  anrl  in  fact  doing  anything  but 
practice  virtue.  This  naturally  made  itself  felt 
in  the  furniture  style  of  that  period.  In  spite 
of  all  this,  however,  we  find  that  the  tendency 
was  more  toward  simplicity,  and  a  revolt  against 
o\'er-ornamentation.  The  frills,  rock  work  and 
broken  scrolls  of  the  Rococo  period  disappeared 
in  the  I^ouis  X\'I  style,  g'iving  ])lace  to  straight 
lines  and  simpler  designs,  which  were  relieved 
by  little  delicate  and  skilfvd  ornament.  Panels 
were  formed  by  simple  mouldings  with  paterae 
at  the  broken  scrolls  instead  of  the  luxurious 
foliage.  The  Louis,  XVI  pieces  give  an  impres- 
sion of  grace  and  beauty.  This  is  accounted 
for  by  the  proportions,  which  are  nearly  always 
exquisitely  correct,  by  the  faultless  equilrbrium 
of  balanced  masses,  the  harmonious  division  of 
surfaces,  the  importance  of  the  framing  with 
exactitide  according  to  the  parts  enclosed  by  the 
frame. 

A  very  usual  feature  is  the  use  of  carved 
husks  in  the  flutes  of  ])ilasters  and  legs  of  mov- 
able furniture,  either  dropping  from  the  top  or 
starting  up  from  the  bottom — usually  both.  The 
legs  were  sometimes  square  or  cabriole  in  form, 
but  generally  round  with  straight  tapered  fluted 
shafts.  The  flutes  often  take  a  spiral  form,  and 
the  slender  legs  were  tied  together  by  shaped 
underframing  or  stretchers.  The  construction 
was  good,  a  few  pieces  were  gilded,  but  not  to 
remarkable  degree.  Many  pieces  of  furniture 
were  painted  white  and  relieved  with  mouldings 
of  ]:>ale  l)lue  or  lilac  and  plaques  of  Sevres  china 


were  often  introduced.  Tub]),  rosewood,  ]jear, 
holly,  ebony  and  woods  dyed  both  blue  and 
green  were  used  for  the  inlaid  enrichments,  the 
motifs  for  which  consisted  of  (juivers,  torches, 
lo\ers'  knots,  trophies  of  musical  instruments 
and  swags  of  flowers ;  vases,  tripods  and  masks 
were  also  used,  the  latter  classic  details  doubt- 
less as  the  result  of  discoveries  at  Pompeii  and 
llcrculaneum.  This  influence  was  f'elt  through- 
out the  furniture  world.  Gilt  bronze  mounts 
continued,  ibut  to  a  less  degree  than  formerly. 
(  hair  l^acks  were  oval  or  oblong  and  covered  in 
silks,  brocades  and  tai)estries.  The  woods  used 
were  mahogany,  ebony,  satin  wood  and  rose- 
wood. The  men  of  outstanding  ability  during 
the  Louis  XVI  period  were  (iouthiere,  a  metal 
worker;  David,  Roentgen  and  Riesener. 

The  \itrine,  a  new  piece  of  furniture  was 
made.  It  is  a  small  cupboard  or  an  under  cup- 
board; sometimes  ])laccd  on  another  i)iece  of 
furniture,  such  as  a  commode. 

The  commodes  have  a  great  diversity  of 
shapes — some  with  three  drawers  or  rows  of 
drawers,  and  some  with  hut  two,  the  handles 
being  nearly  always  drop  handles,  rectangular 
and  of  absolute  simplicity.  The  construction  is 
rather  complicated;  some  are  half  moon  shape 
and  others  rectangular. 

The  tabic  legs  are  vertical  and  straight  with- 
out festoons;  this  draws  the  distinction  between 
Louis  XV  and  XVI.  There  are  round  legs, 
turned  slightly  conical,  with  a  .gorge  moulding 
at  the  to])  and  another  projecting  moulding  at 
the  foot :  they  are  fluted  vertically,  with  or  with- 
out endentures,  sometimes  in  a  spiral.  The 
frames  of  tables  were  decorated  with  fluting, 
with  entrelaces  and  with  framing  lines  of  mar- 
(|uetry.  The  table  top  is  no  longer  wavy  in  out- 
line but  round,  oval,  sometimes  haricot-sbaiJed 
(or  kidney  shaped),  rectangular,-  square;  these 
latter  w^ould  very  according  to  the  feet  below. 

Consoles  were  enriched  with  garlands  of 
flowers,  bouquets,  bows  of  ribbons.  -These  also 
vary  in  the  number  of  legs ;  some  have  four 
joined  by  stretchers  or  a  shelf  between  them, 
half  moon  or  rectangular  in  shape,  this  latter 
resembling  a  three  cornered  table. 

Card  tables  w^ere  many,  but  we  shall  only 
single  out  the  Bouillotte.  It  is  round,  marble 
top  with  brass  gallery;  the  four  legs  are  quiver- 
shaped,  the  frame  containing  two  little  draw- 
ers and  two  pullout  shelves.  A  host  of  small 
tables  were  made  for  many  purposes,  such  as 
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breakfast  or  chocolate  tables  for  i)lacing  alonj,'-- 
side  a  bed  or  "Laziy"  knittin<>-  tables.  The  table 
a  fleurs,  called  the  jardiniere  later  was  a  new 
introduction.  Ladies  bureau,\-  were  varied — 
some  llat  and  round-topped.  The  Louis  X\  I 
chair  is  strais.iht  back,  frequently  curved  at  the 
sides  and  front.  Certain  types  have  horseshoe 
sloped  seats;  others  are  circular,  and  then  there 
are  those  that  are  trapeze  shaped,  without  a 
single  curve.  An  important  difference  from  pre- 
\ious  styles  of  b>ench  designs  is  that  all  ]jarts, 
all  the  limbs  of,  for  example,  an  armchair  are 
united  and  se])arated  by   well  marked  joints — 


the  architectural  influence.  .\  notable  chair  is 
the  Mergere.  Straw  chairs  were  very  popular 
during  this  i)criod  and  the  sheaf  back  is  well- 
known. 

Ueds  v\'ere  als(j  made,  more  so  than  in  the 
prexious  period,  the  one  most  fretpiently  met 
with  being  the  "Lit  d'  Ange."  Then  we  also 
find  screens  and  mirrors,  the  latter  in  the  sim- 
ple rectangular  frame  made  of  a  moulding,  either 
quite  jdain  or  with  a  line  of  beading,  etc. 
Another  tyj^e  is  architectural ;  thirdly  is  the  oval 
glass,  medalion-sha])ed ,  surmounted  by  a  bow 
of  ril)l3ons. 


In  Town  of  8,000  Main  Problem  is 
Keeping  Stock  Fresh 


.Selling  better  grades  of  furniture  in  a  town 
of  8,000  inhabitants,  the  county  seat  for  a  farm- 
ing community,  has  its  ])roblems  and  not  least 
of  these  is  the  problem  of  buying. 

More  than  seventy-tive  per  cent  ol  the  furni- 
ture merchants  located  in  such  places  do  not 
e\'en  think  of  going  to  market  and  await  the 
call  of  manufacturers"  salesmen,  ordering  from 
photographs.  Most  of  these  dealers  figure  that 
the  volume  of  business  does  not  warrant  any 
great  travelling  expense  all  of  which  must  be 
charged  to  Ijuying. 

There  is  one  merchant,  however,  who,  selling- 
good  furniture,  draperies  and  floor  coverings  in 
a  town  of  8,  000  does  go  to  market  twice  a  year. 
This  merchant  is  E.  M.  Rock  of  the  Mammoth, 
h^urnishings  Co.,  LTbana,  (Jhio. 

It  is  Mr.  Rock's  belief  that  while  many  mer- 
chants give  a  great  amount  of  attention  to  sell- 
ing, studying  other  dealers"  methods  of  moving 
furniture  from  the  floor,  hold  salesmen's  meet- 
ings regularly,  buy  syndicated  advertising  and 
the  like  in  order  to  make  the  selling  end  of  the 
])usiness  as  scientihc  as  possil)le,  they  do  not 
]jay  enough  attention  to  possible  imprcjvement 
in  the  methods  and  systems  of  buying. 

The  Mammoth  Furniture  Company,  draws 
considerable  trade  from  distant  points  primarily 
because  the  stock  displayed  has  variety,  good 
taste  and  carries  a  wide  appeal. 

Won't  Buy  Duplicates 

"\Ve  can't  do  too  much  buying  in  any  one 
line  market  after  market  unless  that  line  has 
changed  considerably,"  says  Mr.  Rock  "Our  cus- 
tomers are,  as  a  rule,  acquainted  with  one  an- 
other. They  visit  back  and  forth  and  are  invited 
to  admire  what  new  pieces  have  been  purchased. 
As  a  result  they  won't  buy  duplicates.  This 
means  we  must  be  careful  to  have  on  hand  a 
considerable  variety.  In  a  town  of  8,000  this 
makes  buying  a  fascinating,  but  serious  task." 

Mr.  Rock  has  found  that  even  though  he 
may  place  orders  at  the  markets  for  the  major 


])ortion  of  goods  to  be  sold  during  the  follow- 
ing six  months,  he  arranges  delivery  so  that 
goods  are  arriving  at  frequent  intervals,  thereby 
brightening  up  the  stock  continually. 

■"I'^or  example,  if  a  woman  says,  'J  don't  see 
anything  I  like  in  a  chair  for  my  living  room,'  1 
can  truthfully  reply.  Very  well,  madam,  I  have 
a  few  coming  in  next  week.  Shall  T  bring  them 
o\  er  so  you  can  tell  exactly  how  they  will  har- 
monize with  the  other  furnishings  in  the  room." 
Novelties,  Etc. 

Mr.  Rock  has  found  that  for  his  trade  a  big 
line  of  furniture  novelties,  odd  tables  and  the 
like,  attract  trade.  When  a  woman  comes  in 
looking  for  a  little  thing  it  gives  the  store  an 
opportunity  to  display  for  her  benefit  some  of 
the  larges  pieces,  oftentimes  resulting  in  follow- 
up  sales  of  considerable  value. 

The  store  takes  inventory  once  each  year,  in 
the  first  days  of  January.  Mr.  Rock,  from  the 
stocks  sheets,  then  checks  up  his  buying  for  the 
past  year  and  at  the  same  time  determines  in  a 
general  way  the  volume  of  goods  needed  for 
the  next  year,  considering  expansions  of  the 
stock  to  take  care  of  increased  demands  for  bet- 
ter furniture. — Grand  Rapids  Furniture  Record. 


Expect  Large  Number  of  Visitors 

hurniture  dealers  will  be  interested  in  the 
announcement  that  the  manufacturers  of  Kit- 
chener and  Waterloo  will  make  a  special  dis- 
])lay,  each  in  his  own  factory,  of  high-class  fur- 
niture during  the  niori'fh  of  July.  July  is  not 
only  an  "ofif"  month  for  the  trade  but  is  the 
season  of  the  year  when  preparations  should  be 
made  for  the  new  'business  that  is  certain  to 
develoi)  a  little  later.  A  few  days'  holiday  in 
Kitchener  and  Waterloo  would  prove  a  very 
])leasant  break  in  the  life  of  many  a  furniture- 
dealer.  The  manufacturers  anticipate  a  keen 
interest  in  their  dis]:)lays  and  are  making  prep- 
arations to  take  care  of  a  large  number  of 
^•isitors. 
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Did  You  Ever  Tie-in  with  a  Popular 

Theatre  Feature? 

Cleghorn  &  Beattie,  Ottawa,  Drew  the  Attention  of 
Forty  Thousand  People  to  Their  Fine  Rugs 
and  Furnishings 


When  a  theatre  publicity  man  comes  around 
to  you  with  a  proposition  to  "tie-up"  with  an 
attraction  at  the  house  he  represents,  he  is  gen- 
erally trying  to  sell  you  an  idea  that  primarily 
means  some  cheap  advertising  for  his  theatre. 
Benefitting  you  is,  naturally  enough,  a  secondary 
consideration  with  him,  for  he  is  paid  to  get 
the  maximum  publicity  for  the  theatre  at  a 
minimum  of  cost — and  frec[uently  at  the  direct 
or  indirect  expense  of  "the  other  fellow."  If  he 
can,  he  grabs  off  a  valuable  part  of  your  win- 
dow, slips  you  a  few  passes,  and  calls  it  sc[uare. 

A  theatre  tie-up  is  just  what  you  make  it. 
If  you  allow  the  publicity  man  to  have  his  way, 
it's  likely  to  be  about  a  70-30  proposition,  with 
the  theatre  getting-  70  per  cent  of  the  benefit 
and  you  the  30.  Sometimes,  it's  an  80-20  break, 
and  once  in  a  while  you  see  a  90-10  case. 

Reverse  this  situation  so  that  you  get  the 


big  end,  and  the  theatre  the  incidental  benefit, 
and  the  proposition  is  an  entirely  different  one. 
In  fact,  it's  a  good  bet. 

1liis  story  is  about  a  motion  picture  tie-uj) 
that  was  mighty  good  advertising  for  the  furni- 
ture man  and  interior  decorator  who  co-operated 
in  it,  and  good  advertising  for  the  theatre  as 
well.  Yet,  there  was  nothing  extreme  in  any 
way  as  regards  the  conditions  under  which  both 
operated — nothing  that  could  not  l)e  duplicated 
in  the  city  or  on  Main  Street. 

To  get  down  to  details : 

The  firm  co-operating  in  the  tie-up  in  c|ues- 
tion  was  Cleghorn  and  Beattie  Ltd.,  of  Ottawa. 
The  theatre  was  a  Loew  house — the  largest 
patronized  theatre  in  the  city. 

When  the  Loew  publicity  man  w^ent  to 
Cleghorn  and  Beattie  with  the  idea  of  persuad- 
ing the  store  to  make  a  special  window  display 
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(lurinc^  the  showing  of  "Bella  Donna,"  he  sub- 
mitted the  argument  that  it  presented  a  fine 
opportunity  to  make  an  exhibit  of  Oriental  rugs, 
drapes,  etc.,  for  the  main  action  of  the  story 
takes  place  in  Egypt.  He  pointed  out  the  value 
of  hooking-up  with  the  much-discussed  star, 
who  (according  to  the  publicity  man)  is  destined 
to  i)arade  to  the  altar  with  Charlie  C'ha])1in. 

Cleghorn  and  Beattie  agreed  that  a  tic-u]), 
rightly  carried  out.  would  be  goi  k1  adx  ertising 
for  the  store.  But — and  this  "but"  is  an  import- 
ant one — Mr.  Beattie  suggested  that,  instead  of 
making  a  window  display  in  the  store  during 
the  week  of  showing,  he  would  consent  to 
arranging  a  special  exhibit  in  the  lobby  of  the 
theatre  the  week  prior  to  showing,  as  an  advance 
advertising  proposition  for  the  i^icture. 

The  theatre  man  happens  to  be  one  of  those 
fellows  who  is  always  willing  to  give  the  mer- 
chant the  big  end  of  the  break,  just  so  long  as 
he  can  do  something  that  "makes  'em  talk,"  and 
he  was  agreeable. 

The  result  is  pretty  well  shown  ])y  the  illus- 
tration. Just  a  word  or  two  of  explanation  is 
necessary,  for  the  benefit  of  any  who  may  wish 
to  either  duplicate  the  scene  or  arrange  some- 
thing similar  as  a  tie-up  with  another  picture. 

The  |)icture  is  a  close-up,  in  order  to  give 
details  of  the  arrangement.  The  figures,  of 
course,  arc  cut-outs  from  posters,  mounted  on 
compo-board.  Two  of  the  candelabra  lights  were 


dipped  in*  amber  coloring,  and  the  centre  one  in 
red.  Their  glow  brought  out  the  full  richness  of 
the  coloring,  which  can  readily  be  imagined  by 
readers. 

Still  more  important  than  these  details  is  the 
fact  that  the  display  occui>ied  a  space  only  ai>out 
ten  feet  long  by  four  feet  wide.  This  was  the 
maximum  space  available  in  the  most  con- 
spicuous space  in  the  lobby,  and  the  effect 
obtained  dispels  the  often-heard  argument  that 
'T  can't  do  anything  like  that;  I  haven't  got 
the  space."  In  this  limited  space,  Cleghorn  and 
Beattie  arranged  an  exhibit  that  stopped  the 
majority  of  the  40,000  people  who  visited  Lo^ew's 
the  week  the  display  was  made.  They  stopped; 
they  looked  ;  and  they  admired — and  carried 
away  two  ideas,  foremost  of  which  was  that 
Cleghorn  and  Beattie  had  some  beautiful  rugs, 
tapestries,  etc.,  in  Loew's  lobby.  The  second 
was  that  this  exhibit  was  advertising  "Bella 
Donna,"  coming  to  Lr)evv's  the  following  week. 
The  copy  on  the  cards  reads: 
Upper  card — Pola  Negri  and  Conway  Tearle 
in  'Tjella  Donna" — Next  Week. 

Lower  Card — Oriental  Drapes  and  Rugs  by 
courtesy  of  Cleghorn  and  Beattie,  Interior 
Decorators,  Jackson  Building. 

All  of  which  proves  the  truth  of  a  statement 
])reviously  made:  A  theatre  tie-up  is  what  you 
make  it.  If  you  tie-up,  do  it  in  such  a  way  that 
you  get  the  break — and  then  do  it  right ! 
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St.  John,  N.  B.  has  a  King  Tut 

Wide-awake  Furniture  Dealer  in  Person  of  A.  Earnest 
Everett  Treats  the  People  of  His  Home  City  to  Some 
Amusing  Entertainment 


'i'he  president  of  the  New  Brunswick  Branch 
of  tlie  Retail  Mercliants  Association  of  Canada 
is  Mr.  A.  l'>nest  Everett,  who  conducts  a 
flourishing  furniture  business  on  Charlotte  St., 
in  St.  John,  N.  B. 

A  few  days  ago  everyljody  was  saying, 
"Have  you  seen  Everett's  display  window 
The  newspapers  considered  it  worth  a  good 
story  and  used  considerable  space  telling  the 
public  about  Everett's  window.  As  a  result  he 
got  a  good  deal  of  valuable  publicity  which  has 
already  brought  him,  and  will  continue  to  bring 
him,  more  business. 

The  background  of  this  interesting  window 
featured  the  now  well  known  story  of  the  dis- 
covery of  King  Tut's  tomb.  The  famous  King 
Tut  of'  St.  John  was  placed  in  view  in  Everett's 
window,  with  several  of  the  treasures  of  his 
tomib  intact,  their  history  described  by  cards  for 
the  benefit  of  the  citizens  of  St  John. 

The  only  difiference  between  the  scene  in  the 
St.  John  window  and  that  enacted  in  the  famous 
Egyptian  tomi),  is  that  while  we  look  back  from 


the  year  1923,  3,000  years,  the  window  in  St. 
juhn  represented  looking  back  from  the  year 
4923,  3,000  years  hence  on  King  Tut  of  St.  John, 
who  was  hurried  in  1923  with  a  number  of  the 
household  treasures  and  appliances  used  at  the 
present  time,  and  the  suggestion  contained  in 
the  display — which  doul)tless  is  cjuite  correct — 
was  that  3,000  years  lience  the  present  day  trea- 
sures will  be  as  much  of  a  curiosity  as  the  King 
Tut  furnishings  are  to  us. 

Some  of  the  treasurers  upon  which  the  people 
of  4923  will  look  when  the  tomb  of  King  Tut  of 
St.  John  is  unearthed  in  that  year,  and  as  dis- 
played in  Mr.  Everett's  window  are  as  follows : 
A  valuable  reading  lamb  will  be  discovered  in 
good  condition;  also  a  phonograph;  a  fine  smok- 
ing stand;  a  radio  set;  a  cedar  chest  for  keeping 
the  King's  clothes  from  moths;  many  other  arti- 
cles of  furniture  that  are  considered  modern  to- 
day were  also  shown  in  the  window,  as  well  as 
some  cards  supposed  to  represent  the  last 
requests  of  the  King,  one  of  which  was,  "Don't 
forget  to  pay  Everett's  bill."    Most  of  the  cards 
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were  made  up  referring  to  prominent  public 
matters  and  people  in  St.  John,  and  so  were 
appreciated  by  the  citizens  of.  that  city. 

Mr.  Everett  has  furnished  us  with  the  word- 
ing of  some  of  the  cards  used  which  cannot  be 
read  in  the  reproduced  photograph.  Tliese 
cards,  it  must  be  understood,  are  supposed  to  be 
prepared  by  the  archaeologists  of  the  year  4923. 

Newspapers 

This  card  was  placed  beside  a  number  of 
current  issues  of  local  papers  and  was  worded 
as  follows;  "It  is  said  that  public  opinion  was 
formed  by  these  sheets.  At  the  time  of  King 
Tut's  death  public  opinion  was  apparently  in 
bad  shape.  A  great  deal  is  jM-inted  about  "Mari- 
time Rights",  ibut  professors  have  not  yet  dis- 
covered what  these  were." 

Bread 

It  is  recorded  that  this  substance  was  known 
as  the  "Staff  of  Life."  It  was  used  when  eating 
butter. 

Valuable  Reading  Lamp 

Professors  in  old  history  state  that  King 
Tut  of  St.  John  did  not  consider  his  palace  com- 
plete without  several  reading  lamps.  Have  you 
a  reading  lamp  ? 

Phonograph 

In  King  Tut's  day  every  man  did  not  own  a 
radio  set  and  these  were  used'  for  entertainment. 

Valuable  Cedar  Chest 

King  Tut  believed  that  a  cedar  chest  was  a 


necessity  fbr  his  home.  It  will  be  noticed  that 
the  contents  are  in  as  good  condition  as  they 
were  at  the  time  they  were  placed  in  the  chest. 
Have  you  a  cedar  chest? 

Leg  Coverings 

A  pair  of  trousers  was  hung  over  the  cover 
of  the  cedar  chest  and  the  card  was  worded, 
"Old  pictures  prove  to  the  satisfaction  of  pro- 
fessors that  the  Kings  of  1923  used  these  for 
the  purpose  of  covering  their  legs.  Ladies 
however,  according  to  illustrated  newspapers  oi 
1923,  did  not  cover  theirs. 

Food 

Judging  by  excavations  made  in  other  parts 
of  St.  John  it  is  believed  that  Canadians  ate  con- 
siderable quantities  of  what  was  known  as  can- 
ned foods.  These  were  discovered  in  excellent 
condition. 

Shaving  Set 

It  is  evident  that  hair  grew  on  the  faces  of 
the  people  of  1923.  These  tools  were  used  in 
order  to  defeat  nature. 

Valuable  Smoking  Set 

It  is  recorded  that  King  Tut  placed  great 
value  on  this  outfit.    Have  you  a  smoking  set? 

Auto  Tire. 

According  to  the  Book  of  the  Kings,  Cana- 
dians in  1923  rode  in  motor-propelled  vehicles 
along  the  surface  of  the  earth,  air  travelling  at 
that  time  not  being  general.  It  is  believed  that 
this  circle  of  rubber  was  to  encase  the  wheels. 


m.  ere.  £Tc. 


King-  Tut  of  St.  John.  N.B.  lying  in  state    in  the  store  window  of  A.  Earnest  Everett 
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Mr.  Heller's  window  shows  his  belief  in  the  value  of  Home  Furnishings 


i 


Mr.  A.  H.  Heller 


Sarnia  Profits  by 
Enterprise  of 
Furniture  Dealer 


Mr.  A.  11.  T Teller  opened  a  new  furniture 
store  in  Sarnia  al'out  the  middle  of  April  at  168 
Christina  street,  North.  It  is  a  fine  three-storey 
modern  construction,  brick  Ijuilding. 

Mr.  Heller  is  very  well  known  in  the  furni- 
ture world,  particularly  in  Toronto  and  Sarnia. 
Eighteen  years  ago  he  started  business  in  the 
latter  city  with  his  brother,  under  the  name  of 
Heller  lirothers.  It  is  only  fair  to  record,  how- 
ever, that  the  wealth  which  has  enabled  his  to 
build  this  three-storey  building  was  partly  made 
in  real  estate.  However,  he  is  imw  devoting 
his  energies  exclusively  to  retail  furniture  and 
will  carry  a  complete  stock  of  home  furnishings. 
On  the  opening  day  Mr,  Heller  had  a  band  in 
attendance,  flowers  were  supplied  to  the  ladies, 
cigars  to  the  gentlemen,  and  balloons  to  the 
kiddies.  Pictures  of  Mr.  Heller  and  his  store 
are  shown  herewith. 
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Attractive  interior  of  Dining   Room  in  home  of  J.  Martin  Gardner 


A  Case  Where  the  Architect  Helped 
Out  the  Furniture  Dealer 

A  Built-in  Flower  Stand  Along  Two  Sides  of  Room 
Enhances  The  Beauty  of  the  Windsor  Furniture  Set 


A  novel  and  attractive  feature  of  interior 
trim  has  been  introduced  in  the  dining  room  of 
the  new  home  of  Mr.  J.  Martin  Gardner^  at 
Toronto,  in  the  form  of  a  built-in  flower  stand 
for  potted  plants  constructed  along  the  east  and 
south  walls,  as  shown  in  the  accompanying 
illustration.  It  is  needless  to  state  that  the 
owner,  Mr.  Gardner,  is  a  lover  of  flowers  and 
in  devising  this  stand  and  cupboard  arrange- 
ment he  has  made  it  possible  for  himself  and 
family  to  enjoy  the  pleasure  of  flowers  the  year 
round.  Aside  from  this  main  feature,  the  stand 
serves  a  utilitarian  purpose,  the  bottom  part 
being  divided  into  a  series  of  cupboards  and 
drawers  for  the  accomijiodation  of  such  articles 
as  tableware,  linens,  magazines,  etc.  It  is  of  oak 
construction  and  matches  the  balance  of  trim  in 
this  room,  at  the  same  time  adding'  materially 
to  the  general  attractiveness  of  the  interior. 

As  seen  in  the  photograph,  the  stand  is  l)uilt 
to  the  level  of  the  window  boards.    It  is  20  in. 


wide  along  the  east  wall  and  28  in.  wide  along 
the  south  wall  and  does  not  occupy  so  much 
space  that  it  could  not  be  incorporated  in  any 
dining-  room  of  moderate  dimensions.  The  tray 
is  lined  with  copper  and  is  carried  down  to  a 
sufficient  depth  to  bring  the  flower  pots  below 
the  top  edge  of  the  tray.  The  bottom  of  the 
tray  is  covered  with  an  earth  and  gravel  mix- 
ture which  is  kept  dam])  and  from  which  the 
roots  of  the  plants  absorl)  their  life.  The  copper 
l^ottom  of  the  tray  is  slightly  inclined  along 
both  sides  to  the  centre  where  common  drain- 
age is  secured  through  a  connection  with  the 
sewer  pipe. 

The  whole  arrangement  is  very  simple  and 
attractive.  Mr.  J.  W.  Siddall,  the  architect  who 
desig'ned  the  house,  worked  out  the  detail  draw- 
ings for  the  stand. 

The  dining  set,  in  Windsor  design,  is  in 
attractive   ha'-mony  with   the   built-in  features. 
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Baby 


The 

is  King 


A  Good  Picture  of  Him  a 
Real  Pleasure  to  Father 
and  Mother 


Baum  and  Brody  Have  Happy 
Inspiration 


The  new  Ijaby  in  the  home  is  king  of  the 
castle.  He  is  a  little  god  for  whom  the  sun  rises 
and  the  night  falls  and  the  earth  brings  forth 
its  good  things.  His  cleverness,  his  quaint 
ways,  his  remarkable  growth  and  his  beauty  of 
face  and  form  provide  an  everlasting  source  of 
conversation.  In  fact  he  is  the  alpha  and  omega, 
the  first  and  the  last,  the  one  and  only  perfect 
cliild  e\'er  l)rought  int<i  the  world.  At  least,  so 
we  judge  from  what  little  contact  we  have  had 
with  young  couples  in  the  first  rai)ture  of  parent- 
hood. 

Wide-awake  merchandisers  have  not  been 
slow  to  take  advantage  of  the  appeal  to  the 
parents  through  the  child,  and  it  is  doubtful  if 
there  is  any  other  appeal  more  effective.  This 
was  recently  demonstrated  by  Baum  &  Brody, 
Ltd.,  furniture  dealers,  Windsor,  Ont.,  who  in 
order  to  stimulate  sales  of  baby  carriages, 
ofifered  to  present  a  picture  of  the  baby  free  with 
every  carriage  sold  within  a  given  period.  This 
special  offer  was  at  first  limited  to  three  days, 
but  afterwards  extended  to  ten,  so  many  parents 
came  in  later  a.sking  about  the  picture. 

The  newspajier  announcement  read  as  fol- 
lows: "To  acfjuaint  mothers  with  the  greatest 
values  in  baby  carriages  we  ever  saw  or  heard 
of,  we're  going  to  give  every  mother  who  pur- 
chases a  baby  carriage  here,  a  beautiful  photo- 
graph of  her  baby !  A  good  photograph  of  baby 
is  one  thing  that  every  mother  cherishes.  You 
simply  come  in,  select  any  carriage  in  our  large 
assortment  and  we  will  give  you  an  order,  free 


of  charge,  for  one  5"  x  7"  photograph  of  your 
baby  to  be  made  by  Ross  Fluery,  well  known 
photographer.  You  get  '  the  photograph  free, 
whether  you  buy  your  carriage  for  cash  or  on 
credit.    This  offer  is  good  for  three  days  only." 

The  idea  simply  couldn't  help  getting  across. 
Many  parents  these  days  are  keeping  a  photo- 
graphic record  of  Baby,  and  here  was  a  chance 
to  get  a  first-class  5"  x  7"  photograph  free  of 
charge  along  with  a  carriage  that  they  needed 
anyway.  Dad  and  Mother  were  awfully  pleased 
about  it,  and  so,  needless  to  say,  were  Baum  & 
Brody.  Mr.  Kelly,  their  advertising  and  sales 
manager,  tells  us  that  the  stunt  proved  very 
successful  indeed,  and  it  wasn't  expensive.  I'he 
photographer  was  very  ready  to  co-operate  for 
a  small  charge,  inasmuch  as  it  opened  up  the 
way  to  new  lousiness.  .So  everyone,  all  'round, 
benefited  by  it. 
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A  Sales  Appeal  Somewhat 

Out  of  The  Ordinary 

Winnipeg  Dealer  Hits  Upon  Productive  Scheme 


A  sale  appeal  somewhat  out  of  the  ordinary 
is  made  in  the  advertisement  reproduced  on  this 
pag"e.  It  is  suggestive  of  the  now  quite  com- 
mon drug  store  advertising  where  the  second 
article  can  be  purchased  for  one  cent  extra,  for 
example,  one  tooth  'brush  for  40  cents,  two  for 
41  cents.  The  offer  made  bv  this  furniture  re- 
tailer is  not  so  liberal  'but  it  has  the  merit  of 
being  catchy  and  of  keeping  the  purchaser  more 
or  less  in  the  dark — if  that  is  a  merit — of  the 
actual  saving  he  is  making. 

Briefly,  the  offer  is  that  when  a  customer 
buys  a  certain  article  he  is  free  to  pick  out  an- 
other article  thirty  per  cent  as  costly  as  the 
one  he  has  bought,  and  carry  it  off  for  a  'pay- 


ment of  one  dollar.  Thus  a  ten  dollar  article 
bought  and  paid  for  entitles  the  customer  to 
pick  out  any  three  dollar  article  on  payment  of 
one  extra  dollar.  A  thirty  dollar  article  bought 
and  paid  for  carries  with  it  the  privilege  of  selec- 
ting a  nine  dollar  article  for  one  dollar.  A 
one  thousand  dollar  purchase  carries  with  it  the 
privilege  of  purchasing  any  three  hundred  dol- 
lad  article  for  one  extra  dollar.  As  will  be 
readily  seen  the  percentage  of  discount  increa- 
ses slig'htly  as  the  amount  of  the  purchase  in- 
creases, varying  between  about  twenty  per  cent 
for  small  purchases  and  twenty-three  per  cent 
for  large  purchases.  The  scheme  is  outlined 
more  fully  in  the  advertisement. 


A  SINGLE  DOLLAR 


Will  Buy  the  Best  Piece  of 
Furniture  in  Our  Store  on 


THURSDAY,  FRIDAY 
and  SATURDAY 

There's  no  catch  about  this  ONE  DOLLAR  SALE.  All  you  have 
to  do  is  make  your  purchase  at  our  low  February  Sale  Prices,  and 
for  every  $100  you  spend  you  may  have  any  additional  merchan- 
dise on  our  show  floor  to  the  value  of  $30  and  pay  only  $1  for  it. 

For  enample,  buy  a  Walcut  Dimng  Set  at  $120  amJ^for  ONE  DOLLAH  you  may  select  any  ftmutur*  on  our  /loor* Mnwrnting  t 


to  *Vcry  purtihaae  you  make,  no  matl<r  whrtber  tbe\nujQni  la  or  $600  The 
Innlty  to  furnish  your  uome  paj^ly  TVoe 


J  J30.   This  applies 
e  yon  get  for  OlfE  DOLLAE    A  rare  oppor 


This  great  DOLLAR  SALE,  coupled  with  our  February  Sale  Prices,  will  sweep  Winnipeg  like,  wildfire. 

DOLLAR  SALE  Starts  Thursday,  8.30  a.m. 


GET  THIS  VANITY 
DRESSER 
-  for  - 


Wo  deliver  i 
for  $J  00  with  your 
puicbase  amounting 
to  '$280  Not  a  ceol 
more  to  pay  for  it, 
)ll9t   SI  00 


1 


ONE  DOLLAR 

roB  A 

Porcelain  Top 
Table 

Poroli&fie  (uroiture  amounting 
to  $48  00.  and  we  deliver  it  to 
your  hume  for  $1  00 


THIS  BEAUTIFUL 

Lamp 
Standard  or 
SilK  Shade  dk 

VOUB  OHOIOE  FOB^T 
It    goes    with  your 
order  when  your  pur- 

(45.  aod  Dot  another 


1 


Bonspiel 
Visitors 
Plan  to 
COME 
EARLY 

Cash  Only 

No     Charge  Ac 
coast  During  Thu 
Sale 

Crfiscctnt  Ouaran- 
te«  Xovere  Every 
Purchase 


ONE 
DOLLAR 
BUYS 


$20000  «oH?o(  Fu' 


Get  This  Davenette  for 


PurohMe  merchandise  toUlling  And  this  Davei.ett«  Ib  de- 
livered wilh  yoor  pnrchane  lor  AM  EXTOA  DOLI^  A  Kay 
pajd  receipt  ii  ffiven  and  not  another  cent  to  pay  ONr;  DO^^LAE 
Oia.1  '   


Axminster 
Carpct,6x9 
Yours  for 
ONE 

DOLLAR! 


Set  of  Six 
Leather 
Seat  Oak 
Frame 
Diners 

Yours  for 

ONE 

DOLLAR! 


fRF^fFNT  FURNITURE  STORE 

%/Ji\l^i>/'\i/JLdil  ^  K    500  Hargrave  Street       Betweeo  Portaje  i 


Pbne 
I A6103 

anil  EUice 


You  Are  Not 
Restricted  to  Any 
Set  Number  of 
Pieces,  Every  Article 
in  the  Store  Goes  Into 
This  DOLLAR  Sale. 

Spend  $1.00 
Spend  $1.00 
Spend  r.r.:;-,r;,r;.;  $1.00 
Spend  r..::.'.  :•.".;•;„";:;  $1.00 
Spend  $1.00 
Spend  r»r ;:  $1.00 

Regardless  of  whether  the  amount 
yoti  spend  is  $5.00  or  $500  you  get 
a  proportionate  amouDt  for  only 

ONE  DOLLAR 

BEAUTIFUL    STUFFOVTK  TAPESTEY 
CHAJR  FOR  JUST  ONE  DOLLAE 
Purchaae  merchandise  up  lo  $250     ^  i  r\r\ 
and  v-e  deliver  this  J76  Ctuir  free  -or  V  '  ■UU 

SUDINO  tOUCH  and  cretonne-covered  roll 
Matireae,  one  Dollar.  lie  delivered  free 
with  your  purchase  of  $&B,  and  It  "a  ff  1  r\(\ 
yours  for   _        _  | 

OSTEEHOOE  MATTRESS  We  will  debver  line 
world-ltnown  item  Free  for  $1  00  when  you  have 
purfbftsed  $100  of  merchandise  at  1  f\r\ 

our  February  Sale  Price  tt>  I  .UU 

THERE'S  THOTTBAKM  OF  DOIXARS  OF 
FURNTTUBE  HERE  FOB  YOU  FOB  JU3T  A 

Few  Single  Dollars 
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Kitchener's  Newest  Store  a  Credit 
to  that  Progressive  City 

"Outside  and  In"  it  is  Modern  in  Every  Respect, 
With  "Stock-in-Trade  and  "Service"  to  Match— 
An  Organization  of  Experienced  Men  and  Women. 


Kitclu'iicr  has  a  new  furniture  store.  It  is  a 
store  that  does  credit  to  the  city  and  to  the  fui-- 
niture  business.  It  has  the  advantage  of  a  good 
name,  too — the  Kitchener  i'urniture  Company. 
This  name,  liowever,  is  not  a  new  one  \i>  the 
people  of  Kitchener  nor  to  Ontario  lurnitnre 
men.  This  concren  has  I)een  estal)lished  for  a 
number  of  years  and  its  ])ers()nnel  is  well-known 
to  the  residents  of  the  district  and  tn  the  trade. 
It  has  now  reached  an  ei)ocli  in  il>  histnry  and 
entered  upon  a  new  era  of  dexelopment,  ha\ing 
moved  into  splendid  premises  which  have  recent- 
Iv  been  built  for  its  accommodation. 

Probably  there  is  no  other  line  of  business  in 
which  the  i)remises  are  .so  important  as  in  the 
furniture  business.  One  can't  have  a  good  fur- 
niture store  in  a  i)()(ir  building  I'^urniture  needs 
a  setting,  t  heap  furniture  will  Inub  ln'tlt'r  m  a 
good  setting  than  high  (piality  furnilui-e  will  in 
a  ])oor  one.  The  surroiuidings  arc  a  b'uMiir  <  A  the 
greatest  ini])i )rtantH'. 

The  Kitchener  I'urnitnre  (Onipan)'  liKik  all 
these  facts  into  consideration  when  they  decidctl 
that  the  expansion  of  their  business  warranted 
them  in  building  new  premises  and  they  set  ou( 
to  provide  themselves  with  one  of  the  finest 
stores  to  be  found  in  any  of  the  smaller  cities 
of  Canada.  Take  a  look  at  the  illustration  and 
see  how  far  they  have  succeeded.  The  building 
is  of  Brick  construction,  with  the  lower  section 
faced  with  stone,  and  contains  three  storeys  and 
a  basement.  The  total  floor  space  is  18,000 
square  ft.  Of  this  the  Kitchener  Furniture  C"om- 
l)any  uses  15,000  scjuare  feet,  the  balance  of  ,i,000 
scpiare  feet.,  (comprising  a  section  of  the  toj) 
floor)  being  leased  to  a  manufacturing  cnncern 
as  a  ])ermanent  dis])lay  nidni.  Tiie  Inmtage 
runs  into  some  50  feet  and  a  niii'lcrn  c<ip])er 
store  front  has  been  installed  with  twn  big  rnoniy 
windows. 

The  intericir  nf  the  store  is  very  well  lighted, 
both  by  natural  and  artificial  illuminatii  jn.  d'he 
enclosed  bcnvl  type  of  electric  fixtures  is  used, 
which  provide  a  soft  and  even  light,  without 
glare.  There  is  plenty  of  daylight,  too  particu- 
larly on  the  upper  floors  which  have  a  large  area 
of  window  space  alnng  the  front  and  on  the  east 
side. 

On  the  main  floor,  living  rrtom  furniture  is 
generally  featured,  but  the  Kitchener  Furniture 
Company  does  not  believe  in  those  "])ermanent" 


exhibits  in  which  the  same  kind  ol  suites  stand 
in  the  same  i)lace,  month  in  mimth  nut,  until 
they  seem  to  take  root  to  the  very  floor.  "In 
order  to  kee])  the  store  interesting  to  customers," 
says  Mr.  ]\1  c(  lillivray,  secretary-treasurer  of  the 
company  and  active  head  of  the  organization, 
"It  is  necessary  f)nly  to  keep  the  window  flis- 
plays  fresh  and  difi^erent  from  week  to  week,  but 
also  to  make  frecju^ent  changes  in  the  interior 
displays,  nn  the  main  floor  i)articularly.  Same- 
ness deadens  the  custnmer's  interest — we've  got 
to  keep  it  awake  with  an  appearance  of  newness, 
whether  we  actually  have  anything  new  to  offer 
or  not." 

I'lnor  lanijis  form  an  attractive  and  prctniinent 
feature  of  the  exhi])its.  liright  shades  add  the 
tciuch  of  life  and  color  that  strikes  the  eye. 
"l''\<Mi  if  we  didn't  sell  any  flnor  lamps,"  declares 
Mr.  M c(  lilii v  ray,  "we'd  stock  them  for  the  pur- 
pose of  display,  but  of  course  we  do  sell  tlieiu 
and  lind  them  a  good  line."  The  same  applies  to 
picturt'.  ,\n  attractive  range  of  pictures  of  the 
better  grade  is  carried,  but  the  jirimary  object 
in  stocking  them  is  again  not  entirely  for  the 
profit  that  is  made  on  them  but  for  their  decora- 
tive qualities.  These  are  hung  around  the  walls 
and  the  eiifect  is  very  ])leasing  and  brightens  up 
the  whole  store. 

The  second  floor  is  given  over,  largely,  to  a 
display  of  bedroom  furniture.  Steel  beds  in 
wood  finishes,  form  a  fairly  prominent  feature  of 
the  stock  and  are  proving  popular  with  the 
Kitchener  trade.  A  full  line  of  matresses  is  also 
carried,  which  is  of  course  lively  merchandise 
at  this  sea.son  of  the  year.  On  the  same  floor  is 
a  section  given  over  to  floor  coverings — carpets, 
rugs,  linoleums,  Congoleums.  The  company  did 
not  ])ut  in  these  goods  at  the  outset,  but  state 
thai  it  was  almost  a  matter  of  necessity  on 
acconnt  of  conditions  under  which  credit  busi- 
ness is  carried  on.  A  customer,  after  buying  his 
requirements  in  furniture  for  outlittlng  a  new 
home,  or  rehabilitating  an  old  one,  would  say, 
"1  want  to  buy  one  or  two  rugs.  Do  you  carry 
them?"  When  the  reply  was,  "No,  but  you  can 
get  them  at  Blank  &  Company's"  it  not  only 
meant  that  there  was  a  sale  of  ]:)erhaps  a  hun- 
dred dollars  lost,  but  it  also  meant  that  the  cus- 
tomer would  deduct  that  hundred  dollars  from 
the  amount  he  felt  he  could  afl^ord  to  pay  down 
on  the  furniture  and  go  elsewhere  and  ])ay  cash 
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for  the  rugs.  Hence  the  (jther  lellow  gut  the 
advantage  of  the  cash  sale,  while  the  company 
was  at  the  necessity  of  extending  a  larger  margin 
of  credit. 

The  Kitchener  Furniture  Company  has  not 
gone  into  draperies.  Mr.  McGillivray  points 
out  that  they  were  influenced  in  this  decision  by 
two  considerations.  In  the  first  ])lace  he  feels 
that  draperies  recjuire  a  certain  amount  of  speci- 
alization and  that  the  man  who  handles  them 
should  be  expert  in  that  line,  whereas  the  staff 
of  the  company  are  all  furniture  men  exclusively, 
in  the  second  place,  draperies  are  being  sold  in 
Kitchener  by  several  concerns  and  the  Inisiness 
is  already  pretty  widely  distributed. 

Gift  merchandise  is  looked  upon  with  favor, 
not  only  as  a  profitable  proposition  at  the  season 
when  such  merchandise  is  in  demand,  but  also 
because  of  its  value  from  a  decorative  stand- 
point. Several  lines  of  ornaments,  candlesticks, 
trays,  etc.,  are  carried  which  make  an  instant 
appeal  to  the  eye  through  their  variety  and 
beauty. 

The  Kitchener  Furniture  Company  has  a 
large  clientele,  not  only  in  the  immediate  locali- 
ty, but  also  in  the  surrounding  district.  The 
name,  as  pointed  out  previously,  has  proved 
quite  a  valuable  asset.  Kitchener  is  known 
throughout  the  neighboring  towns  as  the  big 
furniture  centre  and  naturally  the  name  "Kit- 
chener Furniture  Company"  exerts  quite  a 
drawing  power.    Mr.   McGillivray  is  a  strong 


belie\'er  in  advertising,  and  carries  a  large  space 
regularly  in  the  local  newspaper.  The  type  of 
ad.  which  he  has  found  most  effective  is  always 
lliat  t)ffering  some  special  value.  The  "special"' 
])ulls  trade,  gets  people  into  the  store,  and  sells 
a  great  deal  of  other  merchandise.  In  one  in- 
stance a  lot  of  kitchen  chairs  were  put  on  at  a 
figure  at  which  the  firm  just  l:)roke  even.  It 
brought  a  big  crowd  of  people  to  the  store,  but 
while  the  chairs  sold  themselves  the  salesmen 
were  'busily  engaged  in  pushing  other  lines,  and 
some  very  nice  business  and  a  number  of  new 
connections  resulted. 

Direct-mail  has  been  tried  out  in  the  sur- 
rounding district  and  has  been  found  very  eft'ec- 
tive.  The  cost  has  been  high  in  proportion  to 
the  number  of  people  reached,  but  the  actual  re- 
sults seem  to  have  warranted  the  extra  expendi- 
ture. 

The  bigger  j)art  of  the  firm's  business  is  done 
on  credit — some  75  per  cent.  The  Ijasis  on  which 
they  operate  is  a  cash  payment  of  one-third  and 
the  balance  spread  over  a  period  of  a  year.  Col- 
lections have  been  diflicult  this  spring,  owing  to 
the  general  conditions  (jf  industry  and  business. 
The  company  does  not  believe,  however,  in 
using  strong-arm  methods  with  old  customers 
who  may  happen  to  be  in  circumstances  of 
temporary  financial  stringency.  With  all  such 
they  deal  leniently  and  say,  "Pay  when  you 
can."  Any  difficulties  which  occur  are  nearly 
always  with  new  customers  who  are  not  num- 
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hered  among  the  firm's  friends.  'I  he  first  few 
])ayments  -generally  come  easily  enough,  l)Ut  it  is 
when  the  balance  due  gets  down  to  fifteen,  or 
twenty,  or  twenty-five  dollars  that  troubles  gen- 
erally arise.  The  tendency  is  to  postpone  the 
final  payments,  not  necessarily  with  the  thought 
of  avoiding  them,  but  rather  with  the  feeling, 
"Oh  !  I  can  pay  that  any  time."  It  requires  tact 
and  caution  and  constant  contact  with  one's 
clientele  to  handle  the  credit  situation  under  the 
circumstances  which  have  existed  during  recent 
months. 

The  foundation  stone  on  which  the  success 
of  the  business  is  built  is  its  personnel.  The 
members  of  the  firm  are  well-known  in  Kitchen- 
er and  ha\e  the  confidence  of  the  public.  Mr. 
D.  Hibner,  head  of  the  Hibner  Furniture  Com- 
pany is  president  of  the  concern.  Air.  lul.  Class 
is  vice-president ;  Mr.  R.  A.  McGillivray,  as 
mentioned  above,  is  secretary  of  the  comj^any. 
The  other  two  directors  are  Mr.  J.  E.  Brown  and 


Miss  F.  Wright,  both  of  whom  devote  all  their 
attention  to  the  store. 

Mr.  McGillivray,  the  active  head  of  the  busi- 
ness, is  a  furniture  man  of  long  experience  and 
for  the  last  four  years  has  been  giving  most  of 
his  time  to  the  retail  end  of  the  game.  His  first 
venture  is  retailing  furniture  was  aw-ay  back 
over  twenty  years  ago  in  the  town  of  Guelph, 
from  1899  to  1902.  Since  then  he  has  been  active 
in  other  branches  of  the  industry,  having  been 
on  the  road  for  a  time  and,  later,  factory  super- 
intendent for  the  Crown  Furniture  Company, 
which  position  he  resigned  in  1919  in  order  to 
link  up  with  the  Kitchener  Furniture  Company. 
Some  of  his  old  associations  are  still  maintained, 
though  the  greater  part  of  his  attention  is  given 
to  the  management  of  the  store. 

Mr.  Brown,  wdio  has  a  very  thorough  know- 
ledge of  furniture  and  the  furniture  business, 
gained  for  the  most  part  in  Western  Canada,  is 
the  floor  manager,  while  Miss  Wright  is  the 
office  manager. 


Keep  in  Touch  With  Your  Customers  — 
Nine  Proper  Occasions  on  Which 
You  May  Write  Them  Letters 
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By  JOHN  T.  BARTLETT* 


Like  the  farmer  who  starts  out  to  sell  hay 
when  hay  is  scarce,  the  store  which  uses  a  sales 
letter  when  accompanying  circumstances  are 
favorable  has  an  easy  task.  Much  of  success- 
ful advertising  with  letters  consists  in  using  the 
letter  at  the  right  time.  Here  are  a  group  of 
"right  tim.es."  It  is  hard  for  any  of  these  letters 
to  fail  to  pay  for  themselves. 

1.  A  letter  mailed  with  all  UKjnthly  state- 
ments. This  will  l)e  of  a  newsy  nature,  telling 
of  present  leading  sellers,  new  articles,  etc.  To 
give  it  special  pull,  two  or  three  articles  at  re- 
duced prices  can  be  offered. 

2.  A  letter  to  newcomers  to  town.  Lists  can 
l)e  obtainefl  from  moving  companies,  credit  as- 
sociations, etc.  This  letter  will  welcome  the 
newcomer  cordially,  and  place  the  facilities  of 
the  store  at  his  service. 

3.  A  letter  to  out-of-town  people  stopping 
■with  friends  in  town,  or  at  hotels.  The  social 
columns  of  newspapers,  hotels,  etc.,  will  furnish 
names.  The  letter  will  express  wishes  for  a 
pleasant  stay,  and  indicate  the  store's  ability  to 
serve  well  in  its  particular  field. 

4.  A  letter  inviting  cash  customers  to  be- 
come credit  customers. 

*ln   Carpet  and   I'lilmlstcry   Trade  Review. 


5.  A  letter  to  a  new  customer  on  giving  of 
first  order,  expressing  appreciation  and  the  hope 
for  continued  relations. 

6.  A  letter  to  fellow  members  of  Rotary, 
Kiwanis,  Lions,  or  other  luncheon  club,  telling 
of  some  particular  way  in  which  the  store  pro- 
prietor believes  he  can  serve  them.  This  parti- 
cular letter  can  be  sent  out  at  the  time  of  a  spe- 
cial sale,  if  wished. 

7.  A  sale  at  special  prices  especially  for  mail- 
ing list  customers.  "For  recipients  of  this  let- 
ter only,"  the  letter  will  explain. 

8.  A  letter  sent  by  the  proprietor  or  man- 
ager while  at  iVew  York,  Chicago,  or  other  trade 
center.  This  letter  will  announce  new  and  very 
desirable  merchandise  he  has  obtained ;  new 
prices  he  is  able  to  make  on  standard  articles; 
etc.,  etc. 

9.  A  letter  announcing  an  advance  in  whole- 
sale prices,  and  giving  customers  during  a  stated 
period  opportunity  to  buy  at  present  prices. 

These  have  circumstances  not  against  them, 
but  with  them.  No  great  letter-writing  ability 
is  required  to  create  a  letter  which  will  be  well 
received.  The  expense  entailed  is  not  great. 
None  of  these  letters  are  experiments,  as  every 
one  has  been  tried  out  and  found  profitable  by 
enterprising  retailers. 
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How  Greens  Brought  Three  Hundred 
Extra  Customers  to  Their  Store 


By  WILLIAM  A.  FORD  .. 
Advertising  Manager,  Greens  of  Hamilton,  Ltd. 


Greens  of  Hamilton,  Limited,  one  of  the 
most  up-to-date  furniture  establishments  of 
Ontario  are  always  doing  something  to  attract 
interest  in  their  store. 

During  the  last  two  weeks  of  January  they 
held  an  interesting  exhibit  of  beds  and  bedding. 
The  exhibit  was  complete  in  every  detail :  brass 
beds ;  metal  beds  in  mau)^  designs  in  the  differ- 
ent wood  finishes ;  mattresses  ;  coil,  mesh  fabric 
and  box  springs ;  day  and  bed  couches ;  baby 
cribs  and  pilloAvs.  The  exhibition  was  well 
attended  and  business  was  good  in  this  line  of 
merchandise.  The  first  week  of  this  exhibition  a 
candle  which  weighed  22  lbs.,  15  oz.  and  was  40 
inches  in  heig'ht  was  placed  in  the  window  and 
an  estimate  contest  was  held  on  how  long'  the 
candle  Avould  burn.  From  the  time  Mayor 
Jutten  lit  the  candle  the  interest  was  keen  and 
the  window  was  always  surrounded  by  an  inter- 
esting crowd,  watching  the  candle  burn.  Coup- 
ons were  given  free  of  charge  and  every  person 
was  allowed  one  guess.  Four  vakiable  prizes 
were  given  away  to  the  correct  or  nearest 
answer.  First  Prize  was  a  1)rass  bed.  Second 
Prize  was  bed  springs,  Third  Prize  was  a  mat- 
tress and  Fourth  a  pair  of  pillows.  Needless  to 
say  the  contest  was  a  success  and  brought  a 
number  of  people  into  the  store  where  they  had 


to  pass  through  the  display  to  get  the  coupt.m 
and  place  their  estimate  in  the  box.  Over  1,500 
estimates  were  made  and  some  of  them  were 
very  funny.  The  candle  lasted  five  days,  15 
hours,  11  minutes  and  50  seconds.  The  last 
days  were  exciting ;  it  sure  had  everybody  guess- 
ing (even  "yours  truly"  sat  up  all  one  nig'ht 
expecting  it  to  pass  out  of  existence)  but  it  was 
all  in  vain.  It  was  lit  on  Monday  at  5  P.M.  and 
it  burnt  steadily  until  the  following  Sunday 
morning  at  8.28  A.M. 

The  second  week  of  the  contest  we  sent  out 
a  coupon  to  1,000  of  paid-up  customers  who 
hadn't  bought  within  six  months  and  300  of 
them  either  bnjught  the  coupons  in  or  mailed 
them.  These  were  deposited  in  a  box  and  we 
had  an  editor  of  our  local  newspaper  make  the 
draws.  To  the  first  ten  numbers  drawn  a  use- 
ful article  of  furniture  was  g'iven.  First  brass 
I)ed,  2nd  springs,  3rd  mattress,  4th  pan-  of 
pillows ;  the  next  three  an  ash  tray  and  stand 
and  the  last  three  a  serving  tray.  The  balance 
received  an  order  on  the  firm  valued  at  $2.(X) 
which  was  to  apply  on  the  purchase  price  of  any 
article  of  furniture  bought  at  $20.00  or  over. 
Special  sales  of  beds  and  bedding  were  con- 
ducted during  the  two  weeks  and  business  was 
stimulated. 
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Upholstering 

Chair  With  Very  Low 
Seat  Requires  Differ- 
ent Treatment 


The  Purpose  of  a  Chair  is  Bodily 
Comfort 


i 

p 
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Building  up  seat  on  low  frame 


the  consideration  of  the  frame 
Iml;'.  S4.  tile  chair  frame,  wliich 
a  very  low  seat,  requires  a  dit- 
treatment  from  that  which  has 
for  the  chairs  already  covered  in 


in  the  n])holsterin<;-  of  any  ty])e  of  cliair  Iranie 
there  has  to  be  kept  always  i)rominently  in  mind 
the  requirements  of  bodily  comfort  and  any 
shape  which  does  not  conform  to  the  dimensions 
of  the  human  body  is  a  failure  from  the  stand- 
point of  servint>-  its  chief  i)urpose  as  an  article 
of  furniture, 
represented  in 
has  pur]:)osel_\- 
ferent  form  of 
been  indicated 
this  series. 

The  frame  of  P"ig.  84  has  very  short  le^s, 
enabling-  the  upholster  to  provide  a  deeply-cush- 
ioned seat,  in  order  to  bring  the  finished  height 
of  the  seat  the  necessary  distance  from  the  floor, 
W'hich,  as  we  have  said  elsewhere,  is  about 
eighteen  inches. 

Using  Spring  Edge 

For  this  reason,  we  suggest  in  the  unholster- 
ing  of  Fig.  K4,  the  employment  of  the  spring 
edged  seat,  and  we  have  indicated  in  the  first  of 
the  .sketches,  in  connection  with  Fig.  84,  the 
details  of  forming  a  spring  edge. 

We  have  not  attempted  here  to  teach  the 
rudiments  f)f  s])ring-edge  work,  l)ecause  it  is  to 
be  assumed  that  the  upholsterer  who  is  inter- 
ested in  the  advanced  methods  of  upholstering 
which  we  are  describing  in  connection  with 
these  high-class  types,  has  already  mastered  the 
rudiments  of  the  foundation  work. 

84a,  shows  the  placing  of  the  spring; 
four  rows  of  four  springs  each,  the  front  row 


Ix'ing  preferably  springs  especially  constructed 
for  spring-edge  work,  having  either  a  square 
front  or  finished  with  a  large  top  toil,  which 
makes  it  less  diflicult  to  bring  the  front  edge  of 
llic  top  coil  in  line  with  the  front  edge  of  the 
chair  rail,  as  indicated  in  Fig.  84b,  and  by  XX  in 
84c,  a  cross-section  of  the  chair  which  shows  the 
placing  of  the  springs. 

Fig.  84d  shows  the  seat  sprung  up  and  can- 
vassed, the  wire  or  cane,  enclosed  by  stitching, 
being  a1)out  1^/2  to  2  inches  above  the  rail. 

The  next  step  in  connection  with  the  uphol- 
stering of  this  seat  is  the  forming  of  the  stitched 
edge,  which  is  provided  by  doubly  stuffing  the 
seat,  as  indicated  in  Fig.  84e,  which  shows  the 
edge  ready  for  stitching.  In  the  stitching  of  the 
edge,  care  should  be  taken  to  keep  it  soft  and 
somewhat  blunt,  because  it  is  necessary  to  have 
every  part  of  the  upholstering  of  the  chair  we 
are  describing  as  soft  as  can  be,  and  still  retain 
sufficient  firmness  to  hold  its  shape. 

Following  the  stitching  of  the  edge,  the  next 
l)rocess  is  the  final  layers  of  hair  and  the  cover- 
ing in  muslin,  bringing  the  process  to  the  point 
indicated  in  Fig.  84f.  Tt  will  be  noticed  that 
this  chair  is  ])rovided  with  loose  strips  which 
form  the  final  finish  of  the  arms  and  wings. 
These  are  removed  for  all  the  preliminary  pro- 
cesses of  upholstering,  and  are  only  used  to  pro- 
mote uniformity  in  the  completed  appearance  of 
the  chair. 

The  back  of  this  chair  is  upholstered  with 
s])rings  in  the  manner  detailed  in  Fig.  14,  and 
then  has  the  appearance  indicated  in  Fig.  84g. 
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The  T.  Eaton  Co.  Ltd.,  Toronto  have 
recently  opened  a  new  department  in 
their  Furniture  Building,  called  the 
"Fifth  Floor  Galleries."  The  department 
will  handle  antiques  and  reproductions  of 
period  furniture  styles,  as  well  as  all 
kinds  of  outside  contract  work,  cover- 
ing all  branches  of  this  business,  such  as 
draperies,  floor  coverings,  etc.  Mr.  R.  M. 
Slimon,  formerly  of  London  and  New 
York,  has  been  appointed  superintendent 
of  the  department. 
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Doesn't  It  Happen  Every  Day? 

Four  Little  Real-life  Anecdotes  Showing  Why  Some 
Customers  Bought  and  Some  Didn't — The  Lessons 
Taught  are  Applicable  to  Furniture  Stores — They  Are 
Actual  Experiences 


Selling  Something  More 

"Yesterday  a  woman  1  know  went  into  a 
store  on  Yonge  Street  to  buy  a  coat  for  motor- 
ing. They  were  advertised  at  $19.75.  She  did 
not  like  tliis  i)articular  coat  and  the  saleslady 
showed  no  inclination  to  show  her  anything 
else,  so  she  went  across  the  road  and  asked  to 
be  shown  a  coat  selling  at  not  more  than  $25.00. 
The  saleslady  was  ol)liging,  knew  her  l)usiness. 
put  herself  out  to  show  her  what  she  liad  and 
sold  lirr  a  coat  for  $35.00." 


Never  Doubt  Your  Customer's  Ability 

Not  long  ago  I  went  shopping  witli  a  girl 
friend.  She  had  to  match  some  thread.  Tlic 
material  was  a  Mountain  Haze  taffeta,  a  sort  of 
green  shot  with  rose.  We  showed  the  girl  the 
piece  of  goods  and  a.sked  for  a  green  to  match, 
she  looked  at  it  and  said  "That  isn't  green,  its 
blue."  She  brought  a  few  blues  out,  but  of 
course  they  didn't  match.  My  friend  was  get- 
ting peeved  by  this  time  and  told  her  to  bring 
a  green  but  she  insisted  upon  the  blue.  Just 
then  a  busy  little  person  behind  the  same  coun- 
ter stopped  and  a.sked  if  she  could  get  it  for  us  ; 
she  looked  at  the  material  and  said,  "Will  either 
green  or  rose  do?"  We  assented.  She  was  a 
pleasing  contrast  to  the  other  girl  who  had  so 
rudely  questioned  our  ability  to  distinguish  color 
tones. 


Too  Much  Enthusiasm 

Recently  I  went  into  one  of  the  local  hat 
shops  in  the  quest  of  a  hat  for  afternoon  wear. 
Upon  going  into  the  first  store,  the  saleslady 
submitted  several  which  I  certainly  would  not 
consider  for  a  moment  because  I  did  not  like 
any  of  them  at  all.  However,  the  saleslady  was 
very  enthusiastic  over  a  certain  one  of  these 
and  repeatedly  said,  "Oh!  that  is  really  stun- 
ning! You  could  not  possibly  get  anything  to 
suit  you  better.  Why  not  decide  on  this  one?" 
I  will  not  say  what  this  hat  really  did  look  like. 
I  then  told  her  that  I  did  not  care  for  that  par- 
ticular one,  so  she  did  not  offer  to  produce  any 


more.  I  then  went  into  another  store,  and  the 
saleslady  said,  "Won't  you  just  look  around  and 
see  if  you  can  find  anything  you  really  care  for? 
You  would  probably  know  best  the  kind  of  hat 
you  prefer."  After  looking  around  for  a  short 
time,  1  saw  one  that  ai)pealed  to  me  very  much, 
tried  it  on  and  tlie  result  was  that  1  bought  the 
hat. 


Whose  Fault  in  This  Case? 
My  wife  had  a  credit  balance  in  a  furniture 
store  of  about  $40.00.  An  article  of  furniture 
was  required  at  the  time,  S(j  we  decided  to  make 
use  of  this  balance.  We  applied  to  the  manager 
of  store  (cash  customers  so  far  as  he  knew  at  the 
time)  and  asked  to  be  shown  his  line.  He  had 
only  one  of  the  required  article  in  stock  and  it 
was  entirely  different  to  the  design  desired.  He 
said  a  traveller  from  a  certain  manufacturer  had 
l)een  in  the  store  that  morning  and  was  going  to 
make  him  a  special  price  on  some  discontinued 
lines  of  this  particular  article  and  that  it  would 
be  wortli  waiting  for.  We  came  in  the  follow- 
ing week  but  were  advised  that  the  manufac- 
turer had  not  yet  made  delivery,  and  to  come 
back  again  the  following  Saturday.  A  call  on 
.Saturday  brought  forth  the  same  reply.  This 
continued  for  nearly  three  weeks.  Had  it  not 
been  for  the  fact  that  a  credit  balance  was  stand- 
ing, we  surely  would  have  gone  elsewhere,  where 
the  selection  would  have  been  better.  The  fact 
that  the  manufacturer  was  located  right  in  the 
city  would  seem  to  point  out  that  this  dealer, 
possibly  through  no  fault  of  his  own,  might  have 
lost  a  sale  by  reason  of  delayed  delivery.  Need- 
less to  say,  we  became  aggravated  at  the  delay 
that  our  dealings  with  this  store  are  terminated. 


1  he  Capital  Furniture  .Store,  45  and  47  High 
.Street,  Moose  Jaw,  .Sask.,  has  recently  opened 
up  for  business  at  this  address,  carrying  a  full 
line  of  furniture  and  house  furnishings. 


I 


1 


E.  .Shackleton,  of  Wiarton,  Out.,  has  recently 
])urchased  the  retail  furniture  business  formerly 
operated  by  James  Hunter  of  the  same  town. 
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Letters  to  the  Editor 


One  Price  to  All 

Toronto,  May  IS,  1923. 
Editor  Furniture  World : 

Answering  your  correspondent's  inquiry  in 
the  letter  signed  "Retail  Salesman,"  page  57, 
your  May  issue : 

It  seems  to  us  that  the  only  equitable  way 
of  doing  business  is  to  maintain  a  policy  of  "one 
price  for  all." 

A  person  who  is  a  fair,  reasonable  kind  of  an 
individual,  comes  into  the  store,  and  if  he  sees 
what  he  requires,  at  the  price  he  feels  he  can 
afford,  he  buys,  without  trying  to  do  any  beating 
down. 

Another  type  of  customer  comes  along,  who 
is  of  an  arbitrary,  suspicious  nature,  and  who 
follows  a  practice  of  trying  to  beat  down  every 
price,  regardless  of  whether  it  is  marked  at  a 
fair  percentage,  which  a  merchant  requires  in 
order  to  do  business  at  a  reasonable  profit.  It 
does  not  seem  right  that  this  kind  of  individual 
should  secure,  or  receive,  any  advantage  or 
favors  for  which  the  other  kind  does  not  ask. 
Accordingly  it  is  our  policy  to  mark  all  our 
goods  with  prices  which  the  customer  can  read, 
and  maintain  those  figures,  except  in  the  very 
few  cases  where  the  goods  are  shop  worn,  or 
stickers. 

Yours  truly. 
The  F.  C.  Burroughes  F't're  Co.  Ltd. 
Owen  Gurney, 

Mail  Dept.  Mgr. 


A  Simple  Entertainment 

Cap  de  la  Madeleine,  Que. 
Editor,  "Furniture  World": 

In  the  month  of  May  1921,  I  attracted  the 
attention  of  the  public  and  announced  my  busi- 
ness by  a  little  entertainment.  Having  bought 
some  Siam-Soo  dancers,  that  one  places  on  a 
record  and  that  function  while  the  record  is 
playing,  I  announced  in  advance  that  the  dancer 
Siam-Soo  would  be  here  on  the  19th  of  May  at 
half  past  seven  in  the  evening  to  give  a  demon- 
stration of  a  new  dance  to  music. 

The  public  held  itself  in  readiness  and  when 
the  evening  arrived  many  ladies  dressed  in  their 
best,  young  women,  men,  children — in  fact  a 
crowd — gathered  before  my  store.  When  the 
music  commenced  and  the  dancer  started  to 
dance  on  the  grafonola  it  was  a  surprise  and 
amused  the  crowd  very  much.  Those  who  had 
arrived  first  went  around  everywhere  calling  to 
their  friends  to  come  to  Oscar  Bailly's  to  see 
something  amusing. 

Having  placed  the  machine  in  the  doorway 
those  who  could  not  enter  the  store  stood  around 
the  door.  The  crowd  blocked  the  street  and 
jostled  one  another  to  get  a  view  of  the  enter- 


tainment. They  kept  coming  until  half  past 
eleven. 

The  result  was  the  sale  of  a  number  of 
records  and  the  advertising  of  my  merchandise. 
As  I  had  only  opened  up  a  few  months  pre- 
viously my  name  was  made  known  to  the  whole 
town  for  they  all  talked  about  the  entertain- 
ment and  those  who  had  not  been  present  on 
the  first  evening  came  on  the  following  evenings. 

Yours  truly, 

Oscar  Bailey 


Magicoal  Electric  Fires 

The  Magicoal  Electric  Fires  (Canada)  Ltd. 
have  just  removed  to  new  and  more  commodious 
premises  at  291  Mountain  St.,  Montreal.  This 
company  is  manufacturing  an  electrical  fireplace 
with  or  without  heat,  which  gives  an  excellent 
imitation  of  a  hot  coal  fire  burning  in  a  grate. 
Fireplaces  of  every  description,  ranging  from 
the  old  cast-iron  standard  grate  to  the  very 
highest  class  of  Period  fireplaces,  are  supplied 
by  this  firm,  which  at  the  present  time  has  a 
shipment  of  beautiful  Period  fireplaces  and 
mantel  pieces  on  the  way  from  Great  Britain. 
They  will  be  glad  to  supply  full  information  to 
furniture  dealers  and  house-furnishers. 


Will  be  a  Fine  Display 

Furniture  manufacturers  of  Kitchener  and 
Waterloo  are  putting  on  individual  furniture 
exhibits  during  July.  It  will  be  a  fine  oppor- 
tunity for  the  furniture  retailer  who  is  not  gen- 
erally over-rushed  during  this  month,  to  pay  a 
visit  to  one  of  the  furniture  centres  of  the 
Dominion. 


Folding  Table,  Bell  Furniture  Co. 
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Prominent  Furniture 
Men  of  Canada 


E.  ASHBY 

'^Po  have  Ix'C'ii  Ijoni  in  ri])i)cr;ir\  is  si  mu'tliin.^ 
to  1)C  prfHul  of.  To  he  out  of  it,  at  the  moment, 
i.s  i)rol5ahly  sometlTin^^  to  he  thankful  for.  \\\\\. 
though  sons  of  Irehmd  are  scattered  over  tlie 
four  corners  of  the  earth,  it  is  not  the  much- 
discussed  disturhances  in  their  own  hand  that 
drives'  them  forth,  l)ut  rather  a  spirit  of 
romance  and  adventure  which  sets  them  seekini; 
new  fields  of  opportunity.  .\nd  it  is  to  Canada 
that  many  of  them  look  as  a  land  of  promise. 

One  of  these  is  Mr.  V..  Ashhy,  whose 
portrait  we  hang  in  our  gallery  this  month.  He 
first  saw  the  light  of  day  in  Tipperary,  hut  ea"ly 
in  life  his  parents  took  him  to  JuTgland,  where 
he  received  his  education  at  the  College  of  St. 
Pancras,  near  London.  In  1894,  the  year  after 
Cox's  crazy  army  marched  on  Washington.  Mr. 
Ashhy  came  to  Canada  and  made  his  home  in 


Toronto.  .\t  that  time,  he  took  a  jxisition  in 
the  h'urniture  Department  of  the  T.  h'.aton  Co., 
Toronto,  where  he  has  since  remained. 

Mr.  Ashhy's  hend  of  mind  led  him  to  devote 
his  attention  particularly  to  period  furniture,  due 
both  to  a  love  of  the  beautiful  and  the  artistic 
and  an  absorbing  interest  in  history,  in  which 
subject  he  was  an  honor  man  at  college.  He 
has  given  many  lectures  on  ])eriod  furniture 
before  various  clubs  and  organizations.  Dur- 
ing the  years  1919  and  1920  he  was  teacher  of 
efficiency  in  the  furniture  department  of  his 
company. 

Some  six  months  ago  a  separate  section  was 
established  for  ])eriod  furniture,  and  Mr.  Ash- 
by's  special  care  in  connection  with  it  is  to  hel]) 
and  advise  the  firm's  customers  in  the  solution 
of  their  ])roblems  of  interior  furnishing  and 
decoration.  Both  by  training  and  natural  talent 
he  is  eminentlv  fitted  for  this  work. 


Of  Personal  Interest 


The  FerjD^usons  of  London 

An  interesting  group  is  that  shown  in  the 
accompanying  ])hotograph.  It  represents  the 
late  John  h'erguson  and  three  younger  genera- 
ti<)ns.  John  Ferguson  was  born  in  the  town  of 
Stirling,  Scotland,  on  April  20,  1<S34.  He  served 
his  a])prenticeship  with  W'hilie  and  I.ockhead, 
(llasgow,  as  an  uiihol^tcrcr  and  came  to  Canada 
in  1S,S4  where  he  was  emi)loyed  by  Henry 
C'oonrbs  in  London.  ()nt..  for  the  next  two  vears. 


Four  generations  of  Fergusons 

In  ISSC)  he  opened  up  a  small  shop  on  Richmond 
.Street,  at  the  corner  of  King  St.,  London.  In 
1.S70  he  moved  to  the  present  location  174-1<S(S 
King  St..  to  carry  on  a  business  of  furniture 
manufacturing  and  ui)holstering,  wholesale  and 
retail,  and  undertaking,  in  1913  Mr.  Ferguson 
retired  leaving  the  business  in  charge  of  his  sons 
.Mexander  K.,  and  Robert  R. 

The  jjhotograph  shows  the 
guson,  who  died  on  [""ebruary 
the  age  of  S9  ;  his  son  Robert 
grandchild. 


late  Mr.  John  Fer- 
of  this  year,  at 
Robert  s  son,  and 


Furniture  Men  Fraternize 

A  Masonic  event  of  unusual  interest  to  the 
furniture  trade  took  place  recently  when  Mr. 
IC  C.  Hurroughes,  president  of  the  Y.  C.  Bur- 
roughes  Furniture  Co.,  Toronto,  was  initiated  at 
High  Park  Lodge,  No;.  531,  A.F.  &  A.M.  It  was 
distinctly  a  furniture  men's  night.  The  chairs 
were  all  occupied  by  ^nembers  '  of  the  trade — 
manufacturers,  iher<fha!nts,  travellers  and  sales- 
men— and  these  'vvel'e  supported  by  seventy-five 
others  who  came  from  all  over  the  province  to 
l)e  i)resent  on  the  occasion.  The  officers  of  the 
evening  were:  Worshipful  Master,  Alf.  H.  (iil- 
ham,  Canadian  Ratt^an  Chair  Co.;  'Immediate 
Past  \raster,  C.  H.  Sherwin,  F,  C.  Burroughes 
Co.;  Senior  Warden,  Robt.  S.  Coryell,  Adams 
hTn-niture  Co.;  Junior  Warden,  Chas.  H.  Lord, 
.Adams  Furniture  Co. ;  Director  of  Ceremonies, 
W.  Bro.  W.  J.  Wadsworth,  Jr.,  F.  C.  Burroughes 
Co.;  Chaplain,  W.  Bro.  Wadsworth,  Sr.,  F.  C. 
Burroughes  Co.;  Senior  Deacon,  J.   H.  Baetz. 


I 

o 
o 
o 
o 

o 
o 

8 

% 

o 
o 
o 
o 
o 
o 
o 
o 

<5 

o 
o 
p 

i 


JUNE,  1923 


63 


Anthes-Baetz  Furniture  Co. ;  Junior  Deacon, 
W.  H.  Beney,  Anthes-Baetz  Furniture  Co.;  Inter 
Guard.  Geo.  Somers,  Canadian  Feather  &  Mat- 
tress Co.;  Senior  Stewart,  Roy  Burroughes,  F.  C. 
Burroughes  Co. ;  Junior  Stewart,  Geo.  Wilkin- 
son, T.  Eaton  Co. 

At  the  banquet,  following  the  ceremony,  the 
toast  list  also  was  in  the  hands  of  the  trade. 
Speeches  were  made  by  Frank  Coombe  (Kin- 
cardine) Jake  Baetz  (Kitchener),  and  Robt. 
Coryell  (President,  Adams  Furniture  Co.,  Tor- 
onto). It  is  indicative  of  a  very  wholesome  spirit 
among-  furniture  men  in  Toronto  when  the  presi- 
dent of  one  'big  concern  takes  such  a  prominent 
part  in  the  initiation  of  the  president  of  another 
house  which  may  be  regarded  as  one  of  his 
keenest  competitors. 

B.  C.  Burroughs  responded  in  suitable  terms 
to  the  toast  of  "The  Newly  Initiated  Candidate," 
expressing  his  appreciation  of  the  courtesy  and 
goodwill  of  the  brethren  of  the  trade  in  coming 
in  such  numbers  to  witness  and  take  part  in  the 
ceremony. 

A  splendid  delegation  of  furniture  men  from 
Hamilton  included  Bob.  Johnston,  Frank  Cundill 
and  Will  Nash,  all  of  Green's  of  Hamilton. 
Kitchener  was  represented  by  Armand  Schreiter, 
Frank  Kennedy,  Malcolm  Y.  Hill,  J.  H.  Baetz 
and  others.  From  Kincardine  there  were  Frank 
Coombe,  F.  E.  Coombe  Furniture  Co.,  and  J.  H. 
Watson,  J.  B.  Watson  Furniture  Co.  Among 
others  present  were  Wallie  Anderson,  Bill  Pear- 
son, North  American  Furniture  Co.  ;  Charlie 
Montgomery,  Adams  Furniture  Co.  ;  (Gordon 
Henderson,  Adams  Furniture  Co. ;  Monty  Fuller, 
Barnett  Refrigerator  Co.,  Bert  Menzies  and  Jack 
Montgomery. 


G.  A.  Holland:  a  son,  Mr.  C.  C.  Holland  is  now 
president,  and  another  son,  Mr.  R.  K.  Holland 
is  vice-president.  The  business  is  a  very  exten- 
sive one — it  might  be  described  as  a  depart- 
mental furniture  store,  in  that  it  has  several 
separate  departments,  such  as  wall  paper,  toys, 
interior  decoration,  and  furniture.  Practically 
everything  required  for  furnishing  a  home  can 
be  bought  at  Holland's.  While  the  company 
has  an  extensive  list  of  old  customers,  it  does 
not  rely  exclusively  on  these,  but  appeals  to 
new  customers  through  forceful  and  attractive 
advertising  and  through  exceptionally  well- 
dressed  windows.  Their  lines  of  interior  decora- 
tions and  furniture  are  of  a  distinctly  high 
class. 


Montreal  Furniture  Manufacturers  Ltd. 

llie  }^Iontreal  Furniture  ^ilanufacturers  Ltd.. 
1464  St.  Catherine  St.  E.,  Montreal,  announce 
that  they  have  purchased  the  assets  of  the  Par- 
lor Furniture  Manufacturers  Limited,  formerly 
of  Point-aux-Trembles,  and  will  continue  to 
manufacture  their  line,  specializing  in  chester- 
fields, boudoir  sets,  etc.  They  will  make  their 
own  frames  and  endeavor  to  produce  g'oods  (jf 
the  highest  grades.  In  addition  they  will  carry 
a  variety  of  coverings  such  as  plush  mohair, 
tapestry,  etc. 


An  Bon  Meublier 

Au  Bon  Meublier,  22S  I'lessis  Street,  Mt)n- 
treal,  (J.  R.  Beauchamp,;  prop. ),  opened  at  this 
address  for  business  on  May  19th,  1923.  They 
expect  to  extend  their  premises  in  the  near 
future. 


i 


Mr.  Nelson  of  Holland's 

W.  de  F.  Nelson,  the  manager  and  buyer  of 
the  furniture  department  of  the  G.  A.  Holland 
and  Son  Company,  519  St.  Catherine  Street 
West,  A'lontreal,  was  horn  in  Montreal.  He 
comes  from  an  old  Montreal  family,  with 
English  and  French  ancestors.  Mr.  Nelson  has 
had  a  life-long  connection  with  the  interior  de- 
corating and  furniture  business.  He  commenced 
his  commercial  life  in  St.  Paul,  Minneapolis,  and 
held  positions  in  Chicago,  Kansas  City  and  De- 
troit. His  experience  in  those  cities  included  the 
selling  of  furniture  and  draperies  from  the  re- 
tail end,  and  he  was  also  on  the  road  selling  for 
wholesale  firms ;  he  also  did  a  considerable 
amount  of  buying.  He  then  returned  to  Can- 
ada as  the  selling  representative  of  United 
States  and  Canadian  furniture  firms.  About 
four  and  a  half  years  ago  he  was  appointed  to 
the  position  he  now  holds,  thus  returning  to  the 
combined  departments  of  interior  decorating  and 
furniture.  He  has  very  pronounced  ideas  on 
he  value  of  courtesy  as  an  aid  to  selling. 

The  firm  of  the  (t.  A.  Holland  and  Son  Com- 
pany was  established  in  1843,  by  the  late  Mr. 


Ideal  Furniture  Co.  London 

W.  Stadelhauer,  an  experienced  furniture 
man,  has  recently  opened  a  retail  furniture  store 
at  777  Dundas  Street,  London,  known  as  the 
Ideal  Furniture  and  Upholstering-  Company. 
Mr.  Stadelhauer  is  also  well  known  in  the  uphol- 
stering trade,  having  been  engaged  in  that  line 
fur  many  years. 


Zimmerman  Bros.  Petrolia 

Zimmerman  Brothers  recently  opened  a 
retail  furniture  store  at  Petrolia,  Out.  They 
also  do  u])holstering  on  the  same  premises, 
which  are  located  (|uite  centrally  on  the  main 
street  of  the  town. 


Sunshine  Furniture  Co.,  Toronto 

The  Sunshine  Furniture  Company  ttow  at 
484  Queen  St.  West,  Toronto,  will  move  about 
June  1,  to  1133-5  St.  Clair  Avenue  West.  This 
is  the  location  recently  occupied  by  Welsh  & 
Stm. 
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Sellinia^ — "The  Greatest  Game  in  the 
World" 

That  was  how  an  old  newspaper  man  de- 
signated the  calling.  The  greatest  game  in  the 
world,  and  from  the  heartfelt  way  in  which  he 
said  it  there  was  not  the  slightest  room  for 
doubt — he  meant  every  word  he  said.  You  no- 
tice we  said  "old  newspaper  man."  He  started 
life  as  a  reporter,  but  forsook  that  occupation  to 
enter  the  business  world.  From  the  amount  of 
enthusiasm  displayed  in  the  goods  he  had  to 
sell,  we  can  well  imagine  the  size  of  the  orders 
he  would  book.  Nothing  damped  that  en- 
thusiasm. Arguments  with  the  most  obtuse 
buyers  only  served  to  bring  a  finer  edge  to  his 
points,  and  the  only  thing  that  ajjpeared  to 
trouble  him  was  the  fact  that  merchants  were 
so  often  unwilling  to  see  their  opportunities — 
unwilling  to  believe  that  a  salesman  could  have 
their  interests  at  heart.  We  asked  for  a  con- 
crete example  of  such  a  case.  "Well !"  he  re- 
l)lied  "what  would  you  think  of  a  merchant  who 
refused  to  stock  goods  that  are  a  household  ne- 
cessity— goods  that  are  sold  every  day  in  large 
(|uantities.  but  did  not  happen  to  be  stocked  by 
a  single  dealer  in  his  town.    I  showed  him  the 


go()d.s — as  tine  a  range  as  can  be  found  through- 
out Canada — but  he  was  not  interested. 

"Wait  till  1  tell  you  what  1  ofifered  that  man." 
"1  made  what  I  considered  a  real  sporting  pro- 
position ;  it  was  this.  I  would  put  in  stock 
valued  at  $200,  made  up  of  the  finest  assortment 
])ossible.  This  would  be  displayed  in  the  ordi- 
nary way,  and  at  the  end  of  six  months  if  the 
amount  of  sales  did  not  come  u\)  to  his  own 
ideas  of  what  was  commensurate  with  the  out- 
lay I  would  take  back  everything  that  remained, 
and  in  addition  to  this  pay  him  10%  on  his  in- 
vestment. But  although  my  firm  backed  me  up 
in  this  of¥er,  he  would  not  take  it  up — and  more 
than  that  he  refused  to  stock  anybody's  line  of 
an  article  that  other  dealers  in  the  town  con- 
fessed they  did  not  stock  as  'They  go  to  the  city 
for  things  of  that  sort.'  " 

WANTED 

TRAVELLERS  on  cotnmission  to  cany  our  line  in  Northern 
Ontario,  Eastern  Ontario  and  Western  Ontario,  also  Maritime 
I'rovinces.  Apply  at  once  to  the  J.  B.  Watson  Furniture  Company 
Llrl.,  Kincardine,  Ont.  6 

FOR  SALE 

Hardware  and  Furnitun  l!^^^illl•ss  (mostly  furniture)  in  best 
railroad  town  in  Ontario.  A  ili  nn-  .ii  ,i  lifrtinir  lo  <  iuie  a  good 
business  cheap.  Stock  almut  $li.(«Mt  l>,iirt  jiass  tin,  i  hance  up. 
Write  at  once  to  Hox  ^!ll>,  huinilurc  Worlil.  ;i47  .\ilclaide  .Street 
West.  Toronto,   Ont.  6-9 


i 
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CROWN  FURNITURE  LIMITED,  PRESTON, 


ONTARIO 
CANADA 


JUNE,  1923 
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BALL 


CHAIRS 


Everything 
that  good 

chairs 
should  be. 

Yet 
they  sell 

at  a 
moderate 
price. 


Ball  Furniture  Co.,  Ltd. 

Hanover     -  Ontario 


Rishel  Sanitary 
"Ventibestos"  Table  Mats 

Orders  Filled  Promptly  by  Express  or  Freight 

We  make  any  size  or  shape  without  additional 
expense.    Send  us  your  patterns. 


The  ONLY  Mat  with 
a  centre  of  CORRUGAT- 
ED ASBESTOS. 

Our  mats  are  five  ply 
consisting  of  one  heavy 
sheet  of  corrugated  as- 
bestos between  two 
heavy  shets  of  wool  felt. 
These  are  firmly  quilted 
together  and  enclosed  in 
a  removable  flannel  cov- 
er. The  cover  consists 
of  white  cotton  flannel 
on  one  side  and  green 
Kearsage  Plush  on  the 
other.  There  is  no  pos- 
sibility of  marring  the 
table  top  when  our  Ven- 
tibestos    mats    are  used. 

Round  or  square  are  the 
same  price.  Unless 
specified  will  always  ship 
round  mats. 

Orignated  and  sold 
only  by  us.  This  Solid 
Fumed  Oak  Display 
Rack  absolutely  free  to 
our  dealers.  Write  us 
for  particulars. 


100  per  cent  Efficient 
The  Silent  Salesman 


Special  attention  given  to   Canadian  orders. 

J.  K.  RISHEL  FURNITURE  CO. 

WILLIAMSPORT,  PA. 
Dining  and  Bed  Room  Suites 

"We  make  all  our  own  Chairs  and  Dining  Tables." 


nHiiansnDiiDiiBnoii 


GUARANTEED 
CHESTERFIELDS 
and 

EASY  CHAIRS 


W.  J.  ARMSTRONG,  LIMITED 

GUELPH,  ONTARIO 
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44th  SEASON— Opens  June  18th  — Closes  July  20th 


YOU,  too,  will  profit  by  regular  trips 
to  this  greatest  of  exhibition  buildings 


MANUFACTURERS'  EXHIBITION    BUILDING  COMPANY 

1319  South  Michigan  Avenue,  CHICAGO,  ILLINOIS 


JUNE,  1923 
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Your  Business  Place  a 
Rendezvous 

Vacuum  Cleaner  Demonstration 
Blocks  Sidewalk 


A  Linoleum  Flivver  Boosts  Sales 


Turning-  Houses  into  Homes 


4  Home  Decorations  Department 
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■  A 
World-Wide 
Institution 

l  lu-  Jamit'ion  Line  of  Madras,  Mus- 
V'''v         ■-■   J^^^  Curtains,  Nets,  Vitrages, 

I  '/■'^''W     "^P^^^       l-rise  Bise,  roplin  Reps,  etc.,  etc.,  the 

ni'^^'iJ^^  product  of  the  mills  at  Darvel,  Ayr- 

shire.   Scotland,    enjoy    a  world-wide 
reputation— and  distrihution. 

:J(ifi"'^fI;.^W  iM-oni   Ihe   Company's  own   offices  at   Glasgow,  Scot- 

land,   Melbourne    and  Sydney,    Australia  Alexandria, 
'J^'j^SM  Egypt,  Cape  Town  and  Johannesburg,  South  Atrica, 

>.*rMj^Bm  j^,^^'   York    US.A.,    Paris,  France,   Amsterdam.  Hol- 

land, Brussels,  Belgium,  Zurich  and  Constantinople 
large  shipments  are  continually  distributed  to  satished 
buyers  the  world  over. 

When  the  Canadian  buyer  buys  from  us  he  secures 
from  the  mills  direct,  and  enjoys  the  many  advan- 
tages that  only  an  institution  like  the  Alexander 
Jamieson  &  Co.  Ltd..  can  offer  linn. 
We  have  large  complete  stocks  of  the  latest  shipments 
on  hand  at  our  warehouse  and  showrooms,  18.5  bay 
Street,  Toronto. 

Write  us  for  ijarticulars  or  call  in  and  see  us. 

Alexander  Jamieson  &  Company 

185  Bay  Street,  Toronto     Telephone,  Adel.  861 

Specialists   in   all  kinds   of   Drapery  Fabrics 


it-  .  > 
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Your  Business  Place  a  Rendezvous 

The  Store  Where  the  Sun- 
dial Stands 

People  Quickly  Learn  to  Associate  Ideas.  It's  Worth 
Good  Money  to  Have  Your  Store  Used  as  a  Landmark 


'Most  people  treasure  at  least  one  piece  ot 
antique  brass  that  has  prolba'bl}^  been  in  the 
family  for  somewhere  round  the  century  mark, 
but  for  those  who  are  not  so  fortunate,  modern 
skill  has  created  such  remarkably  good  repro- 
ductions that  it  is  almost  impossi/ble  to  tell  the 
real  "antiques''  from  the  product  of  the  modern 
manufacturer.  A  most  complete  line  is  carried 
by  a  Toronto  Manufacturer's  agent,  including" 
articles  that  are  suitable  for  the  smallest  gift, 
right  through  the  range  to  standard  lamps  in 
imitation  of  the  old  time  lamp-post,  the  latter 
being  complete  even  to  the  discolored  mica  that 
takes  the  place  of  glass.  Nowhere  is  the 
"antique"  overdone ;  in  fact,  a  pair  of  candle- 
sticks that  had  been  in  a  family  for  over  160 
years  were  placed  right  in  among  the  stock,  and 
blended  in  so  well  that  the  only  way  they  could 
be  distinguished  from  the  modern  article  was 
because  of  the  pattern  did  not  happen  to  be  in- 
cluded in  this  particul?^  range.  Otherwise 
there  was  nothing  lacking  the  slight  discolora- 
tion that  will  come  with  time  was  faithfully  re- 
produced, and  the  verdigris  was  also  to  be  found 
on  the  inside  of  the  ibase.  Truly,  nobody  need 
be  without  heirlooms  in  these  days. 

How  many  people  have  summer  cottages? 
How  many  of  them  have  just  the  ideal  spot  for 
a  sun  dial?  You  know  the  answer.  All  that  is 
needed  is  the  suggestion. 


Only  the  Sunny  Hours 
"I  NUMBER  ONLY  THE  SUNNY 
HOURS"  is  the  motto  of  the  sundial..  While 

the  fact  is  pleasing  and  romantic,  it  nevertheless 
remains  very  true  that  there  ARE  other  hours, 
and  for  the  dealer  who  takes  advantage  of  them 
to  provide  for  better  business, — the  sundial 
should  have  many  "sunny"  hours  to  record,  for 
what  retailer  is  not  happy  when  the  ibusiness 
comes  iiowing  in.  A'Vould  it  not  be  even  a  good 
idea  to  place  a  sundial  in  front  of  your  store? 
This  would  be  a  novel  advertisement  for  any 
dealer,  and  would  serve  to  emphasize  the  fact 
that  it  was  "The  Right  furniture  Store — where 
the  sundial  is.''  People  quickly  learn  to  associ- 
ate ideas.  What  better  advertisement  could  a 
store  have  than  the  possession  of  a  distinguish- 
ing feature  of  this  kind.  The  jeweller  and 
watchmaker  who  had  the  foresight  to  place  a 
chronometer  outside  the  main  entrance  to  his 
store  on  the  principal  street  knew  the  value  of 
it,  -and  of  the  hundreds  who  stop  daily  to  com- 
pare their  watches.  The  store  that  hangs  out  a 
large  thermometer  knows  the  interest  it  com- 
mands, and  the  amount  of  publicity  it  receives 
from  this  source.  The  furrier  who  displays  a 
tableau  of  fur  bearing  animals  at  his  front  door 
realizes  the  value  of  it  to  his  business — why  not 
try  out  something  of  this  kind  and  see  if  it  will 
not  brand  your  store  and  encourage  sales  of  the 
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actual  article  at  the  same  time. 

The  old  watchman's  lantern  almost  cries  out 
of  its  own  accord  "Seven  o'clock''  and  all's  well,  ' 
so  clever  is  the  re])roduction.  Ewers,  i)itchers — 
you  simply  can't  describe  them  l)y  modern 
names- — with  the  dents  they  receive  from  so 
many  journeys  to  the  well  or  the  spring,  are 
there,  and  spoons  that  would  declare  had  stirred 
the  porridge  of  some  crofter's  family  for  at  least 
scores  of  years,  judging  from  the  worn  down 
side  and  slightly  askew  loop  at  the  end  of  tlie 
handle. 

Uoor  knockers,  either  in  the  massive  styles 
that  are  associated  with  Dickens — particularly 
his  Christmas  Carol — or  of  the  smaller  kind 
that  are  so  popular  for  bedroom  doors,  are  ^both 
'grave  and  gay.  Frequently  we  lind  they  are  re- 
productions of  gargoyles  on  old  catliedrals,  or 
the  cnVblems  old    English   cities   have  a(lo])te(l 


it  be  In  tiic  furniture  dealer  as  the  logical  sup- 
])lier?  And  where  is  the  furniture  dealer  who 
will  not  accord  such  attractive  adjuncts  a  place 
in  his  store?  Those  who  already  possess  a  Cift 
Depa  tmeni  will  warmly  welcome  them,  for  they 
ate  all-year-i  ound  sellcis,  not  limited  to  any  ])ar- 
titular  season. 

1  he  large,  heavily  embossed  I'lacques,  hand- 
some fireside  ibuckets,  trivets  either  of  the  kind 
that  cli])  the  bars  of  the  grate  or  the  more  use- 
ful variety  that  stands  on  "their  own  feet'' — 
and  all  in  handsome  antique  brass — are  acces- 
sories that  any  store  might  ibe  ])roud  to  carry. 


A   handsome  antique  wall  lantern 

as  their  own.  Bells  in  the  form  of  ladies  of  the 
crinoline  period  de])end  on  the  feet  of  the  model 
for  their  clappers,  and  other  moulds  of  old  cath- 
edral bells  show  only  what  remains  of  the  word- 
ing after  the  centuries  of  wear  that  have  had(  ?). 
Quaint  nut  crackers,  boxes  that  surely  carried 
great  grandfather's  snufif  in  former  days,  tor- 
toises whose  shells  lift  ofif  to  reveal  a  small  re- 
ceptacle, toasting  forks  that  recall  foggy  days  in 
Old  London  when  one  hurried  in  to  tea  and 
toast  made  by  the  open  fire — and  all  with  their 
quota  of  legend  or  history — warming  ])ans 
whose  chief  function  used  to  be  to  hold  live  coals 
and  warm  the  sheets  in  our  forebears  homes, 
chestnut  roasters  that  cheered  the  heart  of  a 
Guv  F'avvkes  reveller,  awaits  the  modern  ])ur- 
chaser. 

The  "antique"  store  monopolises  much  of 
this  class  of  trade  as  far  as  real  "antiques"  a"e 
concerned,  but  would  not  be  likely  to  combine 
the  two.    Where  then  will  the  mind  turn  unless 


Using  Draperies  as  Drawing  Cards 

A  drai)ery  department  can  be  made  a  very 
attractive  feature  of  the  store,  one  to  whicli 
women  will  like  to  come  and  look  around.  The 
manager  of  a  particularly  successful  depart- 
ment, w  hich  has  aroused  and  maintained  the  in- 
terest of  the  public  in  its  merchandise,  points 
out  that  they  have  always  aimed  to  secure  a 
"homey"  atmosphere.  There  is  plenty  of  dis- 
play, the  floor  is  car]:)eted  and  the  fixtures  con- 
sist mostly  (jf  tables  and  of  display  devices.  Dra- 
peries suitably  made  up  are  shown  on  each  of 
the  actual  windows.  Along  one  side  wall  there 
ha\e  been  constructed  three  display  fixtures  in 
the  form  of  windows  in  a  htjme.  Each  fixture 
has  a  broad  casement  running  parallel  with  the 
wall,  on  each  side  of  which  is  a  narrow  window. 
These  two  narrow  windows  are  attached  to  the 
bioad  window  at  an  angle  of  about  45  deg.  Be- 
low each  of  the  broad  windows  there  is  a  win- 
dow' seat,  which  gives  opportunity  for  the  dis- 
])lay  of  a  cretonne-covered,  or  other,  cushion. 

(  )p])osite  these  window  alcoves  are  tables  on 
which  are  shown  the  fabrics  which  are  display- 
ed on  the  "windows"  Pieces  of  fancy  furniture 
— mahogany  in  winter  and  wicker  in  spring  and 
summer — together  with  floor  lamps,  add  to  the 
attractive  appearance  of  the  department  and 
help  to  give  the  impression  of  the  goods  being 
shown  in  their  own  natural  surroundings. 

The  buyer  makes  selections  from  his  own 
cretonnes  for  the  upholstering  of  the  wicker  fur- 
niture which  the  store  sells,  and  sends  them  to 
the  factory.  This  insures  their  being  able  to 
match  up  the  draperies  with  the  furniture  for 
their  customers. 

Another  efifective  display  fixture  is  a  built- 
u])  ])orch,  located  against  the  wall  opposite  from 
the  imitation  windows  above  described.  Hn 
this  are  shown  an  awning,  porch  furniture  and  a 
swing,  which  secures  a  quite  realistic  effect. 
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Vacuum  Cleaner  Selling  Idea 

Blocks  the  Sidewalk! 

Police  Help  Needed  to  Handle  Crowds — Curiosity 
Excited  by  Dirty  Handsome  Rug  Left  Lying  on  Pave- 
ment— Quick  Work  to  Tie  in  With  Windows 


Right  now,  to-morrow  and  the  nexi  day,  are 
the  days  to  sell  vacuum  cleaners.  This  is  the 
open  season  for  selling — the  public  is  employed, 
they  are  making  money,  and  spending  it  when 
they  feel  the  sales  appeal.  The  vacuum  cleaner 
can  be  pushed  forward  to  the  notice  of  these 
folks  as  the  most  desirable  investment  they  can 
make. 

Many  furniture  dealers  recognize  this.  They 
are  getting  after  the  business  by  intensive 
methods — methods  that  turn  the  public  from  a 
habit  of  regarding  the  vacuum  cleaner  as  a 
piece  of  merchandise  of  the  same  quality  as 
sugar  or  nails  or  auto  tires,  to  an  attitude  of 
careful  attention  to  its  merits  and  possibilities. 


By  these  methods  the  cleaner  is  made  to  become 
an  article  that  lives  in  their  minds — they  really 
see  it  and  begin  to  think  about  it.  As  a  result, 
sales  are  made  b}'  these  dealers  who  have  the 
knack  of  showing  off  the  cleaner  so  that  the  idea 
strikes  home  to  the  spectators. 

A  Striking  Stynt 

One  of  the  most  interesting  stunts  that  has 
been  evolved  in  this  connection  is  illustrated  by 
our  photographs.  The  idea  is  simple  and  prac- 
tical— Mr.  Dealer  first  puts  a  rug  down  on  the 
sidewalk  in  front  of  his  store.  Let  them  walk 
over  it,  throw  sand  on  it,  rub  their  boots  on  it, — 
all  one  to  him.    The  rug  stays  there  until  it  is 
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full  of  dirt,  in  a  condition  that  would  make  the 
housewife  faint,  if  one  of  her  own  rugs  got  that 
way.  The  spectacle  of  a  rug  subjected  to  this  kind 
of  treatment  naturally  arouses  some  curiosity. 
People  wonder  what  it  is  doing  there,  and  all  the 
while  the  "attention  value"  of  the  stunt  is  grow- 
ing. 

Mr.  Dealer  waits  for  the  auspicious  moment, 
the  time  when  the  most  people  will  be  on  the 
street.  Then  he  sallies  forth,  armed  with  his 
trusty  vacuum  cleaner.  There  is  a  little  stage 
business,  just  enough   fnr     people    to  collect 


The    window    tie-in — Mr.    Lapp    empties    the  dust-bag 

around.  A  group  of  gazers  soon  gathers  to  stare 
at  the  self-possessed  young  man  who  stands 
holding  the  handle  of  a  vacuum  cleaner,  with  a 
dirty  rug  in  front  of  him.  He  soon  dispels  any 
doubt  of  his  purpose,  the  switch  clicks,  whirr-r-r 
goes  the  motor,  and  he  runs  the  cleaner  up  and 
down  the  rug.  In  a  moment,  presto ! — the  rug 
is  beautifully  clean ;  all  the  dust  and  dirt  has 
disappeared  into  the  swelling  bag. 

The  crowd  is  always  immensely  pleased  with 
this  stunt;  they  look  at  the  rug,  then  at  the 
cleaner,  and  seem  almost  astonished  that  such  a 
thorough  job  has  been  done.  The  demonstrator 
proudly  holds  the  cleaner  aloft  and  marches  into 
the  store. 

Making  Them  Look  at  the  Window 

In  a  moment  he  appears-  in  the  display  win- 
dow. In  full  view  of  the  spectators,  he  opens 
the  bag,  and  deposits  the  contents  on  an  already 
large  pile  of  dust,  accumulated  from  previous 
cleanings  of  the  rug.    He  points  to  a  showcard 


that  reads  "This  Pile  of  Dust  was  All  Taken 
from  the  Rug  in  front  of  the  Store." 

'J'his  ends  one  staging  of  the  demonstration. 
The  procedure  can  be  repeated,  however,  as 
often  as  desired.  'Jlie  best  time  of  the  day  is 
from  12  to  2.  Another  busy  period  occurs  from 
3  to  4.  It  must  be  understood  that  "busy  times" 
vary  in  difTercnt  localities  due  to  a  variety  of 
causes,  and  it  is  u])  to  the  individual  merchant, 
to  pick  out  the  right  time  for  his  demonstratitm. 

Free  Publicity 

Such  a  striking  demonstration  provides  a 
great  deal  of  free  publicity  for  the  merchant,  and 
is  a  valuable  accessory  to  a  cleaner  campaign. 
Tied  in  with  newspaper  advertising  and  a  suffi- 
cient amount  of  personal  contact  work,  it  gives 
a  touch  of  life  to  the  afifair  that  may  make  all  the 
difference  between  mediocre  results  and  a  strik- 
ing success.  Any  other  stunt  that  is  as  effect- 
ive may  of  course  l)e  used  instead;  anything  that 
will  focus  public  attention  in  a  favorable  man- 
ner to  your  store  and  the  vacuum  cleaner  you 
a',  e  selling. 

Mr.  W.  Lapp  Sells  Many  Cleaners 

This  particular  idea  has  been  used  success- 
fully l)y  M.  W.  Lapp,  who  sells  a  lot  of  Premier 
X'acuum  Cleaners.  He  is  an  all  round  salesman 
on  vacuum  cleaners,  and  he  believes  that  to  go 
out  and  sell  cleaners  in  the  home  is  the  only  way 
to  do  business.  "I  believe  that  personal  con- 
tact is  the  only  way"  says  Mr.  Lapp.  "I  have 
a  girl  working  from  the  telephone  'book  nearly 
all  the  time.  She  calls  up  people  and  asks  them 
if  they  have  vacuum  cleaners — if  there  is  any 
kind  of  a  favorable  response,  a  salesman  goes 
right  out  to  the  address  with  a  cleaner." 

Mr.  Lapp  always  leaves  cleaners  in  the 
house,  where  possible.  He  believes  that  a  good 
salesman  can  often  close  contracts  on  the  spot 
and  thus  eliminate  the  testing  and  comparing  of 
different  makes,  which  another  cleaner  salesman 
has  vividly  described  as  "the  curse  of  the  cleaner 
business." 


A  Home  Decorations  Department 

If  you  have  not  already  added  a  "Home 
Decorations  Department"  its  possibilities  are 
worth  serious  consideration  and  this  publication 
will  be  pleased  to  furnish  any  further  informa- 
tion you  may  need,  either  about  the  develop- 
ment of  such  a  department  or  concerning  the 
sources  of  sui:)ply  of  Home  Decorations  Depart- 
ment merchandise. 


1 
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A  Brainy  Idea  That  Made  People 
Discuss  This  Dealer's  Store 

Used  Fliver  to  Boost  Linoleum  Sales.  You 
Never  Saw  a  Gar  Like  This  for  it's  the 
Only  One  in  the  World 

By  R.  A  BOLGER,  in  Grand  Rapids  Furniture  Record 


There  is  nothing  that  moves  the  stock  of  a 
furniture  retailer  more  quickly  than  consistent 
advertising. 

Especially  is  this  true  when  that  advertising- 
is  of  a  kind  distinct — something  that  is  novel 
and  gets  people  to  talking  about  a  store.  Of 
course,  the  idea  must  be  brand  new.  And  brand 
new,  worth-while  ideas  aren't  growing  on  bushes 
these  days.  Mostly  they  are  "discovered"  by 
accident. 

Such  was  the  case  with  the  Jones  &  Edmunds 
store  in  Hollywood,  Cal.,  which  quite  accidently 
"hit  upon"  the  idea  of  a  "linoleum"  flivver  that 
swung  linoleum  sales  from  small  orders  to  car- 
load lots  and  keeps  selling  this  floor  covering- 
no  matter  where  is  runs  or  is  parked.  It  is  an 
attraction  even  in  attractive  Hollywood  town 
and  at  the  same  time  is  an  excellent  "sample 
book." 

It  Happened  This  Way 

One  day  J.  L.  Jones  of  the  Arm  said  to  B. 
W.  Begle,  manager  of  the  store's  linoleum  depart- 
ment. "Say,  Begle,  here's  a  place  for  that  scrap 
of  linoleum  you've  got  there." 

Ele  pointed  to  the  space  between  the  two  car 


doors  of  the  flivver.  A-Vhen  the  linoleum  had 
been  glued  to  the  place  it  made  such  a  striking- 
appearance  that  Jones  suggested  a  few  more 
pieces  be  put  on.  This  done,  the  good  work  was 
continued  until  every  available  space  was  cov- 
ered— sides,  fenders,  running  boards,  dash,  hood 
and  back.  The  result  was  a  car  of  a  most  dis- 
tinctive type.  There  was  not  another  Ford  just 
like  it  in  the  whole  world. 

All  this  happened  early  in  1922.  The  car 
was  added  to  the  Jones  &  Edmunds'  fleet  and 
immediately  created  a  sensation.  It  was  heard 
of  from  many  directions.  Today  it  and  one 
driven  by  Fred  Cleland,  the  other  man  in  the 
linoleum  department  of  the  Jones  &  Edmunds 
store,  are  not  used  at  all  for  actively  soliciting 
business,  but  for  service. 

And  speaking  of  service,  Begle  and  Cleland 
lay  each  linoleum  job  in  a  way  that  means  no 
repeat  orders  for  a  longer  time  than  usual. 

"A  woman  has  to  see  the  cracked  or  l^uckled 
part  of  the  linoleum  every  day,  many  times," 
said  Begle.  "and  the  more  she  sees  it  the  more 
hostile  she  is  toward  the  store  that  carelessl}^  or 
ignorantly  laid  that  co^■ering.     Or  perhaps  the 
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rliildicMi  in  llic  lidine  slunible  over  a  loose  edge. 
I  liat  also  causes  anything  l)Ut  a  friendly  atti- 
lude.  By  our  method  we  have  to  charge  more 
to  -  laying,  but  when  the  job  is  done  we  have  a 
woman  and  husband  who  do  our  advertising  for 
us  free  of  charge." 

Car  Does  the  Rest 
And  when  people  .see  that  linoleum  can  be 
smoothly  and  successfully  laid  on  the  surface  of 
a  vibrating  flixver,  they  feel  certain  that  it  can 
be  laid  firmly  on  the  kitchen  or  bathroom  floor. 
"1  he  consistent  adxertising  of  the  car  does  the 
rest. 

"A  few  days  ago  we  had  stopped  before  a 
home  near  here  to  finish  details  in  connection 
with  the  estimate.  While  we  were  Ijef'ore  the 
house  of  the  prospect  a  man  left  the  porch  of  his 
home  on  the  opposite  side  of  the  street,  walked 
across  to  the  car  and  went  round  and  round  it, 
examining'  it  with  his  fingers.  He  then  waited 
until  the  first  man  was  through  and  said  : 

'■'  Say,  what's  this  red  linoleum  with  the 
blai  k  crossbars  wo.th?" 

"I  told  him  and  we  InKiked  his  oider  on  the 
s])ot.  The  car  sohl  it,  and  cases  like  that  are 
loo  numerous  to  recall. 

Planning  Improvements 

".\o  ad\ertising  has  been  necessary,  for  we 
ha\e  all  the  business  we  can  take  care  of  now. 
We  are  planning  a  new  sample  book  car  and  w  ill 
try  to  have  a  color  scheme  in  it,  the  first  one 
being  just  a  chance  experiment.  We  will  have 
the  colors  blended  out,  sample  'by  sample,  in  the 
next  one.  It  has  interested  linoleum  manufac- 
turers to  such  an  entent  that  they  are  jjassing 
the  idea  along  to  other  dealers. 

"Due  to  our  plan  of  selling  and  serx'ice  we 
gixe  on  linoleum,  we  have  not  handled  cheap 
grades,  seconds  or  unknown  brands.  We  stick 
to  the  medium  grades  and  the  best  and  have  no 
difficulty  selling  them. 

"In  selling  we  use  the  car  as  a  deuKjnstra- 
tion,  but  we  also  carry  large,  swatches  of 
linoleum,  some  of  which  are  glued  to  a  board. 
We  set  forth  each  point  about  better  linoleum — 
and  the  manufacturer's  advertising  is  helping  us 
in  that  respect — and  we  make  plain  to  custom- 
ers that  they  get  service-plus  with  us.  That  is 
not  ficticjn,  for  my  partner  and  I  have  been  in 
the  game  for  a  long  time.  When  we  get  through 
that  woman  can  talk  the  points  as  well  as  we, 
and  when  her  job  is  laid  she  does  talk  the  points 
to  her  neighbors — sometimes  to  friends  far  from 
her  home.  We  had  a  man  near  here  send  to  us 
a  friend  from  a  town  miles  away. 

Here  is  an  Example 

"He;e  is  an  example  of  how  they  go  out  of 
their  wav  to  hand  us  tips,  once  we  please  them. 
This,  as  you  see.  is  the  business  card  of  a  pro- 
fessional  man  downtown.  Here  is  a  note  he  put 
on  the  back  of  it.  In  it  he  tells  us  that  a  certain 
church  out  his  way  is  soon  to  be  in  the  market 
for  quite  a  bill  of  linoleum.  This  notation  gives 
us  the  name  of  the  man  to  see  and  his  address. 

"Service  gets  the  repeats,  but  the  car  got  the 


lirst  order  and  clinches  the  sale.  Women  will 
call  us  up  and  tell  us  that  a  new  house  is  going 
up  near  them." 

Mr.  Begle  told  of  an  order  that  is  particularly 
interesting:  .A  man  for  whcmi  Jones  &  lulmunds 
had  laid  a  job  a  while  back  had  just  finished 
another  home.  Sixteen  solicitors  called  on  this 
man  and  his  wife.  He  remembered  the  firm 
that  laid  it,  I)Ut  couldn't  remember  the  name 
and  address  of  the  Jones  &  Edmunds  Company, 
as  he  was  quite  a  distance  from  Hollywood. 

"  "Don't  you  give  the  order  to  anyone,'  he 
told  his  wife.  AVe'U  get  the  man  in  that  fiivver 
with  linoleum  all  o\er  it  to  flo  the  job  and 
nobody  else.     We'll  wait  until  we  hjcate  him.' 

"'iiiey  did  so  in  spite  of  liot  solicitation,  and 
when  he  finally  located  us  we  got  the  (jrder," 
said  Mr.  Hegle.  "He  had  to  call  up  a  friend 
who  lives  over  here  and  drive  over  to  that 
friend's  house.  The  friend  showed  him  the  card 
we  hand  out.  asked  him  to  make  a  memorandum 
of  our  name  and  address,  but  to  hand  back  the 
lard,  saying  that  he  would  soon  have  use  for  the 
ca  d  himself. 

"'If  1  hadn't  seen  that  car  of  yours,'  a  Savv- 
telle  man  told  me,  T  would  ha\e  placed  the 
order  else  where — it  was  the  car  that  sold  me  on 
your  work." 

'"Yes,  sir,  that's  about  the  most  valual)le 
lli\\'er  we'\'e  had  in  our  service — and  we  have 
l)ought  f|uite  a  number." 


Levinter's  Furniture  House 

;\  new  business  that  is  starting  oft'  under 
fax'orable  auspices  is  Levinter's  Furniture  House, 
46S  Bloor  St.,  West,  Toronto.  Mr.  Levinter  has 
opened  up  a  small  store  in  the  Bloor-Bathurst 
district,  where  he  has  the  field  to  himself,  there 
being  no  other  furniture  dealer  in  the  immediate 
vicinity.  The  residents  in  this  neighborhood  have 
of  course  been  accustomed,  for  the  most  part,- 
to  go  down  town  to  make  their  furniture  pur- 
chases, and  the  problem  which  confronts  the  new 
concern  is  to  educate  them  to  buy  locally.  To 
this  end  Mr.  Levinter  uses  substantial  space  in 
the  district  weekly  newspaper,  which  is  a  live 
medium.  They  started  ofif  with  full-page  ads, 
and  are  running  half-page  space  regularly.  To 
back  up  this  publicity,  they  have  also  started  to 
send  out  weekly  letters,  in  which  they  call  atten- 
tion to  special  values  which  are  offered. 

In  addition  to  furniture,  rugs,  congoleums, 
refrigerators,  etc.,  are  carried.  So  far  the  stove 
stock  has  been  confined  to  the  oil  variety,  and 
these  are  featured  in  the  window.  Mr.  Levinter 
thinks  there  is  particularly  good  opportunity  to 
sell  these  for  summer  cottages.  He  points  out 
that  the  store  is  in  one  of  the  older  better-class 
residential  localities,  which  is  entirely  built  up, 
and  that  there  is  not  much  possibility  of  selling 
goods  for  new  homes.  His  business  will  lie  in 
replacing  old  furniture  with  new  merchandise 
and  in  supplying  such  useful  specialties  as  the 
oil  stoves  mentioned,  and  so  forth.  He  is  doing 
an  exclusively  cash  trade. 
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We  Turn  Your  House  Into  a  "Home" 

This  Was  the  Slogan  of  the  Furnishings  Dealer  Who 
Makes  a  Strong  Appeal  on  the  Basis  of  Equipping 
The  Home  Complete 


This  sign  over  the  door  of  a  western  furni- 
ture dealer's  store,  the  Gilbert-McGiff  Furniture 
Co.,  is  the  text  of  an  interesting  article  by  H. 
J.  Daniels  in  a  recent  issue  of  the  Grand  Rapids 
Furniture  Record.  The  article  is  written  fol- 
lowing an  interview  with  Mr.  Gilbert  the  man- 
ager of  the  company : 

"Yes,  we  do  turn  many  a  house  into  a  home 
in  a  year's  time,"  said  Mr.  Gilbert.  "And  I  sup- 
pose the  reason  for  our  ability  to  have  done  it 
so  many,  many  times  lies  in  the  fact  that  we 
have  the  kind  of  goods  that  make  a  home  out 
of  any  sort  of  a  house,  and  then  because  we  give 
service. 

"We  are  glad  to  sell  furniture  for  any  room 
in  the  house,  but  I  have  a  passion  for  starting 
in  just  back  of  the  kitchen — in  the  refrigerator 
room.  Is  it  not  a  psychological  fact  that  if  a 
housewife  becomes  well  pleased  with  her  re- 
frigerator that  she  is  quite  apt  to  allow  her  fur- 
niture ambition  much  fuller  swing  than  if  she 
began  anywhere  else  in  the  house?  I  take  it 
so.  If  a  family  can  be  pleased  with  its  food  and 
table  the  rest  is  not  so  hard." 

"You  know,"  continued  Mr.  Gilbert,  "that 
old  saying  about  the  'early  bird  catches  the 
worm,'  Well,  it  is  quite  true.  Last  year  I  ask- 
ed myself  the  question,  'Why  should  I  wait  un- 
til spring  before  I  begin  to  talk  to  people  about 


their  refrigerator  needs?  Why  not  start  in  right 
after  the  holiday  business  is  out  of  the  way? 
Why  not  have  a  fine  lot  of  refrigerators  sold 
before  the  other  fellows  usually  start  in?'" 

And  Mr.  Gilbert  went  on  to  explain  a  valu- 
able point  in  merchandising- — have  your  wares 
in  stock  early,  go  to  it  hard  with  advertising, 
and  sell  in  advance  of  the  season  a  commodity 
that  must  be  in  the  home  a  bit  later. 

"Up  to  last  year,"  he  said,  "we  had  never 
sold  more  than  a  carload  of  refrigerators.  Last 
year  we  sold  two  carloads,  and  this  year  we  are 
confident  we  can  nicely  dispose  of  three  car- 
loads.. For  the  first  time  last  year  we  went  into 
the  sale  of  refrigerators  according  to  a  definite 
plan.  As  I  said,  we  started  in  right  after  New 
Year's,  and  before  the  first  of  March,  when  the 
great  efl^ort  on  refrigerators  usually  is  started, 
we  made  a  big  showing. 

"In  January  and  February  we  allowed  a  dis- 
count of  15  per  cent,  with  an  additional  10  per 
cent  for  cash.  That  was  a  mighty  saving, 
amounting  to  from  $5  to  $37.50,  according  to 
the  size  bought,  but  we  found  that  it  paid  us 
big,  for  we  not  only  sold  refrigerators,  but  a 
fine  volume  of  other  furniture. 

"Then  when  March  1  arrived  we  put  on  the 
special  sale,  advertised  in  this  manner  :  In  a  five- 
column,  ten-inch  ad  in  our  leading  newspaper 
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Why  You  Should  Sell 
Dominion  Floor  Coverings 

Take  a  look  at  our  illustration.  It  reproduces,  in  much  reduced 
size,  three  typical  DOMINION  Linoleum  advertisements  run  in 
color,  each  month,  in  leading  magazines  having  a  wide  circulation 
in  all  parts  of  Canada. 

Millions  Read  Our  Educational  ^^Ads'' 

and  thus  make  it  easy  ior  you,  behind  the  counter,  to  interest 
these  prospects  in  our  high-class  rugs  and  piece  goods.  This 
makes  selling  so  much  easier,  in  fact,  that  you  have  the  best  of 
reasons  for  stocking  DOMINION  Linoleum,  Oilcloth,  and  Feltol — 
all  three — or  those  that  you  know  your  trade  will  purchase  freely. 

Cut  this  out  and  preserve  it  with  the  second  of  this  series  to  appear 
in  next  month's  issue  of  Furniture  World. 

Dominion  Oilcloth  &  Linoleum  Co.,  Limited 

MONTREAL 

iSote:  This  is  No.  1  of  a  aeries  of  informative  advertisemen'ts  giving  practical 
reasons  for  selling  DOMINION  Floor  Coverings 
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we  told  the  people  that  we  were  going  to  give  - 
away  a  $65  refrigerator  free.  The  advertise- 
ment carried  sixty  classified  ads  regarding  the 
line  we  sell  and  the  manufacturers  who  make  it 
In  each  of  the  sixty  small  ads  a  single  work  was 
omitted." 

The  classified  ads  were  similar  to  those  given 
herewith  : 

THE    Tohnson    Cleanable    Refrigerator    is    made    in    the  largest 
refrigerator  factory  in  the  .  Gilbert-McGriff  Furn,  Co. 

THE   plant   where   tlie   Johnson   Cleanable   Refrigerator   is  made 
covers  acres  of  ground.     Gilbert-McGrifF  Furn,  Co. 

THE  Johnson  refrigerator  factory  has  a  capacity  of  five  hundred 
finished  refrigerators  per   .  Gilbert-McGriff  Furn.  Co. 

The  refrigerator  was  to  go  to  the  person  who 
filled  in  the  largest  number  of  missing  words  in 
the  neatest  manner.  The  contest  lasted  two 
weeks.  We  received  175  answers.  In  order  to 
get  correct  answers  a  contestant  must  of  neces- 
sity know  very  much  about  this  line  of  refrigera- 
tors and  its  makers.  We  sent  out  small  oceans  of 
publicity  furnished  us  by  the  manufacturers, 
gave  more  information  in  our  follow-up  ads,  and 
were  kept  busy  on  the  phone  answering  ques- 
tions about  the  contest.  The  publicity  in  con- 
nection with  that  contest  and  sale  did  our  busi- 
ness a  world  of  good.  At  least  175  persons  be- 
came thoroughly  posted  on  the  make  and  merits 
of  that  brand  of  refrigerators. 

"Wasn't  that  worth  while?  You  may  be  sure 
it  was.  It  brought  scores  of  people  here  to  look 
at  the  prize,  to  talk  to  us  about  the  use  of  refrig- 
erators and,  being  here,  to  look  at  other  items  of 
furniture  they  realized  they  needed  or  wanted, 
once  they  were  in  the  store. 

"Contestants  were  not  content  with  merely 
clipping  the  classified  ads  from  the  newspapers 
and  writing-  in  the  missing-  words.  You  would 
be  surprised  at  the  methods  followed  by  some 
of  them.  Here's  one  here,  and  not  the  winner 
either." 

A'lr.  Gilbert  showed  one  contestant's  efforts. 
On  a  card  three  feet  by  four  she  had  hand-letter- 
ed every  one  of  the  sixty  ads  in  black,  putting 
the  missing-  word  in  in  red.  There  were  some 
hand  decorations  on  the  card  to  add  attractive- 
ness, and  in  the  centre  of  the  card,  in  water  col- 
ors, was  a  duplication  of  the  refrigerator  sold  by 
the  firm.  The  card  was  behind  a  glass,  and  all 
framed  neatly.  To  such  great  pains  did  several 
of  the  contestants  go  in  their  effort  to  win  the 
refrigerator. 

"No,"  continued  Mr.  Gilbert,  "not  all  of  the 
contestants  were  purchasers  of  refrigerators. 
That  could  hardly  have  been  expected.  But 
every  one  of  them  is  a  potential  prospect  when 
such  a  health-saver  is  needed  in  their  homes. 
They  could  not  help  but  become  so  very  familiar 
with  our  line  of  refrigerators  in  the  course  of  the 
contest  that  when  they  come  to  the  time  when 
they  must  buy,  they  will  be  already  "sold"  on  the 
line  we  carry. 


"However,  it  is  true  that  we  made  several 
sales  among  those  who  were  competing.  Far 
more  than  the  175  people  who  took  part  in  the 
contest  were  interested  in  the  outcome.  Friend- 
ly interest  in  contestants  caused  many  to  indi- 
rectly take  part  in  it,  and  that  interest  brought 
them  to  the  store — and  incidentally  to  look  at 
not  only  refrigerators,  but  at  other  goods  in 
which,  perhaps,  they  were  for  the  time  being 
more  interested.  All  contestants  were  rewarded 
for  their  efforts  in  that  we'  presented  each  one 
with  a  very  nice  ice  pick. 

"In  the  Sunday  edition  of  the  newspaper  fol- 
lowing the  close  of  the  contest  we  rart  a  big 
advertisement  containing  the  sixty  classified  ads, 
each  with  the  missing  word  inserted  in  capitals, 
with  the  name  of  the  winner.  Thus  again  did 
we  get  a  fine  lot  of  publicity  for  our  line  of 
refrigerators.  By  that  time  all  the  people  knew 
about  our  contest,  about  our  special  line  of  refrig- 
erators and  its  many  good  points — and  much 
about  our  furniture  stock  in  general." 

Such  great  success  attended  the  1922  winter 
sale  that  the  firm  decided  to  repeat  the  experi- 
ment this  year.  In  January  and  February  in  the 
Dreliminarv  sale  fifty-nine  refi-igerators  werf^ 
sold ;  most  of  these  ranged  in  price  from  $50  to 
$212.50.  On  the  last  day  in  February  sixteen 
were  sold.  Then  a  contest  of  the  same  character 
as  that  of  last  year  was  started  March  1  and  was 
conducted  in  the  same  manner.  Such  success 
had  been  attained  in  the  sale  up  to  March  1  that 
Mr.  Gilbert  was  fully  satisfied  that  three  car- 
loads of  refrigerators  would  be  sold  before  this 
season  had  approached  any  where  near  the  end. 


Mirror,  Matthews  Bros. 
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Made  in  England  For  Over  Fifty  Years 


BSND«sWSRTH 

CARPETS 

Famous  for  Their  Durability 


Have  you  seen  the  new  samples  ? 

WE  have  a  wonderful  array  of  the 
season's  newest  offerings  in  our 
Toronto  warehouse  which  every 
live  dealer  should  endeavor  to  inspect. 
If  this  is  impossible,  we  shall  be  pleased 
to  forward  samples,  prices  and  full  par- 
ticulars to  anyone  who  is  interested. 

The  range  includes  Axminsters,  Wilton 
Squares,  Saxony  Wilton,  Brussels,  Hearth 
Rugs,  Axminster  Mats,  Imperial  Ax- 
minster,  Sofa  Rugs,  Chenille  Axminster 
and  Runners. 

All  are  imported  direct  from  our  English 
factories  and  bear  the  famous  BOND- 
WORTH  trade  mark. 


BOND-WORTH  CARPETS  (CANADA) 

Limited 

360  Dufferin  St.,  Toronto 
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The  New  Home  Decorations 
Department— Merchants  Awake 
to  the  Necessities  of  Modern  Home- 
Making  Discover  a  New  and  Great 
Opportunity  for  Volume 


Parisrug 

The  whole  continent  is  in  the  midst  of  an 
"Own  Your  Own  Home"  movement  that  is  a 
movement  and  not  merely  a  trade  slogan.  It  has 
taken  hold  and  people  who  are  not  buying-  their 
own  new  home  are  seriously  thinking  about  it 
or  moving  into  modern  apartments,  which 
amounts  to  the  same  thing  from  the  standpoint 
of  retailing. 

Because  it  is  a  normal  and  much  needed 
development  home-building  will  persist.  All 
the  resources  of  the  building  industry  are  being- 
brought  to  bear  to  see  that  it  does  persist. 

Home  buying  is  made  easy  and  rent  is  made 
to  seem  expensive  in  comparison  by  various 
plans  of  sale  and  ingenious  inducements  calcula- 
ted to  appeal  to  the  home-loving  and  economic 
instincts  of  Mr.  and  Mrs.  Average  Citizen.  And 
after  an  era  of  mid-Victorian  middle  class 
dwellings  the  modern  home  is  irrestible.  But 
so  sudden  and  complete  has  been  the  renaissance 
that  it  has  found  the  new  home  owner  in  the 
midst  of  a  new  and  charming  atmosphere  with 
many  of  the  now  impossible  possessions  from 
his  former  station  still  in  evidence. 

Quaint  English  cottages,  California  bunga- 
lows and  prim  little  colonial  dovecotes,  with 
stone  fire  places,  polished  floors  and  Wallace 


Nutting-  staircases  provide  no  setting  for  the 
horse-hair  or  plush  "three  pieces  to  match," 
green  and  red  Brussels  rug  and  rope  portieres. 
Nor  does  the  soft  tone  oatmeal  paper  furnish  a 
background,  willingly,  for  Uncle  George  in 
pastel  and  the  "life-like"  of  mother  and  dad, 
nor  yet  the  World's  Fair  souvenir  plate  which 
used  to  hang  on  the  left  of  Rosa  Bonheur's 
"Horse  Fair"  in  massive  gilt.  Even  dad 
reluctantly  concedes  the  unfitness  of  things  and 
so  eventually  we  find  in  the  living  room  a 
Windsor  chair  or  two,  several  overstulYed  pieces, 
a  gateleg  table,  seamless  two-tone  Wilton  on 
the  floor  and  tuscan  nets  at  the  windows. 

And  these  new  furnishings  were  easily  pro- 
curable. They  were  made  in  anticipation  of  the 
demand  and  to  keep  pace  with  architectural 
development.  Manufacturers  of  furniture  have 
not  been  slow  in  realizing  the  improvement  in 
taste  in  furniture  and  drapery  and  upholstery 
makers  are  constantly  introducing  new  creations 
for  the  windows. 

Possibilities  of  Draperies 

Retailers  were  quicker  to  stock  more  com- 
prehensive assortments  of  furniture  than  they 
were  to  do  the  same  thing  in  draperies  and  now 


Tapestry  Panel — Cuts  in 
this  article  Courtesy  W.  H. 
Rogers,  Inc. 
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;  This  Porch  Rug  Is  Selling  Big  | 

It's  One  of  Many  in  S 
the  '^EVERWEAR"  | 
Line  I 


Avondale  Cotton  Rugs 

24  X  48",  37  X  54",  36  x  63",  45^  x  7^' 


6  X  9'. 


Dealers  are  finding  our  Everwear  Rugs 
real  profit-makers,  l)ecause  of  their  very- 
pleasing  designs.  They  are  made  of  the 
best  cocoa  fibre  yarns  with  pattern  -sten- 
riled  on  one  side. 

.'\nother  Leader  is  the  Mourzook  made 
of  fine  cocoa  yarns  with  pattern  on  both 
sides.  Both  lines  come  in  the  following 
sizes:  27  x  .54",  36  x  63",  4  x  6',  AY^  x  7^', 
V/2  x  9',  6  x  71^',  6  X  9',  6  X  10^',  7  x  10', 
8  X  10'. 


are  ideal  for  warm  weather  selling.  Made  up  in  pinks,  blues  and  greens, 
they  are  easily  washed  and  always  look  well.    Sizes — 18  x  30",  22  x  36", 


Get  our  prices  on  Jute  Mats,  Cocoa  Mats,  Cocoa  Mattings,  Wool  Dhurrv,  Jute  Carpetings,  Jute  Webbing  and  Stair 
Pads. 

THE  COBOURG  MATTING  &  CARPET  COMPANY  LTD. 

COBOURG         -  ONTARIO 


BUY  NOW 

Why  wait  and  pay  more? 

Crops  are  going  to  be  very  big  and  prices 
are  going  to  be  high  on  everything.  If  you 
haven't  seen  our  new  illustrations  write  for 
them.  You  should  see  our  new  lines  of 
Lamps,  Shades.  Pictures.  Statuary,  etc. 

G.  L.  IRISH 

497  &  499  Queen  St.  West,    Toronto,  Ont. 


Lowest  Rates  per 

Interested  Reader 

Where  this  guarantee  of  worth  is  to 
be  found : —  /»% 


Hu^h  C.  Maclean  Publications 


LIMITED 


A  Mirror  For  Every  Room! 

Fancy  Gut  or  Plain  in  Antique 
effect  such  as  polychrome,  two- 
tone  and  period-painted. 

MATTHEWS  BROS.,  LIMITED 

The  Big  Canadian  Moulding  Manufaclurers 

1906  Dundas  St.  W.,  Toronto,  Can. 


No.  4019  Polychrome  Art  Mirror  with  wheel  "star"  cut  end  mirrors 
in  sizes  18  x  42  and  20  x  49  Overall 


JUNE,  1923 
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in  most  medium  size  stores  the  merchandising 
possibiHties  of  draperies  are  far  from  being-  fully 
capitalized.  But  the  new  home  owner  can  find 
about  everything  he  needs  to  beautify  his  home 
in  the  way  of  furniture  and  draperies.  If  not 
at  one  store,  then  at  another,  and  the  judgment 
of  the  store  in  helping  select  the  pieces  is  usually 
accepted. 

But  what  can  the  store  offer  in  the  way  of  a 
complete  and  interestingi  assortment  of  home 
decorations,  as  modern  in  their  application  to 
the  new  home  as  the  stocks  of  the  drapery,  floor 
covering  and  furniture  stocks.  What  is  there 
to  properly  take  the  place  of  the  passe  chromo 
in  the  atrocious  gilt  frame,  the  pastel  medallions 
and  crochet  mottos.  The  what-you-may-call-it 
under  glass,  on  the  mantel  and  the  what-not  in 
the  corner?  Lots  of  things.  But  where  are 
they  and  how  are  they  merchandised? 

The  big-  point  seems  to  have  been  missed 
that  with  the  demand  for  better  interiors  has 
come  a  demand  for  interior  decorations  that  the 
picture  department  alone  cannot  meet.  This  has 
been  evidenced  by  the  falling  oft"  of  picture  sales 
with  no  compensating-  volume  in  any  one  other 
place. 

Decorations 

This  dropping  away  of  picture  sales  does  not 
mean  that  pictures  are  no  longer  logical  mer- 
chandise.   It  means  that  the  choice  of  pictures 


Tapestry  Panel 

has  narrowed  down  to  fewer  kinds  and  these  are 
bought  more  as  decorations  to  conform  to  some 
interior  effect.  In  other  words  they  have 
become  "decorations"  and  the;  term  "picture" 
has  lost  most  of  its  appeal  in  the  light  of  modern 
furnishings.    But  pictures  alone  represent  a  very 


small  part  of  the  merchandise  which  now  falls 
under  the  head  of  home  decorations.  Most 
stores  have  numerous  interesting-  articles  which 
properly  belong  in  this  classification,  but  these 
are  generally  scattered  about  in  various  depart- 
ments with  no  attempt  made  to  aggressively 
merchandise  them. 

Probably  one  of  the  most  profitable,  most 


Prayer  Rug 

appropriate  and  best  selling  articles  in  home 
decorations  today  is  the  tapestry  wall  panel. 
W all  panels  can  be  purchased  in  scores  of  sub- 
jects to  be  retailed  in  volume  at  a  little  if  any 
more  than  the  price  of  a  fairly  ordinary  picture. 
Though  when  considered  from  the  standpoint  of 
popular  present  day  interiors  the  appeal  is  far 
more  likely.  But  they  must  be  merchandised 
and  promoted  with  advertising-  and  windows 
and  not  just. hung  up  in  the  drapery  section  more 
as  a  department  decoration  than  a  saleable 
article  of  merchandise. 

Then  there  are  tapestry  cushion  tops,  inter- 
esting touches  for  the  artistic  living  room,  more 
serviceable  and  in  better  taste  than  the  lighter 
and  more  vividly  colored  fabrics.  Made  up  into 
cushions  or  not  these  small  tapestries  will  run 
into  surprising  volume  if  featured. 

Couch  covers  and  tapestry  and  table  runners 
are  other  items  which  can  be  featured  at  popular 
prices  and  which  come  under  the  term  Home 
Decorations.  To  these  for  example,  add : 
Prayer  rugs,  Paris  rugs,  decorative  wall  mirrors, 
candle  sticks  and  shades,  folding  screens,  hook 
rugs,  telephone  covers,  book  rocks,  art  pottery, 
vases,  statuary,  decorative  lamps,  serving  trays, 
brass  door  knockers,  floor  pillows,  picture  cords, 
etc.,  and  only  the  best  selling  pictures,  if  you 
wish  to  combine  your  picture  department. 
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THE  POPULARITY  OF  PICTURES 


No.  43234 
'Boy  and  Rabbit" 

Clati  size  9  x12" 


One  of  the  reasons  that  pictures  are  so 
popular  is  because  of  the  unHmited  select- 
ion available. 

It  is  important  that  you  keep  adding  to 
your  line,  in  order  to  retain  the  interest 
of  your  customers. 

The  illustrated  subject  would  give  an  add- 
ed variety  to  your  selection. 

Watch  for  our  circular 


PHILLIPS  MFG.  COMPANY  LTD. 


TORONTO 


CANADA 


No.  2479  Old  English 
Antique  Brass  Floor 
Lamp  for  Candle  or 
electricity. 


ANTIQUE 

OLD  ENGLISH 

BRASS 


We  carry  a  full  line  of  Old  English  Anti(|ue  Brass  includ- 
ing Candle  Sticks,  Lamps,  jardinieres.  Door  Knockers, 
Ash  Trays,  Jewel  Boxes,  Paper  Weights,  etc.,  all  excep- 
tionally attractive  jirices  that  will  sell  at  a  handsome  profit. 

IF  YOU  WANT  BRASS  AT  ROCK  BOTTOM  PRICES 
THIS  IS  THE  PLACE  TO  GET  IT. 


J.  H.  WALKER  LIMITED 

Manufacturers'  Direct  Representatives 
32  Front  St,  West  Toronto 

"Our  tin  s  are  different" 


No.  2340  Old  English 
Antique  Brass  Floor 
Lamp  for  Candle  or 
electricity. 


uT^E^^^SI  Bothwcll  Mif6.Go.i^^^^6s 
if'^^&l  BothwellOnt.  I^^ISLl 


B  No.  583 

M  Pillars,  2"  continuous  Filling,  1  1/16".  Cross  Rails,  lyk" 
M        Cist   Panel.     Head,   50";    foot,   35".     Sizes:     3'    3",   4  0" 


No.  582 

Pillars,    2"    continuous.     Filling,    W.     Cross   Rails,    1  1/16" 
Perforated   Steel  Panel.     Head.  50";   foot,  35". 
Sizes:  3'  3".  4'  C".  4'  6". 


The  Bedding 
you  may 
depend  upon 


All-steel  beds  finished  in  white,  wal- 
nut, oak,  mahogany  and  ivory. 
Made  in  4'  6",  4'  0",  3'  3"  only.  All- 
cast  beds,  white  enamel  only.  Made 
in  4'  6",  4'  0",  3'  6"  and  3'  0". 

Full  deails  of  our  complete  line 
gladly  forwarded  on  request. 


The  Monarch 


Bothwell  Manufacturing 
Co.  Limited 


Bothwell 


Ontario 


No.  2 


liiiiiiiiiiiiiniiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^^ 


The  flexible  mattress-surface  on  this  spring 
eliminates  sway  and  all  rolling  and  sinking 
to  the  centre.  A  LYRITE  spring  will 
never  sag.  It  means  luxurious  rest  and 
quiet  slumber. 

Doesn't  it  pay  to  handle  the  best? 

Leggett  &  Piatt  Spring  Bed  Company 


Windsor,  Canada 


Read:  ''How  to  Advertise  Your  Store/'  beginning  in  this  Issue 

By  Owen  Gurney,  Advertising  manager  for  F.  C.  Burroughs,  Toronto 
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Specialized  Factories 
at  your  Service 

Producing  matched  Dining  Room  Suites 

in  quarter  cut  oak 
offering 


Quarter  Cut  Oak  is 

unquestionably  the  most 
Serviceable  Wood  for 
Dining  Room  Furni- 
ture. 


Exceptional  Values 


Italian  Brown  Finish 

is  most  durable  and 
also  lends  itself  to 
various  splendid  De- 
corative Schemes. 


Chesley  Furniture  Co.,  Limited 

Chesley,  Ont. 

Specializing  in  Extension  Tables,  a  large 
variety  of  styles  to  select  from  including 
the  well  known  TII.T  TOP  and  TWIN 
f^EDESTALS. 


Elmira  Furniture  Co.,  Limited 


El 


mira. 


Ont. 


SiX'cializing  in  Dining  Room  Chairs  of  the 
bettir  kind  with  special  features.  Numer- 
ous designs  in  all  the  popular  finishes. 


Orillia  Furniture  Co.,  Limited 

Orillia,  Ont 

Specializing  in  Buffets  and  China  Cabinets 
in  a  good  range  of  specially  neat  designs. 


May  we  have  the  pleasure  of  seeing  you  in  J uly? 


Permanent  Show  Room,  Kitchener,  Ont. 

145  King  St.  E. 
Centrally  Located 
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KITCHENER  —  WATERLOO 


BUSINESS  WEATHERVANE 

500,000   Million    Bushels   of  Wheat  expected 

crop 

of  Canadian 

West. 

No  Pause  in  Growth  of  Canadian  Building. 

Ontario  last  year  produced  over  $20,000,000. 

Gold 

Bullion. 

NEWS  ITEMS. 

Nests  of  Tables 

The  modern  scheme  of  living  primarily  demands  a  Living  Room  furnished  in  com- 
fortable style,  really  in  preference  to  all  other  rooms  in  the  house.  In  the  furnishing 
of  Living  Rooms  ''Nests  of  Tables"  have  a  most  important  part  to  play. 

The  informal  entertainments  now  in  vogue,  when  friends  drop  in  most  unexpect- 
edly;  when  formal  dinner  parties  are  too  much  of  a  function,  necessitate  the  use  of 
these  small,  light-weight  but  ornamental  and  useful  tables.  When  not  in  use  they 
occupy  the  space  of  one  table  only,  but  they  can  be  multiplied  to  three  or  four  when 
necessary. 

We  make  several  styles  of  these  "Nests,"  neatly  designed  and  well  finished,  light 
in  weight  so  they  may  be  easily  moved  about,  which  fills  the  wants. 

Your  women  customers  will  appreciate  the  niceties  in  these  "Nests"  as  soon  as  you 
display  them. 

May  we  send  illustrations  and  prices  to  you? 

We  urge  you  again  to  visit  our  Midsummer  Furniture  Exhibtion  at  the  Anthes  Fur- 
niture Building.  Your  convenience  will  be  our  pleasure.  The  Exhibit  will  be  held  the 
entire  month  of  July,  and  a  visit  surely  will  well  repay  you. 


J,  Managing  Director 

Baetz  Brothers  Furniture  Co.  Limited. 
Builders  of  Living  Room  Furniture. 

Associated  with 

Anthes  Baetz  Furniture  Co.  Limited,  Dining  Room  and     Baetz  Bros.  Specialty  Co.  Limited.  Portable  Electric 
Chamber  Furniture  Lamps  and  Shades 


NOT  FATHER'S  FAULT 

"I  saw  your  father  this  morning"  remarked  the  district  visitor 
to  little  Maggie'  "and  I  hardly  knew  him;  he's  shaved  off  his  beard. 
That's  three  times  in  twelve  months." 

"T'aint  faver's  fault,"  spoke  up  little  Maggie,  "it's  niuvver's;  she's 
stuffing  the  sofa." 

"Canada's  Greatest  Furniture  Centre^' 


FURNITURE  WORLD 


Mid-summer  Exhibition  held 
during  all  July,  136-140 
King  Street  East,  Toronto. 


CANADA  Furniture  Manufacturers 
F  I  II  Limited 

HEAD  OFFICE :  WOODSTOCK 

WHOLESALE  SHOWROOMS:  136  -  140  King  St.  E.,  Toronto 
Winnipeg  Warehouse,  289  Chambers  St.  .Alontreal  Office,  364  University  St. 

Factories:     Woodstock.  Walkerton,  Wingham.  Waterloo,   Kitchener.  Seaforth. 
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This  Suite  is  Another  Reason 

Schierholtz  Leads 


The  beauty  of  this  Schierholtz  Chesterfield  Suite 
captivates  all  who  see  it.  And  its  beauty  is  more  than 
skin  deep,  too,  for  only  the  very  best  materials  and 
workmanship  enters  into  its  construction. 

If  you  want  something  really  distinctive  to  offer  your 
trade  and  something-- that  will  add  to  your  good  name 
— put  this  suite  (No.  541)  on  your  floor. 

Yes  !    It's  attractively  priced  ! 


Why 


High  Chair  No.  54134 


Low  Chair  No.  541i/4 


The  Schierholtz  Furniture 
Co.  Limited 

New  Hamburg,  Ontario 


Chesterfield  No.  541 


KITCHENER 


FURNITURE  WORLD 


WATERLOO 


Prestige 

— one  of  the  greatest 
assets  of  the  H.  Krug 
Furniture  Company. 
Built  up  during  forty 
years  of  strict  adher- 
ence to  the  ''quahty" 
idea. 


The  H.  Krug  Furniture  Co.,  Limited 


Kitchener,  Ontario 


^^Ganada's  Greatest  Furniture  Centre" 
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Fine  Furniture 

for  the  Bedroom 

Everyone  appreciates 
QUALITY  in  furniture 
even  though  values  are 
more  difficult  to  deter- 
mine. 

It  has  always  been  our 
policy  to  produce  fur- 
niture that  is  attractive 
through  its  evident 
quality  of  design  and 
construction,  and  that 
will  prove  its  worth 
when  compared  for 
value. 

We  shall  be  glad  to 
have  you  visit  our  show- 
rooms in  July 


MALCOLM  &  HILL,  LTD. 

I  Kitchener,  Ontario 

s 


"Canada's  Greatest  Furniture  Centre" 
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149  Chesterfield 


Investigate  the  Montreal  Line 
If  You  Want  to  See  "Value" 


The  merchant  who  for  any  reason  can 
give  better  value  than  his  competitor 
will  almost  invariably  be  the  one  to  get 
the  business. 

The  capacity  to  give  better  value  may 
depend  upon  many  things — wise  buy- 
ing, lower  overhead,  better  selling- 
methods,  etc.  This  time,  the  opportun- 
ity presents  itself  through  wise  buying 
— are  you  going  to  take  advantage  of 
it? 

Drop  us  a  line  now  for  photographs, 
samples  and  full  particulars.  If  pos- 
sible, visit  our  permanent  factory 
showrooms. 


Montreal  Furniture  Mf rs. 

Limited 

1464  St.  Catherine  East 
Montreal 


149  Chair 
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By  Day 


a  luxurious 
living  room 
suite 


KROEHLER  OWEN- 

V(}e  Jnvisihh  ^ed  i^Qpm 


Do  you  realize  liow  many 
thousands  of  families  are 
living  in  homes  inadequate 
to  tlieir  needs?  And  how  many 
thousands  more  who,  while  liv- 
ing in  homes  cr  apartments  equal 
to  their  needs,  are  totally  unable 
to  accommodate  the  over-night 
guest?  And  do  you  realize  the 
sales  possibilities  this  situation 
holds  for  you — if  you  handle  the 
Kroehler  line? 

Many  merchants  are,  of  course, 
capitalizing  on  the  situation  l^ut 
there  are  many  districts  as  yet 
not  l)einQ'  served  bv  a  Kroehler 


merchant.  If  your  district  isn't 
this  message  will  directly  appeal 
to  you. 

Just  consider  these  facts  a  mo- 
ment. Kroehler  suites  are  a 
proven  success — there  is  no  doubt 
about  that.  Ivroehler  suites  are 
nationally  advertised  every  day, 
every  week,  every  month  to  mil- 
lions of  people.  No  line  of  furni- 
ture has  a  better  name.  And 
selling  them  provides  quick  turn- 
over and  generous  profits. 

Drop  us  a  line  today  for  com- 
|)lete  details — there  is  no  obliga- 
tion whatever. 


KROEHLER  MANUFACTURING  CO.  LIMITED 

STRATFORD,  ONT. 


By  Night 

—a  comfortable 
full-sized 
bed 


KROEHLER 


Tfic_Jm'isible  "Bed 
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No.  78 

A  New  and  Immensely  Popular  Suite 

This  is  a  suite  we  can  whole-heartedly  recommend  to  the 
trade — and  especially  where  business  has  been  slow.  For 
experience  has  shown  this  number  to  be  a  real  sales-getter 
and  a  most  profitable  one  for  the  dealer. 
The  style  is  an  English  cottage  design  in  walnut.  It  has  a 
two-tone  finish  with  trimming  in  the  new  French  brass, 
which  makes  it  unusually  attractive  and  distinctive. 

Jacques  Furniture  Company  Limited 

Kitchener   -  Ontario 


"Canada's  Greatest  Furniture  Centre^' 
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Gome  and  See  Our  New  Ones 

on  Display  at  Our  Showrooms 
throughout  July 

Since  the  first  of  the  year,  we  have  added  several 
new  numbers  to  our  lines  which  have  been  wonder- 
fully received  by  all  who  have  seen  them.  In  order 
to  give  furniture  dealers  generally  an  opportunity 
of  inspecting  them  at  close  hand,  we  are  holding 
open  house  at  our  showrooms  during  July.  Members 
of  the  trade  are  most  cordially  invited  to  come  to 
Waterloo  and  make  their  headquarters  with  us.  We 
are  sure  that  the  extraordinary  values  offered  will 
more  than  repay  you. 


1   WOELLER  BOLDUC  &  COMPANY    ]  \ 

\  WATERLOO      -      ONTARIO  | 
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Come  to  Kincardine 
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An  Invitation  to  All  Dealers 

THE  F.  E.  Coombe  Furniture 
Co.,  Limited,  extend  a 
cordial  invitation  to  all  visiting 
dealers  during  the  month  of 
July  to  visit  their  factory  show- 
rooms. A  special  display  of 
the  new  Coombe  designs  for 
the  coming  season  has  been 
arranged  for  and  an  inspection 
would,  we  believe,  prove  both 
pleasurable  and  valuable. 

The  F.  E.  Coombe  Furniture  Co. 

Limited 
Kincardine       —  Ontario 


Gate  Leg^  Table 

( lllu.-.tratc'd  above) 

No.  2295  Exten- 
sion Gate  Leg 
Table — Top,  open, 
48  X  65  inches 
closed  48  x  48  in- 
ches, Walnut  Top. 
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Come  to  Kincardine 
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No.  8930S  Fibre  Chair 

Removable  Upholstered  Spring  Seat  Cushion. 
Seat  21  inches  wide.     Back  20  inches  high. 
Rocker   and   Settee   to  Match 


Everything  is  in  readiness  for  your 
visit.  The  finest  display  of  "Wat- 
son" Reed  and  Fibre  Furniture  is 
awaiting  your  inspection.  To  miss 
it  will  be  to  lose  an  opportunity  for 
posting  yourself  on  the  styles  that 
will  be  in  greatest  demand  during 
the  coming  season. 

COME  TO  KINCARDINE— for 
pleasure  and  profit. 


Take 

the  Opportunity 

of  visiting  the  Display  of 
Reed  and  Fibre  Furniture 
in  the  Watson  Showrooms 
in  the  Armoury,  Kincar- 
dine, during  the  Month  of 
July. 


The  Best  Yet 


No.  8942S  Fibre  Chair 

Removable  Upholstered  Spring   Seat  Cushion. 
Seat  19  inches  wide.     Back  22  inches  high. 
Rocker   and   Settee   to  Match 


J.  B.  Watson  Furniture  Company  Limited 


Kincardine 


Ontario 


Mliiiiiiiigiiiiiiiiiiigiigniiiciig!iDiiii!iiioiiEiiiiii;iniiB!iDi'Bjio;iiiiisiiB]ioi:ai:iiieMgi:ciiBiianDiiiiisiiaiiaiii]iiaiisiiEiiDii^ 
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KITCHENER 


WATERLOO 
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Permanent  Showrooms — 
DeLuxe  Factory,  Gaukel  Street. 


Reputation  is  Built 
on  Quality 

A  survey  of  the  most  successful  stores  throughout 
the  country  strikingly  proves  the  value^  of  selling 
quality  merchandise. 

Quality  builds  reputation,  and  reputation  stands  by 
the  merchant  through  good  times  and  bad. 

Test  this  by  selling  the  guaranteed  Beaver  line. 

Made  in  American  Black  Walnut  and  Quartered 
White  Oak. 


BEAVER  FURNITURE  COMPANY  LIMITED 

KITCHENER,  CANADA 
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'guarantee''  You  Can't  go  Wrong  on 


i 


Products 


Ventilated  Spring  Mattresses,  Ventilated  Box  Springs, 
Ventilated  combined  Box  Springs  and  Mattresses,  yen- 
tilated  Spring  Pillows,  Spring  Upholstering  Cushions, 
Upholstering  Constructions,  Auto  Seats,  Spring  Roset- 
tes, Chair  Pads,  etc.,  etc. 


P  Write  for  Catalogue  and  Prices.  { 

1    FISCHMAN  SPRING  COMPANY      Kitchener,  Ontario  | 


^^Ganada's  Greatest  Furniture  Gentre'' 


JVLY,  1923 
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The  Perfect  Furniture  Footwear 


The  public  are  now  awakened  to  the  necessity  of  equipping  furniture  with 
suitable  footwear. 

They  know  that  Onward  Sliding  Furniture  Shoes  are  the  best  footwear  to 
use  because  they  prevent  rickety  legs  and  loose  jointings,  will  not  scratch  or 
tear  floors  or  carpets  and  make  furniture  wear  longer  and  look  betten 

Order  your  furniture  from  the  Manufacturer  equipped 
with  Onward  Sliding  Furniture  Shoes.  Keep  a  stock 
on  hand  yourself 

/ n  all  shapes  and  sizes —  Glass  base  or  smooth  metal  base — Made  in  Canada  by 

ONWARD  Mfg.  Co.,  Kitchener,  Ont. 


SALES  AID  FREE 

We  have  a  window  cut-out  13" 
X  36"  produced  in  several  colors 
and  featuring  Onward  Sliding 
Furniture  Shoes.  Displayed  in  your 
window  it  will  prove  a  most  attract- 
ive display  and  will  bring  custom 
to  your  store.  Send  for  it  without 
delay. 


'-'iiisiiiiiiiiiiiiiiiiiiiiiiiiiiaii 
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Mundell  offers  you 
Smokers'  Cabinets  that 
are  new  and  different 


No.  219  Smokers'  Cabinet  (Left)  Walnut 
or  Mahogany  Finish.  Humidor  in  draw- 
er.    Nickel  trimmings. 

No.  218  Smokers'  Cabinet.  (Right)  Wal- 
nut or  Mahogany  Finish.  Nickel  trim- 
mings. 

Write  us  now  for  full  details  of  the 
complete  Munde41  line. 

Make  it  a  point  tc  visit  our  showrooms 
during  July.  Transportation  arrang-ed 
for  to  and  from  Kitchener. 


John  G.  Mundell&  Co.,  Ltd 

Elora  —  Ontario 
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COME 


T  O 


Beauty  and  Quality  That 
Command  a  Ready  Sale 

Allhou.uh  there  may  be  temporary  occasions  when 
Ix^auty  and  (iiiality  in  furniture  is  not  of  paramount 
impoi'tance,  it  nuist  be  remembered  that  the  majority 
of  people  are  not  satisfied  with  anythini>-  that  shows 
cronomyof  manufacture.  Andrew  Malcohn  Furniture 
will  always  receive  the  approval  of  the  majority  be- 
cause beauty  and  quality  are  synonymous  with  the 
name. 


The  Andrew  Malcolm 


Listowel,  Ont. 


J. 


ULY,  1923 


KINCARDINE 

Come  and  See  Our  New 
Lines  on  Display  in  July 

Furniture  dealers  and  buyers  are  cordially  invited 
to  visit  our  factory  showrooms  during  July.  A  special 
display  of  our  most  popular  new  numbers  will  be  on 
the  floor  and  some  that  have  not  hitherto  been  shown. 
Those  who  are  unable  to  visit  Kincardine  should  write 
for  catalogue  and  particulars  of  our  new  lines 


Buffet  No.  245 


Furniture  Company  Ltd 

Kincardine,  Ont. 


[1 
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Your  Summer  Lines  will 
not  be  complete — 

unless  they  include  some  selections  from  the 
Imperial  Rattan 
range 


We  have  large  stocks 
on  hand  and  can  make 
immediate  shipments. 


r  J 


Prices  and 
full  details 

gladly  forwarded 


Imperial  Rattan 

Company  Limited 

Stratford    —  Ontario 


i 
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CAMPERS  AND  MOTORISTS  ARE  OUTFITTING 


That  means  nice  business  and  profits  for  you 
if  you  carry  the  Stratford  line  of  camp  cots,  tables, 
chairs,  etc.  They  are  stronger,  lighter  and  more 
compact  than  any  other  line. 

Place  an  order  right  away  and  get  them  on 
display.  They'll  make  new  customers  and  sales 
for  you.    Write  for  price  and  particulars. 


The  Stratford  Manufacturing  Company,  Limited 

STRATFORD  —  ONTARIO 
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Durable    Doll  Buggies 

These  "small  addition"  Doll  Buggies  are 
woven  on  the  famous  Lloyd  Loom  and  will 
stand  all  the  bumps  the  kiddies  can  give  them. 
Invite  your  customers  who  have  children  to 
look  at  them  and  note  the  strong  construction 
and  fine  finish. 

HEYWOOD-WAKEFIELD,  Limited 

OF  CANADA 
Manufacturers  of  Lloyd  Loom  Products 

ORILLIA        -        -  ONTARIO 


JULY,  1923  21 
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I    No.  59  Dining  Room  Suite  f 

I  Figured  Walnut  | 


I  Buffet  Top  21"x60"—  China  15"x40"— Table  44"x56"  | 

I  Chairs,  Upholstered  Leather.  | 

I  All  tops  are  Brig^ht  Polished  | 

I  "Our  Leader^^  I 

i   I  Try  a  Sample  Suite  | 

I  Victoriaville  Furniture  Ltd.  | 

I  Victoriaville    -    Que.  | 

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^ 
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M  eaf  ord  Wain  ut  Fur  nit  u  re 


Made  Right 


Priced  Right 


Full  value  in  return 
for  expenditure  is 
the  important  de- 
mand today.  Mea- 
ford  values  have 
gained  a  reputation 
which  is  continually 
strength  e  n  e  d  by 
comparison.  Quick 
turnovers  are  ab- 
solutely essential 
and  Meaford  Fur- 
niture is  never 
among  the  "stick- 
ers". They  sell  and 
stay  sold. 


The  suite  illustrat- 
ed is  designed  to 
meet  the  demand 
for  Walnut  furni- 
ture that  sells  at  a 
moderate  price.  It 
is  made  in  Maple 
with  a  special  fin- 
ish which  makes  it 
equal  in  appearance 
to  the  finest  Wal- 
nut Veneer. 

Write  us  for  prices. 


You  Can  Stake 
Your  Reputation 
on 


Every  Suite 
a  Proven 
Winner 


THE 

MEAFORD  MANUFACTURING  CO. 


MEAFORD,  ONT. 


LIMITED 


giiigigigiisiiiaHBHBiiiiasiEisiiiiaiiBHHiifaiitasiiiisiiiisiJiisjisiiiia 


A  Handsome  New 

HESPELER 

Design 

We  are  showing  many  new  designs 
in  Bedroom  and  Dining  Room 
furniture,  both  medium  and  high 
grade,  which  fully  uphold  "Hespel- 
er's"  reputation  for  quality  and 
individuality. 

Full  details  gladly  forwarded. 


The  Hespeler  Furniture  Co. 

Limited 

Hespeler  -  Ontario 


24 


FURNITURE  WORLD 


NON   TIP  /i. 

It 


TIP 


Last  Minute  Orders 


are   unsatisfactory  both  to  the   Merchant  and  Consumer. 

When  ordered  at  the  last  minute  every  Merchant  wants  his 
goods  shipped  immediately. 

The  manufacturer  receives  many  such  orders  and  ships  in 
rotation  as  orders  are  received. 

Sometimes  the  Merchant  has  to  wait  and  sometimes  his  customer 
can't  or  won't  wait  and  buys  elsewhere. 

Eliminate  this  possibility.  Mr.  Merchant,  and  order  now.  Goods 
in  stock  are  often  worth  much  more  to  you  than  goods  in 
transit. 


The  Summer  Season  is  here — Dont  be  left  behind 


OTTERVILLE  MANUFACTURING  COMPANY,  LIMITED 
OTTERVILLE       —  ONTARIO 


^iiiliiiiiiiiiiiiniiiiiiiiiiiiiiiiiiaiigiigiiiiiiiiiiiiii 


''BothweW 


A  line  that  will  quickly 
build  trade  for  you 

By  its  superior  quality  and  outstand- 
ing value,  the  Bothwell  line  of  beds, 
springs,  mattresses  and  cribs  is  daily 
demonstrating  its  power  as  a  business- 
getter. 

Have  you  investigated  this  line  yet? 
If  not  do  so  immediately — we  have  a 
very  attractive  proposition  to  offer  you. 


No.  583 

Pillars,  2"  continuous.  Filling,  1  1/16".  Cross  Rails,  I'V'. 
Cast  Panel.  Head,  50";  foot,  35".  Sizes:  3'  3"  4'  C 
4'  6". 


BOTHWELL  MANUFACTURING  CO.,  LTD.    BOTHWELL,  ONT. 


OC  mattressps — -=•' 


Bothwell  MifaGo. 
BothwelLOnt.  \ 


SPRINGS- 


Best 


CRIBS 


JULY,  1923 
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G  E  L  I  N  A  S 


L  I  M  I  T  E  E 


A 


Remarkable 
Chair 


Gelinas'  Standard  Straight  Verandah  Chair 

VERANDAH  chairs  get  more  than  their  share  ul  abuse  and  unless 
built  exceptionally  heavy  are  soon  unlit  for  service. 
There  is  one  chair,  however,  which  is  able  to  withstand  anything  short 
of  an  axe.    It  is  the  one  illustrated  above. 

This  chair  is  made  up  of  larger  parts,  has  larger  dimensions,  and  is 
assembled  more  sturdily  than  any  similar  chair  on  the  market.  Only 
last  year,  we  discovered  half  a  dozen  which  had  been  in  constant  use  for 
over  35  years  and  which  were  still  in  perfect  condition.  Furthermore, 
this  chair  has  been  the  only  one  to  withstand  the  gruelling  test  of 
passenger  traffic  on  lake  and  river  steamships.  In  short,  it  is  a  real 
chair  which  you  need  have  no  hesitancy  in  backing  to  the  limit. 

Our  name  is  on  every  chair:  guarantee  of  QUALITY  and  DURABIL- 
ITY of  our  product. 
We  make  PROMPT  delivery. 


GELINAS  LIMITEE 


Established  1870 


Les  Trois-Rivieres,  P.Q. 


DURABLE  FURNITURE  FOR  OVER  50  YEARS 
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401  Paper  Fibre 


THE  GENDRON 

Duchess  and  Ontario  Sts. 


Here  it  is — For 
$15.00 

'I'liis  is  airUhrr  instance  of  (icnclron  co-opcra- 
tinn.  Willi  t'lc  same  ideals  that  have  t)iiilt  our 
rcpnlat  ion  and  maintained  otir  supremacy  vvc- 
iiave  constrnrfcd  this  LKADKR  to  help  increase 
your  sales.  li  is  nothing  more  or  less  than  a 
dream  comt  true. 

This  carriage  is  made  of  round  paper  fii)rc, 
enamelled  cream,  and  npolstcrcd  in  PRINTCESS 
eloili,  with  12"  wood  artillery  wheels  and  Yz" 
ruhher  tires.  Now  think  hard:  Try  to  duplicate 
this  for  $15.00. 

W'e  have  made  ample  provisions  to  iill  \(inr 
orckrs  jiromptly.  Never  need  yon  worry  ahont 
an\-  hold-up  as  we  will  always  have  them  in 
sloe's  ready  to  ship  at  a  moment's  notice. 

.\s  the  price  is  extraordinarily  low  we  are 
eompellerl  to  adhere  strictly  to  one  standard 
shade  of  cream,  and  we  ask  you  to  consider 
$15.00  a  special  net  price  with  no  concession  even 
fjr  large  quantities. 

May  we  expect  at  lea^l  a  Irial  orrler  that  will 
convince  you  of  the  merits  in  thi,■^  uni(|ue  offer. 


MANUFACTURING   CO.,  LTD. 

TORONTO 
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Holidays  Mean  More 
Doll  Carriage  Sales 

See  Canada's 
Greatest  Line 

Summertime  is  playtime,  and  doll  car- 
rage  sales  are  mounting.  Are  you  get- 
ting in  on  this  profitable  business?  You'll 
get  more  than  your  share  if  you  display 

!       the  Toronto  Specialty  line.    These  mina- 

:       ture  carriages  show  the  same  careful 

:       workmanship  and  finish  that  characterize 

\       our  Baby  Carriages. 

\  JXiii't  ])tit  off  orderino-  until  the  Minimer  i,s  lialt 

'  over.  Now  is  the  time  to  act  to  t^et  the  busines.s. 
1  Write  for  prices  aiifl  particulars  today — NOW. 

I  Toronto  Specialty  Mfg.  Co.  Limited 

415  Hobberlin  Office  Bldg.,  Richmond  East,  Toronto 

Factory :    Bradford,  Ont. 


7.ig:iliigiigiigngi;giiiiigiigiigiigitgiigiig:igiigiigiigiigiigiigiigiigiigiigiig::giigiiiiigiigiigiigtigiigiiiiigiigiigiigiiiiiiii|]iriiiiiigii|i,,^ 
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Just  a  Card  of  Thanks 


We  thank  our  customers  who  have  ordered  samples 
of  Agava  Hair  Mattresses  for  their  letters  of  apprecia- 
tion and  repeat  orders  received.  These  only  confirm 
our  own  convictions  of  the  very  superior  quality  of  this 
mattress,  and  we  are  glad  of  its  gaining  popularity. 
Any  who  have  not  had  samples  will  do  well  to  write 
for  same  without  delay — further  particulars  on  re- 
quest. 

And  for  your  high  class  line,  remember  KAPOK 
and  LAMBS'  WOOL  still  lead. 


Also  manufacturers  of  Pillows,  Comforters  and  Cotton  Felt  Mattresses 

The  Canadian  Feather  &  Mattress  Company 

LIMITED 
TORONTO  and  OTTAWA 
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WHAT 
I  WOULD  DO 


If  I  were  a  WHOLESALER  OR  MANUl^ACTURER  sell- 
ing direct  to  tile  retail  trade,  I  would  endeavour  to  secure 
particulars  of  new  furniture  and  general  stores  being  opened. 
If  the  information  was  obtained  some  time  previous  to  the 
new  concern  opening  its  doors  for  business,  I  would  make  a 
special  effort  to  secure  a  part  of  the  opening  order.  By  so 
doing  I  wottld  be  laying  the  foundation  for  future  profitable 
business  and  following  the  lines  of  least  resistance  in  the  open- 
ing of  new  accounts.  I  would  write  to  the  MacLeaii  Com- 
nercial  Service,  345  Adelaide  St.  W.,  Toronto  and  find  out 
'now  their  news  service  can  be  adapted  to  the  needs  of  my 
iusiness.  , 


UPHOLSTERY  SPRINGS 

Highest  quality  Upholstery  Springs, 
made  from  the  finest  grade  High 
Carbon  Steel  Wire,  oil  tempered 
after  the  coiling  operation,  thus  in- 
suring uniform  strength  and  "No 
Set."  Remember,  the  quality  of 
your  High-Grade  Upholstering  de- 
pends entirely  on  the  quality  of  the 
springs  you  are  using. 

HELICAL  SPRINGS 

tor  spring  bed  and  mattress  fabrics. 
Get  the  habit;  buy  Canadian  Springs. 

James  Steele,  Limited 

Guelph,  Canada 


Have  you  written  about  our  special  gross  lot  offer?  Hourd  &  Co.,  Limited 


I J      Have  yoi 


compact,  handy,  attractive  table 
that  answers  many  needs  and  is  a  brisk 
seller. 

Keep  a  Peerless  where  it  will  be  seen ; 
it  will  bring  profitable  business. 

"Everyone  who   sees   one   wants  one." 

c  1    T  A    DEPT.  W 

Sole  Licensees  and 

Manufacturers  LONDON 
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Our  Trial  Offer  is  Open 
to  You,  Mr.  Dealer 

Test  the 

"ANTI-SWAY" 

SPRING 

in  Your  Own  Home  for  30  Nights  Free 

Note  the  exclusive  "Anti-Sway"  design,  the  strong  construction 
and  the  resilient  quality  of  the  springs.  These  are  the  features 
which  make  the  "Anti-Sway"  the  most  comfortable  of  all  springs. 
Sleep  on  it  yourself  for  thirty  nights.  Remember  that  every 
spring  is  backed  by  our  20  year  guarantee. 

and  You'll  See  why  ''Anti-sway''  Sales  Climb 
'"then  Send  in  Your  Order— 

Progress  Spring  Bed  Manufacturing  Co. 

Established  1905 

Head  Office:    146-154  Gadieux  St.,  MONTREAL 
Branch:    590  King  St.  West,  TORONTO 
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It's  not  so  much  where  we  stand,  but  in  what  direction  we  are  moving — that  counts. 
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A  WINNER  IN  BIRCH 

\Vc  offer  this  nine-piece  dinin.g  room  suite  in  Canadian  Birch  as  a 
proven  l)usiness-getter.  Jt  is  attractive  in  desif^n,  well  finished  and 
slron.niv  made — a  suite  tliat  re|)rescnts  unusual  j)Ossihilities.  'i'his 
is  jirst  one  of  nian\-  ontstandini;  vahu'S  in  our  complete  and  varied 
line  of  chairs,  reed  furniture,  dining-  room  and  bedroom  furniture. 
Write  for  ])articulars. 


No.  204D  Diner 


No.  204I/2  Table 
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No.  205  Buffet 


The  North  American  Bent  Chair  Co.,  Limited 

Owen  Sound,  Ontario 
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With  the  Editor 


Why  Some  "When     small-town  furni- 

Dealers  Don't  ture  dealers  tell  me  that 
Get  Results  while  advertising    may  be 

alright  in  the  big  cities,  it 
doesn't  ]3ull  in  the  smaller  places,"  said  an  ad. 
man  to  the  "Furniture  World"  recently,  "it 
makes  me  laugh.  I  had  some  dealings  with  a 
dealer  recently  who  had  bitter  complaints  to 
make  regarding  lack  of  results  from  his  news- 
paper publicity.  Well,  when  I  actually  came 
to  investigate  the  circumstances  I  found  that  he 
simply  wasn't  making  any  effort  to  take  advan- 
tage of  the  results  when  they  were  thrust  under 
his  nose.  A  case  in  point  was  that  of  one  cus- 
tomer who  had  been  talking  about  getting  a 
chesterfield  from  him  for  three  months,  and  be- 
cause he  didn't  happen  to  have  what  the  lady 
wanted  in  stock  he  was  simply  letting  it  slide. 
xA.  factory  representative  told  me  a  few  days  ago 
of  similar  experiences  he  has  had.  In  one  town, 
where  he  saw  the  dealer  was  simply  allowing 
l:)usiness  to  slip  through  his  fingers,  he  set  out 
to  prove  it  to  him  and  sold  several  hundred  dol- 
lars worth  of  furniture  in  a  couple  of  days'  door- 
to-door  canvassing  with   sample  photographs." 


Keenest  Com-  The  furniture  men  of  Can- 
petitors  are  Out-  ada  are  gradually  coming  to 
side  the  Industry  ^  realization  of  the  fact  that 
their  keenest  competitors 
are  not  their  fellow-furniture  men,  but  the  other 
great  industries  of  the  country,  which,  by  their 
aggressive  merchandising  methods,  are  drawing 
the  interest  of  the  buying  public  to  themselves — 
and  likewise  its  money. 

The  automobile  industry  is  recognized  as  one 
of  our  greatest  competitors.  The  per  capita  ex- 
penditure of  motors  and  their  operation  has  l)een 
increasing  at  a  greater  rate  than  on  any  other 
class  of  merchandise,  and  it  cannot  be  gainsayed 
that  this  stream  of  wealth  has  been  diverted  to 
a  considerable  extent  from  the  furniture  trade. 
The  number  of  families  that  are  "skimping"  on 
their  homes  in  order  to  operate  a  car,  if  a  census 
of  them  were  taken,  would  probably  prove  quite 
staggering  to  those  of  us  who  are  interested  in 
the  "Better  Furnished  Homes"  idea.  From  the 
advent  of  spring  to  the  onslaught  of  winter,  there 
are  families  upon  families  who  scarcely  ever  use 
their  living  rooms.  Except  when  the  weather  is 
very  unfavorable,  their  living  room  is  their  car. 
AA'hat  was  formerly  saved  up  for  the  -Chesterfield 
suite,  or  rugs,  or  the  decorations,  is  going-  for 
tires  and  gas  and  repairs.    It  is  also  'being  set 


aside  in  anticipation  of  the  purchase  of  that 
snappy  new  model  that  is  felt  to  be  necessarv 
for  adecjuately  maintaining  the  family  ]n-ide  and 
keeping  up  with  the  Joneses. 

Yes,  the  automobile  interests  have  been  far- 
seeing  enough  and  clever  enough  to  introduce 
the  fashion  factor  in  the  sale  of  their  product. 
It's  not  sufficient  to  have  a  good  serviceal)le  car 
these  days — one  must  have  it  in  the  latest  model. 
The  car  that  is  bought  to-day  will  be  passe  in 
a  year  or  two,  regardless  of  its  running  order, 
and,  like  last  season's  millinery,  it  must  he 
cast  aside. 

It  behooves  the  furniture  industry  to  take 
stock  of  the  situation  and  to  see  what  steps  can 
be  taken  to  pre\'ent  iml)lic  interest  from  being 
so  largely  absorbed  by  the  automobile,  the 
theatre,  and  other  luxury-producing  industries, 
to  the  detriment  of  tlie  home  and  the  furniture 
industry. 


Home  Furnish- 
ings Bureau 
is  Wound  up 


organization  was 


Many  Canadian  furniture 
men  will  regret  to  learn  of 
the  winding  U])  of  the  Home 
Furnishings  Bureau.  This 
formed  several  years  ago 
for  the  purpose  of  trade  extension  work  in  the 
Canadian  furniture  industry.  It  has  been  t)per- 
ating  Avith  a  fair  measure  of  success,  though  per- 
haps under  handicaps  which  limited  its  useful- 
ness. 

1  he  Bureau  did  some  very  fine  advertising, 
l>oth  in  the  way  of  national  newspaper  advertis- 
ing and  by  means  of  the  "Better  Furnished 
Home"  weeks.  The  newspaper  publicity,  how- 
ever, extended  over  only  a  period  of  three 
months,  and  though  this  was  good  while  it 
lasted,  it  cannot  be  said  to  have  been  given  a 
fair  trial.  As  a  matter  of  fact,  this  campaign 
received  very  fax'orable  notice  in  the  leading 
trade  journals  of  this  continent,  and  was  gener- 
ally conceded  to  be  almost  an  ideal  method  of 
trade  extension  work.  But  persistence  is  the 
\erv  keynote  of  successful  advertising  and  if 
any  organization,  whether  it  be  an  individual 
concern  or  an  association,  undertakes  a  cam- 
paign of  advertising  it  cannot  hope  to  secure 
satisfactory  results  vmless  it  is  prepared  to  tide 
over  the  dull  periods  as  well  as  the  times  of 
active  demand  and  rapid  industrial  develop- 
ment. 

Apparently  in  the  case  of  the  Home  Fur- 
nishings Bureau  the  members  have  become  dis- 
couraged b}^  the  delay  in  the  revival  of  business 
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and  have  felt  that  they  were  ])aying  out  money 
without  receiving  any  direct  returns.  It  would 
l)c  unwise  to  make  any  criticism  of  their  action 
without  lieing  fully  accjuainted  with  all  the  cir- 
cumstances surrounding  it,  and  with  the  view- 
points of  all  the  mem1)crs,  hut  it  does  seem  like 
throwing  away  the  work  that  has  been  put  forth 
during  the  last  several  years  in  building  up  this 
organization.  There  will  luidoubtedly  be  keen 
disapi)ointment  amongst  the  most  progressive 
retail  furniture  men,  many  of  whom  have  been 
very  enthusiastic  over  the  results  and  possibili- 
ties of  the  "better  furnished  homes"  weeks  that 
have  been  ])ut  on  under  the  direction  of  the 
Bureau. 

We  feel  assured  that  with  the  more  o])timistic 
sentiment  which  will  be  reawakened  with  the 
recu])eration  of  trade,  the  work  of  the  Bureau 
will  be  again  taken  up  and  carried  forward. 


make  their  calculations  with  confidence,  basing 
them  on  previous  ex])erience.  This  time,  how- 
ever, they  find  themselves  receiving  goods  billed 
at  prices  they  consider  ])rohibitive — prices  that, 
had  they  been  named,  would  have  caused  the 
buyers  to  ])ass  up  the  goods  either  wholly  or  in 
part.  No  wonder  there  is  widespread  complaint." 


U.S.  Rug  Market  in  Uncertain  Condition 

L' ncertaint\'  of  rug  prices  and  delivery  has 
confused  the  l)uying-  situation  in  the  .States 
badly.  The  same  condition  has  not  obtained  to 
any  extent  in  Canada,  but  south  of  the  line  with 
retail  trade  booming  as  it  has  for  some  months 
back  a  state  of  aft'airs  has  arisen  which  is  detri- 
mental to  business. 

'■'How  can  a  buyer  o|)erate  his  department 
to  good  advantage  when  he  does  not  know  what 
he  may  have  to  pay  for  his  goods,  or  how  much 
of  his  orders  will  be  delivered?"  asks  the  Dry 
(ioods  Economist.  "Stocks  in  retail  establish- 
ments are  low  and  assortments  are  poor,  as  a 
rule,  as  a  consecpience  of  the  shortage  (»f  mer- 
chandise at  mills  and  in  possession  of  leading 
distributors.  Trices  have  stifl:'ened  to  a  point 
where  complaint  has  become  wides])read,  ])ar- 
ticularly  as  buyers  have  been  unable  to  find  a 
sufficient  reason  for  the  advances  that  have  been 
made. 

"The  advances  are  defended  by  makers  on  the 
ground  that  it  is  impossible  to  produce  rugs  at 
lower  costs  under  the  conditions  now  ruling. 
As  an  answer  to  this  contention,  men  in  the 
wholesale  field  who  are  in  direct  touch  with  both 
manufacturers  and  retail  distributors  declare 
that  greater  output  of  high-grade  Wiltons  and 
some  other  grades  could  be  obtained  if  the 
makers  operated  all  of  their  looms  on  full  time. 

"At  the  opening  of  the  present  season  many 
lines  of  rugs  were  offered  "at  value"  and  were 
purchased  in  the  expectation  that  the  "value" 
would  be  such  as  to  permit  of  selling  with  con- 
fidence and  at  prices  that  would  be  ])aid  freely 
by  consumers.  The  makers  were  in  no  hurry 
to  make  their  ])rices,  and  took  orders  all  throuj^h 
A])ril  on  a  "value"  basis.  Then  they  named  the 
scale  now  ruling,  and  at  once  the  complaints 
were  heard. 

"Situations  such  as  this,  but  of  lesser  grav- 
ity, have  been  faced  by  carpet  buyers  many 
times  before.  The  buyers  have  usually  been 
able  to  forecast  the  trend  of  market  values  and 


The  Difference  Between  "Showing^"  and 
"Telling" 

If  you  intend  to  sell  a  high-grade,  high-priced 
article,  you've  got  to  figure  on  the  public  being 
from  Missouri — you'\e  got  to  show  them  and 
then  show  them  some  more.  And,  mind  you, 
there's  a  difference  l)etween  "showing"  and 
"telling." 

(ireen's  of  llamilton.  Limited,  have  been 
handling  Harnett  retrigerators  for  three  years, 
and  they  iia\e  been  showing  their  customers, 
actually  demonstrating,  why  it  will  jjay  them  to 
in\est  in  a  refrigerator  of  this  type. 

1  hey  show  the  refrigerator  in  actual  opera- 
tion. The  food  is  kept  right  in  it.  and  the  cus- 
tomer is  asked  to  sample  it  and  prove  to  their 
own  satisfaction  that  the  claims  they  make  are 
correct.  "Here's  a  quart  of  milk  has  'been  in 
for  two  day.s — take  a  drink  and  see  how  sweet  it 
is.  There  are  some  sliced  tomatoes  were  put  in 
at  the  same  time — see  how^  fresh  they  are." 

That's  the  way  to  actually  convince  a  cus- 
tomer, burthermore  when  they  tell  a  customer 
that  there's  practically  no  moisture  in  the  refrig- 
erator, that  the  air  is  as  dry  as  it  is  cold,  and  she 
says,  "Isn't  that  wonderful!"  they  don't  stop 
there, — they  go  on  to  show  her.  There's  an  open 
bo.x  of  matches  kei)t  in  the  refrigerator,  and  the 
salesman  picks  one  up  and  strikes  a  light.  Then 
the  points  gets  home,  and  th&  customer  has  con- 
fidence that  all  she  has  been  told  about  the 
refrigerator  is  correct. 

Green's  used  to  follow  the  scheme  of  ])utting 
a  sujJidy  of  food  in  the  refrigerator  and  having 
some  prominent  citizen  seal  it.  Then  seventy- 
two  hours  later,  a  i)ublic  health  officer  was 
inx  itefl  to  o|)en  it  and  examine  the  food  and  pass 
his  judgeiuent  <in  it.  The  food  was  of  course  in 
excellent  condition,  and  this  proved  an  effective 
"stunt."  but  they  think  that  the  present  method 
of  continuous  demonstration  is  even  more  so. 


How  to  Measure  for  Shades  Where 
Inside  Brackets  Are  Required 

\\'hen  measuring  for  shades  with  inside 
brackets,  no  allowances  should  be  made  for  the 
bracket.  If  the  inside  measurement  of  the  win- 
dow is  23-1/4  inches,  the  order  should  be  given 
2.^-1/4  inches  tij)  to  tip.  If,  by  chance,  the  rol- 
ler is  a  tight  fit  in  i)utting  up,  a  light  tap  with 
the  hammer  on  the  ])in  end  will  give  the  re(|uired 
l)lay.  Always  state  on  the  order  if  inside  brac- 
kets art'  reipn'red. — "The  Window." 
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How  to  Advertise  a  Furniture  Store 

1.  Introduction 

By  Owen  Gurney,  Advertising  Manager,  The  F.  C. 
Burroughes  Furniture  Company,  Ltd.,  Toronto,  Ont. 


This  is  the  first  of  a  series  of  articles  specially  prepared  for  the  "Furni- 
ture World"  by  Mr.  Gurney.  The  aim  will  be  to  deal  with  the  advertising 
problems  of  the  smaller  merchant,  in  particular,  beginning  with  the  ele- 
mentary principles  of  lay-out  and  copy  and  working  up  to  the  more  advanced 
phases  of  the  art  of  publicity.  Our  readers  are  invited  to  submit  enquiries 
and  an  endeavor  will  be  made  to  supply  helpful  answers  in  every  case. 


Somebody  has  said  that  Advertising  is  a  good 
servant  but  a  bad  master.  To  make  it  your 
good  servant  it  is  necessary  to  become  its 
master.  This  accomplishment  is  not  a  matter 
of  genius  or  brilliant  inspiration  but  just  good, 
sound  sense,  persistency  and  the  willingness  to 
see  things  from  your  prospective  customers' 
viewpoint. 

Of  course  it  is  necessary  to  have  a  working- 
knowledge  of  the  method  of  writing  advertising 
copy  and  preparing  the  layout.  Frequently  the 
assistance  of  the  local  newspaper  o^  printer  can 
be  obtained,  but  it  is  far  better  for  the  dealer  to 
acquire  the  knowledge  for  himself.  It^is  the 
purpose  in  this  series  of  articles  on  "Advertis- 
ing a  Furniture  Store"  to  help  the  dealer  to  ob- 
tain a  sufficient  mastery  of  publicity  so  that  he 
can  say  with  conviction  "Advertising  is  my  l)est 
servant."  It  is  proposed  that  the  subject  l)e 
taken  step  by  step  from  the  introduction  and 
elementary  principles  in  lay-outs  and  copy  up  to 
the  psychology  and  different  problems  ()f  ad- 
vertising and  selling.  The  articles  will  appear 
under  the  following  headings: — 

1.  Introduction. 

2.  Layouts  and  Copy. 

3.  Newspaper  and  Circular  Advertising' — 
Display. 

4.  Institutional  and 
5. 
6. 
7. 

ters. 

8.  Special  Campaigns. 

9.  Choosing  the  illustrations. 

10.  How  to  Advertise  and  Conduct  a 


Barg-ain 
Direct 
Direct 


Prestige  Advertising. 
Advertising", 
by  Mail  Advertising — Folders, 
bv  Mail  Advertising — Form  Let- 


Sale— 


to  yVdvertise  and  Conduct  a  Sale- 


to  Advertise  and  Conduct  a  Sale- 


Part  1. 

11.  How 
Part  2. 

12.  How 
Part  3. 

While  a  very  few  of  the  small  town  furni- 
ture dealers  advertise  along  profitable  lines,  the 
great  majorit}-  do  not.  Many  times  I  have  had 
dealers  in  rural  localities  say  to  me  "Advertising- 


is  expensive  and  it  never  brings  me  any  results." 
An  inspection  of  the  ad\ertising  put  out  shows 
very  clearly  why  no  results  were  obtained.  Tlie 
dealer  who  does  not  consistent! v  advertise  may 
plod  along  contentedly  for  a  time  while  busi- 
ness conditions  are  good.  Then  con-ie  the  inevit- 
able quiet  times.  Very  little  selling  is  accom- 
plished and  notes  are  falling  due.  Money  must 
be  laised,  so  at  last  the  dealer  decides  to  take 
a  flyer.  Five  hundred,  or  possil)ly.  in  a  spirit  of 
1  ecklessness.  a  thousand  hand  b^ls  are  run  oil. 
Many  examples  are  ])reparc(l  something  like 
this 


Gigantic  Sale  of  Furniture 

Commences  Thursday 
June  14th,  1923 

BARGAINS! 
BARGAINS!! 

BARGAINS!!! 

Be  sure  and  coine  to  the  liiggcst  sale  ever 
held  in  this  part  of  tiie  province. 

FUME  &  FINISH 

122  High  Street 


The  handbills  are  distributed  and  the  deale'" 
sits  down  to  await  the  result  of  this  futile  effort. 
He  continues  to  wait,  like  Mr.  Wilkins  Micaw- 
ber,  for  something  to  turn  up.  At  last  some- 
thing does  turn  up,  but  it  is  from  the  creditors 
and  not  the  buying  public.  As  a  last  resource 
the  dealer  'signs  up  with  a  Sales  Company  to 
hold  a  sale  on  a  big  commission  basis  and  a  real 
advertising  bill  to  pay.  Nevertheless,  the  man 
a])pointed  by  the  Sales  Company  to  take  charge 
of  the  sale  "puts  it  over"  and  business  booms 
for  a  few  days.  More  money  is  taken  in  during 
these  two  weeks  than  was  taken  dtiring  the  pre- 


34 


FURNITURE  WORLD 


i 


vious  two  months — thanks  to  advertising-  and 
the  pro])er  dislrilnttion  of  same. 

Importance  of  Advertising  to  Small  Dealer 

There  is  al)S()lntel y  nothing  a1)out  the  lore- 
going  circular  to  arouse  interest,  let  alone  to 
prompt  action.  Not  a  single  example  of  a  bar- 
gain nor  a  price  was  (|Uoted.  Were  an  advertise- 
ment of  that  description  tfi  i)nll  results  it  would 
he  a  far  greater  wonder  than  the  building  of  the 
Pyramids.  And  yet  there  are  hundreds  of  deal- 
ers in  Canada  who  send  out  that  kind  ol  an  an- 
nouncement! Of  course  tiiey  complain  that  ad- 
vertising doesn't  pay.  When  confronted  with  the 
argument  that  large  city  stores  would  not  spend 
many  thousands  of  dollars  annually  on  advertis- 
ing if  it  did  not  bring  big  results  they  admit  that 
it  is  all  verv  tine  for  cities  where  they  have  the 
p()])ulation  and  the  newspa])ers.  Init  not  for  the 
small  town. 

True,  there  are  no  daily  pai)ers  in  the  small 
town,  but  it  is  (|uitc  as  important  lor  the  dealer 
to  kee])  everlastingly  at  aclvertising  and  to  l)re- 
pare  it  just  as  carefully  as  his  city  brotluT.  Mis 
publicity  will  be  directed  along  other  hnes, 
which  will  be  dealt  with  in  a  future  article. 
Aggressi\e  adxcrtising  of  the  right  kind  in  rural 
districts  will  turn  many  a  good  order  to  the 
dealer  that  otherwise  goes  to  the  city  mail-order 
house.  On  this  continent  there  is  more  than 
one  retail  concern  in  a  town  of  thousand  or 
les  ])o].)ulation,  each  doing  an  annual  gross  l)Usi- 
ness  of  more  than  a  million  dollars.  Carefully 
pre])ared  and  continual  advertising  is  tlie  cause. 

l-lach  store,  according  to  si/.e  and  location, 
has  its  different  advertising  ])roblems  to  work 
out.  The  large  fiu-niture  dealers  in  a  city  cover 
the  field  I)y  means  of  the  metropolitan  dailies 
sujjpleniented  by  ])ill-boards,  street  car  signs  and 
other  methods.  Some  of  these  stores  employ 
their  own  advertising  manager.  The  smaller 
store,  located  in  the  suburbs  or  out.skirts  of  a 
city,  uses  neighbourhood  papers  that  are  pub- 
lished once  a  week  and  circulate  in  his  district. 
Circulars  and  direct  by  mail  adxertising  are 
other  pul)licity  methods  suitable  to  this  ty])e 
of  stole.  It  would  be  waste  for  this  dealer  to 
use  the  large  daily  newspajiers  as  he  does  most 
(  f  his  l)usiness  locally.  The  rural  or  small 
town  dealer  usually  has  a  weekly  paper  at  his 
dis])osa).  Me  should  also  do  a  great  deal  of 
direct  by  mail  ])ul)licity  both  in  the  form  of 
multigiaphed  letters  and  attractive  folders. 

The  small  town  dealer  has  a  splendid  o])pi)r- 
tunity  to  develop  personal  contact  with  every 
neighbor  for  milfes  around  his  store  through  use 
of  the  mails.  If  he  is  able  to  i)repare  this  adver- 
tising matter  himself,  it  can  be  done  at  quite  a 
reasonable  cost.  He  can  frequently  ol)tain  assist- 
ance from  the  factories  in  the  way  of  having  cuts 
supplied  free  of  cost,  or  if  they  are  charged  u])  to 
the  dealer  they  are  credited  upon  their  return, 
when  finished  with.  If  a  mail-order  concern  is 
able  to  sell  from  ])ictures  and  descriptions,  the 
local  dealer  can  also  do  it.    If  he  does  not  do  so. 


it  is  either  because  he  dcjes  not  try  it  out  per- 
sistently, or  else  there  is  something  wrong  with 
his  advertising. 

Too  much  care  cannot  be  given  to  the  ])re- 
paiation  of  your  publicity.  l''re(|uently  not  suffi- 
cient descri])tion  is  given,  especially  in  rural 
localities. 

Com])are  the  "Gigantic  Sale  of  Furniture" 
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G^lete  Brass  Bej 


r 


Send  Coupon 

30DaysFreeTrial-l!3re! 

rhl»  complete  brass  bet)  outfit  ihlpprd  to  your  home  on  30  ^^y»\  frre  trlsl  Sen.] 
(or  this  tr»B(i  iie.l  Biij  comiilote  ou'JIi.  sm  II  In  jour  own  hom».  Ite^p  U  for  darsi  All  tou  piT 
U  II  00— not  *notiier  cwit— until  juu  tried  thU  ^('J  cuHll  In  jour  oflfu  Dorm*  for  30  di>« 

If  not  tBllblh'd,  iFliini  II  t"  lilt  Brill  iv«  nlli  rrfunj  >uijr  SI  DO  anu  freliitil  rUarget  boUi  wayi. 
ft)!  tho  balanre  Id  eney  nmnlhTy  ptymtnts  If  >ou  are  sa'.bfUd  Tak9  adtautuo  of  xhit  uffer  auw. 
NetiJ  th»  coup-..n  todaj— NOWl 


e^D  It  baj  2-ln.  poits.  4-Id.  rspa. 
hoad  end  and  3U  Ini  hlgb  at  fu.>t 
B  td-proof  Uc'i^er:  nlll  cot 


THE  BED  Is  one  of  Uie  faandtfomrat  d^alfDa  no  h&Te  fTti 
I  In    t<>i>  mil  and  1-ln    flllrra      Drd  alftiidn  ^3  Ins  hlg)) 
end      Upauilfully  ribbon   b&ndfd    atjd  bb'Iii  flalAhed. 
t4[nr«b  or  wear  off.    Th»  bed  alono  la  s  wun- 
dfrfiil  tahiii  at  tli»  price  ifo  ar*  Baking  for 
UjB  fntils  TiulflL    FVII  8li»,  4  ft,  «  111. 
TMB  MATTRCB8  In  wonderfwlly  cofnf<>rt*iU 
8*rilt«T  Brid  hygn^ni'     It  !•  a  mattrcaa  (hat  will 
Inaurs  h^Kllh^ol.  rislful  and  r<>fre«biry  alef>p  and 
will  Blwara  retain  I(«  BhBM  and  romfort  glvlna  l.  FISH    FVK-MTrRE  CO. 

QijBiltlAB.   Filled  with  selvctcd  fnltH  cotton  cov-  Btatn    Araher   Amt    IHik  m. 

er«d  In  •Buporior  (Trade  of  (loraUrt  ticking.  B«-     .  ^^'^..^i*- 
curelyatK^-liBi]  and  deeply  tuft*d  Haa  round  ror-     Hfl't    ,\-71l  thlijjo,  Dj, 

Ocra  «rd  Imp*r\al  HoU  Edfft.  46  IbB  In  wvigbt.  I*  """""""""■■■"■■•■■•■■■air* 
"WONDER"  LINK   FABRIC  BED  SPRING  I  L.  (Iflh  Furuituro  Co.,  Dfpt. 

p.;.°,;;cr;.';;:', ttr.Lfr:,T7x^,''''lT.; ;  s""*  Ar<-h.r ana  iBih  g....  cuco. m. 

•dge     Eaoli  link  l>  securelr  locked  and  lnl«r-  |  Eni-loBed  lln.I  II ,  Ship  ad vertli«d  rompt-nte  BrBSB  Bi^ 

jollied     Tile  fahrlL-  U  Biipported  at  lach  *nd  .  Oafflt  No  Alt^,    1  am  to  haca  30  dava'  fn-*  (rial 

bj  2^  oil-tempered  helical  iprliiis.  whl^b  oro-  "  if  |  keep  tho  outfit  I  wilt  pay  you  13  :l  a  month  If 

duces  B  *err  roalllmt  effect      Tbe  sngls  Iron  '  not  aatlpRcd  I  am  to  return  tba  complete  bed  oucAt 

ilde  rails  are  bom  J  ai>  as  to  uiie  spring  a  I  witbin  30  days  and  you  are  to  raf ond  mr  money  aod 

4-ln.  eleTBtlm    Afi^le  rail  adds  rreatty  to  Its  I  v>r  freight  charges  I  paid. 

^^r^^\nru^^s^«fll^»r.^."  l'!  n..m63-ii.ooj.«.  13.75. ^.h.  j^mk 

eTERLINQ    BRAND    PILLOWS    conlllnlnj  . 

■tlnMd    double-duited    hon    frktben,    etftn  .  Name  ,  

drpssed  afid  cured  TlioTouglily  clein  ind  I 
fiitrBnleFd  Adorleiia     Enctifd   In  good  tick-  * 

ina  Ifi  &□  •ttrirtl»«  fh)r»l  deilfn.  ■  Addrets  «  

BED  SHEET  bletcbed,  Lecused,  worm  of  ' 
flDe.  dcperjilablft  rtrnj.  I 

PILLOW  CASES  to  m«lcb  itieot:  J-ln.  beol  '  '^""'^f"'     Slali  

»v\irA\i  QuilItT.  >  It  you   only  wifit   Utttt   borgaln   o>(alo«  lull 

lU.  A463->I.00i!dwi.H.'>I'iiiio«iIl  TctilM4.8S  I  '""•i'        X  K'f  D 


advertisement  with  that  of  the  ■"Complete  Brass 
P,ed  Outfit."  Of  course,  being  a  mail-order  ad- 
vertisement the  local  dealer  could  not  use  it  in 
its  entirety  iur  his  own  requirements,  but  there 
are  many  features  about  it  that  are  adaptable 
to  his  store.  T.ater  on  an  example  w  ill  be  given 
as  to  how  a  local  dealer  can  profitably  advertise 
a  bed  outlit. 
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Is  theTruth  Worth  While 
in  Business? 

The  Query  of  a  Retailer  Who  is  Beginning 
to  Doubt  Whether  Honesty  is  the  Best 
Policy — Some  Answers  to  his  Arguments 

Is  it  worth  while  telling-  the  truth  any  mure  in  busi- 
ness? This  is  the  question  with  which  the  "World"  was 
greeted  when  calling  upon  a  well-known  Ontario  furni- 
tuve  dealer  recently.  Coming  unexpectedly,  as  it  did,  it 
was  a  rather  flabbergasting"  ciuery.  When  one  is  suddenly 
faced  with  a  great  moral  question  like  this,  unless  he 
has  recently  prepared  a  sermon  on  the  subject  or  has  been 
delivering  political  speeches  regarding  the  unswerving- 
devotion  to  principle  of  the  particular  party  to  which  he 
belongs,  about  the  most  he  will  have  on  the  tip  of  his 
tongue  to  answer,  is  ''Why,  er,  yes!    Why  not?" 

It  is  quite  natural  to  take  it  for  granted  that  the  truth 
is  worth  wlide  in  an}',  and  every,  sphere  of  life.  11  not, 
one  may  well  ask:  is  life  itseli  wdrth  while?  However, 
as  he  proceeded  to  elucidate,  we  gathered  that  the  (pies- 
tion  upon  which  the  dealer  referred  to  was  in  doul)t  was 
really  as  to  whether  that  old  adage  about  honesty  being 
the  best  policy  was  not  a  hoax.  He  was  beginning  to 
believe  that  it  was  and  cited  many  instances  to  prove 
his  case. 

"Just  a  half  an  hour  ago,"  he  said,  "a  woman  was  in 
here  looking  around.  She  spotted  a  Martha  W'ashington 
and  seemed  pleased  with  it,  and  encpiired  about  the  price. 
1  (|uoted  it  to  her,  and  she  said,  'This  is  walnut,  isn't  it?' 
The  article  was  onlv  walnut  finished  and  was  so  indicated 
on  the  tag.  1  told  her,  'No!  it's  not  walnut,  but  it's  a 
very  fine  walnut  finish,  which  no  one  i)ut  a  furniture  n-iah 
could  distinguish  from  the  real  thing.'  She  hesitated  for 
a  while  and  then  left  with  'Guess  I'll  drop  in  and  see  about 
it  later.'  However,  that  just  means  of  course  that  she 
went  to  the  store  down  the  street. 

"They  'Would  Rather  be  Fooled" 

"This  is  something  that  is  happening-  all  the  time, 
and  I  have  come  to  the  conclusion  that  people  don't  want 
to  be  told  the  truth — that  they  would  rather  be  f()oled. 
There  are  stores  in  this  to\\n  where  they  will  label  a 
suite  as  mahogany  in  letters  about  six  inches  high,  and 
'finished'  will  be  written  in  underneath  so  small  that  you'd 
almost  need  a  lens  to  read  it,  but  they  are  doing  Inisiness, 
they  are  selling  furniture,  and  while  I  don't  think  they 
would  take  a  chance  on  a  deliberate  lie,  if  asked  point 
blank  whether  an  article  was  made  of  the  wood  that  gives 
it  its  name  or  was  merely  finished  to  imitate  it,  I  am 
convinced  they  do  a  lot  of  misrepresentation  by  the  things 
they  leave  unsaid.  Now  if,  in  the  case  I  referred  to,  when 
the  customer  said  to  me  'this  is  walnut,  isn't  it?'  I  had 
simply  replied,  'It's  as  fine  a  walnut  finish  as  I  have  eve  ■ 
seen,  Madam,"  and  gone  ahead  with  my  sales'  tad<,  I 
believe  she  would  have  made  the  purchase.  She  could  then 
have  fooled  herself  that  she  had  a  real  walnut  Martha 
Washington  and  could  ha\'e  told  her  friends  about  it. 
That's  the  way  with  a   lot  of  people — they'd  rather  be 


Buying 

Furniture 

With 

Assurance 

It  will  smrl>  be  welcome  news  to  buyers  offur- 
ii:tiiie  tlial  a  World-wide  Movement  is  now  on 
fouf  b\  THK  AS.S0C1ATI':D  ADVERTIS- 
IXa  CLL  BS  Ol-'  THK  WOR LD  to  " reduce 
niifaii  coniijetitioii  and  protect  the  public  in 
\  iiig  " 

Acoiiale  ^111(1  iiniforiH  iiiiiiie.s  foi  ilie  v,inous  cUsses  of 
runiiluro  liaAc  Inns'  '""i^"  ilosiiocl  by  far  siglitpd  men  iii 
ilii>.  niclusM-.\  -(I  that  the  public  be  given  a  dependable 
guide  to  fuiDituro  descriptions  and  lluit  Icfririnuitf  mcr 
clianls  be  |)in\ hIcJ  with  a  slandaril  in  whirb  Ihcy  ran 
rnlly 

(  ijnsnmcrs.  Rctailcis  and  ManLd'aiinjcib  of  fiiiniliirp 
liane  been  ennsultcd  and  a  sot  of  lornis  adopted,  ba.sod 
■-nbstantially  on  trado  names  proposed  by  TJie  Vational 
(  ounril  (if  Knrrnlurf  .\ss(ii  ia t inns,  as  follows 

Standard  Furniture  Names 

SOLID — Kurnitui-c  designated  as  solid  msliognny 
or  walnut  .shall  have  all  exposed  surfaces  of 
solid  wood  of  the  kind  <Je«lgnalcd 

MAHOGANY  OR  WALNUT— Furniture  designat- 
ed as  maliogany  or  walnut  .sh.ill  have  ex- 
posed surfaces  (both  foiid  parts  .md  ply  wood) 
of  the  kind  of  wood  designated 

COMBINATION — Furniture  dosign.ilrd  ds  combi- 
nation mahogany  or  walnut  stiall  have  all  ex- 
posed surfaces  of  mahogany  or  x\alnut  (.ioli() 
or  ply  wood)  in  combinalion  with  «nm.  bircli  or 
other  suitable  wood.  The  kinds  of  woods  used 
in  combination  with  mahogany  or  wnlnut  should 
be  named,  for  example:  "Combination  mahog- 
any and  birch,"  "Combination  walnut  and 
Eum." 

IMITATION  —  Furniture  designated  as  mahog- 
any fini»h,  walnut  finish  or  oak  finish,  shall  be 
that  with  exposed  surfaces  of  other  woods  col- 
ored to  imitate  mahogany,  walnut  or  oak. 
Where  other  woods  are  used  the  name  of  this 
wood  is  to  be  substituted  for  that  of  mahogany, 
walnut  or  oak  in  the  definitions. 

"EXPOSED  SURFACES  '—Shall  mean  those  part, 
of  a  piece  of  furniture  which  arc  exposed  to 
view  when  a  piece  is  placed  in  the  generally 
accepted  position  for  use  in  a  home. 

\\W\\i-  i'lir-  .\danis  C  (iinpany  lia^'al  all  times  rndcavor- 
ed  U,  desi  ribc  faitlifull.v  ail  g.inds  ,,flViiMl  Inr  salc'and 
use  nrcui-atc  lerfns  in  its  advert ;MnH  to  lb"  pnblic,  it  is 
picaspd  to  conform  iii  (lip  ndoprKni  uf  tins  ncu  ly. CorniPd 
'^eode"  and  will  in  Inluie  inako  usp  of  'lu' 'siiggcstofl 
trade  terms  .submitted 

Always,  we  have  aimed  to  d^al  .in  l.lic  fairost  way  with 
our  patrons.  C'onfidenre  is  enjoyed  to  the  fulf  by  our 
unqualified  guarantoe  of  satisfaotion  with  .(\«ch  pyf. 
ehase,  which  means  exactly  wjial  we  state,  and 
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fooled  and  have  tlu-  satisfaction 
liad  the  "cnuint'  tliiny." 


thinkinir  thev 
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Sincerity  Commands  Respect 

sonu'thinti'    in    vviial    this  niercliant 


says,  undoubtedly.  l'"urniture  is  a  class  of  mer- 
chandise in  which  misrepresentation  is  easy,  for 
all  too  often  the  salesman  on  the  floor  doesn't 
know  what  he  is  selling,  unless  from  the  infor- 
mation on  the  tag.  Nevertheless,  the  situation 
is  not  (|uite  so  black  as  it  looked  to  him.  Human 
nature  is  not  getting  any  worse,  and  we  think 
that  the  actual  fact  of  the  matter  is  that  the 
world  is  getting  better,  that  integrity,  justice 
and  truth  are  res])ected  as  much,  probably  more, 
than  they  ever  were.  It  is  true  that  there  are 
concerns  in  all  lines  of  ])usiness  thai  seem  tn 
l)ros])er  l)v  the  use  of  doubtful  methods.  But 
it  is  only  for  a  time.  Notie  of  the  great  indus- 
Irial  instilulii  ins  whose  names  have  i)ecome 
household  words  and  which  ]i;i\e  reached  the 
|)osition  <it  natii 
such  a  basis. 


lual  institutions  are  founded  on 


I  mimands 
ir  a  busi- 
is  the  biggest 


a     (|uality  which 
f(  ir  an  indi  \  idual  or 
public  conlidence 
tile  l)usiness  success.    This  un- 
the    conviction    of    the  average 
to-day.  and  one  linds  its  expres- 

not  only 
;h  moral 


Sincerity  is 
respect  whether 
ness  house,  and 
single  factor  in 
doubtedly  is 
business  man 

sions  in  the  efl^orts  of  trade  associations 
to  create  codes  of  ethics  that  will  set  hi 


standards  for  business.  Imt  also  to 
'the  sentiment  that  will  cause  them  to 
into  practice  and  take  such  action  as  will 
ly   force   the   shady    type    of  business 


create 
bf  put 
1  actual- 
man  to 

realize  that  "honesty  is  the  best  policy."  This 
indeed  is  one  of  the  most  important  functions 
of  any  retail  trade  organization,  in  particular — 
to  ])revent  the  misuse  of  advertising.  The  direc- 
tor of  the  vigilance  work  of  the  Associated 
Adx  ertising  Clubs  of  the  World  recently  pointed 
out  that,  "in  a  great  many  cities  where  business 
men  lia\ c  not  organized  to  protect  themselves 
against  the  destructive  practices  of  those  who 
alnise  advertising  by  making  exaggerated  state- 
ments advertisers  have  found  that  the  appeal 
of  their  advertising  is  I)eing  dulled.  If  some 
advertisers  are  allowed  to  fool  people,  that  hurts 
all  advertising." 

Don't  Kill  the  Goose  that  Lays  the 
Golden  Egg 

Jn  localities  where  live  retail  associations 
exist,  excellent  work  has  been  done  in  prevent- 
ing this  sort  of  thing.  Any  merchant  worthy 
of  the  name  knows  very  well  that  the  misuse  of 
advertising  is  sim])ly  killing  the  goose  that  lays 
the  golden  egg.  If,  by  improper  methods,  a 
business  house  shakes  the  faith*  of  the  public  in 
its  statements  regarding  its  merchandise,  the 
])ulling  ])ower  of  its  ])ublicity  is  immediately 
reduced.  II,  on  the  other  hand,  the  public  know 
that  they  can  depend  abstilutely  in  a  store's 
descrii)tioiis  of  its  merchandise  as  iK-iiit;  strictly 
in  accord  with  the  lacts,  tlu'ii  that  store  has  laid 


a  corner  stone  on  which  may  be  built  a  busi- 
ness that  will  endure. 

A  sign  of  the  times  is  the  advertisement  used 
some  little  time  ago  by  the  Adams  Furniture 
Co.,  of  Toronto,  which  is  reproduced  with  this 
article.  It  is  worth  while  to  peruse  this  adver- 
tisement and  assimilate  it.  It  is  a  type  of  pub- 
licity to  which  too  little  attention  has  been 
given,  and  to  which  more  will  undoubtedly  be 
devoted  in  the  future.  Advertising  is  a  weapon 
i)f  the  greatest  ef¥icacy,  but  it  is  well  that  it 
slntuld  be  ke])t  keen,  and  true;  it  is  .good  policy, 
at  times,  to  .advertise  advertising,  to  seek  to 
jjromote  it  in  the  ])ublic  esteem. 

The  dealer  whom  w c  (|Uoted  earlier  in  this 
article  was  of  the  o|)iniiin  that  the  jiublic  liked 
to  be  fooled.  There  is  a  certain  percentage  of 
the  ])ul)lic  wild  a])i);irentl\-  at  least  don't  try  to 
a\oid  being  hniled,  but  after  all  they  are  a  small 
minority,  who  are  conspicuous  by  their  lack  of 
intelligeiu-e.  \d;inis  evidently  believe  that  their 
customers  w.aiit  to  be  treated  absolutely  on  the 
le\el.  and  to  prexeiit  any  possibility  of  misun- 
derstanding they  print  the  standard  furniture 
names  recommended  I)y  the  National  Better 
Business  Commission  of  the  .Associated  Adver- 
tising Clubs.  Affiliating  Better  Business  Bureaus 
and  the  National  V  igilance  Committee,  to  which 
they  undertake  to  adhere.  We  reprint  these 
definitit)ns  below  and  it  appeals  to  us  strongly 
that  the  furniture  business  will  be  benefited,  if 
these  standards  are  .generalb'  adhered  to: 

Standard  Furniture  Terms 

Solid: 

h'urniture  designated  as  solid  mahogany 
or  walnut  shall  have  all  exposed  surfaces 
of  solid  wood  I  if  the  1 
Mahagony  or  Walnut; 

I'^urniture  designated  as    maho.gany  or 
walnut    sh.all   have   all     exposed  surfaces 
(bulb  solid  i)arts  and  ])lywood)  of  the  kind 
of  wodd  flesignated. 
Combination : 

Furniture  designated  as  combination 
mahogany  or  walnut  shall  have  all  exposed 
surfaces  of  mahogany  of  walnut  (solid  or 
plywood)  in  combination  with  gum,  birch, 
or  other  suitable  wood. 

The  kinds  of  wood  used  in  combination 
with  mahogany  or  walnut  should  be  named, 
for  example:  "Combination  mahogany  and 
birch,"  "Combination  walnut  and  gum." 
Imitation : 

Furniture  designated  as  imitation  ma- 
hogany or  walnut  shall  be  that  with  ex- 
posed surfaces  of  other  woods  colored  to 
imitate  mahogany  or  walnut.  Where  other 
woods  are  used  the  name  of  the  wood  is 
to  be  substituted  for  that  of  mahogany  or 
walnut  in  the  definitions. 

The  term  "exposed  surfaces''  shall  mean 
those  i)arts  of  a  piece  of  furniture  which 
are  ex])osed  to  view  when  the  piece  is 
placed  in  the  generally  accepted  position 
for  use  in  tlu'  Imme. 
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What  is  Being  Done  in  a  Sister  Industry 

It  is  interesting  to  note  that  the  National 
Assn.  of  Hosiery  and  Underwear  Manufacturers 
is  taking  action  to  try  and  secure  a  set  of  stan- 
dard definitions  that  will  apply  in  that  indus- 
try. The  secretary  of  the  association,  writing 
in  a  recent  issue  of  "System,"  points  out  that 
throughout  the  whole  textile  industry  there  is 
a  large  number  of  words  and  phrases  which  are 
defined  only  by  the  custom  of  the  individual 
manufacturer  and  not  by  the  trade  in  general — 
to  such  an  extent  that  it  is  hard  to  get  two  manu- 
facturers to  agree  upon  what  these  words  mean. 
He  refers  to  two  glaring  and  rather  general  in- 
stances of  misrepresentation  in  the  use  of  the 
terms  "silk  lisle"  and  "art  silk."  "There  is  no 
such  yarn  as  'silk  lisle,"  "  he  says,  "yet  it  has 
been  applied  rather  freeh-  to  mercerized  cotton, 
which  not  only  contains  no  silk  whatever,  but 
sometimes  is  not  even  lisle,  'art  silk'  means 
artificial  silk,  but  abbreviating  the  word  'artifi- 
cial" into  'art'  has  created  the  delusion  that  in- 
stead of  artificial  silk  this  is  some  specially  fine 
or  art  variety  of  natural  silk." 

"The  Federal  Trade  Commission  has  aided 
the  campaign  for  proper  labelling,"  this  writer 
goes  on  to  point  out,  "but  the  ass(Jciation  has 
gone  further  in  trying  to  take  every  technicality 
and  ambiguity  out  of  the  description,  both  for 


the  protection  of  the  public  and  for  the  protec- 
tion (if  the  manufacturers." 

Public  Needs  "Furniture  Education" 

We  think  it  will  be  generally  admitted  by 
furniture  men  that  similar  action  might  be  taken 
in  our  own  industry  to  the  advantage  of  every- 
one concerned.  The  public  is  woefully  ignorant 
about  furniture  and  needs  to  be  educated,  and 
one  of  the  first  steps  toward  this  education  is  in 
seeing  that  the  terms  used  in  the  description  of 
furniture  are  as  simple  and  free  from  ambiguity 
as  possible.  The  terms  listed  above  were  based 
substantially  on  the  trade  names  proposed  by 
the  National  Council  of  Furniture  Associations 
in  the  United  States.  They  are  good  as  far  as 
they  go,  but  they  scarcely  g'o  far  enough,  and 
it  seems  as  if  there's  a  job  for  the  furniture  or- 
ganizations in  Canada  in  clearing  up  the  situation 
and  deciding  on  terms  and  definitions  that  will 
be  recognized  as  standard.  Certain  manufac- 
turing concerns  have  adopted  trade  names  for 
their  gocjds  which  might  be  misconstrued.  This 
leaves  an  opening  for  the  unscrupulous  element 
— which  exists  in  the  retail  furniture  trade,  as 
in  every  other — to  take  these  trade  names  ready- 
made  for  their  use,  and  so  label  their  goods, 
making  it  appear  to  the  general  public  that  an 
imitation  is  genuine. 

Absolute  integrity:  and  straightforwardness 
is  the  surest  foundation  upon  which  to  build  the 
success  of  the  Canadian  furniture  industry. 


Window  Stunts  that  "Pulled" 


The  turtle  is  a  slow  moving  animal  but  it 
may  make  fast  moving  merchandise.  Proof  of 
this  was  given  in  a  window  stunt  recently  used 
by  Mr.  J.  W.  Richardson  of  North  Bay.  Mr. 
Richardson  took  four  turtles  and  painted  each 
of  them  with  one  letter  of  the  word  'rugs.'  the 
four  turtles  were  then  placed  at  random  in  an 
enclosure  at  the  back  of  which  was  a  sign  let- 
tered "Gold  Seal  Lineoleum,"  as  shown  in  the 
accompanying"  illustration.  The  turtles  kept 
wandering  around  slowly  of  course,  but  changed 
their  positions  sufficiently  so  that  eventually  they 
were  placed  in  the  proper  order  to  make  up  the 
word  'rugs'  and  complete  the  sentence  "Gold 
Seal  Congoleum  Rugs." 

To  the  first  person  advising  the  management 
of  the  store  when  the  turtles  had  arrived  in  this 
particular  position  (not  necessarily  a  straight 
row)  a  prize  was  offered.  Mr.  Richardson  states 
that  the  plan  attracted  a  lot  of  attention  and 
would  have  been  a  most  remarkable  feature  if 
large  turtles  could  have  'been  secured. 

"Smashed" 

There  is  nothing  which  Avill  attract  the  atten- 
tion of  the  passers-by  more  quickly  than  a 
smashed  plate  glass  window.  However,  plate 
glass  is  rather  expensive  and  that  f'orm  of  adver- 
tising would  probably  cost  more  than  the  aver- 


age retailer  would  care  to  spend.  Still  some- 
times an  efl:ective  piece  o(l  camouflage  is  as  good 
as  the  real  thing  and  in  another  window  stunt 
which  was  also  designed  to  boost  the  sale  of 
congoleum  rug's  Mr.  Richardson  made  use  of  this 
idea 

He  took  one  of  the  i)aper  rolls  that  come  with 
congoleum  rugs  and  pasted  it  up  again  in  its 
original  condition,  then  the  roll  was  cut  near 
the  end  at  an  angle  as  shown  in  the  illustration. 
The  short  piece  was  glued  on  the  the  outside  of 
the  window  and  the  longer  piece  placed  on  the 
inside  at  the  proper  angle  so  that  the  roll  would 
appear  unbroken.  A^^^th  the  soap  pencil  num- 
erous cracks  were  drawn  on  the  window  glass 
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Here  arc  a  few  plimpses  of  the  annual  picnic  of  the  Toronto  and  Hamilton  Kurmture  Dealers  held  at  Oakvillc.  It  was  quite  an  inter- 
esting gathering  and  a  joUv  one  as  the  illustrations  indicate.  In  the  left  hand  picture  are  shown  J.  Newton  (centre).  G.  Hughes 
(right).  The  next  photo  shows  Messrs.  Tadman,  Menzies  and  Johnston — the  two  former  offering  a  rear  view.  One  of  the  most 
important  figures  in  the  day's  procoedings  is  the  gentleman  in  the  centre  picture.  Mr.  Bill  Beney  who  umpired  the  big  game.  Next  we 
have  the  "World"  itself,  in  the  person  of  Ralph  Bremner.  The  last  picture  shows  a  view  of  the  crowd  watching  the  baseball  event  from 
the  stand. 


ra(liatinj4'  fidin  the  congdlruiii  I'dll.  and  on  tlic 
window  was  |)asted  a  show  card  with  the  words 


sc\fnlh  inninj4N.  Ai'tcr  that  tlu-  Toronto  boys 
forj^ed  ahead  and  I'inally  won  out  by  •> — 5. 


1 
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"Sinaslied  ! !  Coni^olcuni  prices  smaslied 
.^tli  to  12th,"  etc. 
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Toronto  and  Hamilton  Furniture  Men  in 
Annual  Baseball  Contest 

The  annual  picnic  of  the  Toronto  and  Hamil- 
ton furniture  retailers  and  their  staffs  was  held 
as  usual  at  (  )akville  on  june  28th  and  some  200 
enthusiasts  watched  the  game  for  the  P>.  C.  Bur- 
roughes  Cup.  Fifty  or  sixty  motor  cars  and 
trucks  brought  the  crowd  along  (Ontario's  first 
concrete  highway  to  the  ])laying  field  which  is 
located  midway  ])etween  the  two  cities. 

Mr.  Bill  Beney,  of  Anthes-Baetz,  was  um- 
\)\rQ  and  impartially  played  his  part.  Supper  for  the 
whole  crow'd  was  served  in  the  open,  following 
which  the  s|)orts  and  races  finished  off  a  most 
pleasant  day. 

The  baseball  teams  were  as  follows:  for 
Hamilton — Kelley,  Harvey,  English,  Montgom- 
ery, Henderson,  Hall,  Hughes.  Xaylor,  Morri- 
son. Stearnes,  Abbott  and  Busconibe;  for  Tor- 
onto—  Roy  lUirroughs,  J.  Seccombe,  Sam  Yolles, 
I'.illings,  ("ceil  .Speyer,  .\.  Speyer.  .'~^har])e.  Bar- 
nctt  and  |.  (  i.  I  )ale.  'i'he  teams  w  ere  (|uitc 
c\fnl\    matched,    the    score    Ix'ing    tied    at  llie 


Window  Shade  Measurements 

There  is  \  ery  otten  considerable  uncertainty 
as  to  the  \arious  measurements  used  to  denote 
the  widths  of  Window  Shades.  There  are  three 
recognized  measurements  : 

Cloth  Measure,  which  is  the  e.xact  widtii  of 
the  cloth. 

Shoulder  or  Roller  Measure,  which  is  the 
length  of  the  roller  without  the  tijjs  at  each  end. 

Tip  to  Tip  Measure,  the  length  of  the  roller 
including  the  tips  at  each  end. 

When  wooden  rollers  are  used,  the  cloth  is 
made  1-1/2  inches  less  that  tip  to  tip  measure. 
When  tin  rollers  are  used,  the  cloth  is  cut  1-3/4 
iiulus  less  than  tip  to  tip  measure.  If  shades 
are  ordered  w  ith  inside  brackets  there  is  a  slight 
difference  made  in  cutting  the  cloth.  If  mounted 
on  wood  rollers,  the  cloth  is  cut  one  inch  less 
than  tip  to  tip  measure,  and  if  mounted  on  tin 
rollers,  the  cloth  is  cut  1-1/2  inches  less  than 
tip  to  tip  measure. — "The  Window." 


Foi?MenOnly/ 


I-IOME  FURNISHINGS 


Schreiters  Limited,  Kitchener,  Ont..  recently  used  a  striking  wm- 
dow  display  stunt.  They  had  the  entire  window  covered  with  white 
cotton,  with  a  large  sign  at  the  top  "For  men  only".  They  had 
four  smaller  spaces  put  up  at  such  a  height  that  an  average  sized 
man  would  have  to  come  right  up  to  see  in;  on  the  inside  they  had 
their   Bluebird  Washer 
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Systems  of  Stock  Records  in  the  Furniture  Business 

No.  2-Thomas  C.  Watkins,  Ltd. 

Hamilton,  Ont. 

We  Print  this  Month  the  Second  of  a  Series  of  Articles 
Descriptive  of  Various  Systems  Used  by  Some  of 
Canada's  Most   Progressive  Furniture  Houses  and 

Departments 


in  our  last  issue  it  was  announced  that  a 
series  of  articles  would  'be  published  covering 
stock  record  systems  used  by  various  progres- 
si\e  furniture  concerns  in  Canada.  This  month 
we  ct)ver  the  system  used  in  the  furniture 
department  of  Thomas  C  WatMns,  Limited, 
(The  Right  Flouse),  Hamilton. 

The    accompanying    illustrations    show  the 
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Fig.  1 — The  order  form,  which  is  made  out  in  triplicate,  one  copy 
going  to  the  manufacturer,  a  second  being  turned  in  to  the  account- 
ing department,    and   the   third   retained   by  the  buyer. 

forms  used  by  this  concern,  which  are  practi- 
cally self-explanatory.  Fig'.  1  is  the  order  form. 
This  is  made  out  in  triplicate,  one  copy  going 
to  the  manufacturer,  a  second  being  turned  in 
to  the  accounting  department,  and  the  third 
retained  by  the  buyer,  who  checks  it  up  with  the 
invoice  for  the  goods  when  received.    On  this 


form  are  shown  the  terms,  shipping  instruc- 
tions, description  and  quantity  of  goods,  the 
cost,  and  the  purchase  nitmber. 

Wg.  2  shows  the  stock  card.  This  is  simply 
an  ordinary  filing  card,  which  is  checked  up  daily 
to  indicate  the  quantity  of  goods  on  hand.  A 
card  is  made  out  for  each  manufacturer  with 
whom  the  firm  deals,  and  each  is  given  a  factory 
number?  When  the  invoice  is  received  the  addi- 
tion to  the  stock  is  entered  on  the  card,  and 
when  goods  are  shipped  out  to  a  customer,  they 
are  checked  of¥. 

Fig.  3  is  the  sales  slip.  This  is  made  out  in 
quadruplicate.  One  copy  is  passed  to  the  gen- 
eral office  for  accounting  purposes ;  the  second 
(a  blue  sheet)  is  sent  to  the  deliver}^  depart- 
ment as  their  instructions;  the  third  (a  yellow 
sheet)  goes  to  the  warehouse,  if  the  stock  is  to 
l)e  shi]iiied  from  there.  (If  the  stock  is  to  ship- 
ped from  the  store,  the  yellow  sheet  is  simply 
destroyed).  Then  there  is  the  tissue  copy, 
which  is  kept  in  the  buyer's  office  for  the  pur- 
pose of  checking  off  the  goods  shipped  out  on 
the  stock  cards.  F,\ery  evening  the  stock  cards 
are  iM-ought  right  u])  to  date  with  the  informa- 
tion taken  from  the  invoices  and  the  copies  of 
sales  slips. 

On  the  sales'  slip,  in  addition  to  the  quantitv 
and  description  of  the  goods,  price,  customer's 
name  and  address,  etc.,  there  is  shown  instruc- 
tions as  to  whether  the  goods  are  to  be  shipped 
from  the  wareho;ise  or  the  store.  This  infor- 
mation is  indicated  in  the  second  and  third 
columns.  There  is  also  shown  the  factory  num- 
ber of  the  article  in  question.    The  factory  num- 


Fig.  2 — Thomas  C. 
Watkins,  Ltd.,  use  an 
ordinary  filing  card 
It  is  checked  up  each 
day  as  goods  come  in 
from  the  manufac- 
turers or  are  shipped 
out  to  customers. 
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accountings  department,  another  for  the  delivery  department,  a  third 
for  the  warehouse,  and  the  fourt'i  for  use  in  the  buy2r's  office  in 
checking  up  the  stock  cards. 


■*220"  is  tlie  article  nnnd)er  ,sxi\en  l)y  tlie  factory 
that  made  tlie  goods. 

To  exery  piece  of  goods  on  the  tloor  is 
attached  a  tag  on  Avhich  is  shown  this  factory 
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I 


Fig. 


4 — The  warehouse  slip.     A  form  used  for  ordering  goods  to 
be  shipped  from  the  warehouse  to  the  store 


and 
the 


goods 
roods. 


number,  together  with  the  ])rice  of 


form  used  is  illustrated  in  Fig, 
warehouse  slip,  which  is  used 


4. 
for 


Another 
This  is  the 

ordering  goods  to  be  shipped  from  the  ware- 
house to  tlie  store.  It  may  l)e  noted  that  the 
stock  card   (  I'^ig.  2)   only  covers  goods  in  the 


wai-ehouse,  and  n 
.\s  soon.  therelor( 
recei\cd  at  the  stort 


I  those 
as  any 
from 


on  the  selling  lloor. 
piece  of  furniture  is 
irehouse,  it 


the 


\\\ 


IS 


checked  oil  on  this  card. 


A  ^^Horne  Beautiful"  . 
Service 

Enthusiastic  Response  With  Which 
It  Was  Received  Proves  There  is 
Real  Demand  for  Such  Service 

.\  new  departure  in  service  was  recently 
announced  by  one  of  the  larger  retail  concerns 
of  the  Middle  West.  It  is  called  the  "Home 
iieautiful"  service.  This  department  is  a  clear- 
ing house  for  ins])iring  ideas  pertaining  to  the 
furnishing  and  decorating  of  the  hcjme,  and  was 
inaugurated  in  response  to  a  widespread  demand 
for  expert  advice  as  to  arrangement,  refurnish- 
ing or  i)lanning  of  a  home.  This  is  a  free  ser- 
vice in  charge  of  a  woman  identified  with  the 
local  Art  Institute,  who  has  the  experts  of  the 
house  as  her  staff. 

The  announcement  was  made  on  a  Monday, 
in  the  morning  papers,  and  again  in  the  evening 
pa])ers,  and  so  eager  was  the  i:)ublic  for  just  such 
a  service  that  before  the  store  closed  on  the 
opening  day  more  than  fifty  people  had  taken 
advantage  of  the  service.  In  a  number  of  instan- 
ces the  call  resulted  in  the  firm  sending  out  a 
man  or  woman  to  look  over  the  house  and  go 
into  details  with  the  owners.  Already  satis- 
faction is  heing  expressed  by  those  who  have 
taken  advantage  of  this  service. 

(  )nly  the  announcement  for  one  day  was 
made  public,  but  the  first  of  the  month  a  folder 
was  inclosed  with  the  bills  calling  attention  to 
this  service,  which  resulted  in  many  calls.  The 
department  is  located  some  distance  from  the 
selling  sections,  but  in  a  cjuiet  portion  of  the 
store  and  convenient  to  the  elevators.  Here  are 
set  interesting  pieces  of  furniture,  unusual  pic- 
tures, new  lamps,  etc. 

Color  harmonies  in  hangings,  floor  ccnerings 
and  woodwork  also  are  included  in  this  pre- 
sentation of  ideas. 

Out-of-town  people  have  written  in  asking 
for  advice  and  this  has  been  followed  by  sending 
floor  ])lans  and  detailed  descriptions  of  the 
rooms.  There  is  no  obligation  to  purchase  the 
materials,  furniture,  etc.,  in  this  store,  although 
it  is  of  course  pointed  out  that  the  business 
would  be  appreciated;  but  already  there  has  been 
noted  an  icrease  in  business  emanating  directly 
from  the  new  department. 

Not  only  have  women  taken  acKantage  of 
this  service,  l)Ut  business  men  as  well  have 
Thoned  in  asking  for  aid  in  doing-  over  their 
offices  as  well  as  their  homes.  This  is  the  first 
store  in  the  city  to  offer  this  type  of  personal 
home  ser\'ice  to  its  customers. 
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We  Want  Some  Leadership 

Prominent  Furniture  Manufacturer  Voices  the  De- 
mand for  Men  Who  Will  Study  the  Country's  Needs 
and  Cease  "Balancing^  Interest  for  Office" 


J.  R.  Shaw,  general  manager  Canada  Furni- 
ture Manufacturers,  Ltd.,  Woodstock,  an  ex- 
I^resident  of  the  Canadian  Manufacturers  Asso- 
ciation, was  vigorously  applauded  for  his  ad- 
dress before  the  recent  convention  of  the  Cana- 
dian Manufacturers  Association  at  the  King 
Edward  Hotel,  Toronto,  when  referring  to 
comments  made  earlier  in  the  evening  by  the 
Hon.  George  P.  Graham  to  the  eftect  that  the 
Government  found  difficulty  in  pleasing  every- 
body, he  strenuously  objected  to  this  "balancing 
of  interest  for  office"  and  declared  "we  want 
some  leadership.  We  need  it  and  we  need  it 
now — a  leader  who  will  go  out  and  lead  the 
people." 

Mr.  Shaw,  speaking  of  his  experiences  in 
connection  with  tariff  matters,  took  occasion  to 
say  that  the  Canadian  Manufacturers  Associa- 
tion had  been  requesting  the  Ottawa  Govern- 
ment for  a  number  of  years  to  call  a  confer- 
ence with  the  idea  of  working  out  something- 
more  definite  in  the  way  of  taxation  and  license, 
so  as  to  allow  and  encourage  greater  freedom  of 
trade.  He  regretted  that  up  to  the  present  time 
nothing  had  been  done  in  this  direction  and  that 
as  a  result  business  was  hampered  by  all  kinds 
of  unnecessary  restrictions. 

Referring  more  particularly  to  his  experi- 
ences in  Europe,  he  urged  that  Great  Britain 
and  the  United  States  give  to  France  a  much 
stronger  support  in  her  troul)les  with  Germany. 
The  Germans  had  been  guility  of  the  greatest 
crime  in  history  and  were  preparing  to  repeat 
it.  France  was  occupying  the  Ruhr  for  no 
other  purpose  than  to  balk  Ger- 
many's designs. 

Referring,  in  conclusion,  to 
Mr.  Graham's  previous  com- 
ments on  the  difficulty  of  pleas- 
ing all  the  people,  Mr.  Shaw 
made  it  cjuite  clear  that  he  con- 
sidered the  dutv  of  a  Govern- 
ment was  not  to  please  the  peo- 
ple but  to  lead  them — not  to 
give  them  what  they  cried  for 
but  to  study  what  would  be  in 
the  country's  best  interests.  We 
quote  his  exact  words: 

'T  do  not  want  to  get  into 
any  controversy  with  Hon.  Mr. 
Graham,  l^ut  when  he  says  that 
the  Government  has  one  party 
thinking  this  and  another  party 

chinking  that  and  they  have  to  Mr.  John  r.  shaw 
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pass  a  tariit  that  is  suital)le  to  all,  i  tell  him 
that  it  can't  be  done.  Democracy  is  a  conflict 
of  interests  in  which  the  sound  (Mies  surx'ive  and 
the  poor  ones  do  down.  ( A])plau.se ).  1  do 
know^  that  we  in  Canada  have  hacl  this  l^alancing 
of  interest  for  office.  We  want  no  more  of  it. 
We  want  some  leadership.  We  need  it  and  we 
need  it  now — a  leader  who  will  go  out  and  lead 
the  people.  He  (Mr.  Graham)  says  that  we 
don't  ()]:)ject  to  paying  the  taxes.  No;  we  do 
not  object  to  ].)aying  the  taxes  of  the  war,  Inrt 
we  are  getting  to  the  point  where  we  can't  pay 
them.  Something-  has  got  to  be  done.  This 
policy  of  laissez  faire,  of  tariff,  traffic  and  wait- 
ing to  see  if  something  will  not  turn  up,  \vill 
not  do.    We  have  got  to  act." 

The  reception  accorded  Mr.  Shaw's  demand 
for  leadership  clearly  showed  the  sentiment  of 
the  manufacturers.    There  is  too  much  evidence 
that  our  legislators  have  developed  the  habit 
of  thinking  superficially.    Thev  follow  the  line 
of  least  resistance  and  try  to  give  the  electors 
what  tiiey  want — unmindful  of  the  fact  that  the 
jjeople    send    representatives  to  parliament  to 
study   and   solve   the   country's   ])ro]:ilems,  and 
not  to  act  like  so  many  automatons.  Taxes  and 
tariffs    are    necessities,   admittedly,   ])ut  there 
seems  no  good  reason,  for  example,  why  e\'ery 
new  piece  of  legislation  should  be  loaded  with 
a  sting  in  the  form  of  anil)iguity,  red  tape  and 
legion     irritating     conditions.      Canada  needs 
practical     laws — shaped     by     practical     men — 
designed  for  the  benefit  of  busy  honest,  prac- 
tical people.    The  rank  and  file  are  occupied  in 
commerce   of   one   form   or  an- 
other— making  a  living.  Cannot 
we  get  a  man  or  men  with  back- 
l)one,     exj^erience     and  mental 
capacity,    capable    of  managing 
our  country's  aft'airs?    Not  men 
to  play  hide  and  seek  with  the 
different  "parties"  to  see,  which 
way   they're    looking,   hut  men 
who  can  turn  their  l)acks  to  the 
crowd     and    hew  straightaway 
the  course  their  judgment  tells 
them  is  right — leaders  who  will 
lead — not  follow  ;  who  will  g(i — 
not    come — out    and    lead  the 
people. 

What  would  happen  to  the 
country's  private  lousiness  if  it 
were  nianaged  like  much  of  our 
national  affairs? 
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T^/r^  Period  of  the  French  Empire — 1799-1814 


The 
iiatii  Mi's 

lU'lKH'. 


fni"iiiture  of  Immiicc  is  a  rccnrd  (if  tlu' 
Iiistory.  riirce  or  four  lliousan<l  years 
archaeologists  who  are  investigating 
the  ruins  and  relics  of  the  country  that  was 
iM-ancc  in  the  Eighteenth  and  Nineteenth  cen- 
turies— as  the  Carnarvon  expedition  has  recently 
])een  exploring  tlie  tonrb  of  King  Tutankhamen 
in  l^gypt — may  l)e  puzzled  to  find  furnittire  of 
diametrically  op])osed  characteristics  that  was 
ai)])arently  used  hy  the  same  people  at  the  same 
|)eriod.  Their  imaginations  would  soon  stipply 
the  reason,  even  if  the  written  records  of  that 
time  did  not.  (  )l)\  iously,  such  a  complete  and 
sudden  change  in  the  tastes  and  habits  of  the 
])eo])le  with  regard  to  the  furnishings  of  their 
homes.  mu>t  ha\e  been  l)rought  a1)out  hy  some 
tremendous  national  u])heaval.  In  normal  times, 
there  is  always  a  logical  de\ elojiment  of  the 
trend  of  design  from  one  ])eriod  to  another — 
but  here  there  is  a  change  of  scene  as  sudden  as 
when    the    vcdcanic   erujjtion    ol    Mount  Aetna 


prosperous  country- 


blotted  out  (he  fertile  and 
side  which  surrounded  it. 

And  that  is  just  like  what  hap])ened.  To- 
day all  was  serene,  on  the  surface.  To-morrow 
there  was  the  revolution,  and  its  consuming  lires 
swept  away  the  existing  order  of  things  and 
changed  the  entire  face  of  Society  with  an  appal- 
ling stiddenness. 

The  change,  abrupt  as  it  was,  was  immedi- 
ately reflected  in  the  design  of  hTench  furniture. 
The  revolutionaries  were  determined  to  com- 
pletely obliterate  not  only  the  old  regine,  but 
also  ever}'  object  that  was  associated  with  it.  A 
jury  of  Arts  and  Manufactures  was  appointed 
by  the  Directory,  and  this  body  condemned  all, 
or  nearly  all.  oI)jccts  of  arts,  paintings,  tapes- 
tries, furniture,  in  fact  anything  and  everything 
that  could  be  regarded  as  belonging  to  the  period 
of  domination  l)y  the  French  royalty.  In  the 
court  of  the  (  lobelin's  factory,  a  tree  of  libertv 


as  erected 


in  its  shadow  was  made  a  bon- 


the  famous  Napoleonic 


beds.     Note  the 
on  fabrics 


Barberini 


profusely  displayed 
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These  chairs  illustrate  the  remarkable 
change  which  came  over  the  design  of 
French  furniture  following  the  Revolution. 
Luxury  and  subtlety  of  line  have  been  re- 
placed by  a  simple  construction,  on  which 
are  laid  embellishments  that  speak  of 
martial     conquests  and  civic  success. 


fire  such  as  had  never  'been  seen  before,  priceless 
treasures  of  art  feeding  the  flames.  So  the  new 
period  'Ijegan  with  the  annihilation  of  the  old, 
and  for  that  reason  has  no  transitionary  char- 
acteristics. 

The  period  known  as  the  P>ench  Empire 
began  in  the  year  that  Napoleon  came  home 
victorious  from  his  campaigns  in  Italy  and 
Egypt  to  overthrow  the  Directory  and  secure 
his  own  election  as  Eirst  Counsil.  Not  satis- 
fied '  with  that  honor,  he  shortly  exalted  him- 
self to  become  Emperor  of  the  Erench,  and  as 
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o 

o 
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such  appropriately  took  possession  of  the  royal 
palaces.  These  he  found  empty,  but  though  art 
objects  were  destroyed,  all  artists  were  not  dead. 
David,  Percier,  Eontaine  and  Eragonard  set 
themselves  expeditiously  to  the  creation  of  the 
new  style,  the  theme  of  which  was  the  hero  of 
the  hour  and  his  exploits.  That  he  deliberately 
composed  the  style  is  not  to  be  considered,  l)ut 
his  powerful  personality  pervades  all,  and  the 
Empire  Period  means  "Napoleon."  It  is  rich 
and  dignified,  stronger  in  reserve  than  in  expres- 
sion. Luxury  or  subtlety  of  line  is  not  shown, 
but  on  a  simple  construction  are  laid  the  embel- 
lishments that  speak  of  martial  conquests  and 
civic  successes. 

The  influence  of  Napoleon's  victorious  cam- 
paign in  Egypt  is  not  hard  to  find.  It  is  evi- 
denced in  ormolu,  taking  the  form  of  the  sphinx, 
hieroglyphics  and  stifif  statues.  The  ruling  idea 
of  Napoleon's  life  was  to  emulate  the  military 
greatness  of  the  Caesars,  and  here  again  we  find 
his  personality  impressing  itself  upon  furniture 
design,  for  the  Rome  of  the  Caesar  was  taken  as 
a  decorative  model  and  ormolu  mounts  and 
other  applied  ornament  took  on  the  classic  form 
The  anthemiom  also  takes  the  place  of  the  acan- 


Typical  modern  adaptations  of  the  Em- 
pire design.  The  bed  is  the  favorite  piece 
that  has  been  handed  down  from  this 
period. 
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tlius,  but  favorite  among  all  de.sifjns  were  the 
wreaths  of  I^ay,  usually  enclosing-  the  letter  "N". 
'I'he  eagle,  too,  is  proniincnl.  (  )ccasionally  the 
Phrygian  Liberty  Cap  of  the  re])ublicans  is 
shown,  and  the  Roman  fasces-bound  sticks  with 
the  axe  in  the  centre  is  also  one  of  the  most 
frec|uently  used  designs. 

The  Piarberini  bee  with  spread  wings  appears 
everywhere  on  fabrics.  Veneer  and  bright  rich 
mahogany  comes  strongly  to  the  fore.  Veneers 
in  fact  were  used  lavishly  and  generally  mounted 
with  gilt  bronze,  'beautifully  chiselled  and  in 
infinite  variety  of  design.  Tables  were  mostly 
round  with  central  carved  i)illar  and  three  or 
four  feet  su])porting  the  to]).    These  show  claws 


at  the  base  with  caryatid  figures  at  the  top.  I'ier 
tables  are  rectangular — all  made  with  top  of 
white  or  light  black  marble. 

Perhaps  the  best-known  article  of  furniture 
of  this  kind  is  the  bed  at  Fontainebleu.  The 
type  of  this  l)cd  is  shown  in  the  accompanying 
illustration  and  also  its  popular  and  modern 
adaptation.  I'abrics  at  this  time  took  on  crude, 
or  rather  primary,  color,  harmony  being  attained 
by  contrast.  Designs  were  stiff  and  formal  and 
colors  ran  mostly  to  rich  green,  neither  too  yel- 
low nor  too  blue,  the  right  tone  for  bronze  gilt 
mounts  and  glossy  wood.  Deep  red  was  also 
in  evidence  and  the  blue  even  now  known  as 
Marie  Louise. 


Furniture  Manufacturers  Discuss 
Conditions  in  the  Trade 


A  meeting  of  the  Furniture  Manufacturers' 
Association  of  Canada  was  held  in  Toronto  on 
Friday,  June  15.  The  proceedings  were  un- 
eventful, but  there  was  some  interesting  discus- 
sion on  business  conditions  and  other  matters  of 
interest  to  the  trade. 

The  manufacturers  were  frank  to  admit  that 
business  this  season,  up  to  the  present  time,  had 
not  been  up  to  expectations,  but  on  the  other 
hand  it  was  shown  that  the  very  pessimistic 
reports  current  in  certain  quarters  were  quite 
unjustified  by  the  actual  facts  of  the  situation. 
Statistics  show  that  the  shipments  of  furnitvn-e 
to  date  this  year  are  somewhat  ahead  of  the  same 
l^eriod  last  year,  and  while  a  great  deal  of  ground 
has  not  been  gained,  at  least  we  are  not  slipping 
behind.  The  complaints  that  are  heard  are  no 
doubt  due,  in  many  instances,  to  the  feeling  of 
disappointment  on  the  part  of  those  who  had 
expected  that,  by  this  time,  the  business  boom 
in  the  United  States  would  have  been  reflected 
on  this  side  of  the  line. 

The  raw  materials  market  was  re])orted  as 
holding  very  firm  and  steady.  This  condition 
and  the  fact  that  furniture  prices  at  the  present 
time  are  below  normal  as  compared  with  the 
general  level  of  commodity  prices     seems  to 


ensure  that  any  price  movement  in  the  furniture 
industry  in  the  near  future  will  be  upward,  rather 
than  downward. 

Another  subject  that  came  up  for  discussion 
was  the  sales'  tax  changes.  However,  as  the  in- 
terpretation of  the  provisions  of  tht  recent 
enactment  is  in  many  cases  quite  obscure  and 
the  officials  of  the  customs  and  taxation  depart- 
ments have  not  yet  handed  down  their  rulings, 
the  association  has  not  yet  committed  itself  to 
any  statement  in  this  connection.  A  committee 
was  appointed  to  confer  upon  the  rulings  when 
these  are  made  public. 

The  secretary,  Mr.  Cawkell,  expressed  him- 
self optimistically  regarding  the  prospects  for 
fall.  He  believes  that  if  the  harvest  is  up  to  its 
present  promise,  when  people  settle  down  in  the 
fall,  public  sentiment  with  regard  to  retail  buy- 
ing w  ill  be  much  improved,  and  more  attention 
will  he  paid  to  the  furnishing  and  beautifying 
of  the  home. 

The  matter  of  a  furniture  week  to  be  held  in 
Windsor.  Sept.  15  to  21.  has  received  considera- 
tion, and  it  was  decided  to  co-operate  with  the 
merchants  of  that  city  by  making  a  grant 
toward  the  financing  of  the  event  and  also  by 
sujjplying  fixtures. 
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Advertising  that  Made  the  Citizens 
of  London  Sit  up  and  Take  Notice 


SECOND 
SECTION 


WESTERN    ONTARIO'S    FOREMOST  NEWSPAPER.'^ 


SECOND 
SECTION 


r 


LONDON,  ONTARIO.  SATURDAY.  MAY  26,  1123 


THE  JUNE  BRIDE  AND 
HER  HOME ! 

MAKE  IT  RADIANTLY  BEAUTIFUL  WITH 
FURNISHINGS  THAT  BESPEAK  LUXURY  OF 
COLOR.  RESTFUL  EASE  AND  SOLID  COM- 
FORT  FROM  "THE  STORE  OF  HAPPINESS" 


Above  IS  the  opening  page  of  a  special  10-page  section  of  the  London  Free 
Press,  for  which  the  Thomas  Furniture  Co.  was  responsible.  A  "June  Bride 
Edition"  they  called  it,  and  it  was  devoted  to  showing  the  "newly-weds"  how 
best  they  might  furnish  their  homes  and  how  Thomas  could  help  them  do  it. 
Some  of  the  manufacturers  co-operated  and  altogether  it  made  a  very  striking 
and  timely  advertising  feature. 
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FURNISHERS     OF     HAPPY  HOMES 
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The  Rotstein  Furniture  Company,  Toronto,  now 
occupy  the  fine  buitding^  on  Queen  St.  West,  shown 
above.  The  history  of  this  concern  during^  the  last 
decade  is  one  of  remarkably  rapid  progress.  At  the 
outset  they  operated  in  a  very  small  and  unimpressive 
store  on  the  opposite  side  of  the  street.  Gradually 
expanding,  they  moved  into  their  present  building,  but 
only  occupied  part  of  it,  another  retail  concern  sharing 
it  with  them.  Lately  they  acquired  the  entire  building, 
altered  and  improved  it,  and  transformed  it  into  the 
modern  and  attractive  furniture  establishment  illus- 
trated. 
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It  Pays  the  Furniture  Dealer  to 

Make  a  Friend  of  the  Weatherman 


Work  with  Him,  not  Against  Him — Here's  One 
Merchant  Who  Did  it  with  Good  Results — His 
''Weather  Window"  Proved  a  Real  Drawing  Card 


Sometimes  the  weatherman  works  hard  for 
the  retail  merchant.  Sometimes,  on  the  other 
hand,  he  seems  to  fall  down  pretty  badly,  and 
then  he  is  made  the  scapegoat  upon  whom  is 
placed  the  blame  for  a  lot  of  poor  business. 

"But  why  not  make  him  work  for  me  all  the 
time?"  John  Robinson,  furniture  merchant,  asked 
himself.  He  thought  about  it,  and  slept  on  it, 
and  decided  it  was  a  practicable  idea.  Hence- 
forth the  reports  of  the  Weather  Bureau  were 
looked  upon  as  some  of  the  most  important 
literature  that  came  to  his  desk.  He  bought 
himself  a  thermometer  and  slept  Avith  his  wea- 
ther eye  open. 

The  summer  opened  up  with  scnne  \'ile  wea- 
ther— rain  and  wind  and  little  to  attract  any- 
one oiit  of  doors.  Most  of  the  retailers  in  town 
were  in  the  blues  and  their  stores  reflected  their 
condition,  but  this  was  not  the  case  with  our 
friend  Robinson.  He  had  his  plan  of  campaign 
worked  out  and  he  proceeded  to  put  it  into 
effect.  If  the  weather  wouldn't  permit  him  to 
sell  "seasonable"  goods,  he'd  sell  unseasonable 
g'oods  or  any  kind  of  merchandise  that  the  wea- 
ther permitted.  It  seemed  like  sheer  waste  of 
money  to  advertise  lawn  furniture  and  the  like, 
but  if  people  weren't  out  airing  themselves  on 
their  lawns  it  stood  to  reason  that  they  must 
spend  a  larger  part  of  their  time  indoors.  Hence 
the  logical  plan  was  to  concentrate  nn  articles 
of  furniture  that  would  make  the  living  c|uar- 
ters  more  comfortable. 

A  "Weather  Window" 

So  Robinson  arranged  what  he  called  his 
"weather  window."  Part  of  the  equipment  of 
this  Avindow  was  a  large  thermometer  and  bar- 
ometer and  a  bulletin  board  upon  which  were 
posted  the  reports  of  the  weather  bureau.  And 
on  this  same  board,  tied  in  with  the  weather 
reports,  were  suggestions  of  timely  merchandise. 
In  the  window  itself  various  articles  of  furni- 
ture were  shown,  which  seemed  to  make  the 
most  effective  appeal  under  the  existing  weather 
conditions.  During  the  rainy  spell  when  the 
out-of-doors  was  not  inviting,  Robinson  reatured 
such  items  as  card  taldes,  sewing  cal^inets, 
gramaphones,  smoker's  stands,    library  tables. 


and  all  kinds  (jf  furniture  designed  to  make  the 
li\  ing  room  more  attractive.  He  didn't  e\  en 
hesitate  to  feature  some  oriental  novelties,  such 
as  the  Chinese  Mah-Jongg  sets. 

This  is  rather  regarded  as  Christmas  mer- 
chandise, but  it  is  a  pastime  which  many  people 
find  very  fascinating  at  any  time  of  the  year — 
and  it  was  something  different,  something  cal- 
culated to  arouse  interest. 

The  advertising,  of  course,  was  also  in  keep- 
ing. In  each  advertisement,  the  weather  report 
or  forecast  foi'  the  locality  was  printed,  usually 
in  the  upper  left  or  right  hand  corner  of  the 
display,  with  some  catcliA-  weather  epigram  in 
the  opposite  corner.  In  the  centre  at  the  top 
was  the  name  or  trade-mark  of  the  store,  and 
below  this  was  the  advertising  copy,  that  liar- 
monized  with  the  spirit  of  the  weather. 

Always  on  the  bulletin  hoard  there  was  a 
snappy  message  calculated  to  arouse  the  ob- 
server'c  interest  in  the  merchandise:  "A  phono- 
graph and  a  set  of  records  insures  that  the  rainv 
days  will  be  as  jolly  as  the  bright  ones,"  "The 
furnishing  of  your  summer  cottage  is  not  com- 
plete without  card  tables,''  "Many  women  ivl- 
bringing-  sewing  cabinets  with  them  to  their  cot- 
tages this  year,"  "If  xour  living  room  is  com- 
fortable and  attracti\e,  you  can  be  inde;)endent 
of  the  weatherman,"  and  so  on. 

Slogan  that  Sold  Hammocks 

Of  coru'se  when  the  weather  l)rightened  and 
grew  warmer,  Robinson  changed  h's  tune  en- 
tirely. Lawn  and  porch  furniture,  deck  chairs, 
canoe  cushi(.)ns,  hammocks,  camj)  Ijeds,  tents, 
refrigerators,  etc.,  were  featured  in  his  displays. 
But  he  still  used  his  bulletin  Ixiard,  and  it 
proved  equall}'  effective  whatever  the  mood  of 
the  weatherman.  A  few  suggestive  words  sold 
a  raft  of  hammocks  for  him — simply  this, 
"Omar's  recipe  for  summer  ]oys  was  "A  book,  a 
jug  of  wine  and  thou' — but  he  overhjoked  just 
one  thing',  a  hammock." 

Robinson  is  well  satisfied  with  the  season's 
business  so  far,  and  he  savs  he  is  thoroughly  sold 
on  the  idea  of  working  with  the  weatherman, 
instead  of  kicking  against  liim. 
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I 

Doesn't  It  Happen  Every  Day?  i 

1 
i 


Three  Little  Real-Life  Anecdotes  Showing  Why  Some 
Customers   Bought  and    Some  Didn't — The  Lessons 
Taught  are  Applicable  to  Furniture  Stores— They  are 
Actual  Experiences 

A  Retailer's  Experience  as  a  Customer  in 
a  Hat  Store 

"1  dropped  into  the  hat  store  around  the 
corner  to  get  myself  a  new  straw  hat.  1  know 
the  bo3's  there  fairly  well  and  is  was  a  handy 
place  for  me  to  pick  up  a  lid  when  I  felt  that 
impulse.  So  I  really  was  a  regular  customer — 
but  I'm  not  any  longer.  Now  the  fitting  of  a 
hat  is  not  as  delicate  or  scientific  a  matter  as 
the  fitting  of  a  shoe,  but  I  happen  to  have  a 
bump  on  my  cranium,  which  sort  of  complicates 
matters,  particularly  with  a  straw.  My  head- 
gear must  ])e  just  such  a  shape,  if  not,  it  will 
either  crowd  my  brains,  or.  on  the  other  hand, 
imitate  a  toy  balloon  at  every  street  corner,  so 
it  takes  a  little  time  for  me  to  satisfy  myself. 
( )n  the  occasion  referred  to,  the  salesman 
greeted  me  affably  and  produced  a  coui^le  of 
hats  in  the  size  I  asked  for.  T  tried  them  on, 
but  they  came  in  conflict  with  that  bumi)  and  1 
discarded  them.  "Not  quite  my  shape,"  I  said, 
"let's  have  another."  He  handed  me  another 
promptly  enough,  but  it  wasn't  right  either,  nor 
was  the  next  nor  the  one  following  that.  By 
this  time  my  man's  affability  began  to  wane. 


make  myself  unpopular  with  a  neighboring  mer- 
chant. But  henceforth  my  bump  gets  fitted 
elsewhere. 


Promptness  Pays 

The  writer  had  an  anncjying  experience  in 
making  a  purchase  from  a  store  at  a  corner 
where  he  boards  a  street  car  for  the  office  every 
morning.  On  entering  he  found  the  store  empty, 
])Ut  with  someone  in  the  adjoining  room  who 
obviously  knew  of  his  |)resence.  The  store 
keeper  finished  something  he  was  doing — taking 
2  minutes — before  coming  into  the  store,  then 
he  had  to  go  back  for  change.  The  purchaser 
lost  his  car  and  waited  five  minutes  for  another 
— precious  minutes  when  they  mean  punctual- 
ity. He  jnirchases  that  article  three  or  four 
limes  a  week,  but  once  was  sufficient  at  that 
store. 


He  said  to  himself  "If  this  fellow  wants  a  wide 
selection,  I'll  let  him  have  it,"  and  he  began 
throwing  a  whole  crowd  of  hats  on  the  counter, 
without  bothering  to  hand  them  to  me.  He 
knew  very  well  that  1  had  come  in  to  buy  and 
would  buy  l^efore  I  left,  but  he  just  didn't  have 
the  patience  to  be  courteous  when  I  delayed 
him  a  bit.  I  finally  did  get  a  hat  that  suited  me, 
paid  my  money,  and  left  without  expressing  my 
opinion  of  his  salesmanship — I  didn't  want  to 


The  Salesman  Told  a  Lie 

Force  of  habit,  1  suppose,  prompted  me  to 
visit  the.  furniture  department  of  a  large  depart- 
mental store  when  in  quest  of  a  chiffonnier. 
Because  T  wanted  to  fit  this  piece  of  furniture 
into  a  niche  in  the  wall  it  was  necessary  that  it 
should  be  a  certain  width.  The  salesman  who 
attended  me  showed  all  the  lines  the  company 
stocked  and  solemnly  assured  me  that  chiffon- 
niers  were  not  made  in  the  width  T  desired.  On 
this  assurance  T  purchased  the  narrowest  they 
had. 

When  1  had  occasion  to  visit  a  retail  furni- 
ture store  a  few  days  later  almost  the  first  thing 
my  eye  rested  upon  was  a  chiffonnier,  which  on 
further  examination,  proved  to  be  exactly  the 
width  I  desired. 

My  confidence  in  the  departmental  store  has 
received  a  rude  jar.  Either  the  salesman  pur- 
posely made  a  false  statement  to  make  the  sale 
or  else  he  was  ignorant  of  the  fact  that  this 
article  was  made  in  the  width  I  askea  for.  In 
either  case  I  have  made  my  last  purchase  in  the 
furniture  department  of  that  store. 
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With  the  Furniture  Manufacturers 

Conditions  in  the  Trade  —a  Vocational  Course  in  Cab- 
inetmaking  and  Woodworking — Plans  for  the  Kitchen- 
er-Waterloo Furniture  Exhibition — New  Fibro  Wood 
Carving  Factory — Furniture  Man   Enters  Election 

Contest 

From  our  Kitchener  Correspondent 


After  experiencing  a  busy  winter  season  fur- 
niture manufacturers  in  the  district  are  going- 
through  a  period  of  quiet  which  is  being  experi- 
enced by  the  trade  from  coast  to  coast,  the  dul- 
lest in  the  history  of  the  furniture  industry  in 
Canada,  according  to  the  opinion  of  some  of  the 
oldest  manufacturers.  Rushed  up  to  the  hilt  up 
to  a  few  weeks  ago  manufacturers  are  now  at 
wits  end  to  keep  the  regular  staffs  employed.  In 
practically  all  cases  it  has  been  possible  to  date 
to  allow  matters  to  take  their  course  without 
curtailing  the  staffs  to  any  large  extent  and  to 
retain  confidence  that  there  will  be  a  real  re- 
vival of  business  in  the  fall. 

The  present  slump  in  trade  is  accredited  to 
all  those  factors  which  are  being  met  with  in 
many  other  lines  of  business.  However  it  was 
hardly  expected,  in  view  of  the  great  activity  in 
building  that  prevailed  last  year  including  the 
construction  of  thousands  of  new  homes  through- 
out the  country.  Manufacturers  then  were  look- 
ing forward  to  an  impetus  in  trade  which  did 
occur  although  the  duration  of  its  moment  was 
not  what  had  been  anticipated.  Several  causes 
are  attributed  as  being  back  of  the  present  con- 
ditions. First  there  is  the  severity  of  the  win- 
ter and  the  consecjuently  high  fuel  bills  which 
drained  the  purses  of  the  householder.  The  late 
spring  resulted  in  the  postponement  of  many 
purchases  in  the  home,  and  when  the  season  did 
open  there  were  other  channels  to  which  the 
purchasing  power  of  the  consumer  was  diverted, 
including  the  motor  car  sales  agent  and  the  tax- 
collector. 

The  experience  of  local  manufacturers  indi- 
cates that  the  deflation  in  trade  is  general,  al- 
though the  conditions  in  Western  Ontario  are 
better  than  they  are  elsewhere  barring  some 
exceptions,  a  numher  of  manufacturers  report- 
ing better  results  in  Quebec  than  in  their  own 
province.  Looking  ahead  they  see  a  revival  of 
trade  in  the  fall  and  there  is  a  spirit  of  optimism. 
This  is  based  not  only  on  the  apparent  tendency 
of  the  furniture  business  to  become  concentrated, 
under  the  new  conditions  of  society,  during  the 
fall  and  winter  months  of  the  year,  but  on  the 
reports  received  by  representatives  from  dif- 
ferent parts  of  the  country. 

All  of  the  score  of  Kitchener  and  Waterloo 
factories  are  running,  the  average  time  being 
48  hours  a  week.  Staffs  have  been  slightly  re- 
duced but  it  is  not  expected  that  there  will  be 
any  further  curtailment.    The  summer  season, 


however,  being  a  stock  taking  period,  a  number 
of  the  plants  will  be  shut  down  for  two  or  three 
weeks  to  enable  setting  the  respective  houses  in 
order  for  the  next  six  months,  which  will  help 
to  curtail  the  output  for  the  time  being. 


Cabinet  and  Woodworking  Department 
in  New  Vocational  School 

Of  interest  to  the  furniture  trade  is  the  new 
vocational  school  that  is  being  erected  by  the 
Kitchener  and  Waterloo  Collegiate  Institute 
Board  in  connection  with  the  new  collegiate 
which  will  be  ready  by  September  1.  Among 
the  departments  in  the  new  school  will  be  the 
cabinet  and  woodworking  one.  While  it  is  not 
the  intention  to  turn  out  meclianics,  yet  the 
course  it  is  expected  will  be  of  benefit  to  the 
industry  in  the  Twin  Cities,  although  some  years 
will  probably  elapse  before  concrete  results  can 
be  expected,  the  first  stage,  as  in  the  case  of 
other  courses  in  the  school,  being  largely  experi- 
mental and  a  breaking  of  ground. 

Vocational  training  among  other  things  has 
for  its  object  the  enabling-  of  young  men  to  find 
their  proper  place  in  life  and  if  the  course  in 
cabinet  making  and  wood  working  will  make  it 
possible  to  reveal  latent  talent  for  this  work, 
not  only  will  the  youths  but  also  the  industry 
benefit.  While  there  is  no  intention  or  hope  to 
develop  full  fledged  artisans  and  to  replace  the 
former  system  of  apprenticeship  with  an  indus- 
trial school,  yet  it  is  believed  that  the  course 
will  provide  an  impetus  to  the  young  man  and 
to  the  development  of  future  mechanics. 

The  collegiate  board  assisted  by  the  voca- 
tional committee  consisting-  of  citizens  has  re- 
ceived advice  from  furniture  manufacturers  of 
the  community  in  framing  the  course  and  decid- 
ing upon  the  equipment  that  is  to  be  installed. 
Among  the  furniture  men  who  have  been  iden- 
tified with  the  work  to  date  are  E.  O.  Weber, 
(  of  the  E.  O.  Weber  Furniture  Co.),  chairman 
of  the  board,  J.  H.Baetz,  (of  the  Anthes-Baetz 
Furniture  Co.),  chairman  of  the  vocational  com- 
mittee, and  S.  H.  Maxwell,  (of  Malcolm  and 
Hill),  chairman  of  the  wood-working-  sub-com- 
mittee. The  department  will  be  practical  and  it 
is  the  intention  to  provide  a  full  course  in  the 
industry  in  the  course  of  a  few  years.  One  fea- 
ture that  will  be  taken  advantage  of  later  on  is 
the  chemical  plant  which  can  be  used  for  the 
teaching  of  the  chemistry  of  finishing.    A  dry 


50 


FURNITURE  WORLD 


kiln  will  also  be  i)r()\i(lc'd  as  soon  as  the  course 
has  been  i)Ut  on  a  permanent  basis. 

As  is  the  case  of  the  other  courses,  the  cabi- 
net making  and  woodworking  one  will  be  divi- 
ded into  several  divisions  to  meet  the  rc(|uire- 
ments  of  the  Adolescent  Act  of  the  ])rovince. 
One  division  will  be  for  youths  who  are  working' 
and  will  attend  part  time  day  classes.  Another 
will  be  for  young  men  who  are  at  the  vocational 
school  all  day  and  have  not  yet  sought  a  means 
of  earning  a  livehood  and  still  another  will  be  a 
night  course  for  adults  which  it  is  expected  will 
be  popular  with  many  men  in  the  factories  as  it 
will  afford  them  an  op])ortunity  to  secure  a  wider 
knowledge  of  the  theoretical  side  of  the  trade 
and  ultimately  helj)  them  advance.  It  is  the  in- 
tention to  lay  considerable  stress  on  this  course. 

The  co-operation  of  the  furniture  manufac- 
turers of  the  two  municipalities  has  been  secured 
and  their  shops  will  likely  be  used  in  conjunc- 
tion with  the  de])artment. 


Kitchener-Waterloo    Furniture  Exhibi- 
tion July  9  to  14 

Waterloo  County  furniture  manufacturers  are 
preparing  for  the  semi-annual  exhibition  which 
will  be  held  in  Kitchener  and  Waterloo,  July  9 
to  14.  Advantage  as  usual  will  he  taken  of  this 
month  when  dealers  combine  business  with  i)lea- 
sure,  particularly  those  who  come  east  in  the 
summer  but  do  not  come  in  January.  Practi- 
cally all  are  preparing  themselves  for  the  exhibi- 
ing  of  new  designs  either  at  their  own  show- 
rooms in  the  factories  or  at  exhibition  quarters 
down  town.  About  thirty  firms,  two  dozen  of 
which  are  located  in  the  twin  towns  and  Elmira, 
will  be  on  the  list  of  exhibitors.  The  others  are 
outside  firms  which  have  permanent  ([uarters 
here,  being  located  in  show  rooms  in  the  central 
part  of  the  city.  Three  are  in  the  same  block 
as  one  of  the  leading  retail  stores,  forming  a  nuc- 
cleus  of  what  it  is  hoped  will  ultimately  be  a  per- 
manent exhibition.  Secretary  J.  P.  Scully  of 
the  Waterloo  County  Furniture  Exhibitors  looks 
for  the  usual  mid-summer  attendance  following 
reports  to  date  of  manufacturers  despite  the  fact 
that  conditions  in  the  trade  have  been  quiet  for 
the  last  month. 


<irdinarily  successful.  Success,  however,  has 
crowned  his  efforts  in  other  fields  also,  for  he 
has  given  good  service  to  the  community  in 
educational  affairs  and  has  been  identified  with 
humanitarium  projects.  He  has  been  a  member 
of  the  collegiate  board  for  some  years  the  last 
two  of  which  he  has  been  chairman.  In  the 
recent  campaign  Mr.  Weber  had  tin-  misfortune 
to  take  ill  having  been  confined  to  his  home  for 
nearly  two  weeks. 


E.  0.  Weber  Made  a  Good  Run  in 
Provincial  Elections 

A  preeminent  Twin  City  furniture  manufac- 
turer. K.  O.  Weber,  president  of  the  E.  O.  Weber 
Furniture  Co.  Ltd.,  Waterloo,  has  been  in  the 
limelight  within  the  last  few  weeks.  Mr.  Welder 
was  a  candidate  in  the  riding  of  North  Waterloo 
for  the  provincial  legislature  running  as  an  in- 
dependent. He  is  a  native  of  the  county  hav- 
ing been  born  on  a  farm  about  ten  miles  w'est  of 
Kitchener.  He  entered  the  furniture  world 
about  ten  vears  ago  and  has  been  more  than 


A  Growing  Concern 

The  continued  growth  and  development  of 
the  furniture  and  allied  industries  in  the  city  is 
reflected  in  the  construction  of  a  new  factory  by 
j.  Walter  and  Sons,  Ltd.,  manufacturers  of 
fibro  wood  carvings.  This  plant,  which  is  the 
only  one  of  its  kind  in  Canada,  was  fovmded 
about  a  decade  ago  by  the  late  J.  W'alter  who 
accjuired  his  skill  and  knowledge  in  llie  old 
cotmtry  where  he  was  born  and  educated.  With- 
in a  few  years  the  industry,  which  is  being  con- 
tinued by  a  company  under  the  direction  of  one 
of  his  sons,  J.  Walter,  jr.,  has  grown  rapidly. 
I  he  com])any  does  a  considerable  export  trade 
and  besides  su])plying  furniture  factories  with 
their  proflucts  also  caters  to  ship-building  con- 
cerns. A  modern  factory  of  two  storeys  in  rein- 
forced concrete  construction,  60  feet  by  134  feet, 
is  being  erected  on  East  King  street,  and  will 
be  in  operation  Ly  October  1  it  is  expected. 


It's  a  Bear  ! 

\nn  can  hardly  ])ass  a  window  with  a  bear 
in  it  without  sto])])ing  to  look — particularly  if 
it  hapl'cns  to  be  of  the  polar  \  arietv. 

So  when  F.  L.  Ballard.  1024  Main  St 


couxer,  ])lace(l  a 


model  of  a  white  l)ear 


\  an- 
in  his 


— in  mind 


SIMMONS  MATTRESSES  ARE  BUILT 
FOR  SLEEP 

window,  it  created  some  interest.  People  stop- 
])ed  to  rtnd  out  how  the  animal  had  got  into  a 
furniture  window.  Well  it  was  just  a  little  stunt 
to  get  across  a  message.  "I'.ear  in  mind  Sim- 
mons Mattresses  are  built  for  sleep."  The  bear 
was  ])laced  to  one  side,  and  a  little  over  from  it, 
to  one  side,  was  placed  a  sign  on  which  the 
balance  of  the  sentence  was  printed  in 
letters. 
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Upholstering 

How  Winged  Chair  is  developed 

The  next  step  in  the  upholstering  of  the 
chair  described  in  our  last  issue,  is  the  building 
up  of  the  arms  and  wings.  The  arms  require 
considerable  shaping--up,  and  for  this  reason  it 
is  best  to  double-stuff  them,  keeping  the  stuft'- 
ing  soft  and  giving  the  edge  a  single  stitch  to 
create  the  foundation  shape,  as  illustrated  in 
Fig.  92. 

It  is  well  to  continue  the  upholstering  of  the 
arms  up  to  the  muslin  stage  before  treating  the 
wings,  because  the  wings  must  be  built  out  to 
the  same  thickness  as  the  upholstering  of  the 
arms,  so  that  the  join,  where  the  two  meet,  as 
shown  at  XX  in  Fig.  97,  must  be  absolutely 
smooth  so  that  the  covering  may  be  continuous 
with  the  seam  at  this  point. 

The  arm,  as  it  appears  in  the  muslin  stage, 
is  illustrated  in  Fig.  93.  It  may  be  possible  to 
double  stuff'  the  wings,  but  a  stitched  nosing- 
answers  for  all  ])vactical  purposes.  The  canvas 
for  the  nosing  is  back-tacked  on  the  front  of  the 
wing,  as  shown  in  Fig.  94,  allowing  sufficient 
fullness  for  the  corners,  so  that  it  may  be  stuff'ed 
up  and  stitched  to  Sorm  the  symmetrical  roll 
illustrated  in  Fig.  95.  T'his  section  is  then 
lightly  covered  with  hair  and  shajted  u])  in  mus- 
lin, as  shown  in  Fig'.  97. 

The  join  between  the  wings  and  arm  is  blind- 
stitched  in  the  muslin  so  as  to  make  a  smooth 
continuous  surface.  When  completely  covered  in 
the  muslin,  this  chair  has  the  appearance  shown 


"ig.  97,  and  is  then  ready  for 


co\'enns'. 


We  need  not  here  go  into  details  with  regard 
to  the  covering-  of  this  piece,  because  in  all 
respects,  the  handling  of  the  covering  is  the 
same  as  we  have  described  for  other  wing  chairs  : 
the  coverings  for  the  arms  and  wings  are  fitted 
into  position  and  pinned  together  so  that  the 
seam  at  XX,  Fig.  98,  may  be  machine-sewn  and 
pressed,  presenting  a  smoothly  finished  appear- 
ance. 


1lie  chair  in  the  completed  illustration,  Fig. 
'i'',  shows  a  welt  surrounding  the  panels  on  the 
front  of  the  arms  and  wings.  This  welt  may 
l)e  provided  in  either  (jf  two  ways;  it  may  be 
tacked  on  the  face  of  the  arms  and  wings,  as 
shown  on  the  left  side  of  Fig.  -98,  or  it  may  be 
tacked  to  the  back  oi  the  wooden  panels  and 
finished  on  the  front  of  the  arms  and  wings. 
These  wooden  panels  are  covered  and  the  cover- 
ing carried  around  underneath  the  outside  lin- 
ings after  the  panels  have  been  tacked  into  posi- 
tion. 

It  is  possible  to  do  without  these  panels,  but 
the  chair  we  have  illustrated  is  provided  with 
them  and  therefore  we  have  carried  through  the 
explanation  of  their  use. 
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FURNITURE  WORLD 


How  Does  the  New  Sales  Tax  Affect 
You?  Here  is  a  Resume  of  the  Changes  Brought 
Down  by  the  Minister  on  June  20 


The  new  law  respecting-  Sales  Tax  which  will 
come  into  effect  January  1st  1924  is  contained  in 
Bill  No.  230  which  was  introduced  in  the  Do- 
minion Parliament  on  June  20.  The  Bill  pro- 
vides for  a  sales  tax  of  6%  on  sale  price  of  all 
goods  produced  or  manufactured  in  Canada,  sub- 
ject to  certain  exemptions,  to  be  payable  by  the 
manufacturer  at  time  of  sale,  and  also  provides 
for  a  similar  tax  on  the  duty  paid  value  of  all 
importations,  to  be  paid  by  the  importer. 

.\lso  on  Canadian  goods  sold  by  a  licensed 
wliolesaler  or  jobber  to  other  than  a  licensed 
manufacturer  or  producer,  to  be  computed  on 
the  |)rice  paid  for  the  goods  by  the  licensed 
wliolesaler  or  jobber. 

It  is  provided  that  in  certain  instances  the 
])urcliaser  is  to  1)e  furnished  with  a  written 
invoice  of  the  goods  sold,  which  invoice  shall 
state  separately  the  amount  of  the  sales  tax. 
This  i)rovision  applies  to  sales  by  licensed  manu- 
facturers and  by  licensed  wholesalers  to  whole- 
salers or  jobbers  who  are  not  licensed  under  the 
Act.  The  provision  also  ai)plies  in  respect  of 
goods  sold  by  an  unlicensed  wholesaler  or  job- 
fer  to  a  licensed  manufacturer. 

Exemptions  From  Sales  Tax 

Goods  exported  are  to  be  exempt  from  the 
tax ;  also  goods  sold  by  a  licensed  manufacturer 
to  another  licensed  manufacturer,  or  by  a  lic- 
ensed wholesaler  to  a  licensed  manufacturer,  to 
be  used  in,  wrought  into  or  attached  to  articles 
to  be  manufactured  for  sale  and  which  are  sub- 
ject to  the  tax;  also  goods  sold  by  a  licensed 
manufacturer  to  a  licensed  wholesales  or  jobber; 
also  goods  sold  by  a  licensed  manufacturer  or  by 
a  licensed  wholesaler  to  a  Provincial  Govern- 
ment for  the  latter's  own  use ;  also  goods  sold 
by  an  unlicensed  manufacturer,  and  gooa  speci- 
fied in  the  list  of  exemptions  under  the  present 
law. 

Materials  for  Re-Manufacture 

After  January  1st,  licensed  manufacturers 
will  buy  domestic  materials  for  re-manufacture 
into  other  goods  for  sale,  free  from  sales  tax, 
provided  the  finished  product  is  subject  to  sales 
tax  when  sold.  If  the  person  or  firm  from  whom 
the  raw  material  is  purchased  has  paid  a  tax  on 


such  material,  such  firm  will  be  entitled  to  a 
refund  or  deduction  of  the  tax  so  paid. 

A  manufacturer  importing  raw  materials  to 
Ijc  re-manufactured  into  other  goods  for  sale 
will  be  required  to  pay  a  tax  of  6%  on  the  duty 
paid  value  at  the  time  of  importation,  subject  to 
a  refund  of  the  sales  tax  paid  on  the  imported 
raw  materials  when  the  rtnished  product  is  sold, 
provided  the  finished  product  is  subject  to  sales 
tax  when  sold. 

A  manufacturer  who  manufacturers  goods 
which  are  exempt  from  sales  tax  will  not  be 
entitled  to  purchase  raw  materials  to  be  used  in 
the  manufacture  of  such  [)roducts  free  from  tax, 
and  on  imported  raw  material  he  will  not  be 
entitled  to  a  refund  of  the  tax  paid  on  importa- 
tion. Likewise  a  manufacturer  who  does  not 
receive  a  license,  by  reason  of  the  fact  that  he 
does  not  manufacture  or  produce  goods  to  be 
value  of  $10,000  or  more  during  any  fiscal  year, 
will  not  be  entitled  to  purchase  raw  materials 
free  from  tax  nor  to  obtain  a  refund  of  the  tax 
paid  by  him  on  imported  raw  materials.  Such 
a  manufacturer,  however,  does  not  have  to 
account  for  sales  tax  on  his  sales. 

Refunds 

The  first  part  of  sub-section  8  provides  for  a 
refund  to  be  granted  to  licensed  manufacturers 
if  the  tax  paid  by  them  on  imported  materials 
when  used  in  the  production  of  a  finished  arti- 
cle is  not  exempt  from  tax. 

.Sub-section  8  provides  that  where  a  licensed 
manufacturer  or  a  wholesaler  or  other  dealer 
sells  goods,  on  which  tax  has  been  paid,  to  a 
licensed  manufacturer  for  re-manufacture  into 
articles  for  sale,  and  provided  the  finished  article 
is  subject  to  the  sales  tax  when  sold,  a  refund 
of  the  tax  paid  will  be  granted  to  the  vendor, 
manufacturer,  wholesaler  or  dealer. 

Sub-section  8  provides  for  a  refund  of  the  tax 
l)aid  on  all  goods  which  a  licensed  manufacturer 
or  a  licensed  wholesaler  has  on  hand  on  Janu- 
ary 1st,  1924,  where  such  goods  have  been,  are 
being,  or  are  to  be  used  in,  wrought  into  or 
attached  to  articles  to  be  manufactured  or  pro- 
duced for  sale,  provided  that  the  finished  arti- 
cles when  sold  are  subject  to  sales  tax.  All 
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refund  claims  under  this  proviso  must  be  pre- 
sented on  or  before  Jvme  30th,  1924, 

Sub-section  9  provides  for  a  refund  or  reduc- 
tion, not  to  exceed  25%  of  the  sales  tax,  in 
respect  of  goods  manufactured  and  sold  in  Can- 
ada when  similar  goods  may  be  imported  free 
of  customs  duty. 

Sub-section  10  provides  for  a  refund  of  sales 
tax  on  the  re-exportation  of  imported  goods  on 
which  customs  duties  have  been  refunded.  This 
section  also  provides  for  a  refund  of  tax  on 
domestic  goods  which  are  exported. 

Provision  is  also  made  in  the  Bill  for  a  refund 
to  a  manufacturer,  producer,  wholesaler,  jobber 
or  other  dealer  of  tax  paid  on  goods  sold  to  a 
Provincial  Government  for  the  latter's  own  use. 

The  provision  in  last  year's  sales  tax  law  for 
drawback  of  99%  of  sales  tax  paid  on  materials 
used,  wrought  into  or  attached  to  articles 
exported,  remains  in  force. 

Under  the  j^rovisions  of  Sub-section  11, 
where  a  manufacturer  made  contracts  of  sale 
before  May  12th,  1923  on  the  basis  of  the  pre- 
sent sales  tax,  and  goods  are  delivered  in  respect 
of  the  contract  after  January  1st,  1924,  the  Gov- 
ernment will  allow  a  deduction  equal  to  the  dif- 
ference between  the  6%  rate  and  the  rate  in  force 
when  the  contract  was  made.  But  no  deduction 
will  be  granted  in  respect  of  deliveries  made 
under  such  a  contract  after  March  31st,  1924.  All 
claims  for  such  deductions  are  to  be  filed  on  or 
before  June  30th,  1924. 

Rentals,  Royalties,  Custom  Work  Etc. 

It  is  proposed  to  apply  the  6%  tax  to  goods 
which  are  leased  without  being-  sold ;  to  goods 
on  which  a  royalty  is  payable ;  to  goods  manu- 
factured by  contract  for  labor  only,  and  appar- 
ently, also,  to  goods  which  are  manufactured  for 
the  manufacturer's  own  use  and  which  are  not 
to  'be  sold. 


Auction  Sale  of  Furniture  in 
Historic  Hostel 

There  was  an  auction  sale  of  furniture  at 
Niagara-on-the-Lake  on  June  20  at  which  mucli 
fine  old  furniture  was  disposed  of.  The  Queen  s 
Royal  Hotel  has  closed  its  doors,  after  fifty-five 
years  of  service,  during  which  it  has  entertained 
many  notable  guests.  A  fair  crowd  of  people 
gathered  for  the  sale  of  the  furniture,  but  the 
prices  bid  were  in  most  cases  quite  low.  There 
were  solid  walnut  tables,  made  with  the  skill  of 
Jacques  and  Hay,  or  Reid,  of  Hamilton,  which 


sold  at  $5  and  $7  each.  Walnut  chairs  sold  for 
$3  each,  and  a  buffet  of  the  same  wood  was 
knocked  down  for  $57.  Another  choice  jJiece, 
a  beautifully-wrought  china  cabinet  brought 
only  $45.  The  furniture  of  the  Royal  suite  itself, 
occupied  by  King  George  and  Queen  Mary  (then 
Prince  and  Princess  of  Wales)  in  1901,  went  for 
a  comparatively  insignificant  sum,  the  bedstead 
and  dresser  selling  at  $50  and  the  writing  desk 
about  $24. 


The  T.  Eaton  Co.  Ltd.,  Toronto  have  recent- 
ly opened  a  new  department  in  their  Furniture 
Building,  called  the  "Fifth  Floor  Galleries." 
The  department  will  handle  antiques  and  repro- 
ductions of  period  furniture  styles,  as  well  as 
all  kinds  of  outside  contract  work,  cover- 
ing all  branches  of  this  business,  such  as  draper- 
ies, floor  coverings,  etc.  Mr.  R.  M.  Slimon,  for- 
merly of  London  and  New  York,  has  been 
appointed  superintendent  of  the  department. 


Reed  lends  itself  to  the  design  of  attractive  lamps. 
Here  is  one  featured  by  the  J.  B.  Watson  Co. 
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Prominent  Furniture 
Men  of  Canada 


B.  C.  BURROUGHES 

llert  C  BuiTdU^lies,  one  of  the  youngest  of 
Canada's  prominent  furniture  men,  was,  quite 
ai)])ro])riately,  born  in  an  important  furniture 
centre,  tlie  city  of  Stratford,  some  thirty-five 
years  ago.  l*>ut  he  <hd  not  remain  long  in  his 
native  city — for  when  he  was  only  two  years  of 
age,    his    father,    the    late  C.  Burroughes, 

1)1  ought  him  and  the  rest  of  the  household  to 
Toronto.  Three  years  later,  when  he  had 
reached  the  discriminating  age  of  five,  llert  was 
bundled  ofif  to  ])ublic  chhool,  in  order  that  he 
might  lit  himself  to  take  his  ])lace  in  the  business 
world  in  after  life.  Mis  primary  education  was 
obtained  at  the  old  I'hoebe  Street  (now  Ogden) 
.School  and  Rverson  School.  Me  admits,  how- 
ever, that  he  did  not  greatly  distinguish  himselt 
in  his  studies,  and  that  school  athletics  was  more 


basketball  and 
he  captained, 
which  his  par- 


Mr.  B.  C.  Burroughes 

in  his  line.  The  direction  i  if  the 
football  teams,  both  of  which 
occupied  a  great  deal  of  his  time, 
ents  thought  might  have  been  more  profitably 
spent  in  study.  However  there  was  one  branch 
of  his  school  activities,  other  than  the  sports,  in 
which  he  became  deeply  interested,  and  that 
was  the  manual  training  department,  which  was 
then  being  introduced  into  Toronto  schools. 
Indeed  his  aptitude  in  all  kinds  of  wood  carving 
and  the  i)roficiency  he  developed  along  this  line 
became  a  subject  of  general  comment. 

After  leaving  Kyerson  he  took  a  short  course 
in  the  Technical  School  and  business  college, 
but  verv  early  evinced  a  desire  to  enter  his 
"ather's  business,  which  was  at  that  time  con- 
ducted under  the  name  .of  F.  C.  Burroughes  (S: 
C"<).  in  the  old  Jolliffe  stand.  Queen  .Street,  West. 


It  was  here,  at  the  age  of  fourteen,  that  Bert 
Burroughes  began  his  furnitme  career,  working 
through  every  department  of  the  business.  When 
the  firm  moved  to  its  new  cpiarters  at  641  Queen 
.St..  \\  est.  he  had  charge  of  the  electric  fixture 
department  of  the  store  and  about  this  time  he 
became  seized  of  the  idea  that  two  could  live  as 
cheaply  as  one.  Acting  on  this  idea,  he  was 
very  ha])i)il}  married.  b'roni  that  point  in  his 
career  forward,  his  advancement  was  very  rapid, 
and  eventually,  when  the  late  h'.  C.  Rurroughs, 
his  father  and  the  founder  of  the  business,  pass- 
ed away  in  1917,  the  son  was  able  to  assume  the 
responsibility  of  president  and  general  manager 
— a  position  for  which  his  early  training  and 
complete  knowledge  of  e\ery  department  of  the 
business  fitted  him. 

liert  still  is  a  keen  lover  of  outflonr  sport. 
])articularly  baseball,  and  is  a  director  of  the 
llillcrest  Rail  Team.  ( iolf  also  occupies  a  share 
of  his  time,  but  at  this  he  is  somewhat  of  a 
beginner  and  inclined,  so  his  friends  say,  to  T)e 
a  little  oj)tinnstic  about  his  game.  He  finds  time 
to  drive  a  car,  too.  and  if  you  go  motoring  on 
the  llamilton  highway  yf)u  will  often  meet  him 
of  an  exening.  Rut.  with  all  these  activities  that 
lia\e  a  place  in  his  life,  his  most  absorbing 
interest  is  his  home. 

Recently  Air.  Burroughes  was  initiated  into 
the  Masonic  ( )rder  by  his  furniture  l)retlK-i  n 
who  are  members  of  the  craft,  seventy-five  ot 
whom  came  from  all  jiarts  of  the  province  to 
take  |)art  in  the  ceremony. 


Of  Personal  Interest 

J.  II.  I'.aetz,  L.  A.  Calloway  and  \V.  ( ).  Win- 
terhalt  have  returned  from  a  fishing  trip  at 
Bike's  Ray.  Ti'Ke's  Bay  was  a  wonderful  ))lace 
to  catch  fish,  but  w^e  wouldn't  advise  any  of  r)ur 
readers  to  go  there .  this  season,  as  from  all 
accounts,  it  has  now  been  fished  ottt.  We  learn, 
on  good  authority,  that  the  game  warden  in 
future  seasons  proposes  to  restrict  the  piscatori- 
al activities  of  Messrs.  Raet/.,  Galloway  and  W'm- 
terhalt  to  very  limited  periods,  in  order  to  pro- 
tect the  stock  of  fish  in  Northern  Ontario  waters. 


Max  Levinson.  having  i)roperlv  conditioned 
himself  l)efore  lea\ing  his  home  city,  Montreal, 
has  s])rung  into  view  in  ^\'estern  Ontario,  where 
he  has  been  demonstrating  the  merits  of  Way 
.Sagless  si:)rings.  .\la.\  believes  in  i)ractical 
demonstration,  which  probably  accounts  for  the 
^act  that  the  boys  say  he's  asleep  half  the  time, 
thongh  probably  with  one  eye  open. 


Mat  Brown,  of  London.  (  )nt.,  w  hose  naiiic 
is  synonymous  with  hickory,  has  been  investi- 
gating the  lumber  market  at  close  range.  His 
Essex  Coach  got  damaged  in  the  operation, 
when  a  couple  of  logs  rolled  off  the  wagon,  but 
it  was  ])ro\ed  to  his  satisfaction  that  the  lumber 
was  sound  and  solid.  Mat  says  he  was  iust  try- 
ing out  a  new  method  of  bending  at  the  same 
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lime,  1)ut  isn't  altogether  pleased  with  the 
results.  However,  we've  got  a  grudge  against 
the  automobile  industry  in  any  case — and  with 
one  more  car  out  of  commission,  perhaps  we'll 
be  able  to  sell  some  furniture. 


y.  S.  Knechtel,  Hanover,  Ont.,  who  recently 
made  a  trip  to  Colorado  for  his  health,  has 
returned  home  feeling  much  better  for  his  holi- 
day and  intends  to  resume  his  duties  in  the 
management  of  the  Knechtel  Furniture  Co. 
immediately. 


J.  Schwartz,  of  A\'indsor,  Ont.,  ])lans  to  open 
a  new  furniture  store  in  that  city  at  430-432 
Wyandotte  St.,  East,  the  first  week  in  July.  It 
will  l)e  operated  under  the  firm  name  of  I  )o 
ion  l'"urniture  Co. 


P.  Gagnon,  manager  of  the  Durham  Furni- 
ture Company,  Durham,  '  )nt.,  has  been  on  r< 
trip  through  the  West  recently. 


Queen  City  Furniture  Co.  Make  Additions 

The  Queen  City  Furniture  Co.,  Nine  St., 
Toronto,  have  made  alterations  to  their  perman- 
ent showroom,  enlarging  it  considerably.  Their 
stock  room  has  also  been  added  to  and  its  capa- 
city increased  to  take  care  of  some  300  suites. 


Stratford 


Firms  Advertise 
ducts  in  France 


Their  Pro- 


Stratford  is  among  the  Canadian  municipali- 
ties advertised  in  P^rance  by  the  Made-in^Can- 
ada'  train  which  is  touring  that  country.  Two 
Stratford  industries  have  exhibits  on  the  train, 
the  Kroehler  Manufacturing  Company  and  the 
Stratford  Manufacturing  Company. 


Recent  Registrations  and  Business 
Changes 

The  Canadian  Reed  Manufacturing  Company 
has  been  registered  in  Toronto. 

R.  E.  Painchaud,  furniture  dealer,  Montreal, 
has  discontinued  business,  it  is  reported. 

The  Federal  Furniture  Co.,  Toronto,  have 
obtained  a  charter. 

Fescarbeau  &  Frere,  i\u-niture  dealers.  Mon- 
treal, have  registered. 

Walnut  Furniture  Mfg.  Co.,  Montreal,  regis- 
tered. 

Crescent  Furniture  Store,  Ltd.,  Winnipeg, 
incorporated. 

Gull  Lake  Auto  Top  &  Furniture  Co.,  Gull 
Lake,  Sask..  registered. 

The  Empire  Furniture  Store  have  recently 
opened  up  at  496  Yonge  Street,  Toronto. 


A  Progressive  Maritime  Concern 

The  accompanying  cut  illustrates  the  store 
building  of  the  Lounsbury  Merchantile  Limited 
in  Moncton.  N.  B.  This  is  one  of  the  most  pro- 
gressive retail  concerns  in  the  Maritime  Pro- 
vinces, having-  some  twenty  branches  at  differ- 
ent points,  including  Campbellton,  Newcastle, 
Bathurst  and  Chatham. 

In   their   Moncton   store,   one   of   the  finest 


departments  is  that  given  o\-er  to  furniture  and 
house  furnishings.  They  feature  very  fine  dis- 
l)lays  of  these  different  lines,  and  also  pianos, 
granfonolas  and  records.  This  whole  depart- 
ment is  under  the  management  of  T.  \N .  Rhincl. 


An   example  from  the  line  of   Reed  furniture  manufactured  by  the 
J.  B.  Watson  Co. 
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Chesley  Chairs 


have  established  a 
well  merited  reputa- 
tion for  saleability 
and  satisfaction. 


This  is  entirely  due 
to  the  values  offered, 
the  quality  of  mat- 
erials, and  workman- 
ship which  make  our 
prices  always  mod- 
erate. 


You  should  investi- 
gate our  complete 
line  of  profit-makers 
These  include  Dining 
and  Bedroom  Chairs, 
Office  Chairs,  Ten- 
nessee Red  Cedar 
Chests,  etc.  Send  for 
our  new  catalogue 
(No.  24)  and  price 
list  today. 


The  Chesley  Chair  Company  Ltd. 

Chesley  -  Ontario 


BETTER  MADE 
CHAIRS 


Are    you  satisfied 
your  chair  sales? 
should  l)e  year-roun 
lers  and  profit-make 
you  and  they  will 
be  if  you  choose 
the  rii-ht  kind. 


Ball  Chairs  are  a 
specialized  p  r  o- 
duct.  They  are 
made  stronger  and 
ha\e  a  better  fin- 
ish. Place  a  trial 
order  and  you'll 
see  your  sales 
increase. 


Ball  Furniture  Co.,  Ltd. 

Hanover    -  Ontario 
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Crown  Quality 


Mahogany  Lined 
Drawers. 

Dustproof  Construc- 
tion. 

Wood  Backs  to  Mir- 
rors. 

Drawers  have  centre 
bearings  and  run  on 
Metal  Glides  with 
Metal  Stops. 
Interlocked  Corners 
on  Back. 

Dovetailed  Fronts. 


Genuine 
Black  Walnut 
Bedroom 
Furniture 

also  in  French  Grey  Two 
Tone,  also  hand  decorat- 
ed. 

The  construction  of  this  suite 
leaves  nothing  to  be  desired. 
You  can  guarantee  it  uncon- 
ditionally and  be  sure  that  it 
will  give  the  utmost  satisfac- 
tion. 

But  that  is  characteristic  of 
all  Crown  Furniture  and  ex- 
plains its  popularity  with  the 
trade — High  Quality  Moder- 
ate Price. 


I  GROWN  FURNITURE  LTD.,  Preston,  Ont.,  Canada  J 
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— The  Line  that 
Lands  the  Business 


m 
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The  designers  of  Bell  furniture 
keep  a  constant  eye  to  the  horizon, 
watching  for  the  new  style  ten- 
dencies as  they  appear.  Conse- 
quently, their  creations  are  right 
up-to-the-minute  and  in  line  with 
the  prevailing  demand. 

Bell  furniture  designs  for  the  com- 
I  ing  season  are  particularly  attract- 

I  ive.    You  should  have  full  details 

I  concerning  them  NOW. 

a  i 

1    The  Bell  Furniture  Company  Limited  1 

I  SOUTHAMPTON  ■  -  ONTARIO  | 
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Just  a  Reminder. 


We  will  have  a  greater  display  of  Upholstered 
Living  Room  Furniture  at  the  Canadian 
National  Exhibition — August  25  to  Sept.  8— 
than  ever  before  featuring  new  high  class 
American  and  European  designs. 

It  will  be  well  worth  your  while  to  visit  us. 


The  Queen  City  Furniture  Co.  Limited 

27-63  Vine  St.,  West  Toronto 


i 
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Touching  a  Responsive  Chord 

Every  manufacturer  must  have  an  outlet  of  distribu- 
tion for  his  production.  If  there  is  a  slip  of  an  im- 
portant "cog"  in  the  chain  of  distribution  between  the 
factory  and  consumer,  his  sales  suffer. 

The  retail  merchant  is  the  most  important  link  in  the 
chain  of  distribution.  His  problem  of  selecting  the 
right  goods  is  difficult,  consequently  he  is  anxious  to 
learn  of  the  merits  and  possibilities  of  your  line.  A 
message  directed  to  him  touches  a  responsive  chord. 

By  advertising  in  "Furniture  World"  you  reach 
the  dealer  through  his  own  specialized  medium. 
You  create  new  dealers  and  keep  present  dealers  sold. 
You  take  the  direct  road  to  the  man  you  want  to 
interest. 

The  "Furniture  World"  can  serve  you  because  it  is 
already  serving  in  an  efficient  manner  the  retail  fur- 
niture dealers  from  coast  to  coast.  It  can  be  made  an 
important  factor  in  increasing  the  dealer's  interest  in 
your  product. 

A  request  to  the  "Furniture  World,"  347  Adelaide  St. 
West,  Toronto,  for  copy  suggestions  and  advertising 
plan  will  incur  no  obligation  whatever. 
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Example  of  the  aggressive 
Development  of  a  House 
Furnishings  Department 


Home  Decorations 


What  do  you  know  about 
Cretonne? 


The  proper  method  of  laying 
Linoleum 
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Guaranteed  Chesterfields  and  Easy  Chairs 


W.  J.  ARMSTRONG,  LIMITED 

I  GUELPH,  ONTARIO  | 
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THERE  CAN  BE  ONLY  ONE  BEST 

When  your  Customer  says, 

"I  want  the  best  mattress  made," 
There  can  be  only  one  answer 

THE  COMFY  SPRING  MATTRESS 

Guaranteed  for  5  years,  and  the  price  is  within  the  reach  of  all. 
Our  Line  of  Felt  Mattresses  — 

SNOWDRIFT,    PEERLESS,    MONARCH,  PARAGON 

All  Guaranteed  100%  New  Material 
Write  us  for  particulars  and  prices 

The  National  Mattress  Felt  &  Batting  Company 

340  Gerrard  Street  East  -  -  Toronto 
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Draperies  are  given  a  place  next  the  front  windows  on  the  fourth  floor  where  excellent  natural  illumination  brings  out  the  beauty  of  the 

designs  and  colorings 

F.  G.  Burroughes  Co.  Undertake 

Aggressive  Development  of  House 
Furnishings  Department 

Give  Over  Floor  to  Display  of  Lines  of  Furnishings  and 
Place  Specialist  in  Draperies  and  Interior  Decorating 

in  Charge 


Many  furniture  houses  are  coming"  to  a  real- 
ization of  the  fact  that  there  are  possibiHties  of 
increased  business  and  greater  customer  satis- 
faction through  the  development  of  the  House 
furnishings  department.  Recently  the  F.  C. 
P)Urroughes  Company,  Toronto,  have  taken  steps 
to  enlarge  this  department  of  their  store  and  to 
give  it  the  greater  prominence  which  they  be- 
lieve it  deserves.  The  larger  part  of  the  fourth 
floor  is  given  over  to  it  and  a  specialist  in  the 
line  has  been  brought  in  to  manage  the  dej^art- 
ment. 

The  new  manager  is  Mr.  C.  H.  Coles,  who 
previous  to  his  connection  with  the  Burroughes 
Co.,  had  been  with  the  Calgary  Furniture  Co.  for 
fifteen  years  handling  the  house  furnishings  de- 
partment of  that  concern.    Mr.  Coles'  first  train- 


ing in  the  business  was  in  the  East,  with  some 
of  the  big  Ontario  departmental  stores,  so  that 
he  has  a  knowledge  of  both  eastern  and  western 
conditions  and  the  wide  and  successful  experi- 
ence he  brings  to  his  new  charge  makes  the  pro- 
spects for  its  success  brig-ht  indeed. 

The  representative  of  the  "Furniture  World" 
received  a  most  interesting'  response  from  Mr. 
Coles  to  a  query  regarding-  the  place  of  a  house 
furnishings  department  in  a  furniture  store. 

"The  inauguration  of  a  house  furnishings  de- 
])artment,"  he  said,  "is  not  a  matter  to  be  under- 
taken without  considerable  thought  and  investi- 
gation. It  is  a  highly-specialized  business  in 
itself  that  requires  the  attention  of  one  who  has 
a  natural  aptitude  for  it  and  a  thorough  know- 
ledge of  the  line.    Nevertheless  there  is  no  nues- 


62  FURNITURE  WORLD 


I 


Considerable  space  is  devoted  to  the  carpet  department  and  a  very  LoniplcH.  slock  is  carried 


Linoleums  and  Congoleums  make  a  wonderfully  attractive  showing  when  well  displayed  as  in  this  department.     Note  the  large  rack  on 
the  right  hand  near  the  rear — ^this  is  a  great  convenience  in  presenting  the  different  designs  to  a  customer 
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Announcing  the  Re-Organization 
and  Expansion  of  the  Burroughes 
Rug  and  Drapery  Sections 


Would  the  Advice  of  A 
Drapery  Specialist  Help  You? 

THEN  ACCEPT  OUR  INVITATION  TO  CONSULT 
HIM     NO  CHARGE  FOR  THIS  SERVICE 


JiERHAPS 


are  qujU  aulht^rti 


a  doubly  clUcliv< 
I  art  ba^td  upon 


A  MONTH  ago  this  was  but  an  idea.  A  modern  specialist  in  draperies  and  in- 
•'^  tenor  tlecotating  was  retained,  and,  under  his  guidance,  the  plan  was  de- 
veloped into  Its  present  materialized  'orni. 

So  that  now  wc  are  able  to  invite  you  to  visit  a  vastly  improved  and  enlarged 
drapery  section.  One  which  is  equipped  to  render  splendid  service  to  any  size 
home 

A  new  and  interesting  assortment  of  malenals  has  just  arrived,  and  wc  ask  you 
to  come  and  inspect  the 

Comprehensive  Showing  of  the 
Newest  Creations 

in  curtains,  cretonnes,  Madras,  muslms,  shadow  cloths,  casement  cloths,  curtain 
nets,  panel  nets,  rugs,  hall  runners,  linoleums,  congoleum  and  linoleum  rugs,  a? 
well  as  ,,11  kindred  lines 

Clearing  Discontinued  Patterns  and 
Counter  Soiled  Goods  at  Bargain  Prices 


Curtains 

Regular  up  lo 
$5,50  Pair 


SO. 95 


Portiere 
Curtains 


3 


95 


Fiffured 
Velvet 


50^ 


Window 
Shades 


95^ 


Folding 
Screens 


4 


.00 


The  reorganized  house  furnishing  department  has  been  given  considerable  prominence  in  the  Burroughes 
newspaper  advertising  and  is  also  featured  frequently  in  the  window  displays 


tion  but  that  the  logical  place  for  the  sale  of 
house  furnishings  is  the  furniture  store.  The 
whole  trend  of  retail  business  to-day  is  toward 
completeness  of  service,  and  the  furniture  dealer 
who  sells  chairs  and  tables  and  buli'ets  and 
chesterfields,  hut  not  the  accessories  which  are 
required  for  their  proper  setting  is  only  offering- 
partial  service.  A  suite  of  furniture  however  fine 
and  expensive  is  lost  if  placed  in  a  room  where 
the  draperies  and  decorations  are  not  in  keeping. 
Is  it  not  logical,  therefore,  that  the  concern  that 
supplies  the  furniture  should  also  supply  those 
accessories  upon  which  the  effective  use  of  the 
furniture  depends?" 

Draperies  Require  a  Trained  Man 

"I  do  not  suggest,"  Mr.  Coles  went  on  to  say, 
"that  every  furniture  dealer  should  attempt  to 
operate  a  house  furnishings  department.  If  the 
field  he  is  catering  to  is  not  sufficiently  large  to 
allow  of  his  employing  a  man  who  understands 
the  line  thoroug'hly,  to  look  after  it,  he  had,  in 
my  opinion,  better  stick  to  his  furniture,  for 
when  one  'begins  to  handle  draperies,  and  so  forth 
without  knowing"  the  goods  he  is  selling,  there 
are  all  kinds  of  snags  he  may  strike.  Carpets 
and  linoleums  of  course  are  easier  lines  to 
handle  and  there  are  not  the  same  difficulties 
and  dangers  to  be  encountered.  Consequently 
they  may  safely  find  a  place  in  any  well-organ- 
ized furniture  store,  whatever  its  size,  but  the 
draperies  require  a  trained  man." 

In  Toronto,  the  consuming  public  in  general 
has  not  yet  been  educated  to  seek  their  require- 


ments in  house  furnishings  from  a  furniture 
store.  The  reorganization  of  the  Burroughes 
house  furnishings  department  forms  a  new  chan- 
nel, and  how  to  cause  an  adecjuate  stream  of  trade 
to  How  through  it  is  the  problem  which  faces  the 
new  manager. 

"We  cannot  hope  to  swing  trade  our  way  in 
a  week  or  a  month,"  he  says,  "it  will  require  a 
gradual  process  of  education,  with  constant  ad- 
vertising and  display  work.  We  regard  our 
window  and  interior  displays  as  our  most  eft'ec- 
tive  instruments  of  propaganda,  and  indeed  we 
have  already  had  specific  evidence  of  their  effi- 
cacy. One  customer  who  came  in  just  a  day 
or  two  ago  told  us  that  she  had  been  attracted 
by  the  window  display  as  she  had  passed  by  in 
her  automobile  the  previous  day  and  that  her 
attention  had  been  aroused  by  the  number  of 
people  who  gathered  around  the  window  look- 
ing at  our  showing  of  draperies.  Thus,  one  by 
one,  we  are  building  up  a  clientele  of  satisfied 
customers  for  our  new  department." 

The  Matter  of  "Service" 

"What  constitutes  the  service  that  the  house 
furnishings  expert  should  render  his  customers?" 
Mr.  Coles  was  asked.  "That,"  he  replied,  "may 
go  all  the  way  from  merely  selling  her  a  piece  of 
goods  she  asks  for  to  visiting  her  home,  exam- 
ining her  rooms,  estimating"  the  rec[uirements  of 
each  both  as  to  quantities,  color  harmony  and 
so  forth,  and  supplying  her  with  goods  that  are 
in  keeping  with  the  furniture,  decorations  and 
general  architecture  of  the  house,  and  at  the 
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same  time  suited  to  the  individual  taste  of  the 
customer.  That's  tlie  sort  of  business  the  house 
furnishin<4s  man  likes  to  get— where  he  is  given 
a  free  hand  to  go  ahead  and  make  a  real  job 
that  will  he  a  credit  to  his  lirm.  There  is  no 
advertising  medium  to  e(|ual  women's  tongues 
and  when  you  beautify  a  home  and  please  the 
lady  of  the  house,  she's  going  to  pass  the  word 
along,  and  of  course  her  friends,  too,  when  they 
visit  her  will  notice  and  pass  remarks  that  will 
bring  forth  information  as  to  who  was  respon- 
sil)le  for  carrying  out  the  drapery." 

"Yes,''  said  the  World  representative,  "that 
may  be  all  xery  well  with  ])ig  customers  and 
big  houses,  but  when  you  are  dealing  with  a 
customer  who  owns  a  small  six-roomed  home, 
wlvAt  then?" 

"The  six-room  grade 
that  serxice,  just  as  is 
tomer,''  was  the  re])ly. 
am  prepared  to  \isit  the 
to  estimate  their  re(|uirements,  though  1  realize 
that  in  many  instances  the  cost  of  my  time  may 
eat  up  an\'  pi'oHt  there  is  in  the  job.  Ilowexer, 
I  (igure  it  is  lirst  class  adxertising  lor  I5ur- 
I  oughes,  and  later  as  ])usiness  de\  elo])s  i 
to  ha\c  an  assistant  whu  can  look  after 
smaller  jobs.' 


of  customer  is  olfercd 
the  sixteen-room  cus- 
'At  the  outset,  1  myself 
home  ol  anv  customer 
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Co-operation  with  the  Salespeople 

(  )ne  of  the  problems  in  the  ])romotiiin 
new  department  in  a  retail  store  is  to  get 
salespeo])le  in  other  de])artments  to  co-oi)erate. 
Mr.  Coles'  solution  of  this  difficulty  is  a  surpris- 
ingly sim])le  one.  "I'm  nut  asking  them  for  their 
co-operation,"  he  said,  "I'm  giving  them  mine. 
A  salesman  will  naturally  endeavor  to  sell  a  cus- 
tomer as  large  a  bill  of  goods  as  j^ossible  in  order 
to  make  a  good  showing  on  his  tally  at  the  end 
of  the  day.  If  I  simply  depended  on  the  statif 
to  switch  their  customers  over  to  me,  I'd  have 
my  difficulties.  The  salesman  won't  take  a 
chance  on  handing  over  the  customer  until  he 
has  sold  her  all  he  possibly  can.  If  he  passed  her 
over  to  the  house  furnishings  department  just 
when  the  op]:»ortune  moment  for  the  suggestion 
of  draperies  came  up,  it  might  Ije  the  means  of 
losing  him  a  sale  in  some  other  department,  as 
she  might  spend  all  she  felt  she  could  afford  on 
draperies  and  similar  lines.  At  any  rate  her  in- 
terest would  be  thrown  into  another  channel  and 
the  salesman's  contact  with  her  broken.  And 
he's  not  going  to  take  that  chance.  So  my  policy 
is  not  to  take  the  customer  out  of  the  salesman's 
hands,  unless  he  so  desires  it.  He  brings  his 
prospect  along  and  introduces  her,  or  him,  to 
me,  and  I  assist  in  the  selection  of  the  goods,  or, 
as  is  frecjuently  the  case  the  salesman  says  'Mr. 

Coles,  I  will  place  Mrs.  B          in  your  hands,  as 

my  knowledge  of  this  line  is  not  sufficient  for 
me  to  serve  her,'  but  he  waits  while  the  transac- 
tion is  being  carried  out  and  the  sale  is  credited 
to  him  the  same  as  if  he  had  made  it  himself. 
In  this  way  we  have  no  difficulty  in  having  our 
staff  introduce  customers  to  the  house  furnish- 


ings department.  In  stores  where  each  salesman 
is  confined  to  some  one  particular  department, 
the  same  method  of  course  could  not  be  so  read- 
ily applied." 

The  Stock  of  the  House  Furnishings  Department 

it  may  be  interesting  to  examine  the  stock 
of  the  house  furnishings  department  and  men- 
tion the  best-selling  lines.  In  curtains,  one  of 
the  most  popular  features  at  the  moment  is  the 
]Kinel  effect.  Either  the  straight  panel  curtain 
may  be  used,  or  panelings,  in  piece  goods,  that 
can  be  cut  to  any  width  to  fit  different  sizes  of 
windows.  Curtain  nets  by  the  yard,  or  yard- 
age nets,  as  they  are  called,  are  also  a  very 
strong  line  at  the  moment,  and  Swiss  nets  are 
again  selling  extensixely,  after  having  been  off 
the  market  for  a  number  of  years,  owing  to  the 
contingencies  of  the  war. 

f'or  portieres,  plain  fabrics  are  the  most 
juacticable  and  are  in  the  biggest  demand — such 
as  \elours,  re])S,  i^oplins,  damasks. 

The  \(igue  in  o\erdra])es  on  the  windows 
shows  cretonnes  and  shadow  cloths  still  among 
the  favorites,  there  being  such  a  wide  range  of 
designs  and  color  effects  in  these  printed  cloths 
that  the  decorative  possibilities  are  almost  un- 
limited. Outside  of  these  there  are  the  Madras 
muslins  anl  the  plain  casement  cloths,  etc. 

The  other  main  lines  included  in  the  Hur- 
rouglics  house  furnishings  department  are  car- 
|)ets  and  linoleums,  and  window  shades,  and  there 
are  besides,  of  course,  a  hundred  and  one  acces- 
sories necessary  to  the  complete  service  of  the 
customer. 

The  illustrations  of  the  de]jartment  serve 
better  to  convey  an  impression  of  it  to  the  reader 
than  any  descriptive  matter  can.  It  occupies, 
as  has  been  mentioned,  practically  the  entire 
fourth  floor,  and  presents  a  bright,  well-lighted, 
roomy  appearance.  The  floor  is  separated  into 
two  sections  by  a  dividing  wall.  In  one  section 
the  larger  are  the  draperies  and  carpets,  the 
draperies  occupying  the  space  next  the  front 
windows,  and  in  the  other  are  the  linoleums  and 
congoleums.  As  shown  in  the  cuts,  most  care- 
ful attention  is  given  to  tlie  display  of  the  mer- 
chandise, so  that  appears  to  the  best  possible 
advanta,ge  tf)  the  eye  of  the  prospective  cus- 
tomer. 


For  Sale 


A  large  double  furniture  wagon  and  a  heavy  -set  of 
harne.s.s,  cheap.  xApply  Messrs.  Ford  &  Huffman,  Blen- 
heim, Ont. 


Your  Factory  Engineer 

should  receive  twice  monthly  a  magazine  that  will  tell  him  how 
to  eliminate  electrical  troubles  in  the  factory  and  show  him  how  to 
cut  your  power  costs.  The  ELECraiCAL  NEWS  is  published  for 
the  benefit  of  users  of  electricity  and  contains  valuable  informa- 
tion of  all  factory  superintendents  who  use  electric  power.  $2.00 
per  year  of  24  issues.    Write  to  349  Adelaide  Street,  West,  Toronto. 

7— T.F 
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Little  Expense  Necessary 
to  Start  a  Home  Dec- 
orations Department 


Commence  by  Assembling  all  Decora- 
tive Pieces  at  One  Spot  to  Facilitate 
Selection 


Most  every  furniture  store  has  the  nucleus 
of  a  Home  Decorations  Department. 

Here  is  a  partial  list  of  merchandise  which 
qualifies    for    a    place    in    this    department: — 

Tapestry  wall  panels,  tapestry  cushion  tops 
and  table  runners,  couch  covers,  prayer  rugs. 
Parisrugs,  decorative  wall  mirrors,  candle 
sticks  and  shades,  folding  screens,  hook  rugs, 
telephone  covers,  book  racks,  art  pottery,  vases, 
statuary,  decorative  lamps,  serving  trays,  brass 
door  knockers,  floor  pillows,  picture  cords,  etc., 
and  only  the  best  selling  pictures. 

You  will  find  that  most  of  this  merchandise 
is  in  many  cases  distributed  in  various  depart- 
ments. 

As  a-  starter,  feature  a  representative  assort- 
ment of  each  item  in  your  Home  Decorations 
Department,  leaving  the  present  displays  where 
they  are,  with  the  idea  later  of  confining  these 
goods  to  this  one  department. 

Popularly  priced  tapestry  wall  panels  are  an 
important  item  for  the  reason  that  they  will 
make  up  for  any  falling  off  on  picture  volume, 
tapestry  fitting  naturally  in  the  atmosphere  of 
the  modern  home.  Gradually  eliminate  the  slow 
selling  numbers  of  framed  pictures.  Feature  old 
English  and  French  prints,  mezzotints,  etc. 

Wall  mirrors  are  increasing  in  favor. 

Location 

This  must  in  the  final  analysis  depentl  upnn 
the  present  departmental  layout. 

There  are  many  items  included  in  the  Home 
Decorations  Department  list  that  will  be  quickly 
picked  up  if  they  are  seen  by  the  passing  cus- 
tomer. The  Home  Decorations  Department 
then  should  be  so  situated  that  a  maximum 
number  of  people  will  come  into  contact  with  it. 
Generally  speaking  there  is  much  in  favor  of 
having  it  nearby  when  the  customer  is  consider- 
ing home  furnishings. 

At  the  start  it  need  not  be  large,  but  it 
should  be  business-like  and  this  department  in 


no  instance  should  be  considered  as,  or  he  made 
to  look  like,  an  exhibit  space.  The  goods  that 
are  featured  should  all  be  saleable  and  within 
the  reach  of  the  store's  regular  patrons.  No 
flare  for  merely  artistic  effects  should  be 
indulged.  Goods  that  are  not  bought  on  the 
basis  of  value  will  not  sell  on  the  basis  of  value. 

Inter-Department  Relation 

In  assembling  goods  for  tiie  Home  Decora- 
tions Department,  it  will  be  necessary  to  draw 
from  several  other  departments.  Consequently 
there  arises  the  question  of  managership  and 
departmental  equity.  Whose  department  is  the 
Home  Decorations  Department? 

In  many  stores  where  one  buyer  buys  for 
draperies,  floor  coverings,  lamps  and  pictures, 
this  solves  itself,  for  doubtless  the  department 
would  come  under  this  buyer's  control. 

Where  there  are  several  buyers  for  the  home 
furnishings  departments,  the  problem  of  depart- 
ment managership  and  buying  can  be  solved  by 
placing"  over  such  a  department  a  managerial 
head  responsible  to  the  merchandise  man  or 
proprietor.  It  would  then  be  required  of  the 
various  buyers  to  buy  their  respective  lines  for 
this  department  and  contribute  from  their  pro- 
fits a  percentage  for  overhead.  For  example, 
the  drapery  buyer  would  buy  tapestry  wall 
l)ane]s,  table  runners,  cushions  and  cushion  tops, 
couch  covers,  screens,  etc.  The  lamp  buyer 
would  buy  illuminative  decoratives,  pieces, 
statuary,  cases,  etc.  The  furniture  buyer  would 
buy  decorative  mantel  and  boudoir  clocks, 
candle  sticks,  book  racks,  card  tables,  etc. 

Later  it  would  doubtless  be  found  important 
to  place  a  separate  buyer  in  this  department  or 
advance  a  manager  to  the  position  of  buyer. 

Seasons 

The  Home  Decorations  Department  is  a  year 
round  attraction  and  in  this  respect  will  lend 
valua])le  support  to  other  home  furnishings  de- 
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])artinents.  Pe()i)le  are  always  adding  decora- 
tive articles  to  their  homes  and  making  gifts  of 
this  character,  whereas  at  only  two  seasons  of 
the  year  do  they  come  in  unusual  numbers  to 
the  general  home  furnishings  departments. 

It  is  important  to  make  a  distinction  between 
home  furnishings  and  home  decorations.  Fur- 
nishings refer  more  to  the  staple  fixings  such 
as  drapes,  floor  coverings  and  furnishings  which 
are  changed  only  seasonably.  Decorations  are 
constantly  being  changed  or  added  to.  Natur- 
ally more  business  will  flow  to  this  department 
in  the  si)ring  and  fall.  On  the  other  hand  it 
will  become  a  profitable  Christmas  department. 
It  will  have  these  three  seasonal  peaks  and 
maintain  a  high  average  of  sales  twelve  months 
of  the  year,  provided  it  is  pro]^erly  promoted 
and  managed. 

Merchandising,  Advertising  and  Sales 

The  Home  Decorations  De])artment  should 
show  an  immediate  voktme  and  a  good  profit, 
the  merchandising  proviso  being  that  the  goods 
selected  for  this  department  be  bought  with  the 
idea  of  \a1uc  in  mind.  It  is  not  to  be  a  curio 
sho])  but  a  li\c,  hustling  section  of  activity. 

It  is  a  practice  to  mark  high  much  of  the 
merchandise  which  belongs  in  such  a  depart- 
ment. This  is  to  compensate  for  the  amount 
of  time  that  it  ordinarily  is  in  stock.  This  high 
mark-up  may  not  be  necessary  in  the  Home 
Decorations  Department.  The  goods  that  now 
turn  but  once  or  twice  a  year  may  with  good 
management  turn  four  and  six  times  in  greater 
quantities,  so  that  a  much  lower  mark-up  would 


be  justified.  Moreover,  no  favors  should  be 
sliown  to  this  class  of  goods.  If  properly 
l)ought  it  asks  no  merchandising  favors,  but 
should  be  moved  cjuickly. 

Regular  features  should  be  made  and  goods 
displayed  in  (|uantity  and  advertised  regularly. 
The  Home  Decorations  Department  should 
come  in  for  its  share  of  window  space.  In 
advertising  it,  a  small  distinctive  hand-lettered 
cut  of  the  title  "Home  Deccjrations  Department" 
might  well  head  the  space,  at  least  until  your 
customers  come  to  know  it  as  a  definite  depart- 
ment. But  always  where  other  home  furnish- 
ings are  advertised,  the  Home  Decorations 
Department  should  be  also  represented. 

Promotional  Ideas 

Put  your  advertising  man  to  work  on  meth- 
ods for  promoting  the  new  department.  There 
are  many  opportunities  for  keeping  the  interest 
ali\e  in  this  sort  of  merchandise.  And  aside 
from  your  regular  advertising  a  small  leaflet 
might  be  devised  to  go  out  with  your  monthly 
statements. 

How  about  a  letter  to  interior  decorators  and 
to  i)eo])le  who  have  recently  purchased  homes 
or  new  furnishings? 

In  whatever  promotion  is  done,  the  customer 
should  first  be  sold  the  idea  of  the  Home 
Decorations  Department, — and  the  need  it 
meets  in  olYering  a  wide  choice  at  one  place  of 
all  the  various  articles  of  a  decorative  character 
which  give  the  home  its  expression  of  individual- 
it  v. 
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Bel!  Inn.  Hurley 


King's    Head   Inn,  Aylesbury 


Bell   Inn,  Tewkesbury 


George  Inn,   Norton  St.,  Philip 


as:  ■ 

Bear  Inn,  Brereton 


Star  Inn,  Alfriston 


The  above  illustrate  an  interesting  series  of  "Old  English  Inns"  recently  published  by  the  Phillips  Manu- 
facturing Co.    The  original  drawings  were  by  the  celebrated  artist,  Mr.  Cecil  Aldin 
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What  Do  You  Know  About 

Cretonne? 

A  Fabric  Whose  Varied  and  Beautiful  Designs  Make 
it  One  of  the  Most  Popular  Draperies  for  the  Home 


What  do  you  know  about  cretonne?  If  you 
are  selling  it  you  ought  to  know  everything,  in 
a  general  way,  that  there  is  to  know  about  it. 
Not  that  it  is  for  one  moment  suggested  that 
the  salesman  should  attempt  to  regale  the  cus- 
tomer with  a  history  of  the  material  and  a  de- 
scription of  the  technical  points  in  its  manufac- 
ture. But  if  you  know  your  goods,  the  cus- 
tomer c_[uickly  senses  the  fact  and  her  confidence 
in  you  becomes  established. 

Why  the  name  cretonne?  Well,  it  is  due  to 
the  fact  that  the  origin  of  the  material  is  credi- 
ted to  the  district  of  Creton,  Normandy,  which  is 
renowned  for  its  linens  and  chintz.  At  the  outset 
it  was  applied  to  a  fabric  of  hemp  or  linen,  but 
cretonne  as  we  understand  it  today  has  a 
heavy-weight  cotton  fabric  as  its  base. 

French  cretonnes  are  distinguished  by  their 
lavish  use  of  color,  which  run  to  all  shades  of 
the  rainbow,  while  the  American  cretonnes  are 
produced  in  rather  more  subdued  effects,  though 
bright  enough. 

It  is  some  fifty  years  since  cretonne  was  first 
manufactured  on  this  side  of  the  Atlantic,  and 
great  developments  have  been  made  in  its  weav- 
ing and  printing.  It  is  the  latter  part  of  the 
process  that  determines  the  attractiveness  of  the 
goods,  for  cretonne  is  simply  a  cotton  fabric  of 
good  quality,  on  which  designs  are  printed. 
Originally,  a  block-printing  process  was  used  for 
this  purpose,  but  now  the  cylinder  press  has 
superseded,  which  has  increased  efficiency,  re- 
duced cost,  and  made  the  production  of  an  almost 
unlimited  variety  of  colorings  and  designs  prac- 
ticable. 

The  Color  Appeal 

A  writer  in  the  Dry  Goods  Economist  points 
out  that  in  the  sale  of  cretonne,  it  is  well  for  the 
salesman  to  bear  in  mind  that  he  is  dealing, 
frequently,  with  a  customer  of  high  emotional 
tendencies.  This  fact  is  attested  by  their  re- 
quest and  interest  in  cretonnes  of  high  shades, 
as  color  tones  and  shading  reveal  the  customer's 
character  perhaps  more  than  any  other  outward 
manifestations.  Colors  appeal  directly  to  the 
subconscious  mind  of  many  customers,  and  the 
wise  salesman  will  frame  his  sales  appeal  almost 
entirely  along  these  lines. 

"The  color  sense  is  known  to  be  one  of  the 
most  primitive  senses,  as  shown  by  the  manner 
in  which  savages  will  daub  themselves  with  var- 
ious pigments  to  express  emotion,  sorrow  or 
anger.  This  is  attributed  to  colors  having  a 
subtle  influence  on  certain  brain  cells  due  to  the 


chemical  action  of  the  colors  conveying  certain 
messages  to  these  cells. 

"That  is  why  it  is  easier  to  sell  cretonne 
when  exhibited  in  glaring  daylight  than  under 
artificial  light,  the  reason  being  that  the  color 
effect  or  tone  message  of  the  colors  is  more 
quickly  telegraphed  to  the  receptive  brain  cells 
by  reason  of  the  light  under  which  they  are 
shown.  If  you  wish  to  test  this  theory,  try 
selling  you  next  cretonne  in  a  dark  recess  of  the 
showroom  and  note  how  the  sale  falters  and 
hesitates ;  and  to  further  prove  the  theory,  dis- 
play next  under  daylight  or  draw  a  piece  over 
to  the  window  or  doorway,  allowing  the  day- 
light to  play  upon  the  high  colorings  of  the 
cretonne,  and  observe  how  much  more  interest 
the  customer  displays  in  the  goods,  also  how 
much  more  easily  the  average  sale  (conditions 
being  equal)  is  made.  This  is  doubly  true  when 
selling  to  persons  of  the  emotional  type.  Color, 
life,  vividness  and  activity  interest  this  type, 
while  a  quiet,  forceful  recital  of  the  merits  of 
the  goods,  together  with  calling  attention  to  their 
artistry,  will  add  to  their  interest  and  make  the 
sale. 

"All  these  things  may  appear  to  the  average 
salesman  as  superficial  or  savoring  of  the  mythi- 
cal, but  salesmen  and  students  of  sales  science 
tell  us  these  traits  are  in  evidence  with  each 
person  served.  The  trouble  is  that  the  sales- 
man fails  to  recognize  this  fact,  and  places  ob- 
stacles to  his  own  success  in  his  own  path. 

Consider  the  Exposure 

"Again,  the  exposure  of  the  room  for  which 
the  material  is  to  be  used  must  be  taken  into 
consideration.  For  example,  if  the  drapes  are 
to  be  sold  for  a  room  havinp-  a  northern  expos- 
ure, the  warm  tones  of  yellow,  orange  and  brown 
are  best  suited,  as  these  warm  tones  offset  or 
counteract  the  effect  of  the  bleak  northern  sky. 
It  is  also  well  to  remember  that  colors  which 
fade  easily  must  never  be  used  under  the  strong 
northern  light. 

"For  windows  exposed  to  the  soft  southern 
sky,  such  shades  as  will  equalize  the  effect  of 
the  southern  sun  must  be  offered,  and  colors 
selected  to  offset  glare  and  heat,  such  as  the 
restful  tones — white,  green  and  pastel  shades. 

"In  advocating  the  sale  of  cretonne  by  the 
yard,  certain  established  lines  must  be  care- 
fully followed  out,  for  to  show  thin  chintz  drapes 
for  a  living  or  dining  room  at  once  places  you 
in  the  "know-little"  class  by  the  prospective 
buyer." 
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Another  Good  Reason  for  Stocking 
Dominion  Linoleum  Floor  Coverings 

Above  we  show  in  reduced  form,  four  typical  Dominion  Linoleum  newspaper 
advertisements  appearing  in  leading  dailies  throughout  Canada.  This  is  but 
another  part  of  our  sales-constructive  effort  on  behalf  of  Dominion  Linoleum 
Merchants,  that  makes  Dominion  Linoleum  Floor  Coverings  one  of  the  most 
desirable  lines  for  the  retailer  to  sell;  it  makes  a  line  worth  while  for  you  to 
handle. 

This  Advertising  Creates  Live  Prospects 

It  implants  the  idea  of  Dominion  Linoleum,  either  in  rugs  or  by  the  yard,  as 
the  modern,  labor-saving  floor  combining  beauty  with  practicality.  It  invites 
the  reader  to  your  store  to  see  the  attractiveness  of  the  actual  product.  Your  sell- 
ing work  is  simplified,  volume  increased  and  turnover  speeded  by  this  construc- 
tive advertising. 

Cut  this  out  and  preserve  it  with  the  first  of  the  series.  The  third  will  appear  in 
next  month's  issue  of  Furniture  World. 


Dominion  Oilcloth  &  Linoleum  Co.,  Limited 

MONTREAL 

iSote:  This  is  No.  2  of  a  series  of  informative  advertisements  giving  practical 
reasons  for  selling  DOMINION  Floor  Coverings 
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A  Prize-Winning  Window  Display 


In  the  window  trimming  contest  of  the  Kroehler 
Mfg.  Co.,  this  excellent  display  by  the  A.  H.  Heller 
Furniture  Co.,  Sarnia  Ont.,  was  awarded  second  prize 
The  window  is  one  that  lends  itself  to  the  attractive 
presentation  of  furniture,  being  20  feet  deep.  It  is  of 
bevelled  glass  and  has  excellent  electric  illumination. 
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Sell 


Rrgi*tered 


THE  satisfaction  that  comes  from  selling  an 
article  of  real  merit  follows  every  sale  of 
Reedcraft  Furniture.  These  pieces  are  so 
well  designed  and  so  beautifully  made  that  they 
are  a  delight  to  display.  No  dealer  should  place 
an  order  for  this  type  of  furniture  before  in- 
vestigating the  Reedcraft  line.  It  includes, 
Settees,  Chairs,  Rockers,  Chaise  Lounges, 
Tables,  Ladies'  Desks,  Pedestals,  Foot  Rests, 
Smokers'  Stands,  Lamps,  Ferneries,  etc. 

Goderich  Art-Craft  Furniture 

Company  Limited 

Goderich        ...  Ontario 
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A  TOP-0'-TUB~For  Baby's  Scrub 


What  is  a  "Top-O'-Tub?" 


A  Top-O'-Tub  is  a  baby  bath  tub  and  dressing  table  combined,  that  fits 
on  top  of  any  size  bath-tub.  At  one  end  is  a  rubberized  basin  which  can 
be  easily  filled  from  the  nearby  faucet  or  by  means  of  a  bath  spray — and 
drains  directly  into  the  large  tub  underneath  by  pulling  out  the  plug  in 
the  bottom.  At  the  other  end  is  a  canvas  dressing  table,  on  which  bab> 
can  be  quickly  dried  and  dressed.  The  dressing  table  is  of  sufficient  size 
to  accommodate  all  of  the  garments  needed  in  dressing  baby.  Baby  can 
be  bathed  and  dressed  right  in  the  bath-room  where  everything  is  most 
convenient. 
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No  Back  Breaking  or  Stooping 

As  a  Top-O'-Tub  stands  waist-high  when  in  place  on  the  bath-tub,  there 
is  no  back-breaking  bending,  either  in  bathing  or  dressing.  It  is  for  this 
reason  that  a  Top-O'-Tub  is  such  a  great  convenience,  not  only  when 
baby  is  given  his  bath,  but  also  every  time  he  has  to  be  changed,  doing 
away  with  awkward  dressing  on  mother's  lap.  Everything  is  within  easy 
reach,  so  that  baby  may  be  quickly  clothed,  averting  the  danger  of  catch- 
ing cold.  And  when  not  in  use,  a  Top-O'-Tub  can  be  folded  and  hung 
on  a  nail,  or  leaned  against  the  wall.  It  can  be  left  on  the  bath-tub  at 
all  times  except  when  the  bath-tub  is  in  immediate  use.  As  it  folds 
into  one  half  its  length,  it  occupies,  but  little  space.  And,  being  finished 
in  snow-white  enamel,  it  harmonizes  well  with  the  bath-room  fixtures. 

Send  for  illustrated  folder  and  price  list 

STURGIS  BABY  CARRIAGE  CO.  LTD. 


345  Sorauren  Ave.  ! 

TORONTO,  ONT.  j 

 .4. 
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Opposing  Views  on  the  Question 

What  is  the  Proper  Method 
of  Laying  Linoleum? 

One  Body  of  Opinion  Strongly  in  Favor  of  Laying  Over 
Felt,  Another  Diametrically  Opposed  to  it — Case  of 
Anti-felts"  Presented  in  the  Following  Paragraphs 


"Shall  linoleum  be  laid  over  felt,. or  shall  it 
be  laid  on  the  bare  floor?"  is  a  question  on  which 
there  is  wide  diversity  of  opinion.  There  are 
many  staunch  adherents  of  the  use  of  the  felt, 
among  them  concerns  of  country-wide  prestige, 
but  on  the  other  hand  are  to  be  found  firms  of 
equal  standing  who  take  the  directly  opposite 
attitude.  In  a  recent  issue  of  a  contemporary, 
there  is  a  discussion  of  the  matter,  wherein  the 
anti-felt  side  of  the  case  is  presented  by  a  well- 
known  distributor.  This  particular  house  not 
only  advises  against  the  use  of  felt,  but  actually 
goes  so  far  as  to  turn  down  contracts  which 
specify  it.  Here  are  some  of  the  reasons  they 
give  for  taking  this  stand : 

Arguments  against  Laying  on  Felt 

"The  laying  of  felt  under  linoleums  is  waste- 
ful of  time  and  materials,  and  in  many  cases 
detrimental  to  the  linoleum. 

"Felt  is  liable  to  collect  and  hold  moisture, 
acting  like  blotting  paper.  This  quickly  de- 
stroys linoleum. 

"Felt  increases  liability  of  air  pockets  by  100 
per  cent. — floor  to  felt  and  felt  to  linoleum. 

"Felt  has  no  tensile  strength,  and  is  likely  to 
split,  due  to  contraction  and  expansion,  thus 
destroying  the  solid  base  for  the  linoleum  and 
making  it  blister  or  buckle. 

"Felt  allows  a  place  for  the  incubation  of 
germs.    Linoleum  itself  is  germ-proof." 

Adds  100  Per  Cent,  to  Cost  of  Laying 

In  further  justification  of  the  attitude  they 
have  adopted  on  this  question,  a  representative 
of  this  firm  states:  "The  use  of  felt  adds  con- 
siderably to  the  cost  of  a  linoleum  floor.  It 
takes  as  much  labor  to  lay  the  felt  as  the  lino- 
leum and,  at  a  cost  to  the  customer  of  from 
65  cents  to  $1.00  per  square  yard  for  laying 
alone,  it  takes  no  mathematician  to  see  that  the 
labor  cost  of  laying  mounts  100  per  cent,  when 
felt  is  used.  Layers  get  from  $9.00  to  $12.00  a 
day  for  their  work,  and  while  65  cents  a  square 
yard  usually  is  charged,  the  price  goes  to  a  dol- 
lar when  there  are  numerous,  cut-outs  and  little 
corners  to  be  fitted,  as  in  bathrooms.  Of  course, 
if  felt  is  used,  it  has  to  be  just  as  carefully  cut 


and  fitted,  and  naturally  recpiires  a  doul^le 
amount  of  cement  to  install  the  two  layers. 

"If  ever  a  time  comes  when  the  linoleum  is 
to  be  removed  from  the  floor,  the  person  who 
has  had  it  put  down  with  felt  finds  himself  in 
considerable  of  a  mess.  The  felt  sticks  to  the 
floor  in  shreds  and  has  to  be  scraped  off,  and 
even  then  there  are  tiny  threads  that  keep  the 
floor  from  returning  to  its  normal  surface.  We 
gained  this  information  from  experience  laying- 
linoleum  both  with  and  without  felt,  laying  the 
two  sections  the  same  day  and  taking  them  up 
at  the  same  time.  The  floor  where  the  felt  was 
laid  isn't  in  condition  yet,  even  with  expert  treat- 
ment. The  other  is  as  perfect  as  before  it  was 
coated  with  cement  ancl  had  the  linoleum  fas- 
tened upon  it.  No  scraping  was  necessary.  All 
that  was  needed  was  to  go  over  the  floor  thor- 
oughly with  hot  water  and  soda,  and  the  original 
surface  appeared." 

Considering  the  fact  that  on  the  other  side  of 
the  question,  equally  plausible  arguments  are 
presented  by  houses  of  acknowledged  standing, 
the  retailer  can  almost  take  his  choice  as  to 
which  course  he  will  recommend.  The  fact  that 
the  omission  of  the  felt  means  a  redviction  in 
cost  is  of  course  a  factor  that  carries  some 
weight,  particularly  where  a  customer  hesitates 
to  undertake  the  additional  expense  which  the 
laying  of  the  felt  involves. 

Condition  of  Floor  Very  Important 

However,  regardless  of  what  one's  opinions 
on  the  matter  may  be,  there  are  certain  points 
which  it  is  most  important  to  take  into  consid- 
eration before  undertaking  to  lay  linoleum. 
Sometimes  a  new  building  with  concrete  floors 
offers  a  tempting"  opportunity  for  a  linoleum 
contract.  It's  a  matter  of  "look  before  you  leap" 
in  this  case.  The  first  thing  to  ascertain  is 
whether  the  floors  are  bone  dry.  If  not,  it  is 
unsafe  to  go  ahead. 

"It  should  be  rememl)ered  that  linoleum  seals 
completely  whatever  lie  beneath  it,"  states  the 
writer  of  the  article  above  referred  to.  "For 
that  reason  a  concrete  floor  which  is  not  as  dry 
as  the  proverbial  bone  is  sure  to  be  troublesome  ; 
for  the  moisture  which  remains  is  almost  sure 
to  make  the  linoleum  come  away  from  the  sur- 
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Cotton  and  Fibre  Rugs 

EVERWEAR       MOURZOUK  AVONDALE 


A  comprehensive  ranj^'e  of  designs  and  color- 
ings, extra  fine  (luality  of  materials  and 
workmanslii]),  valnes  tliat  accelerate  business 
— such  is  an  accurate  description  of  the  "Co- 
hourg"  line  of  lloor  coverings. 

EVERWIiAK,  made  of  selected  cocoa  fibre 
yarns,     i'attern  stencilled  on  one  side. 

MOU!^Z(  )UK,  a  similar  line  with  pattern  on 
both  sides. 

AVONDALE  COTTON  HATTT  RUG.  cool 
and  washable,  ideal  ff)r  summer  homes  and 
children's  rooms,    (iel  fidl  ])articulars. 

We  also  manufacture  Cocoa  Mats,  Jute  Mats, 
Cocoa  Mattings,  Wool  Dhurry.  Jute  Carpet- 
ings.  lute  Webbing  and  Stair  Pads. 


The  Cobourg  Matting  &  Carpet  Co.,  Limited 

Cobourg,  Ontario 


SAVE  MONEY 

Order  now  before  the  rush  starts  in  the  Fall 

Business  is  going  to  be  good.  If  vou  haven't 
received  our  new  circulars,  write  for  them. 
You  should  see  our  illustrations  of  h'loor 
Lani])s,  .Silk  .Sh;ide>.  Pictures,  Mirrors,  .Statu- 
ary, etc.,  etc. 

G.  L.  IRISH 

497  &  499  Queen  St.  West,    Toronto,  Ont. 


Lowest  Rates  per 

Interested  Reader 

Where  this  guarantee  of  worth  is  to 


be  found: — 


Hugh  C.  Maclean  Publications 


LIMITED 


A  Tray  that  to  See  is  to  Want 

Our  new  line  of  Imitation  Inlay  bottoms  is 
hard  to  tell  from  the  real,  yet  is  much  cheaper 
than  hitherto  and  is  to  be  the  seller  for  the  com- 
ing holiday  season. 

Matthews  Bros.,  Limited 

The  Big  Canadian  Moulding  Manufacturers 

1906  Dundas  St.,  W.  Toronto 


JULY,  1923 
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face  and  to  create  any  number  of  disturbances, 
while  the  -very  least  it  will  do  is  to  create  a 
moist,  damp,  unwholesome  condition. 

"Very  experienced  persons  who  handle  lino- 
leums agree  that  the  layer  should  not  go  ahead 
if  he  finds  the  floor  in  such  bad  condition  that  a 
good  job  cannot  be  made.  Of  course,  such 
minor  troubles  as  cracks  may  be  filled  in  cj[uite 
easily  ;  but  when  a  floor  is  'buckled'  that  is  some- 
thing else,  for  it  will  mean  that  the  linoleum  over 
the  buckled  part  is  going  to  be  put  to  an  extra- 
ordinary strain." 

The  knowledge  of  these  facts  and  the  com- 
munication of  them  to  his  customers  will  help 
to  build  up  a  satisfied  '"clientele"  for  the  house 
furnishings  man  and  prevent  the  come-backs 
which  are  a  thorn  in  the  flesh  of  any  retail  con- 
cern. 


Speaking  of  Curtain  Rods 

There  are  many  retailers  who  while  they 
fully  realize  the  profit  there  is  in  handling  drap- 
eries merely  look  upon  the  accessories  as  a 
necessary  evil.  They  stock  curtain  rods  because 
their  customers  have  to  have  them,  not  because 


they  consider  them  desirable  features.  The  fact 
of  the  matter  is,  however,  that  in  numerous 
stores  this  so-called  sideline  has  'been  made  a 
profitable  line. 

There's  more  to  curtain  rods  than  appears 


at  first  sight.  They  are  largely  hidden  from  the 
eye  when  in  use,  but  nevertheless  they  have 
much  to  do  with  the  appearance  of  the  draperies. 
Some  dealers  content  themselves  with  carrying 
single  rods,  when  as  a  matter  of  fact  double  ana 
triple  rods  are  available  which  permit  of  many 
more  attractive  arrangements  and  combinations 
which  home  owners  these  days  are  anxious  to 
make  use-  of. 

The  rods  used  in  the  drapes  illustrated  are 
the  '"Kant  Fall"  flat  type.  For  these  are  claimed 
many  advantages.  The  manufacturers  state 
that  they  cannot  sag,  that  they  cannot  jar  loose 
or  fall,  that  a  push  attaches  them  and  a  pull 
removes  them.  They  are  made  in  a  number  of 
varities  that  permit  of  their  application  of  the 
A'arious  problems  of  draping.  There  is  the  Kant 
Fall  single  curtain  rod,  which  is  designed  to  fit 
the  need  in  the  thousands  of  homes  Avhere  single 
drapes  are  used.  Then  there  are  the  double  and 
triple  curtain  rods  which  make  possible  the 
richest  and  most  efl^ective  combinations  of  win- 
dow draperies.  Kant  Fall  extensions  are  another 
feature  for  which  it  is  claimed  that  they  com- 
pletely solve  the  problem  of  successfully  drap- 
ing large  windows  and  series  of  windows.  There 
are  also  sash  rods,  one  type  held  by  screws  and 
another  by  brackets — the  latter  designed  for 
French  doors  and  casement  windows  where  long 
curtains  are  used  and  a  more  substantial  fasten- 
ing required. 


Rishel  Sanitary 
"Ventibestos"  Table  Mats 

Orders  Filled  Promptly  by  Express  or  Freight 

We  make  any  size  or  shape  w^ithout  additional 
expense.    Send  us  your  patterns. 


The  ONLY  Mat  with 
a  centre  of  CORRUGAT- 
ED ASBESTOS. 

Our  mats  are  five  ply 
consisting  of  one  heavy 
sheet  of  corrugated  as- 
bestos between  two 
heavy  shets  of  wool  felt. 
These  are  firmly  quilted 
together  and  enclosed  in 
a  removable  flannel  cov- 
er. The  cover  consists 
of  white  cotton  flannel 
on  one  side  and  green 
Kearsage  Plush  on  the 
other.  There  is  no  pos- 
sibility of  marring  the 
table  top  when  our  Ven- 
tibestos  mats    are  used. 

Round  or  square  are  the 
same  price.  Unless 
specified  will  always  ship 
round  mats. 

Orignated  and  sold 
only  by  us.  This  Solid 
Fumed  Oak  Display 
Rack  absolutely  free  to 
our  dealers.  Write  us 
for  particulars. 


100  per  cent  Efficient 
The  Silent  Salesman 


Special  attention  given  to   Canadian  orders. 

J.  K.  RISHEL  FURNITURE  CO. 

WILLIAMSPORT,  PA. 
Dining  and  Bed  Roam  Suites 

"We  make  all  our  own  Chairs  and  Dining  Tables." 
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LOOK  AHEAD- 


No.  43240 
'Cherry  Ripe" 

Glass  size  9"xl2" 


Buy  Now  For  Fall  Business 

Our  travellers  are  out  with  a  complete 
new  line  of  samples  and  you  will  receive 
a  visit  in  due  course. 

Be  sure  and  include  the  illustrated  subject 
in  your  framed  picture  order. 


On  Every 


VS/rapper 


PHILLIPS  MFG.  COMPANY  LTD. 

TORONTO  CANADA 


Now  is  the  time  to  stock  up  on 

MIRRORS 


For  the 
Gift  Department 

Our  line  of  antique 
brassware,  pictures, 
art  pottery,  candles, 
candle  holders,  desk 
sets,  etc.,  is  unsur- 
passed. 


The  holidays  will  soon  be  over  and 
people's  thoughts  will  again  turn  to  the  re- 
furnishing of  their  homes. 

It  is  not  a  day  too  early  to  lay  your  plans 
for  making  the  most  of  this  time.  Of  course 
you  will  need  mirrors,  and  what  better  Choice 
could  you  make  than  the  well-known  and  de- 
l)endable  lines  of  J.  H.  Walker.  They  are  in 
a  wide  range  of  distinctive  designs,  and  the 
prices  are  exceptionally  attractive. 

We  can  fill  your  order  immediately. 

J.  H.  Walker  Limited 

Manufacturers'  Direct  Representatives 
32  Front  St.  West         -         -         -  Toronto 

"  Our  lines  are  different  " 


JVLY,  1923 


Your  Stock  is  Not  Complete  Without 
Our  Line  of  Windsor  Chairs 


Chairs  for  the  dis- 
criminating buyer 
at  attractive  prices. 


No.     830A     Birch,     Walnut  or 
Mahogany 


These  chairs  are  designed 
and  constructed  for  comfort 
and  general  utility.  Suit- 
able for  use  in  Living  Room, 
Hall  or  Bedroom. 

Always  in  stock  for 
prompt  shipment. 


The  Owen  Sound  Chair 

Company,  Limited 

No.  834  Reception  Chair    Qwen  Sound     —  Ontario 

Birch,  Walnut  or 

Mahogany  No.  830AR  Birch,  Walnut  or  Mahogany 
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Velours  Indegaufrable 
Velours  De  France 

Velours  Toscan 
Embossed  Mohairs 
Plain  Mohairs 
Cut  Mohairs 
Etc. 


URNITURE  manufacturers 
desirous  of  obtaining  the  finest 
and  newest  fabrics  for  their 
upholstered  lines  will  do  well 
to  look  over  our  big  range  of 
imported  velours  and  mohairs. 
These  materials  are  from  that  famous  Con- 
tinental house — Tissage  de  Velours,  Achel, 
Belgium  and  can  be  obtained  only  from  us. 

They  are  exquisite  in  design  and  of  the  fin- 
est weaves. 

Write  for  samples  or  let  our  representative 
call.  Prices  and  particulars  gladly  furnished 
on  request. 


G.  NOEL 

&  COMPANY 

30  St.  John  Street  Montreal 


FURNITURE 
WORLD 


Dining  Room  Suite  designed  by  Malcolm  &   Hill,  Kitchener 


Vol.  XIII.  No.  8 


Toronto,  August,  1923 
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No.  185  8 

P 

This  is  a  modern  English  Oak  Dining  Room  suite  of  distinct-  ^ 
ive,  aristocratic  design.  The  well-proportioned  Buffet  is  s 
obtainable  with  or  without  mirror.  The  China  Cabinet  has  | 
double  doors  and  the  oblong  table  shows  the  rounded  ends 
now  so  popular.  Being  very  strongly  and  handsomely  built, 
this  suite  will  delight  many  new  home-makers.  Because  of 
its  unusually  low  price  it  will  make  a  special  appeal  at  this 
time. 


To  any  dealer  purchasing  this  suite 
an  electro  similar  to  the  above  will 
gladly  be  supplied  free. 


The  North  American  Furniture  Co.,  Ltd. 

and 

The  Owen  Sound  Chair  Co.,  Ltd. 


OWEN  SOUND 


AUGUST,  1923 
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KITCHENER  —  WATERLOO 


Make  it  easy 
for  them  to  buy 

Merchants  now  handling  Woeller- 
Bolduc  furniture  declare  it  sells  with 
minimum  time  and  effort.  The  reason 
is  found,  no  doubt,  in  the  wide  range 
of  up-to-the-minute  designs  which 
makes  choosing  such  a  pleasure. 

You,  too,  can  make  it  easy  for  your 
customers  to  buy.  Start  off  the  com- 
ing season  right  by  putting  some 
Woeller-Bolduc  furniture  on  your  floor. 
You'll  never  have  cause  to  regret  it. 


w 


No.  5053W 
Width  38  in.   Depth  30  in. 
Height  42  in . 


No.    5053  Chesterfield 
Length  86  in.  Depth  32  in.   Height  33  in. 


Woeller,  Bolduc  &  Company    Waterloo  -  Ont. 


"Canada's  Greatest  Furniture  Centre^' 
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Original  Designs  -  Dependable  Quality 
Better  Value  -  Prompt  Service 

No  one  knows  better  than  a  Malcolm  & 
Hill  dealer  how  these  features  help  to  bring 
in  the  worth-while  trade. 

Send  in  an  order  to-day  and  let  us  give 
you  a  practical  demonstration  of  their  value. 


Malcolm  &  Hill  Ltd.    Kitchener,  Ont. 

igigiLgBSHfsiisirs^iKiKiaiasjiiHBHiaiiHiaHiaigiiSEiaiaiaia 

^*Canada's  Greatest  Furniture  Centre'' 
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KITCHENER  —  WATERLOO 


BUSINESS  WEATHERVANE 

The  hesitation  in  business,  which  began  in  April,  has  been  a  good  thing, 
and  has  cleared  the  way  for  further  progress,  in  the  opinion  of  the  nation's 
bankers,   as   expressed   in   the   monthly  letters   they   sena  lo  their  customers. 

Industrial    Digest,   New  York, 
July,  1923. 


THE  DINING  ROOM 

There  is  an  old  saying  to  the  effect  that  the  way  to  a  man's  heart  is 
through  satisfying  the  gustatorial  appetite.  Like  all  old  sayings  handed  down 
from  generation  to  generation  there  is  a  great  deal  of  truth  in  the  statement, 
otherwise  the  saying  would  have  vanished  from  our  lexicon. 

But  add  to  gastronomic  delights,  the  pleasure  of  dining  in  proper  sur- 
roundings, a  tastefully  furnished  Dining  Room,  and  the  effect  is  complete. 
For  the  Dining  Room  is  the  heart  of  the  home.  Here  family  life  is  at  its  best, 
and  affairs  are  discussed  as  at  a  round  table  conference. 

The  Dining  Room,  then,  needs  careful  attention  in  furnishing,  so  that, 
"heart  of  the  home"  shall  be  at  its  best  always.  Well  designed  furniture, 
built  right,  is  the  first  necessity.  We  have  some  very  fine  designs  in  our  lines, 
which  we  shall  be  glad  to  show  to  you  at  your  convenience ;  and  bear  in  mind 
"Anthes"  furniture  is  not  high  priced. 

Anthes  Baetz  Furniture  Co.,  Limited 


Managing  Director 


Associated  With 

Baetz  Bros.  Specialty  Co.,  Limited       Baetz  Bros.  Furniture  Co.,  Limited 
Portable  Electric  Lamps  and  Shades       Builders  of  Living  Room  Furniture 


ACUTE 


Tillie,   I   understand  that  you  were   unable  to   work  yesterday.     What  was 

it — acute  indigestion? 

No;   a  cute  travelling  salesman. 


"Canada's  Greatest  Furniture  Centre" 


KITCHENER 


FURNITURE  WORLD 


WATERLOO 
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(  )tir  standard  of  excellence  is  still  maintained  in 
onr  latest  ]>i'<  idm  t  ii  ms.  I'eanty  nl'  design  and  the 
<|nalit}'  ol  w  ( irkniansliij)  lor  w  liicli  Art  I'^nrnitnrc 
is  noted  are  there  to  an  unnsnal  dci^ree,  and  with 
these,  a  distinctiveness  that  sets  them  ajiart. 

We  solicit  your  inquiries 

ART  FURNITURE   COMPANY  LIMITED 
KITCHENER    -  ONTARIO 


Ventilated  Spring  Mattresses. 
Ventilated  Box  Springs. 
Ventilated  combined  Box 
Springs  and  Mattresses,  Ven- 
tilated Spring  Pillows,  Spring 
Upholstering  Cushions,  Up- 
holstering  Constructions, 
Auto  Seats,  Spring  Rosettes, 
Chiair  Pads,  etc. 


THOSE  GOOD  PRODUCTS 

You  Probably  Know 

all  about  Fischman  Productions,  using  them  in  your  home  and  selling  them  in 
your  store.  You  know  that  there  are  no  finer  made,  that  they  always  give 
satisfaction  and  sell  quickly  and  easily. 

— but  if  you  don^t 

if  you  are  not  yet  acquainted  with  this  line  and  what  they  can  do  for  you.  we 
want  to  meet  you.  We'll  have  a  display  in  Booth  No.  79,  Industrial  Building, 
Canadian  National  Exhibition,  and  we  invite  you  to  come  and  look  us  over. 
Let's  get  together  for  better  business. 

FISCHMAN  SPRING  Company 

KITCHENER      -  ONTARIO 


^^Canada's  Greatest  Furniture  Centre'^ 
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Krug  Period  Furniture 


Authentic  designs  of  the  old 
masters  are  faithfully  reproduced 
in  the  Krug  hne  with  a  refinement 
of  constructional  detail  unknown 
to  a  less  well  equipped  age.  In 
the  production  of  each  piece,  per- 
fection has  been  so  nearly  attained 
that  their  possession  lends  distinc- 
tion to  the  establishment  which 
carries  them. 


The  H.  Krug  Furniture  Co.,  Limited 


Kitchener,  Ontario 


4.  ,  , — „  ,  .  + 

"Canada's  Greatest  Furniture  Centre'' 
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Quality  Counts 


Premier 
"Superior" 
"Reliable" 
"Solid 
Comfort" 


Not  only  are  Quality  Mattresses  the  best  for  the  money,  but  our 
''Premier"  is  the  best  cotton  felt  mattress  at  any  price.  There  is 
only  one  standard  for  materials  and  workmanship  used  in  their 
construction — inside  and  out  everything  is  the  finest.  Rigid  in- 
spection and  the  most  modern  cleansing  devices  known  ensure 
absolute  sanitation. 

These  are  some  of  the  reasons  why  dealers  like  to  sell  the  "Qual- 
ity" line.  They  can  back  them  unreservedly  and  know  that  every 
sale  will  make  a  friend  for  their  store. 

Keep  in  touch  with  our  prices.    They  are  always  right. 


WATERLOO   BEDDING   COMPANY  LIMITED 

WATERLOO   -  ONTARIO 


"Canada's  Greatest  Furniture  Centre'' 
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K.  F.  Furniture  Puts  Pep 

Into  Tired  Business ! 


No.  613 

The  new  designs  and  finishes  constantly  being 
evolved  by  Knechtel  designers  acts  like  a  tonic  when- 
ever business  shows  a  tendency  to  slow  up.  Ask  any 
dealer  now  handling  KNECHTEL  furniture. 

Careful  judgment  in  the  selection  of  your  Fall  mer- 
chandise now,  will  do  much  to  ensure  success  when 
that  busy  season  arrives. 

Play  safe— let  KNECHTEL  take  care  of  your 
requirements. 


The  K.  F.  Trade 
Mark,  the  sign 
of   square  deal. 


THE  KNECHTEL  FURNITURE 

LIMITED 

HANOVER       -        -        -  - 


COMPANY 


ONTARIO 


IC 


FURNITURE  WORLD 


Be  sure  and  visit  our  Exhibit 

at  our  Permanent  Showrooms 

136-140  King  St.  East,  Toronto 

when  in  the  city  during  the 

Canadian  National  Exhibition 

King  cars  stop  at  the  door 


CANADA  FuRNITUReMaNUFACTURERS 
F  I  II  Limited 

HEAD  OFFICE:  WOODSTOCK 

WHOLESALE  SHOWROOMS:  L36  -  140  King  St.  E.,  Toronto 
Winnipeg  Warehouse,  289  Chamliers  St.  .Montreal  Office,  364  University  St. 

Factories:     Woodstock,  Walkerton,  Wingham,  Waterloo,  Kitchener,  Seaforth. 
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When  you  sell  Reed  Furniture 
you  naturally  want  to  sell 

the  best — 


Settees,  Chairs,  Rockers, 
Chaise  Lounges,  Tables, 
Ladies'  Desks,  Phono- 
graph  Cabinets,  Pedestals, 
Foot  R  e  St  s.  Smokers' 
Stands,  Lamps,  Fern- 
eries, etc. 


R  gistered 


You  can't  afford  to  risk  the  good  will  of  your 
customers  by  offering  them  anything  less  than 
the  very  best.  For  this  reason  alone,  the  logical 
choice  is  REEDCRAFT.  More  sales,  and  con- 
sequently more  profits,  can  be  made  by  selling 
this  line.  The  arguments  in  its  favor  are  over- 
whelming. Any  of  the  following  representa- 
tives will  gladly  give  you  full  information. 


Sales  Representatives: 

Western   Ontario:  Mr.  V.   Reeves,  259  Sydenham  St.,  London,  Ont. 

Northern   Ontario:  Mr.  G.   H.   Maveal,  99  Dixon  Ave.,  Toronto,  Ont. 

Eastern   Ontario:  Mr.  S.  J.  Precious,  93  Flora  St..  Ottawa,  Ont. 

Toronto,  Ontario:  Mr.  J.  H.  Pettit,  St.  Georges  Mansions,  Toronto,  Ont. 

Montreal,    Quebec;  Messrs.  Larocque  Bros.  166  McGill  St.,  Montreal,  Que. 

Province   Quebec:  Mr.  A.  St.  Halaire,  166  McGill  St.,  Montreal.  Que. 

Maritime    Provinces:  Mr.  Fred.  Hall,  246  King  St.  E.,  St.  John,  N.B. 
Manitoba.    Saskatchewan   The    Manufacturers   Sales   Co.,    145   Market  Street, 

and  Alberta  Winnipeg,  Man. 

British  Columbia:  Weber  Sales  Co.,  862  Cambie  St.,  Vancouver. 


Goderich  Art-Craft  Furniture 

Company  Limited 

Goderich        ■        -        -  Ontario 
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FURNITURE  WORLD 


Doll 

Carriages 


Strongly  built, 
nicely  finished 
carriages  that 
will  help  your 
trade  generally 
by  bringing  in 
the  children  and 
their  parents. 
The  profit  is 
very  much 
worth  while, 
too. 


WRITE 


,  ■  ■"I  I*  I  -N 


Baby 

Carriages 


Before  adding 
to  your  stock  of 
Doll  and  Baby 
Carriages  in- 
vestigate Can- 
ada's greatest 
line.  Every 
number  repre- 
sents real  value. 
Ask  us  for  pho- 
tographs and 
prices. 


TODAY 


Toronto  Specialty  Mfg.  Co.  Limited 

415  Hobberlin  Office  Bldg.,  Richmond  East,  Toronto 

Factory :    Bradford,  Ont. 


An  Oriental  Motif 


Quaint  scenes  of  old  Japan  lend 
a  touch  of  unusual  interest  and 
beauty  to  this  well  designed  stool 
and  desk  set.  And  like  all 
Coombe  Productions  the  crafts- 
manship is  of  such  a  high  stand- 
ard that  this  beauty  will  be 
preserved  during  long  years  of 
service. 

Be  sure  this  number  is  on  your 
floor. 

The 

F.  E.  Coombe  Furniture  Co. 

Limited 


Kincardine  — 


Ontario 


COOMBE  DESKS 
2285  52   Desk,  2286 '2  Stool 
Made  in  solid  Walnut,   Hand  decorated  in  Oriental  Pattern  as  illustrated  or  in 
plain   Walnut  or   Mahogany  finish 


AUGUST,  1923 
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Doll  Cart  Strollers 

These  are  two  of  our  new  models  for  the  Fall  Trade 
and  the  latest  designs  in  Lloyd  Loom  Products.  They 
are  smart  and  serviceable  and  you  can  sell  them  at  a 
nice  profit.  You  will  need  some  of  these  snappy 
designs. 


HEYWOOD- WAKEFIELD,  Limited 

OF  CANADA 

ORILLIA      Manufacturers  of  Lloyd  Loom  Products  ONTARIO 
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FURNITURE  WORLD 


In  the  Otterville  Line  are  Sellers  for  Every  Season 

WE  GUARANTEE  HONEST  GOODS  AT  FAIR  PRICES 

Catalog  59  i»  At  Your  Service 

Camp  Cots. 

Camp  Chairs  &  Stools 

Camp  Tables. 

Card  Tables. 

Folding^  Chairs. 

Invalid  Bedside 
Tables. 

Bed  Trays. 

Bed  Rests. 

Screens,  Pedestals. 

Umbrella  Stands. 

Costumers,  etc. 


No.  22  Card  Tab!.- 


No.  16  Non  Tip  Chair 


Otterville  Manufacturing  Company  Limited 


OTTERVILLE 


ONTARIO 
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g  BEDS 


BothWell 


DClMATTRESS* 


Bothwdl  MfaGo. 
BolhwellOiit.  \ 


SPRINGS  JC 


Best 


CRIBS 


No.  582 

Pillars    2"    continuous.      Filling    7/^".  Cross    Rails.      1  1/16" 

Perforated  Ste-;1  Panel.     Head  50";  foot  35" 

Sizes:     3'  3",  4'  0".  4'  6". 


Some  new  ideas 

to  offer  your  trade 

Bothwell  Bedding  is  unique  for  the  many 
new  ideas  which  are  embodied  in  it.  Not 
alone  in  appearance,  however,  but  also  in 
the  qualities  which  make  for  comfort  and 
long  life,  the  Bothwell  line  leads. 

For  you — Mr.  Dealer — it  means  greater 
profits  and  added  prestige. 

Have  you  a  copy  of  our  folder  on  file. 


BOTHWELL  MANUFACTURING  CO.,  LTD.    BOTHWELL,  ONT. 
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Does  Your  Stock  Appeal  to 
the  Better  Class  Trade? 


Furniture  of  character  which  reflects  good  taste  in 
every  line  should  have  a  place  on  every  dealer^s  floor. 
Andrew  Malcolm  creations,  besides  making  an  irresis- 
tible appeal  to  the  better  class  trade,  awaken  the  desire 
for  new  furniture  in  the  heart  of  all  lovers  of  the 
beautiful.  A  few  pieces  on  display  will  undoubtedly 
act  as  a  tonic  to  your  trade  generally. 


The  Andrew  Malcolm  Furniture  Co. 

LIMITED 
Kincardine  and  Listowel,  Ontario 

i 
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Let 


Meaford  Walnut 

Brighten  Up 
Your  Sales 


The  suite  illustrated  repre- 
sents a  design  that  is  extremely 
popular  at  the  present  time  and 
gives  some  idea  of  the  varied 
adaptations  permitted  in  mod- 
erate priced  lines  by  Meaford 
Walnut.  This  Walnut  has  all 
the  rich  appearance  of  expen- 
sive veneered  wood,  yet  it  is 
obtainable  at  prices  which 
make  quick  turnover  certain. 


Let  us  make  you  better  ac 
quainted  by  sending  prices  and 
particulars. 


Write  for  particulars 


THE 

MEAFORD  MANUFACTURING  CO. 


LIMITED 


MEAFORD,  ONT. 


liiigiiiisiisiiiiiHHisiaHissiHiiHiiiiHsiiiiaE^iiiissiigiiaisiiiisiiiiiisiaiiiaMsiiaaisi^ 


AUGUST,  1923 


17 


See  Us  at  the 


Thousands  of  people  in  all  walks  of 
life  and  from  all  over  Canada  will  visit 
our  display  in 

The  West  Wing  of  the  Coliseum 
(2nd  floor) 
during  the  C.  N.  E.  Aug.  26,  -  Sept  8, 1923. 

Everything  possible  will  be  done  to 
turn  their  interest  to  the  advantage  of 
the  dealers  in  the  various  towns  and 
cities.  Certainly  the  display  will  be  pro- 
ductive of  increased  business — are  you 
going  to  get  your  share? 

Visit  our  display  and  let's  talk  it  over. 

The  Imperial  Rattan  Co.  Ltd. 

Stratford    -  Ontario 


See  Our  Lines  On  Exhibition 

At  the  Coliseum,  West  Wing,  Second  Floor 
Canadian  National  Exhibition 


Dealers  who  wish  to 
become  acquainted  with 
the  latest  in  novelty 
furniture  are  cordially 
invited  to  visit  our  dis- 
play at  the  Canadian 
National  Exhibition. 
Every  opportunity  will 
be  afforded  to  examine 
our  line  of  Smokers', 
Sets,  Screens,  Childrens' 
Furniture,  Card  Tables, 
Tea  Wagons,  etc. 


No.  114  Screen 


No.  76  Smoker 


The  Stratford  Manufacturing  Company,  Limited 


STRATFORD         —  ONTARIO 


18 


FURNITURE  WORLD 


See  Our  Lines  on 


KROEHLER 

Ziic  Jnrisiblc  "Bed  "P^ta 


A  Handsome  Dis- 
play of  Our  Various 
Models  at  Prices  to 
Suit  Every  Class  of 
Trade 


 ||||||i;!||i||||||||||||||||:||||l|l||ll|||[|||||||i;!|||lllllllllllllllllllllllll|{|llllllllll!litlllllllH  IIIIIIIIIHIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIMIIIIIIIIIIIIiliNII.IIIIIIIII'lllllllllllllllllllllllll^ 

FAMOUS  KROEHLER 

^iiiiii  Ill  iiiiiiiiiiiiiii  iiiiiiiiiiiiiiiiiii  mill  iiiiiiiiiiiiiiiiiii  iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^iiiii!iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii{iiiiiiiiiiiiiiiiiii^ 


The  day  of  the  davenport 
bed  has  arrived.  The  mar- 
ket for  them  is  constantly 
broadening.  People  who 
approve  them  as  beautiful 
pieces  of  furniture  and 
people  who  want  the  con- 
venience of  an  extra  bed, 
are  making  davenport  beds 
the  best  selling  and  most 
profitable  of  all  the  fur- 
niture lines. 


Kroehler 

Invisible 
fiedRoom 


THE  KROEHLER  MFG.  CO.,  LIMITED 

{Operating  Kindel  Bed  Co.,  Limited) 
STRATFORD  -  -  -  ONTARIO 
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Display  at  the  C.N.E. 


Don't  Pass  Up 
This  Opportunity 
of  Seeing  and  Ex- 
amining Our  New 
Designs  Just  Out 


TAe  Invisible 


iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiHiiii:iiiiiiiiiiiii:iiiii>i!iiiiiiiiiiiiiiiiiiiiiiiiiii{iiiiiiii^ 

DAVENPORT  BEDS 

The  well-known  Kroeh-  I 

ler  policy  of  providing  | 

dealers  with  every  pos-  | 

sible  selling  help,  makes  I 

selHng  easy  —  multiphes  [ 

turnover — increases  pro-  I 

fits.    Now  is  the  time  to  i 

get  better  acquainted  with  | 

this  hne.  | 

Come  to  the  Toronto  | 

Exhibition  and  make  your  | 

headquarters  with  us.  I 

You'll  be  given  every  | 

opportunity  to  examine  I 

our  newest  models  I 

We'll  make  you  welcome.  | 


KROEHLER  DWEN-0 

Vfie  JnvisihlQ  l3ed  HQpm 


Remember:  2nd  Floor 
West  Wing,  Coliseum 

Also  Booth  86-IndustriaI  Building  3 


THE  KROEHLER  MFG.  CO.,  LIMITED 

{Operating  Kindel  Bed  Co.,  Limited) 
STRATFORD  -  -  -  ONTARIO 
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See  the 

Stratford  Productions 
at  the  C.  N.  E. 


VERY  Furniture  Dealer  visiting 


^  the  Canadian  National  Exhibi- 
tion this  year  is  warmly  invited  to 
''come  see  us''  in  our  temporary 
home  on 


No  pains  have  been  spared  to  make 
this  display  the  finest  and  the  most 
comprehensive  we  have  ever  held. 

We  are  looking  forward  to  seeing 
many  of  our  friends — YOU  particu- 
larly. 


AUG.  25  -  SEP.  8,  1923 


THE  SECOND  FLOOR 
OF  THE  WEST  WING 
OF  THE  COLISEUM 


The  Stratford  Chair  Company 

Stratford       -  Ontario 
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No.  695— Table 


No.   695-1— Chair 


No.  695 

Dining  Room  Suite 

Made  in  Old  English 
or  Italian  Oak 

A  popular  suite 

at  a  popular  price 


No.  695— Buffet 


No.   695— China  Cabinet 


No.  695— Chair 


The  Stratford  Chair  Company 

Stratford       -  Ontario 
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A  Children's  Set  That  Would  Fit  Nicely 

into  your  regular  lines 

The  little  set  shown  above  represents 
one  of  those  lines  that  are  easily 
handled,  easily  sold — and  it  yields 
excellent  profits  for  the  small 
amount  of  time  and  attention  re- 
quired. 

Although  priced  very  moderately,  it 
is  strongly  and  attractively  made  of 
first  class  materials  and  can  be 
counted  upon  to  give  real  service. 

An  excellent  line  for  Christmas  trade. 

If  you  would  like  us  to  forward 
prices  and  full  details,  do  not  hesitate 
to  write. 

The  Canadian  Rattan  Chair  Company 

Limited 

Victoriaville      -  Quebec 

With  which  is  affiliated  The  Eastern  Townships  Furniture  Mfg.  Co.,  Arthabaska,  Que. 

J.  D.  GAGNE,  President 
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No.  55  — ^  a  Dining  Room  Suite 

Figured  Walnut 


You  should  write  to  find  out  the  price 
of  these  Nine  pieces — the  cheapest  in 
the  market. 


Victoriaville  Furniture  Ltd, 


Victoriaville,  Que. 
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RJRNITURE. 


Your  Best  Buy  ^1 


No.  8565 


The 

Year  'round  Line 

Jn.sl  rcnicnil XT  lliat  Ivccd  and  l''il)rc  Fur- 
niture ai"c  year  around  liiu->.  'I  lic\  arc 
incx])C'Usi  vc.  sanitary,  very  couifortahlc 
and  hcautiful. 

In  llic  heller  Imnie-  \iiu  will  liiul  >un 
])arl(irs,  li\in,L;'  rnnnrs,  1  K'dn x )Uis,  break- 
fast rdouis.  and  the  like,  all  furnished  in 
Ueed  and  I'ihre. 

i'mfil?  ('ertainly.  there's  a  handsome 
one  f(,r  dealers  handlin.^-  the  WAH'SC) N" 
line.     This  Inrniliu'e  is  warratited. 

Write  for  particulars  and  prices 


The  J.  B,  Watson  Furniture  Co.,  Limited 

Kincardine     —  Ontario 


GENDRON    MANUI  AGTURING   GO.,  LIMITED 


Our  new  No.  224 
Carrier. 

Body,  hood  and 
gear  of  the 
latest  requirements. 


Your 
wishes  fully 
satisfied 
when  you 

buy 
Gendron 
goods. 


ORIGINATORS 

For  37  years  we  have  de- 
signed our  own  models  and 
we  will  always  live  up  to 
our  reputation  of  creating 
new  ideas. 


For  the  coming  season,  we 
will  have  the  most  elaborate 
and  up-to-date  line  in  Car- 
riages, Reed  Furniture, 
Autos,  Velocipedes.  Doll 
Carts,  Invalid  Chairs, 
Sleighs,  and  Bathroom  Fit- 
tings. 

See  our  line  and  save  worry. 


GENDRON   MANUFAGTURING  GO.,   LIMITED,  TORONTO 


UGUST,  1923  35 
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Four  Facts  | 
That  Command  Attention  I 


First:   the  springs  are  the  finest  spring  steel  I 

wire  procurable.  | 

Second:   the  noiseless,  frictionless  surface  pro-  | 

duced  by  the  springs  being  clipped  together.  | 

Third:   generous  layers  of  finest  felt,  specially  | 

selected  for  toughness,  are  spread  over  top  and  | 

bottom  of  springs.  | 

Fourth:   While  all  materials  are  new  and  san-  | 

itary  and  of  the  highest  quality,  the  price  is  | 

within  the  reach  of  the  average  customer.  | 

It  is  upon  the  four  facts  outlined  above  that  the  phenomenal  success  of  COMFY  | 

SPRING  MATTRESSES  have  been  built.  | 

Need  we  say  anything  more  to  you,  as  a  live-wire  dealer,  concerning  the  sales  | 

possibilities  of  this  line?  | 

You  are  cordially  invited  to  visit  our  exhibit  in  the  g 

Industrial  Building,  Canadian  National  Exhibition,  M 

August  26  —  September  8.  where  our  full  line   of  g 

Mattresses  will  be  on  display.  M 

National  Mattress,  Felt  &  Batting  Go.  I 

TORONTO                340  Gerrard  St.  E.               ONTARIO  | 

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^ 
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Mundell-Made  Furniture 
Keeps  the  Customer  Sold 


Furniture,  like  any  other  kind  of 
merchandise,  will  sometimes  capti- 
vate a  customer's  interest  long 
enough  to  effect  a  sale,  only  to 
cause  disappointment  later  on, 
through  some  fault  in  design  or 
construction. 

Mundell-made  furniture  not  only 
sells  the  customer  on  sight  but 
keeps  him  sold  throughout  its  en- 
tire life. 

Living  Room  Suites,  Breakfast 
Sets,  Library  Tables,  Chairs,  Rock- 
ers, Smokers'  Sets,  etc. 

John  C.  Mundell  Go. 

Limited 

Elora  -  Ont. 


Onward 
Advertising 
for  You 


Have  you  put  this  sign  in  your 
store  v/indow  yet?  It  i'J  13"  x  35" 
in  size  and  printed  in  several  colors. 
You  will  find  it  a  great  help  in 
attracting  trade.  Let  us  tell  you 
how  you  can  get  it  free  of  charge. 


Are  you  taking  full  advantage  of  the  Onward  Sliding  Furniture 
Shoes  advertising  campaign  which  is  keeping  the  advantages  of 
the  "Onward"  constantly  before  the  public?  The  demand  is  ever 
growing  for 

ONWARD 

SLIDING  FURNITURE  SHOES 

They  bring  you  steady  profits.  They  are  the  logical  choice  of 
those  who  are  once  shown  their  superiority  over  the  old  style 
casters.  They  save  floors  and  carpets  and  make  furniture  moving 
an  easy  job.    Demonstrate  them  to  your  customers. 

Tell  your  manufacturer  you  must  have  Onward  Sliding  Furniture 
Shoes  on  all  your  furniture.  Pvlade  in  all  sizes  and  styles:  glass 
base  or  smooth  metal  base. 

ONWARD  MANUFACTURING  GO. 

Kitchener,  Ont. 
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Davenport  No.  722 


A  Profitable  Line 
for  your  Fall  Trade 

Davenports  withi concealed  beds,  and  arm  chairs, 
wing  chairs  and  rockers  to  match  always  sell 
well  in  the  fall.  Our  new  designs  are  particular- 
ly attractive  and  come  in  many  styles.  Work- 
manship and  materials  are  well  up  to  the  usual 
Schierholtz  standard,  while  the  price  is  moderate 
and  allows  for  a  liberal  profit.  You  will  find 
these  well  out  of  the  ordinary  run  of  davenport 
beds. 

Write  for  prices  and  particulars 

The  Schierholtz  Furniture  Company,  Ltd. 

New  Hamburg,  Ont. 
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The  one  and  only   —  

"ANTI-SWAY" 


Sold  with 


an 


Iron  Bound  Guarantee 


A  Convincing  Trial 
Offer 

Let  us  send  you  an 
"A  n  t  i-S  w  a  y"  Bed 
Spring.  Sleep  on  it 
yourself  for  30  nights. 
Then  if  you  do  not 
think  it  the  most  com- 
fortable you  ever  slept 
on,  and  worthy  to  be 
offered  to  your  trade, 
return  it  to  us  and  no 
questions  asked. 


The  "Anti-Sway"  device  is  an  exclusive 
patented  feature  which  cannot  be  found  in 
any  other  bed  spring.  If  a  person  wants  the 
acme  of  sleeping  comfort  represented  by  this 
device,  he  must  buy  an  "Anti-Sway".  Why 
not  get  this  business  ? 


Progress  Spring  Bed  Manufacturing  Co. 

Established  1905 

Head  Office:    146-154  Gadieux  St.,  MONTREAL 
Branch:    590  King  St.  West,  TORONTO 
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It's  not  so  much  where  we  stand,  but  in  what  direction  we  are  moving — that  counts. 
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North  American 

Reed  Furniture 


Chair  No.  5732 


Rocker  No.  5736 


High  grade  reed  furniture  is  today  one  of  the  most  i)rofitable  lines 
for  the  dealer,  for  it  finds  a  ready  sale  with  all  classes  of  people.  North 
American  Reed  Furniture  is  particularly  attractive  and  wins  instant 
favor  because  of  its  undoubted  quality.  The  chair  and  rocker  illus- 
trated are  typical  of  our  many  graceful  designs  with  their  handsome 
upholstering  and  beautiful  finish. 

North  American 

Dining  and  Bedroom  Furniture 

The  outstanding  values  which  have  made  our  reed  furniture  so  popu- 
lar are  equalled  in  North  American  Bedroom  and  Dining  Room  Suites 
and  in  the  complete  line  of  chairs  which  we  manufacture. 

Let  us  know  your  needs.   Particulars  on  request. 


I 


The  North  American  Bent  Chair  Co.,  Limited 

Owen  Sound,  Ontario 


■i 
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With  the  Editor 


Where  is  Your 
Name  ? 


There  is  an  old  story  about 
a     tug-'boat     owner  who 
bought  the  discarded  steam 
whistle   of  an   ocean  liner. 
It  was  instaled  on  his  little  tug-boat  without 
difficulty,  but  sad  to  relate,  the  first  blast  whifl^ed 
ofl:  all  the  steam  from  the  boiler. 

This  anecdote  illustrates  what  happens  in 
some  furniture  stores.  The  proprietor  wishes 
to  make  a  big  noise,  and  lie  puts  his  name 
across  the  middle  of  his  front  window  in  letters 
six  inches  high,  perhaps  two  or  three  lines  deep. 
What  happens  then  is  comparable  to  the  com- 
pulsory stoppage  of  the  tug.  Sales  from  the 
window  fall  away  ofl^ — and  the  dealer  wonders 
what  is  the  matter,  little  realizing  that  his  big 
name-plate  is  cutting  the  efficiency  of  the  win- 
dow in  two. 

A  surprising  number  of  furniture  stores  are 
handicapped  in  this  way — the  remedy  is  obvious. 
Above,  below,  or  on  the  side  of  the  window  is  a 
good  enough  place  for  your  name,  and  there  is 
no  harm  done  to  the  pulling  power  of  the 
display. 


Your  Customer 
Welcomes  Sug- 
gestion» 


Initiative  on  the  part  of  the 
salesman  means  the  pur- 
chase of  many  little  extras 
by  the  customer.  There  are 
many  new  homes  being  occupied  these  days,  and 
the  lady  of  the  house,  however  active  her  l^rain, 
can't  think  of  everything  she  ought  to  have  at 
once.  It  is  as  a  result  of  suggestion  from  (.nie 
source  or  another,  very  frecjuently  from  what 
she  sees  in  other  peoples  houses  when  she  is  (Uit 
visiting,  that  she  gradually  adds  an  item  here 
and  an  item  there.  And  when  she"s  in  the  fur- 
niture store,  the  live-wire  salesman  will  have 
all  kinds  of  suggestions  to  make  to  her,  which 
will  at  least  interest  and  enlighten  her,  whether 
or  not  she  feels  like  actually  making  the  pur- 
chase at  the  moment.  There  is  a  wonderful  field 
for  planting  seeds  that  will  develop  into  new 
business  almost  every  time  a  customer  enters  a 
furniture  store.    Trade  is  seldom  so  rushed  that 


there  isn't  time  to  take  a  customer  around  and 
show  her  the  things  that  have  come  in  since  she 
last  visited  the  store. 

After  the  customer  has  made  the  selection 
of  the  article  for  which  she  came — "If  you  have 
a  few  minutes  to  spare,  Mrs.  Hamilton,  I'd  like 
to  show  some  bedroom  rugs  we've  got  in  re- 
cently— they're  something  quite  new  and  I 
believe  you'd  be  interested  to  see  them."  How 
many  salesmen  make  a  practice  of  doing  their 
customers  little  favors  of  this  kind?  And  they 
are  favors.  There's  not  one  woman  in  a  hun- 
dred who  isn't  glad  to  he  kept  in  touch  with 
the  latest  things  for  the  furnishing  of  her  home. 
They're  all  pleased  when  you  show  them  some- 
thing they  haven't  seen  l)efore,  or  tell  them  of 
some  idea  they  haven't  i)reviously  heard  of. 
Even  if  the  customer  doesn't  want  to  make  the 
purchase  at  the  time,  the  suggestion  will  sink 
in  and  may  bear  fruit  in  future  business. 


Things  the  Mail 
Order  House 
Knows 


The  success  of  the  mail 
order  house  in  any  district 
is,  generally  speaking,  in 
proportion  to  the  incom- 
petence of  the  local  retail  concerns.  The  mail 
order  houses  themselves  ])ear  witness  to  this 
fact,  and,  following  the  tactics  of  military 
science,  where  local  com])etition  is  weak  there 
they  concentrate  their  forces  in  an  effort  to 
break  right  through  the  line  and  win  over  the 
public  of  the  community.  •   ■  ' 

The  directing  head  of  the  sales  department 
of  a  furniture  manufacturing  organization,  who 
was  formerly  connected  with  the  mail  order 
business  for  a  period  of  some  fifteen  years, 
recently  told  the  "World"  some  of  his  own 
experience  in  this  regard.  It  was  part  of  his 
duties  to  make  trips  of  inspection  covering  vari- 
ous territories  to  which  the  mail  order  house 
catered,  with  the  object  of  finding  out  the  con- 
ditions afl:"ecting  business.  Typical  of  the 
situation  as  a  whole  was  the  condition  he  found 
on  a  tour  through  the  prairie  provinces. 
Adjacent    to  each  other  were  two  districts,  each 
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centred  around  a  fair-sized  town.  Both  were 
equally  prosperous  farming  comniunties,  and 
the  population  and  number  of  homes  represented 
were  about  the  same,  but  while  in  one  section, 
the  mail  order  house  was  doing  a  s[)lendid  fur- 
niture business,  in  the  other  it  could  make  little 
or  no  i)rogress. 

Why  should  this  be?  It  couldn't  l)e  merely 
a  chance  situation.  There  must  'be  some  reason 
for  it.  So  the  sales  manager  proceeded  to 
investigate.  What  did  he  find?  He  found  in 
the  community  where  his  own  house  had  cap- 
tured the  trade  that  there  was  a  dead-and-alive, 
unattractive  furniture  store,  lacking  a  stock 
anything  like  adequate  to  the  needs  of  the  resi- 
dents, while  in  the  other  district  he  found  there 
was  a  live  furniture  dealer,  with  good-looking 
premises  and  a  fairly  complete  stock. 

The  mystery,  if  there  was  any  mystery  to 
it,  was  solved.  It  was  sim])ly  that  in  the  one 
case  the  mail  order  house  had  no  real  local  com- 
petition, while  in  the  other  they  had  a  real  mer- 
chant to  combat  their  inroads. 

Our  informant  also  gave  us  another  slant, 
with  regard  to  mail  order  policy,  which  will 
certainly  be  interesting  to  local  retailers.  He 
said,  "When  I  was  with  the  mail  order  people, 
I  always  went  after  business  hardest  when  con- 
ditions were  bad.  One  might  think  that  per- 
haps this  was  throwing  away  money  in  trying 
to  secure  trade  that  did  not  exist.  But  the  fact 
of  the  matter  was  that  we  were  often  able  to 
make  our  biggest  gains  under  just  such  circum- 
stances, for  the  reason  that  the  competition  of 
the  individual  retail  concerns  was  losing  its 
edge.  When  money  was  pretty  tight,  the  local 
dealer  would  try  to  get  along  with  smaller 
stock,  would  cut  down  on  his  advertising,  and 
in  every  way  try  to  reduce  his  selling  costs, 
often  at  the  expense  of  decreasing  his  service  to 
his  customers.  Just  then  was  the  mail  order 
house's  opportunity.  We  always  tried  to  get 
extra  catalogue  space ;  we  showed  a  wide  range 
of  goods  as  attractively  as  |)Ossible,  and  gave 
all  the  emphasis  we  could  to  the  economy  of 
buying  by  mail.  The  result  was  that,  with  no 
real  opposition  coming  from  our  local  competi- 
tors we  got  the  bulk  of  the  business  that  was 
going  and  formed  new  connections  all  along  the 
line." 

This  statement  is  borne  out  by  the  report 
that  the  mail  order  houses  are  doing  excellent 
business.    The  largest  of  them,  it  is  understood. 


is  having  one  of  the  biggest  years  in  its  history 
No  employees  have  been  asked  to  take  holidays 
during  the  slack  season,  which  is  generally  done, 
because  no  slackness  has  occurred,  and  any 
changes  in  stafT  have  been  in  the  nature  of 
increases.  It  is  an  unfortunate  situation  when 
these  big  concerns  are  able  to  draw  the  trade 
to  themselves  which  is  so  vital  to  the  prosperity 
of  local  retailers  all  over  Canada.  However, 
as  always,  it's  just  a  case  of  the  survival  of  the 
fittest.  The  merchant  who  has  the  ideas,  and 
the  energy  and  the  business  judgment  to  keep 
alive  the  interest  of  his  customers  in  his  store 
will  will  out:  the  man  who  hasn't  will  peter  out. 


Why  the  Interior 
Decorators  Have 
Been  Busy 


The  home  furnishing  and 
decoration  business  has 
been  experiencing  remark- 
able activity  in  recent 
months.  This  is  ascribed  by  many  to  the  use 
of  soft  coal  last  winter.  The  smokey  fuel  soiled 
the  wallpapers  and  draperies,  and  many  house- 
holders have  found  it  necessary  to  redecorate. 
Whether  the  same  condition  will  prevail  next 
winter  is  not  yet  clear,  Init  it  is  not  entirely 
desirable,  even  from  the  viewpoint  of  the  furni- 
ture dealer  who  operates  a  home  furnishing  and 
decoration  department.  If  people  are  forced  to 
spend  money  on  decoration,  the  probability  is 
that  they  will  save  on  other  lines,  furniture 
included. 


Put  the  Lid  on 


Following  the  move  to  put  some  form  of  embargo 
on  the  export  of  Canadian  pulpwood,  our  U.S.  neighbors 
are  pretending  to  be  very  much  put  out  at  what  they 
are  pleased  to  suggest  would  be  an  unfriendly  act. 
Such  an  interpretation  cannot  be  considered  seriously 
unless  it  can  be  judged  unfriendly  to  lay  claim  to  what 
is  one's  own.  We  are  simply  minding  pur  own  business, 
and  the  reason  it  is  causing  comment  is  that  we  have 
delayed  overlong  to  do  this.  Not  only  should  our 
pulpwood  be  manufactured  into  its  final  product  before 
leaving  Canada,  but  the  same  should  apply  to  all  our 
raw  materials — our  timber,  our  minerals,  our  wheat, 
our  waterpowers.  We  are  simply  playing  into  the 
hands  of  national  commercial  competitors  as  long  as 
we  fail  to  do  this.  If  foreign  capital  prefers  to  manu- 
facture its  own  finished  products  there  is  no  law  against 
its  coming  into  Canada  and  doing  so. 

Are  we  afraid?  Must  we  admit  that  we  have  all 
the  essential  resources  for  a  great  country  except 
"backbone."  The  decision  rests  with  our  Dominion 
Government  to-day. 
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Campaign  Advertising  Boosts  Busi- 
ness for  Thomas  Furniture  Store 

By  P.  W.  READ, 
Advertising  Manager,  Thomas  Furniture  Co.  Ltd.,  London,  Ont. 


Necesity  is  ever  a  great  master — and  there's 
nothing  that  induces  action  on  the  part  of  store 
people  to  such  a  degree  as  does  advertising.  Ad- 
vertising not  only  puts  the  buyer  on  his  mettle, 
but  it  causes  the  shipping  and,  later,  the  dis- 
play man — even  the  advertising  man —  to  hustle 
in  a  manner  that  is  almost  sure  to  maintain  cer- 
tain-going interest,  creating  genuine  enthusiasm 
which  makes  for  successful  culmination. 

At  least,  that's  our  experience  and  we've  be- 
come so  now  that  we  don't  mind  how  much  this 
business  of  advertising  pushes  ann  drives  us  to 
effort.  Surely  the  wonderful  and  comprehen- 
sive campaign  staged  by  a  large  floor  covering 
outfit  recently  would  serve  to  show  the  average 
retailer  of  furniture  the  value  of  campaign  ad- 
vertising— advertising  that  drives  home  over  a 
sustained  period,  the  fact  that  So-and-So  actu- 
ally has  for  sale  something  that  most  everyone 
needs. 

You  can  argue  all  you  like  to  the  contrary  if 
you  will — we've  learned  the  merits  of  this  form 
of  strategy  and  continue  to  adhere  to  the  plan. 
So  there  now — we'll  tell  you  all  about  it  and 
just  how  we  were  converted  to  this  idea. 

Concerted  Action  on  One  Article 

Everyone  does  things  to  some  degree  Avithout 
recognizing  whether  it  is  good  or  bad  policy. 
Sometimes  it  takes  a  well-pointed  example  to 
bring  home  the  benefit  derived.  Perhaps  we  do 
not  analyze  to  seek  what  is  good  or  mediocre 
and,  once  having  secured  success,  fail  to  recog- 
nize the  measure  that  induced  it.  For  instance 
many  stores  sold  a  great  many  Congoleum  rugs 
that  week  in  May — and  let  it  go  at  that,  .never 
giving  the  campaign  idea  the  credit.  The  real 
meat  of  the  scheme  was  converted  action  on  one 
article. 

Of  course,  we  had  always  advertised,  but  it 
was  not  until  three  years  ago  that  we  recognized 
the  value  of  concerted  effort  on  one  particular 
article.  It  was  in  January  and  we  desired  to 
make  a  good  month  of  it  in  spite  of  weather  and 
the  general  idea  that  "That  January  is  a  poor 
month  anyway."  Following  New  Year's  Day  a 
trip  was  made  to  the  factory  and  two  carloads  of 
kitchen  cabinets  were  purchased — one  for  imme- 
diate delivery,  the  second  a  week  later. 

On  the  blamed  things  came.  Truth  to  tell 
we  were  rather  startled,  for,  be  it  remembered, 
60  cabinets  makes  120  crates — and  then  there 
was  60  more  to  follow.    Snow  was  piled  a  mile 


high  on  the  streets  ;  we  became  wary  as  to  the 
success  of  the  venture  and  began  to  search 
around  for  the  confidence — or  nerve,  we  pos- 
sessed at  the  time  of  purchase. 

A  Hundred  Cabinets  in  Three  Weeks 

Courage  besought  ideas  and  ideas  brought 
enthusiasm.  So  we  bundled  the  whole  box  of 
dice  on  the  floor  at  one  time,  after  having 
cleaned  off  the  entire  floor  of  its  display  of  inv- 
niture.  Yes,  it  was  a  lot  of  work — but  you 
should  have  seen  the  whole  carload  of  cabinets 
on  the  floor  at  once:  Imposing,  yes!  Concerted 
effort  personified !  At  the  end  of  three  weeks 
over  100  cabinets  had  moved  out  and  we  were 
sold  on  the  campaign  idea. 

That  one  sale  opened  our  eyes  as  to  the  value 
of  big  pushes.  We  recognized  it  as  a  policy 
and  are  sticking  with  it  yet.  It's  not  to  be  won- 
dered at,  for  the  whole  scheme  was  made  so  ob- 
v'ious — and  we'll  welcome  any  more  ideas  trorn 
manufacturers  having  big  campaigns  such  as  the 
Congoleum  sale.  By  the  way,  they  had  that 
doped  out  pretty  well — indeed,  never  in  Canada 
have  we  had  such  an  intensive  study.  Just  one 
place  did  they  slip — they  should  have  kept  away 
from  rent  week. 

Courage  Needed  to  See  it  Through 

After  all  is  said  and  done  there's  nothing 
mythical  a'bout  the  scheme — success  lies  in  the 
ability  to  stay  with  the  plan.  As  a  rule  two  or 
three  days  is  necessary  to  stimulate  public  in- 
terest. After  that  sales  commence  and  it's  much 
easier  then  to  maintain  the  swing.  One  or  two 
ads  will  not  suffice  and  they  must  be  large 
enough  for  the  good  ladies  of  the  house  to  see. 

Let's  figure  it  this  way:  If  courage  is  lacking 
better  by  far  stay  out ;  for  if  one  hasn't  enough 
confidence  in  the  sale  to  either  purchase  enough 
or  to  advertise  sufiiciently,  how  in  -the  name  of 
mud  can  the  good  people  of  the  locality  be  ex- 
pected to  exhibit  even  the  minimum  interest. 

A  great  deal  is  said  about  prospects,  the  sec- 
uring of  them  and  the  final  sale;  a  whole  lot 
more  is  said  about  the  women  being  the  largest 
buyers.  True  they  spend  the  most,  but  you 
mustn't  run  away  with  the  idea  that  she  is  the 
true  buyer — disabuse  your  mind  of  this  right 
away. 

The  Lady  of  the  House  Your  Best  Sales  Agent 

Here's  what  happens — for  the  lady  of  the 
house  is  just  about  the  best  salesman  to  happen 
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Cbomas*  ©n=to=Cbri8tmas  Drive'* 


To  Place  Live  Stock 
Wasn't  Your 


Plenty  of  Good  Food 
You  Provided 

—BUT 


Don't  you  suppose  that  blushing 
bride  of  years  ago  still  has  cherished 
hopes  of  a  real  fine  home? 

The/11  Hate  To  Go  Back! 

When  Tom.  Dick— the  boys,  and  tho  girls — ccane 
home  for  the  hoUdays  this  Christmas  what  will  their  im- 
pressions be?  Sure,  they'll  be  glad  to  soe  the  old  folka. 
and  the  old  home.  too. 

WU]  the  fact  that  the  live  stock  has  bc«n  shown  the 
preference  be  imposed  on  their  minds  Will  they 
realize  the  simple  reason  why  they  left  home? 

Now,  what  iibnut  ft  surprise  for  Ihcm?  L<'I  ^ 
fix  up  the  old  hnme  wtTh  all  nfw  fiirniturp.  ^Vheu 
thev  sec  jiist  how  craiul  it  all  is  ihcy  l!  hate  to 
Iphv/'  It  Like  iis  not  you'll  s''o  them  staying  a 
(lav  or  two  lonj!i»r.  anyway  The  closer  relations 
hptwi-en  parent*;  and  clnMren.  for  which  ynn 
have  Ifinyed  fnr.  will  then  be  established,  and 
it'll  he  "back  to  till'  farm  " 

Should  you  not  wish  to  invest  the  full  purchaw  pncc 
right  now.  any  fumiturv  may  be  purchased  on  the  Club 
Plan,  which  proMdes  for  a  payment  of  one  third  whea 
purchase  is  mado.  balance  wnthm  one  year 

Give  Them  a  Real  Surprise! 


Did  Your  Boy  Leave 

the  Farm-  Tour  farm  ? 

HOUSEHOLD  EFFECTS  $500? 


Ahead  of  Children 
Intention! 

—Was  It,  Now,  Frlr.  Farmer? 


Thfi 


B'>rurp  hiA  deatli  htt  rroan^ntly 
Jcplored  ihr-  fad  (hat  his  grown- 
cliildr<>n  had  li  ft  home  'and 
e  to  thr  fUy.  HIb  dlaapi^lnt- 
nl  w.ts  not  th.it  he  had  lont 
ney  by  ihelr  ili^f 'Tllon.  which 
UbA  comofllind  him  in  leav«>  part 
Ifl  farm  iinworked  for  niaht  of 
H<-  was  in  a.(rec(ionale 
i>r  who  liked  to  have  Ms 
IrTi  near  him.  Hp  could  not 
■rsuind  why  ihoy  ahould  want 
nfi  aw^y  onu  by  ono. 


Waiting  For 
Better  Days 


Both  were 


daughtcrB.  A  piece  <d  fiiniltnii 
lutd  iM-flD  added  to  tiio  hoime  troin 
time  to  time.  c<^heriJly  ih- 
H>T(infl>hand  fumllurc  fltnrr>  su[i 
p\\o/i  tfie  need.  For  ytTua  Ihr 
lamtly  miUUkiEed  wKh  Jutt  as  Ui- 
(k-  AJid  u  chi^ap  furniture  .1.1 
crtitia  bo  made  afrve  their  turn 
The  aiAble  and  darn  *ere  coni- 
foriablr.  but  Ineide  iho  old  farm- 
alctnd  ih«ro  was  neiOior  comfort 


CUT\- 


An    Hum    In  the 


[■nid  ihn  J.irmer  InflnU-' 

The  house.  fummf 
nliable  i 
furnlturf. 
Inn  of  clipa|>  odds  and  ends, 
would  liavo  nitrart^d  the  rhil  ■ 
dren-  Children  ruiluraJly  lov- 
ih<"  beautiful,  and  thPlr  nature* 
rr»ve  tor  Us  presence  Some  of 
iJi(j  hoys  mighi  havo  bnen  IncllneH 
to  remain  on  the  Tarro  and  the 
mother  might  not  h.iv.-  liPt-n  lef 
alono  to  rsrr>  on  II. b  -lain  inp  «niJ 


moderately  price 


foi 


3. A  But 


mode?!  Tiim  avi\llftblp  it  v,  m 
pfnt  on  better  .leroninKi.iatlori.i 
nd  fuml^hinRs  for  th*  live  aim  L. 
"liat  Miiui  fine  Th;U  was  huuiailO. 
I  alv>  cood  business. 


A  Hard  Chest 
Against  the  .Wall 


a  bird  Ciiesi 


One  of  the  Best  In 
Several  Counties 


'leseriptlon 
Klad  and  en 
fum  Bui 


ver\'  laie?i  and 

Thr.   lire  st'ock  » 


•miforts  for  then 


Th<->  c^rrlPd  at^ 
I  man>  happy  uiomor 


PLENTY 
OF  WORK 
THEY 
HAD. 

—BUT 

Well— Take  a  good  look  at  the 
Furniture  yourself.  In  truth 

Is  It  Your  Ideal? 

Thomas'  idea  is  not  to  ■sell  tnrniture.  and  fumiture 
only  We  go  further  than  that.  The  endeavor  ia  to  sell 
the  Idea  of  better  homes— for,  do  they  not  mcaji  greater 
happiness? 

Listen '  Ynii  it  takes  ynu  away  from  lh« 
farm  tn  ,...ni..  nil  .  til.,  .'ily  Of  course  it  doM.  It 
<.f.rtaiiil\  1^  t  in.  '  '  "  M'^'t^'  Indeed.  Iiow  ran  you 
spenil  It  t"  l.ti.i  advantase  nj:hi  now— yon 
hnvv  til.  111. in.  V  The  family  will  vote  you  the 
fn..sf  p.  [lul.ir  man  in  two  counties  if  you  do 

So  that  yon  11  feel  Thomas  and  you  ire  jreit  fnends. 
Sit  down  noTV  and  write  a  card  saying  you  are  conung, 
say  noxt  week  Hnrc's  the  reply  you  11  get  by  return  maoT; 


R  K  1, 

Tliiiiik  ynii 


II  V  in.'iy  for  your  letter 
w  ill  lip  more  than  inter- 
tijrnishtd  bunsalow,  so 
..'lid  a  deliplilfiil  day 

1  tiirn''d  over  to  the  sales 
.  ini'losed  Just  pres^-nt 
and  hf  will  si-e  li  't  .  r-j 


A;.'.i  11  'hankin?  you.  wp 
THOMAS  Fl  RNnTKi; 


A  Mighty  Good  Time 
Buy  Right.  When 
Thomas  Are  Reducing 
the  Extent  of  a  Full 

30% 


See   Windows  for 
Non-Advertised  Bargains 


Solid  Oak 
KITCHEN  CABINETS 


Simmons  Special 
ALL-FELT  MATTRESS 

$11.50 


240  DUNDAS  STREET 


Your  Neighbor 
Purchased  Yesterday 
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Read  this  advertisement.     It  contains  some  of  the  most  telling  copy  we  have   seen  in  long  time.     The  appeal  for  bettor  homes  on   the   'arm  la 
presented  in  a  forceful  and  striking  way,   but  without  exaggerated  statements.     This  is  the  kind  of  advertising  that  really  sets  the  prospective 
customer  thinking,  because  it  points  out  a  condition  of  affairs  which  he   knows   to   exist,   but   which  he  forgets   about   in   the   pressure   of  th<j 
daily  grind.     It  backs  up  the  voice  of  conscience,  as  it  were, 
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Only  Three  More  Days  In  Which  To 
Secure  Your  Cabinet  On  Low  Club  Terms 


Sale  Ends  Tuesday  Next 


Places  Any  Cab- 
inet You  Select  In 
Your  Home 

$2We€klyPaysForlt 


Thai  niraii*.  to  say  that  yrm  ran  "aik  into  Thomas 
Ha\         (n  Tuesday  npxl,  y\rk  nu\.  ilip  ■-abiiiPt  y'>i 
like  l'e>«t   Iiaii(J  the  salesman  nnly  $.),  and  the  oahnipt  i 
•-'-nf    miiiipd  iafel>    to   \  niir   home      Bala  nee   $2    u  eek)  i 
(irnroi  ff^s   fi  ne   u  ith   e  cabinet   bold.     Also   I  hp  frp' 

rhiim  p        tellers  ftttrrrprera  ft 


FREE! 


All  These  Select 
Ca^OCERIES 


VVrTM    RA'ERV  r\niN'BT 
(M'RCHASP.D 
/■  Gla8*»    lar   Wplrh  a  Grapelad* 
^    Tin  Cnnilnlon  Con<lfn«M  Tiina 


ParVage  or  Pu 

Powder 

P»eka 


Til, 


Kh 


ParkAKf     of     Ljn  rnsot 
ttak«  Ammonia 

rachaR«  KfUoKK'c  Ton 
Hoilf^r  Recipe  Bonk' 


Obi; 


'-al> 


LFVely   To  e«  Added 


5a/c  Ends  Tuesday  Next 


$59 


For  a  Solid 
Oak  Seller's 
Cabinet 


Tile  oabiiipt  HdvfrtisPH  at  is  of  Sellr^r  s  makf 

cnmplcte  n-ilh  hoftli's.  tiltinu  flnnr-bin.  class  boltlp- 
rnrtHl-covprecI  hrpad  hn\.  rnrk*.  for  pots  and  pans,  in 
adiMion  tn  br-1112  madf  nf  snlid  oad  and  havinr  'I dine 
unkcloid  (.ip     l'>.r.-(.|;j,n  lop,  $f)4  sn 


FREE! 


pry  purt'h^'.rr  of  -i  kn 
of  rndrce  a  chanrp  on  iho 
Kitrhen  Cabinpf.  m  addition  t' 
thp  vpry  Ion-  club  terms 


Chance  On  Seller's 
Mastercraft 

■lirn  i-al'inet  rpfptvp^  frpp 
hic  Spller  "s  Mastf rersft 
'  all  thp  free  ?rfii-erip<;  and 


TH*"  Ma'.rprrraft  ir  the  peer  of  all  rabuiPis  Spin? 
equipped  h  irh  the  automatic  lowering  flour -bir  basr 
<helf  extender.  pIp    This  ofF^r  ends  Tuesday  next. 


Only  Two  Days  Left 

'  THOWAS  FURNITURE  CO 


240  DUNDAS  STEEET 


Only  Two  Days  Leif 
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This  was  some  of  the  advertising  that   helped   to   sell  one  hundred  kitchen  cabinets  in  three  weeks 


— she,  first  of  all,  spends  months  and  months  in 
nagging,  coaxing,  pandering  and  insisting  on, 
well,  say  a  kitchen  cabinet.  The  husband  re- 
mains non-committal.  Finally,  out  comes  your 
ad.,  telling  her  you  have  a  lot  of  the  best  cabin- 
ets ever  produced.  She  is  sold  all  the  time,  but 
the  husband  up  to  the  moment  is  not.  This  ad. 
gives  her  wonderful  opportunity  to  pursue  her 
point  with  him  and  she  does  to  the  limit.  By 
the  time  she  reaches  your  store  in  response  to 
your  ad., — the  ad.  that  helped  her  so  much  to 
sell  her  husband,  she  is  all  ready  to  own  one — 
so  you  haven't  sold  her  at  all.  She  picks  one 
out. 

The  sooner  merchants  forget  the  old  bug- 
bear that  the  woman  is  the  potential  buyer  the 
better.  Give  her  the  chance  and  she'll  sell  her 
husband  every  time.  If  you've  ever  seen  a  dau- 
ghter nag  her  Daddy  for  a  new  car  you'll  under- 
stand just  the  way  the  good  ladies  go  about  sell- 
ing the  head  of  the  house.  All  we  as  merchants 
do  by  advertising  is  help  her  on  the  job. 

True,  not  every  locality  wants  kitchen  cabi- 
nets— ^but  people  must  sleep  and  most  everyone 
likes  to  sit  down  occasionally.  Again,  most 
everyone  has  a  porch. 


Campaigns  Still  Hold  Good 

You  say  campaigns  were  all  right  three  years 
ago-  You  can  just  bet  they  were — and  they're 
all  right  now.  We  run  them  all  the  time  and 
show  each  month  a  steady  increase. 

Let's  tell  you  about  a  sale  that  hasn't  hap- 
pened yet — it's  planned  for  this  week.  Instead 
of  purchasing  a  dozen  assorted  fumed  reed  rock- 
ers for  stock,  we  went  to  it  and  picked  on  one 
style  and  ordered  no  less  than  100.  We  feel 
safe  in  saying  that  our  ])lans  will  not  miscarry 
for  in  all  likelihood  they  will  be  going  out  the 
front  door,  so  to  speak,  as  fast  as  they  come  in 
the  back  door  as  a  result  of  plans  three  weeks 
ahead. 

No — we  can't  afford  dull  months,  any  more 
than  can  you.  Everyone  wants  floor  covering; 
someone's  moving  all  the  time. 

Timing  the  Ads. 

And,  then — here  comes  the  farmer.  Yes,  we 
touch  him  occasionally.  Well,  now,  just  to  save 
a  lot  of  chatter  perhaps  the  World  will  repro- 
duce a  lot  of  this  campaign  advertising  showing 
just  the  means  we  took  to  reach  those  whom  we 
felt  would  be  passably  interested.  Well-timed 
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ads.  arc  the  best.  POr  instance,  in  a  stove  sale, 
we  reproduced  the  local  paper's  weather  report ; 
in  another  we  brought  the  farmer  up  short  by 
telling  him  he  i)aid  more  atti'ntinn  to  his  pigs 
than  he  did  the  children.    And  so  on. 

However,  it  must  be  Ijornc  in  mind  that  the 
real  idea  is  to  have  the  goods  sold  before  they 
are  purchased.    In  other  words,  link  up  the  sales 


])lan  with  the  ])urchase  and  i)lan  far  enough 
ahead  to  have  everybody  sold  on  the  idea. 

By  advertising  help  the  little  lady  who  not 
only  sees  that  the  baby's  nose  is  clean,  but  who 
also  persistently  aids  your  sales  staf¥  by  ins'st- 
ing  that  "the  home  would  be  better  if  she  only 
had  a  chesterfield,  a  chair,  a  stove — anything." 


Business  is  Better  Than  a  Year  Ago 

Say  the  Retailers 

All  Replies  to  a  Questionaire  Recently  Sent  out 
Indicate  that  1923  is  Showinjf  a  Real  Improve- 
ment over  1922    in  the  Retail  Furniture  Trade 


Business  for  the  first  six  nmnths  (it  1923  is 
considerably  better  than  for  the  same  ])eriod  in 
1922,  so  far  as  the  retail  furniture  business  at 
least  is  concerned.  A  few  days  ago  we  sent  out 
a  number  of  letters  to  our  readers  asking  them 
the  following  questions:  1.  How  is  your  total 
business  this  year  to  date,  compared  with  a  year 
agi)?  2.  Ts  vi>ur  stock  getting'  low?  ?i.  Is  there 
much  hduie  building  in  your  district?  4.  Do 
your  customers  spend  carefully  or  cautiously? 
5.  Do  your  customers  buy  the  cheaper  or  better 
cjuality  of  furnishings?  6.  Does  money  seem 
scarce  or  fairly  plentiful?  7.  Are  your  custom- 
ers taking  more  interest  in  better  design  in  fur- 
niture, and  in  better  furnished  homes? 

Up  to  the  time  i>f  writing,  nine  replies  have 
been  received  and  every  one  of  them  reports 
business  better  than  last  year.  ^ 

L.  Madore  &  Fils,  of  Three  Rivers,  Que., 
report  that  there  is  quite  a  lot  of  home  building 
in  their  district;  that  their  customers  spend  very 
carefully  and  that,  thnugh  money  is  scarce,  they 
are  buying  better  <|uality  goods.  They  also 
report  that  their  customers  are  taking  more 
interest  in  better  design  in  furniture  and  in  bet- 
ter furnished  homes. 

The  Dominion  House  Furnishing  Company, 
Hamilton,  have  done  20%  more  business  this 
year  than  last.  There  is  a  considerable  amount 
of  house  building  in  Hamilton,  and  though 
money  is  fairly  plentiful,  they  find  their  cus- 
tomers l)uying  very  carefully  with  a  tendency 
to  cheaper  quality  of  goods  and  without  show- 
ing much  interest  in  better  furnished  homes. 

Young  &:  Atkins,  of  Niagara  Falls,  rejiort 
business  improved  and  their  stock  well  main- 
tained. There  is  considerable  house  building 
and  their  customers  are  buying  a  better  quality 
of  goods  and  showing  more  interest  in  better 
design  and  better  furnished  homes. 

W.  H.  Heath  &  Son,  of  Wallaceburg,  Ont., 


report  business  is  slightly  better  but  there  is 
little  home  building  in  this  town.  They  report 
money  is  scarce:  people  buying  carefully  goods 
of  medium  grade :  that  interest  in  better  fur- 
nished homes  is  increasing. 

T'^schenberg  Bros.,  of  Sherbrooke,  Que., 
re])ort  business  4%  better  and  their  stock  some 
12''/'  lower  than  a  year  ago.  There  is  very  lit- 
tle building  and  people  are  buying  carefully,  of 
medium  quality  goods.  However,  they  are  show- 
ing a  greater  interest  in  better  furnished  homes. 

Luke  Bros.,  of  Oshawa,  say  '"greater  volume 
than  year  ago."  A  number  of  cheaper  houses 
are  being  built  and  cheaper  lines  of  furniture 
are  called  for.  This  is  a  manufacturing  town 
and  conditions  are,  of  course,  regulated  by  the 
condition  of  the  industries.  On  the  whole,  Luke 
Bros,  report  their  customers  show  better  taste 
and  judgment  in  selecting  home  needs. 

Soul)liere-Lepage  Limited,  of  Hull,  Que.,  also 
report  imjiroved  business  and  stock  getting 
rather  low.  There  is  not  much  building  in  Hull. 
Customers  are  buying  medium  grade  goods  and 
showing  a  greater  interest  in  good  design  and 
better  furnished  homes. 

Buckley  Furniture  Store,  Niagara  Falls, 
reports  an  increase  for  the  six  months  of  22.49%, 
and  their  stock  getting  below  normal.  Money 
seems  fairly  plentiful  but  is  spent  cautiously  on 
medium  and  better  grade  goods.  In  answer  to 
the  question  about  better  design  and  better  fur- 
nished homes,  they  say  definitely  "yes,  always." 

Charles  Boutelle  &  Son,  Danville,  Que., 
report  improved  business  and  a  good  stock  in 
hand.  There  has  been  rather  more  building  in 
Danville  this  year  than  a  year  ago  and  people 
are  buying  a  better  quality  of  furnishings. 
Money  is  fairly  plentiful  and  their  customers 
are  taking  more  interest  in  their  homes. 

If  we  may  judge  by  the  tone  of  this  limited 
number  of  letters,  the  retail  furniture  business  is 
at  least  moving  in  the  right  direction. 


I 
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Showing  furniture  in  a  setting  similar  to  that  in  which  it  is  intended  to  be  used  is  proving,  in  the  experience 
of  many  progressive  retail  concerns,  to  be  a  very  effective  selHng  help.  These  two  pictures  show  furnished 
room  exhibits  in  the  Eaton  furniture  department,  Toronto.  There  are  a  half  dozen  such  exhibits  on  this  firm's 
fourth  floor.  The  alcoves  in  which  the  displays  are  arranged  are  a  comparatively  recent  addition  to  their  mer- 
chandising facilities. 
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Survey  of  Midsummer  Exhibits  Reveals  | 


No  Important   Developments  in 

Furniture  Design 

Two-tone  Effects  Decline  in  Popularity — Square  End  Bed  Shows  Signs  of 
Returning — Attention  to  Details  of  Efficiency — What's  New 
in  Upholstering  Materials 


The  trend  in  furniture  design,  as  reflected 
in  the  mid-summer  furniture  exhibits,  shows 
few  developments  since  the  beginning  of  the 
year.  The  manufacturers  are  showing  numer- 
ous new  suites  whicli  furnish  ])roof  nf  the  con- 
tinued progress  that  is  being  made  by  tlie  L'ana- 
dian  furniture  industry  in  the  refinements  of 
design  and  originality  of  conception,  but  no 
radical  changes  have  been  introduced — which  is 
of  course  natural,  considering  the  sentiment  of 
the  times. 

Decline  in  Two-tone  Effects 

In  case  goods,  it  is  worthy  to  note  that  ma- 
hogany shows  a  tendency  to  come  back.  It  is 
scarcely  noticeable  on  this  side  of  the  line,  l)Ut 
the  movement  is  gaining  way  in  the  States,  and 
there  is  a  possibility  that  it  may  gradually  be 
restored  to  something  of  its  old-time  popularit}'. 
Another  tendency  that  is  casting  its  shadow  l)e- 
fore  is  the  decline  in  the  dematid  for  two-tone 
efifects.  Their  day  is  just  al)out  o\er  for  the 
present,  according  to  some  nf  the  best-informed 
manufacturers.  Those  that  are  showing  the  two- 
tone  effects  are  "touing  them  down"  in  many 
instances,  so  as  to  secure  harmonious  variation 
without  strong  contrasts.  One  suite  in  which 
this  is  happily  exemplified  combines  ])ur 
walnut  with  crotch  mahogany  to  excellent 
advantage,  the  latter  wood  being  used  for  the 
drawer  fronts  and  trimmings.  Italian  designs 
are  featured  by  many  of  the  manufacturers  and 
Queen  Anne  also  still  hr)lds  a  ])lace  as  usual. 

Catering  to  Convenience  and  Efficiency 
One  is  struck  with  the  ever  increasing  atten- 
tion that  is  being  paid  to  detail.  It  is  in  the 
little  things  that  make  for  greater  convenience 
and  efficiency  that  the  progress  in  furniture  man- 
ufacture is  most  noticeable.  The  various  designs 
of  chifi^oniere,  under  their  different  appellations, 
exemplify  this.  Manufacturers  have  been  vying 
with  each  other  in  the  inclusion  of  every  detail 
that  would  add  to  convenience,  and  to-day  a  cus- 
tomer is  supplied  with  a  ])iece  of  bedroom  equi])- 
ment  that  antici])ates  all  his  requirements. 

Little  trays  for  cuff  links  and  collar  ])Uttons 
and  likewise  for  hairpins,  scarfpins,  etc.,  velvet- 
lined  drawers  for  cutlery  with  removable  double 


bottoms,  and  various  other  little  conveniences 
that  a])peal  to  the  feminine  eye,  jjarticularly — 
these,  in  addition  to  high  ((uality  workmanship 
and  finish,  are  some  of  the  selling  points  by 
which  manufacturers  are  seeking  to  gain  and 
111  lid  the  interest  of  the  consumer. 

A  combination  server  and  china  cabinet  in  a 
dining  room  suite  might  also  be  cited  as  another 
instance  of  this  appeal  of  efficiency  as  well  as 
beauty. 

(  )ne  (lc\ elo] )ment  of  inqiortance  in  the  design 
of  beds  is  the  trend  away  from  the  l)ow  end. 
This  is  still  shown,  but  some  progressive  manu- 
tacturers  say  that  the  square  end  is  coming  back 
and  will  shortly  ])c  the  feature. 

Imported  Upholstering  Materials 

In  o\ er-stuffed  goods,  there  is  little  new  to 
be  said.    ;\s  forecasted  at  previous  exhibits,  the 


i 
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flaie  arm  has  largely  taken  the  place  of  the 
|)illow  arm  in  chesterfield  suites.  Mohair  still 
h<ilds  the  field.  Combination  effects  are  shown 
by  the  Canadian  manufacturers  as  strongly  as 
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A  lian'dsome  chesterfield  table,  by  John  C.  Mundell  &  Co. 


ever,  th(.)Ugh  we  learn  that  in  the  States  these 
are  less  prominent — largely,  it  is  understood, 
due  to  the  fact  that  great  difficulty  is  l)eing 
experienced  by  the  U.S.  manufacturers  in  secur- 
ing figured  patterns  and  they  have  been  trying 
to  replace  them  with  all-over  brocaded  patterns 
to  some  extent.  In  Canada,  English  mohairs  are 
now  being  used  exclusively  by  some  of  the  larg- 
est manufacturers.  A  material  which,  has  newly 
been  imported  from  Europe  is  mocjuette.  It  is 
of  very  heavy  texture,  almost  like  a  light  car- 
pet, and  is  said  to  wear  almost  indefinitely.  It 
is  not  generally  used  for  the  entire  upholstering 
of  a  suite,  but  is  freciuently  confined  to  the 
cushion  and  the  back,  where  the  greatest  wear 
comes.  Holland  friezes  are  also  being  imported 
and  are  considered  as  a  good  feature  by  some 
manufacturers.  Metallic  effects  in  tapestries  are 
fairly  strong. 

Taupe  is  the  featured  shade  in  chesterfield 
suites,  and  an\'thing  between  that  and  a  seal 
brown    tone    is  p'ood. 


Good  News  From  Swift  Current 

A  most  encouraging  letter  comes  from  A.  G. 
Washington,  of  Swift  Current,  Sask.  Mr.  Wash- 
ington is  proprietor  of  Washington's  Furniture 
store,  dealers  in  high  grade  and  medium  priced 
furniture  and  house  furnishings.  He  makes  two 
very  definite  and  encouraging  comments — 1, 
that  the  crop  prospects  in  the  Swift  Current  dis- 
trict "are  all  that  could  be  desired  and  we  are 
looking  forward  to  better  business  from  now 
on,"  and  2,  that  his  business  is  almost  double, 
this  year,  what  it  was  last  year  for  the  same 
period.  Mr.  Washington's  letter  runs  in  full  as 
follows : 

Editor,  Furniture  World : 

I  beg  to  enclose  herewith  your  letter  of  the 
14th.  with  list  of  questions  answered,  and  trust 
that  the  information  is  the  kind  desired. 

I  might  just  add  that  the  crop  prospects  in 
the  Swift  Current  district  are  all  that  could  be 


desired  and  we  are  looking  forward  to  better 
business  from  now  on. 

I'he  writer,  who  bv  the  way  is  interested  in 
farming  to  the  extent  of  a  section  of  land,  has 
over  two  hundred  acres  of  as  fine  looking  wheat 
as  I  have  ever  seen  grow. 

Perhaps  you  would  be  interested  to  know 
that  we  are  leaving  on  our  summer  holidays 
next  week,  by  motor,  through  southern  Mani- 
toba, the  Dakotas,  and  back  through  Wyoming 
to  Yellowstone  National  Park  where  we  will 
spend  a  week  before  returning  home.  The  trip 
will  take  four  or  five  weeks,  and  the  party  will 
consist  of  my  wife  and  our  little  daughter,  also 
Mrs.  Washington's  father,  Mr.  R.  J.  Hill. 

Wishing  the  Furniture  World  every  success 
which  it  so  properly  deserves,  I  remain. 
Yours  sincerely, 

A.  (i.  Washington. 

Mr.  Washington's  answers  to  the  (juestions, 
in  addition  to  the  statement  that  his  business  is 
almost  double  what  it  was  a  year  ago,  says  he  is 
carrying  an  increased  stock  and  that  he  believes 
his  customers,  in  general,  are  taking  a  greater 
interest  in  better  design  and  in  better  furnished 
homes. 

We  congratulate  him  on  l)eing  al)le  to  take 
some  real  summer  holidays. 


An  attractive  Table   Lamp  shown  by 
J.  B.  Watson  Furniture  Co. 
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How  to  Advertise  a  Furniture  Store 


2— LAYOUT  AND  COPY 

By  Owen  Gurney,  Advertising  Manager,  Tlie  F.  C. 
Burroughes  Furniture  Company,  Ltd.,  Toronto,  Ont. 


This  is  the  second  of  a  series  of  articles  specially  prepared  for  the  "Furni- 
ture World"  by  Mr.  Gurney.  The  aim  is  to  deal  with  the  advertising' 
problems  of  the  smaller  merchant,  in  particular,  beginning  with  the  ele- 
mentary principles  of  lay-out  and  copy  and  working  up  to  the  more  advanced 
phases  of  the  art  of  publicity.  Our  readers  are  invited  to  submit  enquiries- 
and  an  endeavor  will  be  made  to  supply  helpful  answers  in  every  case. 


When  an  advertisement  is  sent  to  the  printer 
it  should  be  made  up  in  two  distinct  parts — the 
layout  and  the  copy.  Tlie  former  is  a  plan  or 
diagram  of  the  advertisement  which  is  a  guide 
to  the  printer  for  setting  up^  wliile  the  co])y  is 
the  headings  and  descriptions  to  be  printed. 
The  headlines  are  known  as  headings  or  dis- 
plays. The  description  which  follows  in  small 
type  is  known  as  the  body  matter. 

Some  advertising  men  plan  their  layout  first, 
then  write  the  copy  to  fit  the  space.  Others 
prefer  to  write  their  copy  first,  then  work  on  the 
layout.  Should,  however,  the  advertisement  be 
a  large  one,  in  which  many  cuts  are  used  illus- 
trating the  actual  articles  and  accompanied  by 
brief  particulars,  I  attend  to  the  layout  first. 

The  Preliminaries 

Take  a  sheet  of  white  paper — don't  use  brown 
wrapping  paper  as  it  is  difficult  for  you  to  see 
the  eft'ect  of  your  layout  properly  and  also  the 
printers  cannot  see  it  as  clearly  as  on  white — 
mark  of¥  the  size  of  the  advertisement  you  in- 
tend running.  This  should  be  the  actual  size 
and  the  width  must  be  marked  oft'  according  to 
the  number  of  columns  wide.  When  you  have 
ruled  a  line  around  the  space  to  indicate  the 
size,  the  position  of  the  illustrations  should  be 
known.  If  you  have  proofs  of  the  cuts  they  can 
be  cut  out  and  pasted  on  the  layout.  If  you 
have  no  proofs  the  cuts  may  be  shown  by  using 
a  stamp  pad  and  pressing  cuts  on  the  layout  in 
the  same  manner  as  one  uses  a  rubber  stamp. 
Failing  either  of  these  methods  the  positions  of 
these  cuts  can  be  indicated  by  rough  outline 
sketches,  but  care  must  be  taken  to  show  them 
the  same  size  as  the  originals.  The  headlines 
are  lettered  in  ink  or  pencil  and  the  small  body 
matter  shown  by  parallel  lines  running  close 
together  or  wider  apart  according  to  the  size  to 
be  used. 

The  advertisement  under  the  caption  of  "For 
Bungalow  or  Apartment"  is  shown  as  an  exam- 
ple of  how  the  copy  is  prepared  on  separate 
sheets  of  paper,  then  the  layout  and  finally  the 
advertisement  when  set  up  and  printed.  It  will 
be  noticed  that  the  names  of  the  types  used  are 
stated  in  the  margin  with  rings  drawn  around 


each.  Your  newspaper  will  supply  you  with 
proofs  of  the  types  which  it  uses  with  the  var- 
ious sizes  marked  thereon,  but  when  indicating 
instructions  for  the  printer  draw  a  circle  around 
them  so  that  he  will  know  the  words  are  not  to 
be  printed  but  are  merely  for  his  guidance.  Care 
should  be  taken  to  see  that  the  printer  does  not 
use  type  which  is  too  small  to  be  easily  read  in 
the  body  matter.  It  is  advisable  not  to  use 
smaller  than  10  point  Roman  old  style  in  the 
body  matter,  and  when  it  extends  over  three 
columns  or  more  it  should  be  at  least  12  point; 
wider  than  that,  14  or  18  point. 

The  headline  of  an  advertisement  must  catch 
attention ;  therefore  the  shorter  the  better,  so 
that  it  can  be  read  at  a  glance.  If  the  headline 
fails  to  attract,  much  of  the  power  of  the  adver- 
tisement is  lost  as  people  will  seldom  bother 
about  reading  further  unless  the  eye  should  by 
chance  alight  upon  some  article  shown  in  the 
advertisement  which  the  reader  particularly  de- 
sires. The  display  line  should  be  of  human  in- 
terest or  embody  some  strong  selling  point.  Let 
it  bear  directly  upon  the  advertisement  and 
above  all  guard  against  any  misleading  state- 
ment, either  directly  or  inferred.  See  that  your 
printer  does  not  mix  up  several  kinds  of  types 
in  the  headlines.  Tell  him  to  stick  to  not  more 
than  two,  as  a  number  of  display  lines  each  set 
in  a  dift'erent  type  makes  the  advertisement  ap- 
pear patchy.  Of  course  dift'erent  sizes  must  be 
used  according  to  the  number  of  words,  but  they 
should  be  in  not  more  than  two  type  families 
or  three  at  the  most  in  a  large  advertisement. 

Don't  Overcrowd 

Many  advertisers  make  the  mistake  of  crowd- 
ing an  advertisement  too  much.  Leave  plenty 
of  white  space  around  the  margins  and  between 
each  item.  This  makes  the  advertisement 
clearer  and  more  easily  read.  Remember,  peo- 
ple do  not  buy  newspapers  because  they  are 
eager  to  read  your  advertisement.  They  buy 
them  in  order  to  devour  the  election  returns;  to 
read,  mark,  learn  and  inwardly  digest  the  latest 
graft  exposed,  or  great  criminal  trial.  There- 
fore, that  kind  of  copy  may  be  set  in  the  small- 
est type  and  sensation-hungering  eyes  will  soon 
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This  illustration  indicates  how  the  copy  is  prepared  on  separate  sheets  of  paper,  then  the  method  of  making  f.ie  lay-out.     The  ad. 

as  printed  is   shown  on  the  right 


pick  it  out.  But  it'.s  in  passing  over  the  pages 
in  search  of  news  that  your  advertisement  must 
arrest  attention.  You  will  at  once  recognize 
the  importance  of  an  attractive  disj^lay,  also  of 
clearness. 

The  display  of  an  advertisement  should  com- 
pel attention.  The  copy  must  hold  the  interest, 
create  a  desire  to  own  the  article,  then  finish  by 
stimulating  action.  Every  sentence  in  the  copy 
should  be  of  news  value  relating  to  the  merchan- 
dise described.  Make  it  so  that  the  most  in- 
formation is  given  in  the  least  number  of  words. 

Avoid  smartness  or  coarseness.  While  many 
people  do  not  object  to  slang,  some  of  your  best 
and  most  particular  customers  do.  Of  course  I 
do  not  mean  for  you  to  make  your  copy  cold  and 
formal,  but  see  that  nothing  creeps  into  it  which 
would  tend  to  shake  the  faith  of  the  most  fas- 
tidious reader. 

Be  sparing  of  superlatives.  They  do  not  in- 
spire confidence.    "This  is  the  most  comfortable 


chesterfield  on  the  market  '  is  open  to  doubt. 
Mow  is  one  to  tell  that  it  is  the  most  comfort- 
able? It  is  a  matter  of  opinion  and  personal 
preference.  "As  you  contentedly  sink  into  the 
soft,  springy  depths  of  this  chesterfield,"  con- 
veys a  better  idea  of  comfort,  besides  sounding 
more  reasonable  and  sincere. 

Do  not  abbreviate  words;  write  them  out  in 
full.  Avoid  trade  or  technical  terms  that  the 
public  is  not  familiar  with,  but  if  an  occasion 
arises  where  it  is  helpful  to  use  a  trade  term, 
be  sure  to  explain  its  meaning. 

When  you  advertise  a  number  of  the  same 
kind  of  articles  at  different  prices,  do  not  use 
the  word  "ditto"  on  each  line  under  the  name 
of  the  article,  or  the  "sign"  but  write  the  word 
out  each  time  in  full.  Printers  follow  copy  so 
that  should  you  make  abbreviations  they  will 
be  followed  when  setting  up  the  advertisement. 

When  writing  copy  show  how  the  family  can 
benefit  by  having  the  article  which  you  are  de- 
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g  scribing.  A  mother  whose  httle  ones  lack 
§  appetite  in  tlic  hot  weather  will  Ijc  more  strong- 
^  ly  influenced  to  buy  a  refrigerator  through  a  de- 
§  scription  of  the  cnol,  appetising,  cold  lamb,  let- 
tuce and  other  viands  kept  in  the  Arctic  temper- 
ature of  the  ice  box  than  by  the  statement  it  is 
the  best  ])uilt  refrigerator  that  money  can  buy. 

Then  there  is  the  matter  of  price  or  payment 
terms.  Everybody,  whether  rich  or  poor,  wants 
to  know  the  price.  Almost  the  first  thing  asked 
when  they  see  something  that  interests  them  is 
"how  much?"  Whether  price  should  be  men- 
tioned in  modest,  small  type,  or  declaimed  in 
large  bold  numerals  depends  upon  the  style  of 
advertisement  and  will  l)c  dealt  with  in  a  later 
article. 

The  large,  June  Bride  advertisement  accom- 
panying this  article,  shows  how  the  layout  is 
made  when  several  cuts  are  used.  Note  how 
closely  the  printer  has  followed  instructions. 
When  writing  the  copy  it  is  a  good  plan  to  use 
a  separate  sheet  of  paper  for  each  section.  This 
enables  more  than  one  printer  at  the  same  time 
to  work  on  your  advertisement,  which  (jf  C()urse 
results  in  greater  speed. 


A  Firm  That  Has  Lived  Up  to  its  Name 

The  Progress  Spring  Bed  Manufacturing 
Company,  Cadieux  St.,  Montreal,  has  lived  up 
to  its  name.  Organized  in  1905  by  Mr.  A. 
Raginsky,  it  commenced  operations  in  a  very 
modest  way,  and  in  1919  an  extension  was  made 
to  the  factory,  while  three  years  later  it  was 
found  imperative  to  make  a  further  addition. 
The  offices  have  been  remodelled  and  the  plant 
practically  rebuilt,  the  floor  space  totalling"  30,- 
OCO  feet.  A  selling  branch  has  been  opened  at 
590  King  St.  W.,  Toronto,  under  the  manage- 
ment of  Mr.  J.  D.  MacBeth. 

The  company  sells  its  goods  from  coast  to 
coast.  Mr.  l\.  Raginsky  is  a  believer  in  the 
pulling  power  of  advertising.  Besides  using 
show-cards  in  the  tramcars  and  bill-boards,  the 
firm  ])uys  space  in  the  trade  papers  and  contem- 
]ilates  publicity  in  the  daily  papers  and  weekly 
journals.  Progress  being  synonymous  with  ad- 
vertising, the  company  intends  to  utilize  the 
most  efficient  methods  of  placing  their  goods 
before  the  consumer  and  the  trade,  a  linking  up 
of  forces  which  spells  success,  provided  that  the 
publicity  is  backed  with  the  right  commodities. 

The  Progress  Sirring  Bed  Manufacturing" 
Company  believe  that  it  has  those  commodities. 
The  company  manufactures  a  numl)er  of  lines, 
and  feature  three  or  four  which  t)Utstanding 
merit  is  claimed.  For  instance,  the  Patent 
Antisway  Spring  is  one  of  the  successes.  The 
outstanding  characteristic  claimed  for  it  is  that 
it  eliminates  sagging,  that  no  matter  what 
weight  is  applied  to  the  spring  the  level  and 
flexibility  are  maintained.  The  spring  is  com- 
posed of  100  oil  tempered  coils  and  a  noiseless 
four-way  lock  to])  with  the  Patent  Antisway 
attachments    on    l)Oth    sides.    Tlie  advertising 


slogan  is  "The  Antisway  is  the  heart  of  a  good 
bed." 

Tlien  tlie  company  nianufactures  the  Morest 
Spring,  made  of  cables,  which,  it  is  stated,  will 
not  sag,  the  spring  being  on  adjustable  mount- 
ers, which  are  adjustable  to  any  bed.  Besides 
these,  the  company  makes  the  Progress  Guaran- 
teed Link  Springs  of  one  piece  copper  link 
fabric,  which  prevents  the  links  coming  apart  or 
tearing  the  mattress.  C)ther  lines  include  steel 
frame  fabric  springs.  Earl  copper  lock  woven 
fabric  springs,  coil  springs,  folding  caljinets, 
steel  sliding  couches,  furniture  and  upholstery 
springs  and  pillow  springs — a  very  complete 
range  of  goods. 

The  factory  consists  of  four  floors,  in  which 


The  plant  of  the  Progress  Spring-  Bed  Manufacturing  Co.,  Montreal, 
as  it  appears  to-day 

the  process  of  manufacture  is  carried  out.  'UK- 
ground  floor  is  set  ajjart  for  raw  materia!  stock, 
while  the  first  floor  is  de\  oted  to  the  making  of 
the  coil  spring  beds.  Here  the  steel  wire  is  made 
into  coils,  the  steel  frames  asseml^led  and  the 
springs  constructed.  The  springs  are  then 
transferred  to  the  enamelling  dept.,  given  a  coat 
of  black  enamel,  and  afterwards  baked  at  a  heat 
of  700  deg.  in  an  oven  heated  by  gas.  The  entire 
process  is  done  by  the  latest  machinery,  which 
in  recent  years  has  taken  the  place  of  a  cdu- 
siderable  amount  of  manual  labor. 

The  fabric  springs  are  manufactured  on  the 
second  floor.  These  comprise  link  and  various 
woven  fa])rics.  The  springs  are  stretched  and 
the  frames  and  tubes  prepared,  this  work  involv- 
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inj4'  the  ciiipli lyment  n{  luinicrous  inarhines.  'iMic 
last  H(i(ir  is  s])crially  c(|ui|)])C'(l  for  steel  couches, 
cosy  cabinets,  cots,  divanettes  and  bassinets. 
After  the  fabrics  have  ])een  I'ltted,  the  <>()ods  are 
enamelled  and  l)aked  in  an  oven  heated  by 
steam  heat. 

In  addition  to  the  dilTerent  manufacturing- 
departments,  the  factory  has  a  very  lar.^c  stock 
warehouse,  from  which  the  company  is  al)le  to 
gi\e  the  trade  i^rompt  and  sati.sfactory  service. 

'Jlie  com])any  has  made  ra])id  strides  within 
recent  years,  and  may  ])c  coiisidere<l  one  of  the 
leaders  in  the  sprint^'  l)ed  ])usiness  in  (  anada. 


Does  Price-Cutting  Pay  in  The  End? 

When  a  mercliant  ])es4ins  cuttin.i;-  his  prices 
to  hold  his  trade,  al!  the  little  de\ils,  whose 
special  business  it  is  to  harass  broken  down  and 
bankrujit  merchants,  cackle  at  tlie  i)rosi)ect  of 
another  harassee. 

That's  only  another  way  of  sayin<^  that  the 
practice  of  price-cutting-  to  hold  customers  is  a 
rather  clear  indication  that  somethin<;-  is  wrons^- 
and  that  the  vvron^'  thing  is  being  done  to  right 
it.  "Price-cutting  to  hold  your  own  trade  or  to 
get  your  competitor's  customers  will  react 
against  your  own  business  in  the  end"  is  the  ad- 
vice given  merchants  by  the  Business  Consulta- 
tion Bureau  of  LaSalle  Extension  rnivcrsity, 
Chicago. 

Many  a  merchant  lias  to  decide  at  some  time 
or  another  whether  or  not  he  will  shave  his 
prices  a  bttlc  to  a  favored  few  of  his  customers, 
either  because  of  ])ersonal  friendship  and  busi- 
ness association,  or  because  they  happen  to  at- 
tend the  same  church.  If  he  makes  this  dis- 
crimination it  is  not  long  before  the  fact  becomes 
general  knowledge,  among  all  the  other  cus- 
tcmiers. 

If  your  comjietitor  ])egins  to  cut  his  ])rices — 
let  him.     It  is  usually  a  good  reason  why  you 


should  not  follow  his  exanii)le.  Just  sit  tight 
and  watch  him. 

There  are  some  times  wlien  price-cutting  is 
necessary.  Often  it  is  the  only  way  to  get  out 
from  imder  an  overstock  in  some  line  or  ])erhaps 
the  entire  store.  That's  the  time  to  cut,  Init 
give  all  your  customers  the  advantage  of  the 
lower  sale  ])rices.  Unless  it  is  to  your  advan- 
tage, because  of  an  overstock  or  some  other  good 
reason,  don't  cut  your  prices  just  because  your 
comi)etitor  across  the  street  is  cutting  his. 


Credit  Authorization  Equipment 

In  the  UKJSt  modern  form  of  credit  auth((ri- 
zation  e(|uipment,  when  a  sale  is  made,  the  sales 
slip  is  placed  in  a  machine  at  the  counter,  mak- 
ing immediate  phone  connection  with  the  credit 
office.  The  name  of  the  customer  is  given,  and 
the  central  office  authorizes  the  charge  by  pres- 
sing a  button  which  automatically  stamps  the 
slip  with  the  date,  department  nund)er  and 
credit  authorization,  and  the  slij)  is  released  ac 
<  )nce. 


Furniture  House  Becomes  Department 
Store 


the  ( irote-Rankin 
was  opened  up  as 
process  of  adding 
developed   into  a 


A  Seattle  estal)lishment, 
Co.,  wdiich  fifteen  years  ago 
a  furnitm-e  store,  has  by  a 
new  dei)artments  gradually 
departmental  store.  For  the  most  part,  the  tran 
sition  has  been  accomplished  with  the  public's 
knowledge.  .Since  October  last,  their  customers 
have  realized  tiiat  something  was  going  on 
though  there  was  never  any  interruption  of  l)Usi- 
ness. 

In  the  remodelled  store,  the  first  and  second 
lloors  are  given  over  to  the  department  devoted 
to  women's  wearing  apparel,  while  the  other 
four  stoi  eys  and  basement  contain  the  furniture 
and  house-furnishings,  wliitdi  have  been  accorded 
enlarged  tpiarters. 
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Stock  Records  in  the  Furniture  Business 

No.3-The  Johnston  Furniture  Co., 

Toronto 

We  Print  this  Month  the  Third  of  a  Series  of  Articles 
Descriptive  of  Various  Systems  Used  by   Some  of 
Canada's   Most   Progressive   Furniture  Houses— Of 
Special  Interest  to  the  Smaller  Dealer 


The  most  interesting  feature  of  the  system  of 
records  used  by  the  Johnston  Furniture  Co.,  707 
Queen  St.,  E.,  Toronto,  is  the  order  book.  This 
is  a  loose  leaf  book,  in  which  are  kept  the  copies 
of  all  the  current  year's  orders.  On  top  is  a 
supply  of  the  blank  order  forms.  When  placing 
an  order,  these  are  filled  out  in  duplicate,  one 
copy  being  handed  to  the  manufacturers'  repre- 
sentative and  the  carbon  copy  retained  in  the 
book.  There  are  two  alphabetical  indexes  in 
the  book,  and  the  loose-leaf  carbon  copy  is  filed 
under  the  manufacturer's  name  in  the  first  of 
these  indexes,  at  the  time  the  order  is  made  out. 
Then,  'according  as  the  invoices  for  the  incom- 
ing goods  are  received,  the  different  items  are 


Purchase  The  Johnston  Furniiure  Co. 

Order  s,  t .  c,.™=.  i>™.d.it»  -  y^ 

Ph,isc  Juf 
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JOHNSION  FUkNITtlKt  CO., 


Fig.  1 — The  Puchase  order  form  used  by  Johnston's 

checked  off.  When,  finally,  all  the  merchandise 
covered. by  an  order  has  been  received,  the  copy 
is  removed  from  the  first  index  file  and  placed 
in  the  second,  where  are  the  duplicates  of  all  the 
orders  that  have  been  filled.  In  this  case,  as  in 
the  former,  the  copy  is  filed  under  the  manufac- 


turer's name.  To  every  order  and  its  duplicate 
is  afiixed  the  signature  of  the  salesman  and  the 
buyer,  and  the  latter  has  on  hand  indisputable 
proof  of  the  cpiantity  and  description  of  goods 
ordered,  the  price  and  the  terms. 

A  Compact  Record 

All  this  informatiiin  is  where  it  can  be  turned 
to  at  a  moment's  notice.  The  uncompleted  or- 
vleis  are  in  one  index  file,  and   the  completed 
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Fig.  2 — The  stock  record  card.     In  filing,  these  cards  are  classified 
according  to  the  various  lines  of  merchandise, 
buggets,  refrigerators,  etc. 

orders  in  another.  By  consulting  the  former, 
\>ne  can  tell  at  once  what  goods  are  due  from  any 
manufacturer,  while  the  latter  is  a  very  valuable 
record  as  to  prices,  etc.,  and  a  helpful  guide  in 
future  buying.  Each  year's  orders  are  kept  in  a 
separate  book. 

The  stock  rec(.)rd  card  used  ])y  the  Johnston 
Co.  is  much  the  same  as  that  ordinarily  employ- 
ed, though  their  method  of  filing  differs  from 
those  we  have  previously  described,  in  that  the 
cards  are  filed  under  the  various  articles  of  fur- 
niture, n(.it  under  the  manufacturers'  names. 

Thus  all  buffets,  by  whomsoever  they  may  be 
made,  are  grouped  together  under  the  B's,  refri- 
gerators under  the  R's,  and  so  forth.  The  cjuan- 
tities  are  indicated  by  strokes  and  are  added  to 
and  checked  off'  daily,  as  invoices  and  copies  of 
sales'  slips  come  into  the  office. 

Tv^o  Types  of  Sales'  Slips 

Two  types  of  sales'  forms  are  used — one  for 
cash  transactions  and  the  other  for  credit  tran- 
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sactions.  These  are  ])raclically  the  same  except 
that  on  the  l)ack  of  the  latter  is  the  contract 
form,  which  is  sig;ne(l  by  tlie  customer,  and  tlie 
terms  of  payment  arc  also  shown,  "Cash  re- 
ceived and   halancc   in  ])ayments 


CASH  ll<VOjt.-E 


,.  «...  Sn-M  ^Uj^ylMn-^ 

......  ^r>J 


/cot- 

Pig.   3 — The  sales's   form.     This  is  the  form  used  in   cash  sale. 
That  used  for  a  credit  transaction  is  shghtly  different,  the  terms 
being  shown,  and  a  contract  form  printed  on  the  back 

(if  ,^   each  from  date  hereof — 7  per  cent. 

added  on.  all  overdue  payments." 

These  sales'  slips  are  made  out  in  trijjlicate — 
one  copy  going  to  the  customer,  the  second  to 
the  shipper,  as  his  instructions,  and  the  third  to 
the  office  for  purposes  of  record. 

Another  form  used  is  the  dej^artment  slij). 
This  is  made  out  in  the  office  from  the  copies  of 
the  sales'  forms  and  is  in  the  nature  of  instruc- 
tions to  the  head  of  a  department  to  prepare 
goods  for  delivery,  the  different  items  of  mer- 
chandise being  specified  and  the  date  on  which 

DEPARTMENT  SLIP 
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Fig.  4 — The  department  slip.     This  forms  the  instructions  to  the 
department  head  to  havo  goods  prepared  for  delivery 

delivery  is  to  be  made.  This  simi)lilies  matters 
for  the  shipi)er  and  ensures  that  the  go()ds  will 
be  ready  to  leave  the  floor  when  recjuired. 

The  tag  attached  to  the  sample  articles  on 
the  selling  floor  is  of  the  usual  type,  showing  the 
manufacturer's  num])er,  finish,  maker,  cost  and 
selling  price,  the  last  three  items  in  cipher.  On 
the  back  of  the  tag  is  kept  a  tally,  showing  the 


cjuantity  of  the  line  in  stock.    Whenever  the  de- 
])artnient     head     receives  the    department  slij) 
above  referred  to,  it  is  his  duty  to  check 
tally  and  so  keej)  it  up  to  date. 


lln^ 


The  American  Furniture  Mart 

The  American  Inirniturc  Marl  Building  Cor- 
poration are  distributing  an  exceedingly  attrac- 
tive brochure  of  the  American  I'\irniture  Mart, 
which  is  described  as  the  largest  building  in  the 
world  and  one  of  the  most  beautiful.  It  is  loca- 
ted in  (  hicago  and  is  designed  as  a  permanent 
home  for  the  country's  furniture  retailers  and 
for  the  ])rominent  display  of  the  best  in  furniture 
that  the  United  States  can  produce.  The  build- 
ing is  16  stories  high,  with  over  1,500,000  s(|uare 
feet  of  floor  s])ace  and  with  600  units  of  exhibi- 
liou  space. 


How  a  Souris  Furniture  Dealer  Success- 
fully Combatted  Mail  Order  Competition 

When  mail  order  houses  begin  to  draw  busi- 
ness away  from  the  local  retail  trade  in  a  town 
some  merchants  get  sore,  some  get  disheartened 
and  others  roll  up  their  sleeves  and  start  to  com- 
l)at  it.  One  of  the  latter  class  is  Mr.  C.  H.  B. 
Williams  of  Souris,  Man.  There  had  been  quite 
a  lot  of  furniture  business  going  out  of  town  and 
Mr.  Williams  decided  that  prompt  and  decisive 
action  was  necessary.  "For  two  months  last  fall," 
he  says,  "1  cut  out  my  regular  advertising  and 
devoted  my  newspaper  space  to  letters  dwelling 
on  the  disadvantages  of  making  purchases  by 
mail  order.  This  course  paid  me  as  I  can  see 
my  business  has  been  profited  by  it." 

There  was  one  mail  order  house  whf)se  o])era- 
tions  in  the  community  Mr.  AVilliams  considered 
were  not  only  detrimental  to  his  own  trade  but 
also  to  the  people  who  dealt  with  it.  Their 
goods,  he  states,  were  sold  entirely  on  a  price 
basis  without  regard  to  cjuality.  In  order  to 
demonstrate  this  fact  to  his  customer  he  secured 
this  concern's  catalogue  which  he  always  keeps 
on  hand  in  the  .store;  at  the  same  time  he  pro- 
cured samples  of  their  linoleum,  wall  ])aper,  their 
special  values  in  mattresses,  etc.,  and  tore  up 
the  samples  into  sections  to  show  what  they 
were  actually  com])osed  of,  and  to  prove  that  if 
the  ])rice  was  low  the  cpiality  was  likewise. 
'I'hes(>  were  labeled  with  a  large  card  naming  the 
ciincern  from  whom  they  were  bought. 

'I'lie  illustrations  in  the  mail  order  catalogue 
are  always  attractive  but  Mr.  Williams  points 
out  that  in  this  case  at  least  the  goods  were  not 
u])  tn  the  description  and  his  method  of  demon- 
slialing  this  fact  has  ])ro\cd  \  rrv  effecti\c  uilli 
his  customers. 


To  stop  advertising  during  the  summer  months 
is  almost  equivalent  to  saying  to  your  salesmen: 
"Relax  your  efforts;  there  is  no  business  to  be 
had."  And  whether  you  say  it  or  not  they  are 
more  than  likely  to  take  the  hint. 
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Putting  Across  the  August 

Furniture  Sale 

Methods  That  Have  Helped  to  Make  the  Month  Between  Seasons  One 
of  the  Biggest  in  the  Year  —The  Psychology  of  the  Buying  Public 
and  How  it  May  be  Turned  to  the  Merchant's  Advantage 


A'A'hy  an  August  furniture  Sale? 

This  event  has  become  an  almost  universal 
institution  in  the  furniture  business.  And  it  is 
therefore  safe  to  assume  that  there  is  some 
strong"  reason  for  its  existence.  The  answer  lo 
the  question  is  a  paradoxical  one :  Furniture 
sales  are  held  in  August  because  it  is  one  of  the 
hardest  months  in  the  year  in  which  to  get  busi- 
ness, and  the  dealers  have  consequently  set  out 
to  counteract  the  seasonal  dullness  and  make  it 
one  of  the  biggest. 

There  is  a  a  peculiar  psychology  in  the  situa- 
tion when  one  comes  to  analyze  it.  The  cus- 
tomer feels  it's  not  a  feasible  time  tn  buy, 
between  seasons,  when  the  summer  is  past  and 
the  fall  has  not  yet  begun.  There  is  always  the 
feeling  that  the  approaching  season  may  bring 
with  it  some  new  development,  that  fresher, 
snappier  lines  of  merchandise  will  be  on  the 
floor  and  a  wider  selection  available.  Therefore 
the  natural  tendency  is  to  wait  and  see.  The 
customer  reasons  so  far  along  this  line,  and 
then  proceeds  along  another.  August  is  a  dull 
month  for  the  furniture  dealer — so  the  customer 
figures  it  out — and  therefore  he  will  be  willing 
to  give  greater  values  than  usual  in  order  to 
keep  business  moving.  Consequently  it's  one 
of  the  best  months  in  the  year  to  secure  bar- 
gains. 

And  this  reasoning  is  accurate — though  pos- 
sibly, as  a  result  of  the  fact  that  so  many  people 
are  anxious  to  take  advantage  of  these  bargains, 
the  dealer  does  not  always  find  it  necessary  to 
make  such  great  concessions  as  might  be  sup- 
posed, liowever,  competition  is  pretty  keen 
and  with  so  many  furniture  stores  vying  with 
each  other  in  their  offerings,  the  customer  cer- 
tainly does  get  an  advantage. 

The  Psychological  Moment 

From  the  merchant's  viewpoint,  the  ])rinciple 
upon  which  the  timing  of  the  sale  is  leased,  as 
laid  down  by  a  merchand-ising  expert,  is  this: 

''The  psychological  time  for  holding  a  sale 
is  at  the  moment  the  customer  decides  to  with- 
hold purchasing." 

The  following"  factors  contribute  to  the  suc- 
cess of  a  sale  of  any  kind,  as  much  as  they  do  to 
the  regular  business  of  a  firm. 

1.  Businesslike  plans  for  the  event. 

2.  Carefully  written  advertising. 

v3.  Adequate  supply  of  merchandise. 
4.  Attractive  prices. 


5.  Enthusiastic  co-operation  of  the  selling 
force. 

Planning  the  Sale 

In  planning  for  the  sale  it  is  well  to  remem- 
ber that  sucess  in  attracting  public  attention 
depends  largely  on  doing  something  "dift'erent." 
I'eople  see  your  regular  advertising"  and  the_y 
see  your  regular  displays  from  week  to  week — 
if  they  are  good  they  will  get  sufficient  atten- 
tion to  ensure  that  a  fair  percentage  of  ])ossibIe 
customers  will  know  what  you  are  offering  and 
will  consider  whether  they  require  to  make  any 
I)urchases.  I  Jul  a  clearance  sale  is  another  mat- 
ter— il  you  are  going  In  ])nt  it  on  at  all,  you 
must  galvanize  the  pu])lic  into  interest  and  make 
them  feel  that  if  they  don't  buy  NOW,  they  aic 
missing  a  big  opportunity.  That  can't  ])e  done 
with  the  ordinary  advertising  and  the  ordinary 
window  trims  and  the  ordinary  store  arrange- 
ment. There's  got  to  be  a  change  made  that  will 
strike  the  eye  and  that  will  impress  people  with 
the  fact  that  there  really  is  something  stirring. 
Strong  advertising  must  be  backed  up  with 
striking  window  displays,  and  it  is  also  Avell  to 
remember  that  the  interior  of  the  store  will 
affect  the  mental  attitude  of  the  customer.  Get 
the  "sale  atmosphere."  Where  cheaper  lines  of 
goods  are  being"  sold,  it  will  be  permissible  ana 
effective  to  make  the  sale's  floor  appear  almost 
like  an  auction  room.  This  will  help  to  impress 
the  customer  with  the  bargains  that  are  being 
offered. 

In  sale  advertising,  a  series  of  jolts  is  better 
than  one  continuous  steady  pressure.  Some  of 
the  nutst  successful  lurniture  retailers  make  it 
their  practice  to  i^ut  in  their  big  punch  at  the 
week-end,  and  to  content  themselves  with  rela- 
tively small  ads  during  the  balance  of  the  week. 
They  follow  this  policy  because  people  have 
greater  leisure  for  reading  over  the  week-end, 
and  their  big  appeals  have  therefore  a  better 
opportimity  to  sink  in. 

Planning  a  Sale 

The  first  week  of  a  sale  is  usually  a  busy  one, 
but  unless  it  is  well-planned  and  vig'orously  car- 
ried through,  interest  will  be  inclined  to  lag  as 
the  month  wears  on.  In  order  to  counteract  this, 
it  is  necessary  to  maintain  the  news  value  of 
your  publicity  by  original  ideas  and  new  appeals. 
In  many  well-organized  stores,  the  plan  adopted 
is  to  have  sales  within  a  sale.    That  is,  there  are 
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I       A  Prize- Winning  Window  Display  | 
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Echenbcrg  Krotlieis.  Shcrbrooke,  Que.,  wen  first  prize  ($50.00)  v.-  the  Kroelil 

disThy 


Company's  window  contest  with  this  splendid 


.si)ccial  events  s;<iin<4-  mi  ;il 
in  progress,  all  of  which 
and  aid  in   stimulatini;'  \{t 


the  tinu'  the  sale  is 
ai  e  part  of  the  sale 
l)voL;Tess  towards  a 


successful  termination.  luicli  new  event  has  its 
specials  or  leaders  to  attract  attention,  and  to 
draw  larger  crowds  of  prosi)ective  customers. 

The  following  suggestive  ])rogramme  is 
based  on  this  idea.  It  is  not  presented  as  a 
ready-made  campaign  which  any  merchant  can 
take  and  use  just  as  it  stands.  Local  conditions 
and  the  class  of  trade  catered  to  have  of  course 
to  he  taken  into  account.  However,  this  pro- 
gramme embodies  sales  methods  that  have  l)ecn 
used  to  advantage  by  some  retail  organizations 
and  may  suggest  hel])ful  ideas  to  any  dealer  who 
is  ])lanniiig  a  sale  : 

First  Week — (  )i)cning  the  sale. 

(The  momentum  of  the  ])reliminary  advertis- 
ing should  carry  the  sale  along  for  the  first 
week  without  introducing  special  events). 

Second  Week — New  Customers'  Week. 

Monday — Double  Reduction  Day. 

Tuesday — Dollar  Day. 

Wednesday — Coupon  Day. 

Thursday — Hour  Sales. 

Friday — Cash  i'argain  Day. 

Saturday — Self -Reduction  Day. 

Third  Week — New  Homes  \Veek. 

Monday- — Complete  Home  Outfit  Day. 

Tuesday — Living  Koom  Specials. 


W  cdnesday — Dining  Room  .S])ecials. 
Thursday — Bed  Room  Specials. 
Friday — Kitchen  Specials. 
Saturday — Clean  Sweep  Day. 
Fourth  Week — Rural  Customers'  Week. 
Monday — The  Bargain  Harvest. 
Tuesday — The  Farmer's  Wife's  Day. 
^Vednesday — Dollar-Down  Day. 
Thursday — Last  Reduction  Day. 
hTiday — Final  Clearance  Day. 
Saturday — The  Last  Call. 

The  names  of  the  sales  for  each  day  suggest 
the  method  of  conducting  them.  The  ■'Double 
Reduction  Sale"  may  be  advertised  in  this  way : 
"Many  of  the  sale  lines  have  been  further  re- 
duced, making  a  doul)le  reduction  to  clear  them 
nuickly  on  Double  Reduction  Day." 

The  item  included  in  the  "Coupon  Day  Sale  ' 
should  be  achertised  in  the  sha])e  of  coupons 
which  the  ])iirchaser  is  retpiired  to  cli])  from  the 
|)aper  and  ])resent  at  the  time  of  purchase. 
Requests  for  articles  witht)Ut  the  coupons  should 
of  course  be  filled — to  save  trouble. 

"Self-reduction"  bargains  are  i)riced  at  regu- 
lar figures  the  first  hour  in  the  morning  and 
reduced  l)y  so  much  every  hour  thereafter — it 
any  remain  to  be  reduced. 

Something  new,  something  startling  every 
day  or  two  will  renew  the  interest  in  the  sale 
and  reach  new  customers  as  well  as  old. 
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News'of  the  Furniture  Trade 


The  Sunshine  Furniture  Company,  Limited, 
Toronto,  has  taken  out  letters  patent  of  incorpor- 
ation. 

The  Crescent  Furniture  Store,  Winnipeg, 
have  carried  on  a  successful  moving  sale,  prior 
to  their  establishing  themselves  in  new  premises 
at  400  Portage  Ave.  Their  old  store  is  at  300 
liargrave  Ave. 

Broadfoot  Bros,  of  Moose  Jaw,  Sask.,  write 
Furniture  World  that  they  are  doing  50  per 
cent,  more  business  this  year  than  last,  and  that 
their  customers  are  taking  much  keener  interest 
in  the  design  and  proper  furnishing  of  their 
homes.  They  add,  "hy  the  looks  of  the  country 
around  Moose  Jaw  at  ])resent,  we  will  have  a 
bumper  crop." 

J.  G.  Henry  Limited,  of  Sudlniry,  Ont.,  re- 
port that  their  business  this  year  to  date  is  al)out 
double  what  it  was  a  year  ago.  Customers  are 
buying  cautiously  'but  they  are  taking  more  in- 
terest in  their  homes  and  are  keener  to  have 
furnish'ngs  that  arc  up-to-date  and  of  pri)])cr 
design. 

The  K.  D.  Manufacturing  Co.  Kingston, 
Ont.,  have  just  commenced  to  manufacture  high 
grade  imitation  Circassian  walnut  mouldings,  in 
addition  to  their  full  line  of  over  frames. 

H.  P.  Warren,  cabinetmaker  and  upholsterer, 
has  moved  from  503  Dovercourt  Road,  Toronto, 
to  598  Yong-e  Street.  Mr.  Warren  has  had  many 
years  of  experience  in  some  of  the  largest  manu- 
facturing furniture  concerns  in  Great  Britain ; 
also  has  been  engaged  for  many  years  in  the  fur- 


niture building  in  Ontario 
his  business  is  his  lepair 
partment. 

Mr.  A.  R.     Coltart,  well 
dealer  and  funeral  direct(jr 
who  came  here  from  Scotland  in  1860  and  started 


A  strong  feature  of 
and  remodellino-  de- 


i-cnown  furniture 
of  Chatham,  Ont., 


A   wood  bask-3t  in   reed,  by  the 
T.   B.   Watson  Co. 


in  this  business  in  1867,  recently  passed  away. 
Mr.  Coltart's  son  is  now  operating  this  business. 

Messrs.  Chafets  &  Glanz  of  Windsor  have  re- 
cently purchased  the  interest  of  a  furniture  store 
from  M.  Schor,  at  the  corner  of  Pitt  and  Goyeau 
streets.  The  company  will  retain  the  same 
name  as  before.  The  Windsor  Home  Furnishing 
Co.  Wm.  Anderson,  who  was  formerly  with 
Messrs.  Baum  &  Brody,  furniture  dealers  in 
Windsor,  is  the  salesman. 


'c> 

o 
<:> 

I 

i 

8 


Another  Prize- Winning  Window 

■  1 


The  Legate  Furniture  Co.,  Owen  Sound,  Ont.,  were  awarded  a  second  prize  (25.00)  in  the  Kroehler  Mfg.  Company's  window 
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Partial  Payment  Plans  Applicable  I 
to  the  Furniture  Business  1 


It  is  our  intention  to  publish  from  time  to  time  articles  dealing  with  various 
systems  of  payment  by  installment  that  have  been  found  satisfactory  by 
furniture  retailers  and  merchants  in  other  lines  of  business.    In  this 
issue  the  Morris  Plan  is  described. 


The  installment  system  has  been  universally 
ac!(>])ted  throughout  the  furniture  industry.  The 
number  of  furniture  concerns  doing  an  entirely 
cash  l)Usiness  is  (|uite  negligible.  In  fact,  the 
head  of  one  house  in  Toronto  which  sells  for 
cash  only  e.xiJresses  the  belief  that  his  is  the 
only  exclusive  furniture  store  of  any  size  in  tlie 
liritish  F.mpire  operating  on  tliis  basis.  Whether 
or  nut  this  is  the  case,  we  are  not  in  a  position 
til  state,  but  if  there  is  any  other  "cash  only' 
furniture  store  in  the  l)iimiin'on,  we  should  like 
ti  I  hear  alx  )Ut  it. 

Whatever  may  be  the  :ir,!4uments  against  tiie 
installment  system,  its  widespread  ado])tion  is  a 
l)roof  of  the  fact  that  it  helps  to  sell  furniture. 
There  are  many  different  ])lans  used  and,  nbvi- 
ouslv,  it  is  wise  for  the  dealer  to  go  into  the 
matter  tlmroughly  and  decide  what  particular 
svstem  is  best  suited  to  his  ])articidar  local  con- 
ditions and  class  of  trade.  The  factors  to  ])e 
considered  are  how  to  satisfy  the  largest  numl)er 
of  customers  and  how  to  ensure  the  ])romptest 
payment  and  fewest  possible  bad  debts.  We 
believe  therefore  a  discussion  of  some  of  the  dif- 
ferent partial  payment  ])lans  that  have  been 
found  practicable  and  efficient  in  \  arious  jmrts 
of  Canada  and  the  States  will  be  of  interest.  In 
the  following  ])aragraphs  the  features  of  the 
^ilorris  plan  are  outlined  : 

The  Morris  Plan 

The  Morris  I'lan  operates  banks  in  many 
cities  throughout  the  United  States.  Although 
the  Morris  Plan  loans  money  on  many  different 
collaterals,  we  are  particularly  interested  in  the 
method  pursued  with  a  furniture  company  that 
sells  accessories  on  the  Morris  Plan  instalment 
basis.  W'e  shall  therefore  describe  a  typical 
case  where  the  Morris  Plan  aided  in  financing  a 
furniture  dealer.  This  description  also  outlines 
the  Morris  Plan  in  general  as  applied  to  furni- 
ture selling. 

This  dealer  believed  in  small  first  payments 
and  even  smaller  weekly  payments  thereafter. 
I*'or  example,  on  a  refrigerator  listing  at  $65  the 
initial  payment  would  be  $.5  and  the  weekly  pay- 
ments $2  each. 

The  following  shows  the  form  of  contract 
entered  into  between  the  furniture  dealer  and 
the  customer. 


I  )ale  1922. 

 Furniture  Co., 

300  .Main  Street. 
....  City  .  .  State  .  .  Account  No.  .  (.Xddress) .  . 

I '  b  MX  .S  P:  1)    L  I  V  R  \<  to  me  . .  . .  ( )  hc  rcf  ri,iTe.  - 

;itor   .\'()   (Serial)  for  whicli  I  agree  to 

pay  yon  .Si.\ty-live  Dollars,  as  follows:  $.5.00  here- 
with, the  balance  in  weekly  payments  of  two  dol- 
lars (.$.'^.00)  each,  the  first  payment  to  be  clue  on 

or  before   of  each  week  thereafter  until  the 

entire    amonnt    is    paid.      Deferred    payments  to 

be  made  at  'I'he  Morris  I'lan  I'.ank,  (.Street)  

(lily)    (State)   

['ropei'ly  to  remain  in  yonr  name  milil  paid 
fur.  l'|)on  f.iilnre  to  pay  any  instalment,  the 
whole  nnpaid  balance  shall  at  your  option,  or  the 
option  ol  yonr  assignees,  becoiiie  due  and  pay- 
able. This  agreement  applies  to  any  other 
Hi rieieralor  that  may  be  seiU  in  e.xchangc  for 
that  originailly  delivered  In  the  event  that  the 
\verkl\'  installments  are  not  paid  promptly  each 
week  on  or  before  the  day  above  named,  five 
cents  for  each  dollar  payable  shall  be  charged 
each  week  or  part  thereof  that  said  payments  are 
in  default  as  stipulated  compensation  for  services 
performed  and  expenses  incurred  at  the  request 
of  the  undersigned  by  reason  of  such  default. 

Signed  ( Name)   City  

.Street  and  No   Telephone  No  

.Salesman   (Name)  

On  the  back  of  the  above  form  is  the  follow- 
ing indorsement:  "For  a  valuable  consideration, 
receipt  of  which  is  hereby  acknowledged,  we  here- 
by sell  and  assign  the  within  note  and  conditional 
sale  and  agreement  to  the  Morris  Plan  Bank  of 
OCity).  and  we  hereby  represent  that  said  note 
and  conditional  sale  agreement  is  the  valid  obli- 
gation of  the  person  who.^e  name  appears  hereon 
as  maker. 

(Seal)   Furniture  Company." 

Spaces  are  provided  on  the  reverse  side  for 
noting  where  the  maker  of  the  note  is  employed, 
what  real  estate  he  owns,  references  given. 

All  things  being  equal  and  the  credit  stand- 
ing of  both  the  dealer  and  the  customer  satis- 
factory, in  States  where  the  interest  rate  is  6 
per  cent,  the  Morris  Bank  deducts  10  per  cent 
from  the  total  amount  assigned  as  the  discount 
and  service  charge  and  immediately  advances 
the  reiTiainder  to  the  dealer.  In  States  where 
the  interest  rate  is  more  than  6  per  cent,  a  ]iro- 
partionately  larger  service  charge  is  made. 

If  the  credit  of  the  dealer  is  not  to  the  stand- 
ard required,  the  Morris  Plan  Bank  may  require 
a  larger  service  charge  than  10  per  cent,  in 
States  where  the  interest  rate  is  only  6  per  cent. 
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If  more  than  10  per  cent  is  required  under  such 
conditions  the  difference  is  returned  with  interest 
to  the  dealer  when  payments  are  completed. 

The  Morris  Plan  Bank  supplies  a  booklet 
how  payments  shall  be  made  to  the  'bank.  In 
this  booklet  the  customer  is  impressed  with  the 
importance  of  prompt  payments.  At  the  same 
time  the  fact  is  emphasized  that  the  bank  does 
not  "service"  the  refrigerator.  Therefore,  when 
in  need  of  repairs  it  is  urged  that  the  customer 
telephone  immediately  to  the  dealer  from  whom 
the  refrigerator  was  purchased.  Reproductions 
of  two  pages  of  instructions  are  ilhistrated. 


The    Following  Rules 
Should    be  Read 
Carefully 

1.  You  must  make  your 
weekly  payment  promptly 
at  the  Morris  Plan  Bank 
of  Cleveland,  corner  East 
6th  and  Rockwell  Avenue, 
old  East  Ohio  Gas  Offices. 

2.  The  first  weekly  pay- 
ment is  due  on  or  before 
Saturday  of  the  week  fol- 
lowing the  date  of  pur- 
cliase  and  itlio  'si^cceediimg 
payments  are  due  each 
week  thereafter  until  the 
entire   amount   is  paid. 

3.  A'.tl  liuoh  'payments, 
until  fiu'ther  notice,  must 
be  made  at  the  Receiving 
Teller's  window  any  day. 
except  Sundays  and  Holi- 
days, between  the  hours  of 
9  A.  M.  to  4  P.  M. ;  Mon- 
day, 9  A.  M.  to  8  P.  M.  ; 
Saturday,  9  A.  M.  to  1 
P.  M. 

4.  The  receipt  book  must 
be  presented  at  the  time 
of  making  'paymenfl  in 
order  that  the  amount  may 
be   entered  therein. 

5.  If  you  prefer  to 
make  payments  by  mail 
you  may  do  so  by  sending 
either  check,  draft,  postal, 
express  or  bank  money 
order  payable  to  the  Mor- 
ris Plan  Bank  of  Cleveland. 
Cash  remittances  should  be 
sent  by  register  letter  to 
insure  safe  arrival.  Enclose 
with  your  payment  coupon 
or  coupons  corresponding 
in  amount  to  payment  you 
are  making. 

G.  Should  your  payment 
fail  to  reach  the  bank 
within  the  week  it  is  due 
you  become  a  delinqiuent. 
For    each    dollar    that  you 


are  delinquent  a  charge  ot 
5c.  will  be  made.  For  ex- 
ample, if  you  should  fail  to 
make  your  payment  within 
the  week  it  is  due  you  will 
owe  .$1.0.5,  and  should  you 
fail  to  make  your  payment 
the  next  week  you  will 
owe  the  Bank  .1>2.15,  as  the 
first  dollar  has  been  delin- 
quent two  weeks. 

7.  If  you  will  follow 
these  rules  in  making  your 
payments  you  will  estab- 
lish a  credit  with  the  Mor- 
ris Plan  Bank  that  may  be 
ot  great  value  to  you  in 
the  future. 

iS.  Do  not  forget  that  the 
Bank  does  not  look  after 
the  service  of  yoiu'  machine. 
When  in  need  of  repairs, 
'phone  Main  5489  and  we 
will  senrl  a  repair  man  to 
your  home  within  twenty- 
four  hours,  who  will  put 
yovu'  machine  in  perfect 
working  condition. 

9.  You  may  rest  assured 
that  you  are  getting  the 
highest  quality  in  this  re- 
frigerator and  we  will  do 
all  in  our  power  to  keep 
you  satisfied,  as  satisfied 
customers  are  our  greatest 
asset.  Boost  your  mochine 
to  your  friends.  Fill  out 
one  of  our  return  post 
cards,  mail  it  to  us,  and 
one  of  our  salesmen  will 
call  on  them.  If  he  is  suc- 
cessful in  selling  them  we 
will  mail  you  a  check  for 
$2.00  at  the  end  of  the 
month  ollowing  date  o  sale 
or  each  and  every  prospect 
sold. 

Assuring'  yoiu  that  we 
are  always  at  your  service, 
we  are, 

Yours    very  truly. 
Heron    Furniture  Company. 


Two  pages  taken  frcfn  a  Morris  Plan  booklet  of  instructions 

An  additional  paragraph  urges  the  customer 
to  fill  out  one  of  the  return  post  cards  enclosed 
with  the  name  and  address  of  a  friend  who 
might  be  interested  in  similar  equipment.  The 
booklet  states  also  that  in  case  a  sale  is  inade  to 
the  person  whose  name  is  given  the  sum  of  $2 
will  be  paid  by  the  Equipment  company  to  the 
customer  supplying  the  name. 

What  might  also  be  considered  as  a  disad- 
vantage is  that  instead  of  deducting  a  smaller 
percentage  or  a  sliding  scale  of.  percentages  for 
discounting,  the  Morris  Plan  deducts  at  least  10 
per  cent  net  no  matter  what  amount  is  assigned 
and  generally  speaking  no  account  must  rim 
over  one  year. 


News  of  the  Trade 

The  New  Way  Flooring  Co..  Kitchener,  Ont., 
has  obtained  a  charter. 

Paul  Brothers,  furniture  manufacturers,  Mon- 
treal, has  been  registered  by  Constantine  Paul 
&  Geo.  Paul. 

The  Sunshine  Furnishing  Co.,  Toronto,  has 
been  dissolved. 


Reed  lends  itself  particularly  well 
to  the  design  of  a  pretty  bird-cage. 
The  above  is  shown  by  J.  B.  Wat- 
Don  Furniture  Co. 


Chester  Cabinet  Works,  155-7  Morrison  Ave., 
registered  hy  Alfred  Chas.  Smither  and  John  S. 
Pearson. 

The  firm  of  Lipson  Brothers,  furniture  deal- 
ers, Montreal,  has  been  dissolved. 

"Bill"  White  of  Strathroy,  Ont.,  who  is 
known  to  most  everyone  in  the  trade,  was  taken 
suddenly  and  very  seriously  ill  a  short  time  ago. 

We  are  very  glad  to  Ije  able  to  announce,  how- 
ever, that  at  the  time  of  writing  it  appears 
that  he  has  rounded  the  corner  and  will  soon  be 
up  and  around  again. 
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In  the  Ontario  Furniture  Markets 

Situation  Practically  Unchanj^ed  During^  Month — 
Exhibitions  not  Big  Selling  Events,  but  Helpful  to 
Retailers — Hopes  for  Better  Fall  Business 


'\'hr  scnii-aniUKil  L-xhibitioiis  ol  the  (  )iitari() 
l'"urnilure  Manufacturers  held  last  month 
have  cimie  and  g-one.  A  retrospection  of  the 
trade  following-  the  visit  here  of  hundreds  oi  re- 
tailers and  salesmen  reveals  o])timism  on  the 
part  of  the  manufacturers  for  a  revival  of  trade 
early  in  the  fall.  Manufacturers,  while  not 
rushed  with  orders  as  a  result  of  the  exhihition 
and  while  some  may  have  ho])ed  lor  more 
marked  results,  in  the  main  find  the  situation 
after  the  exhibition  all  they  had  ho])ed  it  might 
he. 

Keeping  the  Displays  Open 

The  semi-annual  event  lias  adways  been  con- 
sidered more  or  less  of  a  medium  for  kcei)!ng 
in  touch  with  the  trade  and  ascertaining  the 
jjojjularity  of  certain  lines  and  designs  and  also 
ac([uainting  the  retailer  with  (he  newest  designs 
.)n  the  market.  Wdiile  the  num])er  of  \'isitors 
vv'as  not  as  large  as  a  year  ago  no  special  signi- 
ficance is  attached  to  this.  Manufacturers  al- 
ready note  indications  that  after  the  passmg  oi 
the  sununer  season  there  will  he  increasing  ])usi- 
ncss.  Quite  a  number  of  e.xhil)itors  have  adop- 
ted the  policy  in  fact  of  keei)ing  their  show 
rooms  as  they  were  during  exhibition  week  be- 
ing confident  that  before  the  end  of  August 
there  will  ])e  a  number  of  visits  to  them.  The 
big  crop  in  the  west  is  expected  to  result  in  an 
early  increase  in  the  encpiiries  and  number  ot 
sales.  Manufacturers  further  belie\e  that  as 
soon  as  the  crop  has  been  harvested  tlie  eastern 
houses  will  make  a  demand  on  them.  There  are 
several  manufacturers  who  had  not  hoped  for 
anything  until  next  month  but  who  have  secured 
some  orders  as  a  result  of  the  exhibition. 

There  has  been  no  material  change  in  the 
industry  within  the  last  month.  A  numl^er  of 
l>lants  ha\e  curtailed  operations  owing  to  stock 
taking  but  are  keei)ing  their  shi])ping  rooms 
o])en.  These  are  expected  to  resume  o])e:'ations 
with  the  regidar  staffs  next  month.  Western 
()ntario  still  ])ro\ides  the  largest  numljer  of  or- 
ders although  both  the  east  :'nd  west  are  repre- 
sented. Wdiile  com] ^ru'atively  little  effort  is  be- 
ing made  to  secure  business  in  the  west,  some 
manufacturers  are  making  special  efforts  and 
have  shown  that  the  wisdom  of  the  ])olicy  of  let- 
ting the  western  trade  drift  for  the  time  being- 
is  o])en  to  question.  Handsome  orders  from  re- 
liable houses  are  reported  in  a  number  of  instan- 
ces. 

Improvement  in  Fixture  Lines 

An  inipro\enient  in  the  offfce  and  store  fix- 
ture lines  in  recent  weeks  is  noted.  This  is  only 
natural  owing  to  the  fact  that  (piite  a  number  of 


|/ublic  buildings  and  bus'ness  blocks  are  being 
elected  throughout  the  country  which  must  out 
of  necessity  be  turnislied  with  office  furniture 
and  other  e(|uipment,  the  majority  being  located 
in  Western  r)ntario.  In  orfler  to  meet  the  needs 
sudenly  confronting  them  manufacturers  have 
put  on  a  few  extra  hands. 

W  hen  all  factors  are  taken  into  oonsideraticMi 
now  that  the  manufacturer  has  again  felt  the 
l)ulse  of  the  trade,  conditions  are  considered  bet- 
ter than  they  w-ere  three  years  ago.  The  furni- 
ture industry  it  is  ])(jinted  out  is  sim])ly  getting 
away  from  the  llush  period  that  prevailed  dur- 
ing and  after  the  war  which  has  been  the  cause 
ol  many  erroneous  comparisons  of  trade  condi- 
tions in  all  business. 

When  the  older  maruifacturers  recall  the  fact 
that  July  and  .\ugust  in  the  years  before  the  w-ar 
frecpienlly  were  \ery  (juiet  they  see  nothing  un- 
usual in  the  present  lull  in  the  trade  which,  they 
emphasize,  must  be  taken  as  a  matter  of  course 
from  yeai-  to  year.  This  fact  with  that  of  the 
lack  ol  furniture  in  many  houses  that  were  built 
last  year  and  the  coming  need  of  those  under 
construction  gives  occasion  to  the  manufacturer 
to  look  forward  with  high  hopes  for  the  fall  and 
v\'inter  seasons.  The  revival  in  fact  is  believed 
by  many  to  be  closer  than  may  be  realized. 
Owing  to  the  fact  that  the  lull  in  the  trade  has 


been  most  marked 


the  case  goods  line  and 


that  the  first  call  on  the  part  of  the  retail  trade 
will  be  in  this  line  the  revi\al  will  likely  become 
apparent  in  it  before  anv  other,  a  general  ini- 
]:)etus  to  the  trade  following  later. 


A  View  of  Western  Conditions  by  a  Well- 
Known  Furniture  Man 

"The  furniture  industry  as  well  as  other  lines 
will  benefit  from  the  big  crop  that  is  assured 
and  that  will  be  harxcsted  in  a  few  weeks.  The 
improvenieni  to  trade  howe\er  will  be  only  gra- 
.dua.l  and  I  do  not  believe  that  business  in  the 
we;!  will  assume  its  former  proportions  for 
;-onie  time,''  Mr.  1).  H  bner  said  to  the  h^urni- 
tttre  Woi  Id  in  casting  a  retrospect  over  his  re- 
cent trij)  thiuugh  the  four  western  ])rovinces 
which  he  and  Mrs.  Hibner  have  just  completed. 

''There  is  little  furniture  moving  at  present 
in  the  trade  in  the  western  provinces  except  at 
Vancouver  where  conditions  are  good.  Retail- 
ers are  still  stocked  with  goods  bought  a  year 
or  more  ago  or  i)urcliased  from  U.  S.  manufac- 
turers last  spring  who  like  many  other  manufac- 
turers across  the  line  want  to  get  rid  of  their 
sur|)lus  products  at  the  end  of  the  season  and 
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dump  them  into  this  country  at  cost  prices.  The 
westener  naturally  takes  advantage  of  the  situ- 
ation if  he  is  in  a  position  financially  and  sees 
some  returns  on  his  expenditure.  In  other  in- 
stances of  course  the  dealer  has  his  money  tied 
up  in  the  business  and  feels  that  he  is  not  in  a 
position  to  buy  at  the  present  time,  especially 
since  the  farmer  who  has  money  is  conser\-ative 
and  will  not  purchase  f(jr  the  time  being.  An- 
other factor  which  is  met  with  in  the  west  as 
well  as  in  the  east  is  the  fact  that  the  people  for- 
get about  furniture  in  the  summer  months  owing 
to  the  lure  of  outdoor  life  occasioned  by  the 
automobile.  The  westerner  perhaps  more  than 
the  easterner  is  the  least  concerned  with  the  fur- 
nishing of  his  home  owing  to  the  prairie  life  un- 
der clear  summer  skies. 

"Looking  back  over  the  furniture  industry  in 
tne  last  forty  years  in  this  country,  including 
its  set-backs  and  revivals  on  greater  scales  than 
ever,  and  tak'ng  into  consideration  that  the  past 
nine  years  have  been  abnormal  (uving  to  the  war 
and  its  aftev-efl'ects  I  do  n(jt  think  there  is  any 
ground  for  pessimism.  1"lie  revixal  will  be 
gradual  but  it  is  sure  to  come,  the  first  signs  of 
which  should  be  apparent  this  fall.  There  is 
still  money  in  the  west  but  those  who  have  it 
a"e  conservative  and  justly  so.  The  many  fine 
residences  that  I  noticed  were  l)cing  erected  in 
the  towns  and  cities  indicates  that  many  l)ank 
books  show  a  neat  balance. 

"The  conversations  which  I  had  with  many 
western  farmers  show  that  they  are  in  a  frame  of 
mind  which  means  the  conservation  (-)f  funds. 
The  farmer  on  the  prairies  has  profited  by  his 
lessons  of  the  past  and  therefore  he  will  l)e  more 
careful  with  the  money  seciired  for  his  wheat. 
Nevertheless  the  big-  crop  and  the  consecjuent  in- 
come to  the  grain  grower  must  and  will  work  to 
the  benefit  of  business  all  over  Canada  and  is 
ample  reason  for  optimism  over  the  future." 

Mr.  Hibner,  who  with  Hartman  Krug  of  the 
Krug  Furniture  Company,  Ltd.,  is  among  the 


oldest  manufacturers  of  Furniture  in  the  coun- 
try, retired  from  business  about  three  years  ago. 
He  is  residing  in  Kitchener  and  is  president  of 
the  Kitchener  Furniture  Company,  Ltd.,  retail- 
ers, acting  in  an  advisory  capacity. 


News  and  Notes 

Among  Ontario  manufacturers  who  atten- 
ded the  exhibition  in  Grand  Ra])ids  were  J.  H. 
Kennedy,  secretary  of  Malcolm  and  Hill  Ltd., 
S.  H.  Maxwell,  superintendent  and  J.  A.  Sarvis, 
salesman,  of  the  same  compau}-,  and  E.  O. 
Weber,  president  of  the  E.  O.  Weber  Furni- 
ture Co.  Ltd. 

The  upholsterers  of  the  DeLuxe  Upholsterin 
Co.  Ltd.,  and  Baetz  Bros.  Ltd.,  were  in  competi- 
tion with  each  other  Wednesday  July  11.  The 
contest,  however,  was  not  with  hammer  and 
tacks  ljut  took  the  form  of  a  baseball  match  on 
a  plot  along  the  banks  of  the  Conestogo  River 
five  miles  from  Kitchener.  The  De  Luxe  men 
managed  to  get  the  lung  end  of  the  score,  16  to 
13  but  have  not  convinced  their  oi)ponents  tha'. 
their  victory  was  absolute  and  final.  The  play- 
ers and  fans  are  talking  al)out  the  next  match 
and  all  the  accompaniments  that  go  to  make  a 
real  one. 

One  of  Kitchener's  i)lants  that  has  had  a  rai)id 
growth  is  that  of  Baetz  Bros.  Specialty  Com- 
pany Ltd.,  manufacturers  of  electric  lamp  shades 
and  stands.  "Fhe  company  reports  an  active  de- 
mand for  its  products. 

Mr.  Barney  Joseph,  a  well-known  former  iron 
and  metal  wholesaler,,  has  entered  the  furniture 
manufactiu'ing-  industry,  having  become  associa- 
ted with  the  Novelty  Reed  and  Rattan  Conipany, 
Kitchener. 

W.  Rolling,  who  for  years  has  been  on  the 
sales  staff  of  Schreiters'  Ltd.,  retailers,  has  left 
the  employ  of  the  firm  and  engaged  in  anothe  • 
line  of  business. 


"Cosy  Cub" — a  piece 
of  nurs;ry  equipment 
shown  by  ti^e  Strat- 
ford  Mfg.  Co. 
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Upholsterin. 


Treatment  of  Arms  and  Wings 


When  not  Provided  With  Removable  Panels 
Resort  Must  be  made  to  Welting  and 
Banding 


Tlic  (.-hair  last  described  in  this  series,  was 
eimstructed  with  removable  wonden  panels, 
which  simi)linc(l  the  hnishing-  of  the  arms  and 
wini^s.  We  now  illustrate  several  styles  which, 
not  bein.n'  provided  with  removable  panels,  must 
be  treated  in  the  ordinary  way  of  welting  and 
])anding. 

The  chair  shown  as  l'"ig.  100  is  i«f  the  luxm-i- 
ous  type,  the  arm  of  wdiich  is  finished  with  a 
double  welted  panel.  The  welt  in  this  instance 
outlines  the  panel  and  is  i)ut  on  after  the  outside 
lining-  has  been  attached.  1" urthermore.  the 
])ane?  is  slightly  larger  than  the  woodwork  of 
the  face  of  the' arm.  iMg.  101  shows  a  double 
enlargement  of  the  arm.  wdiich  is  the  right  arm 
of  the  chair  (as  the  chair  faces  the  observer  it 
appears  at  the  left  of  the  illustration)  with  the 
shape  of  the  woodwork  indicated  l)y  a  iM'oken 
line. 

The  welt  sewn  into  place  is  shown  in  hig. 
102  following  the  shape  indicated  by  the  outhne 
of  the  woodwork,  but  sewn  tcj  the  upholstering 
and  to  the  cloth  of  the  outside  lining.  In  order 
to  get  the  proi)er  shape  for  this  welt,  an  outline 
is  sketched  on  the  upholstering  in  chalk,  with  or 
without  a  ])attern.  and  the  welt,  wdiich  has  al- 
ready been  stitched  l)y  macliine,  is  sewn  into 
place,  as  indicated.    A  piece  of  the  covering  is 


then  pinned  into  position  within  the  welt  and 
blind-stitcdied  into  jjlace,  as  indicated  in  i'ig.  10.^. 
In  the  case  of  a  \ery  large  welt  and  a  heavy 
fabric,  it  is  well  also  to  l)lind-sew  around  the 
outside  of  tile  welt  in  order  that  it  may  be  kept 
flat  and  shapely. 

The  arm  shown  in  i'ig.  104  is  linislied  with- 
out a  welt,  a  tn-atment  sometimes  desirable 
with  a  hea\ \'  plush  fabric,  {""ig.  105,  enlarged 
to  double  size,  shows  the  contour  of  the  uphol- 
stering of  the  left  arm  and  the  shape  of  the  face 
of  the  arm  is  indicated  by  a  dotted  line.  Fig. 
lOf)  shows  the  ])atteni  attached  to  the  face  of 
the  arm  for  the  puri)ose  of  outlining  the  shape 
of  the  panel  and  a  pencil  or  chalk  line  is  drawn 
around  the  i)attern  where  the  panel  is  to  be 
sewn.  The  panel  is  next  pinned  in  place.  Fig. 
107,  the  outside  edge  is  tacked  on  the  outside 
arm  where  it  will  be  covered  l^y  the  lining  and 
the  outline  of  the  i)anel  is  blind-sewn  where 
pinned,  as  indicated  in  Fig.  108. 

A  different  type  f)f  chair  having  a  continu- 
ous wing  and  arm  wdiich  is  treated  on  the  face 
with  a  double  welted  band  ending  at  the  top  of 
the  wing'  in  a  gathered  rosette  is  shown  in  Fig. 
109.  The  welt,  which  follows  the  shajie  of  the 
wing  and  the  outside  arm,  is  l)ut  on  after  the 
chair  has  been  upholstered  to  this  stage,  and  is 
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Details  showing  how   arms  and   wings  may  be  finished 
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carried  around  tlie  circle  of  the  roll,  which 
finishes  the  toi)  of  the  wing,  as  indicated  in  Fig. 
110.  The  rosette  whicli  finishes  this  circle  is  the 
last  thing  to  ])e  put  in  jilace,  therefore,  the  liand 
which  forms  the  panel  on  the  face  of  the  wing 
and  arm  is  put  on  so  that  the  welt  which  follows 
the  circle  in  Fig.  110  comes  over  the  'hand. 

The  hand,  at  this  outer  edge,  is  tacked 
around  the  edge  of  the  frame  where  the  lining 
comes  on  the  top  of  it,  making  a  finished  edge, 
as  shown  in  the  illustration.  The  fabric  for  the 
rosette  may  be  either  tacked  or  sewn  into  place, 
as  indicated  in  Fig.  Ill,  in  either  case  it  is 
imperative  that  it  follow  closely  the  inside  edge 
of  the  welt  as  no  other  trimming  comes  between 
the  outside  edge  of  the  rosette  and  the  welt. 

A  gathering  string  is  threaded  through  the 
flat    edge  of  the  fa])ric    which    composes  the 


rosette  and  drawn  tightly  together,  gathering 
the  faln-ic  into  a  close  knot  and  completed  by  a 
button,  as  shown  progressively  in  Figs.  112,  113, 
114.  Fig.  115  shows  the  type  of  chair  which 
may  be  trimmed  hy  a  douljle  welted  band 
mitered  at  the  angles  to  fit  smoothly  and  blind- 
sewn  on  both  edges,  as  indicated  in  Fig.  116,  to 
make  the  finished  trimming.  It  will  be  obvious 
that  in  order  for  this  type  of  trimming  to  he 
efifective,  it  must  be  very  neatly  made  with  welts 
that  are  absolutely  ])arallel  and  neatly  applied 
in  conformity  with  the  shape  of  the  upholster- 
ing and  the  outlines  of  the  chair.  It  is  illustrated 
here  not  only  as  the  only  method  of  trimming 
for  the  chair  shown,  but  as  an  example  of  a 
treatment  which  may  be  applied  to  this  type  of 
chair  and  to  others  of  a  similar  shape  where  one 
continuous  liand  may  l)e  used  for  the  l)ack  and 
arms. 
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Displays  With  a  Home-like  Appeal 


Four  windows  of  the  \vell  known  Nova 
Scotia  firm  of  Vernon  &  Co.,  who  have  been  in 
the  furniture  Inisiness  in  Truro,  N.S.  for  26 
years,  and  have  proved  by  their  business  meth- 


ods to  l)e  al)le  to  ])lease  the  l)uying  public  and 
run  their  business  successfully  are  illustrated 
herewith.  It  is  the  only  furniture  store  in  Truro 
and  it  is  a  credit  to  the  town. 
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The  Care  of  Upholstered 
Furniture 

Useful  Hints  Which  the  Furniture  Deal- 
er Can  Pass  Along  to  His 
Customer 


are  vcr}- 
either 
l^ay  par- 
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The  NatiMiial  Association  of  U])holstere(l 
Furniture  Manufacturers,  Cliica.^d,  have  got  oiit 
an  interesting  httle  booklet  on  ""'rhe  Care  oi 
Upholstered  Inirniture."  this  Ixioklet  is  intended 
f(»r  1;he  ultimate  purchaser,  and  contains  many 
useful  hints  which,  no  doubt,  the  furniture  man 
himself  may  hnd  of  value.  Certainly  every  retail 
salesman  would  do  well  to  assimilate  the  infor- 
mation contained  therein,  so  he  will  l)c  ]M-eparefl 
to  answer  the  (|uestions  of  customers.  J''iir 
instance,  we  find  a  very  interesting  item  under 
the  heading,  "Brush  <_)ften  :" 

The  first  and  most  imi)ortant  rule  to  Inllow 
in  caring  for  upholstered  furniture  is  to  brush 
it  thoroughly  at  least  twice  each  month,  and  lo 
use  the  vacuiun  cleaner  on  it  once  each  week.* 
This  procedure  will  keep  it  clean  and  free  from 
dust,  and  in  addition  it  will  i)ractically  elimin;ite 
and  danger  from  moths. 

There  are  three  species  of  clothes  moths  that 
attack  articles  made  of  wool,  fur,  bristles,  hair 
and  feathers.  Idieir  life  histories  and  control 
are  so  much  alike  that  the  separate  species  will 
not  l)e  discussed.  They  all  pass  through  the 
usual  life  cycle  ofi  insects.  That  is.  there  is  an 
adult  or  parent  moth,  the  egg,  the  larvae,  or 
worm,  and  the  pupa  or  chrysalis,  h'rom  the  pupa 
emerges  the  adult  of  the  following  generation. 

Depredation  of  the  Moth 

The  adult,  or  parent  moth,  is  the  miller  vvhiclT 
one  sees  fly  al)out  the  house.  The  moths  are 
especially  abundant  during  the  spring  and  late 
summer,  although  in  heated  houses  they  may  I)e 
seen  almost  any  time.  They  themselves  cannot 
damage  ujjholstered  furniture,  but  they  may  lay 
many  small  wdiite  eggs  on  it.  They  may  live  as 
long  as  three  weeks,  and  during  that  time,  lay 
as  many  as  two  hundred  eggs  each.  These  eggs 
hatch  in  about  fi\e  to  ten  days,  according  to 
temperature.  The  tiny  worms,  or  larvae,  begin 
feeding  as  soon  as  they  hatch  and  become  full 
grown  in  not  less  than  ten  weeks,  if  cnnditions 
are  favorable.  The  rapidity  of  growth  of  the 
larvae  depends  not  only  on  favorable  weather 
conditions  'but  also  upon  the  kind  of  material 
upon  which  they  feed.  While  the  adult  moth 
does  not  eat  cloth  she  should  be  killed  whenever 
possible,  for  each  female  moth  killed  means  so 
many  less  larvae  to  attack  the  goods  later.  It 
is  the  larvae  that  cause  the  destruction,  for  they 
have  well  developed  jaws  at  birth. 

It  is  not  necessary  to  suffer  from  clothes  moth 
attacks,  as  there  are  se\'eral  methods  of  prevent- 
ing damage.    The  lirst,  and  most  simple,  is  to 


brush  often,  as  tlie  larvae  and  eggs 
d;'ll(alc  and  a  tliiirnugh  brushing  w 
ci  ush  or  remox  e  them.  In  brushing 
ticular  attention  to  seams  and  ])ockets,  especially 
those  in  rlark  corners  and  against  the  wall. 
Remo\-e  the  loose  cushions  and  brush  as  deeply 
as  possible  in  the  space  ])etween  the  seat  and 
the  back  and  arms.  lirushing,  in  comlnnation 
with  the  thoriiugh  use  of  the  \acuum  cleaner, 
shiiuld  serve  to  remove  any  danger  of  moth 
ravages. 

In  the  event  that  larvae  have  hatched  and 
begun  their  work  of  destruction,  i)roceed  as 
a])ove  outlined,  and  then  s])ray  the  infested  j^arts 
with  a  good  insecticide  Secure  one  that  is 
guaranteed  not  to  harm  fabric,  wood  or  varnish, 
and  use  considerable  of  it.  There  are  a  few- 
chemical  compositions  on  the  market,  designed 
esi)ecially  for  ninth  treatment,  that  are  very 
etTicient  if  used  in  (|uantity.  The  danger  in  using 
them  does  nut  come  from  using  too  much,  but 
t(i(i  little. 

The  Carbon  Disulphid  Treatment 

Aimther  effective  metlmd  is  the  carbon  dis- 
ulhpid  treatment.  This  is  a  fumigating  treat- 
ment, and  should  be  carried  out  in  a  small  room. 
If  the  home  is  e(|uip])ed  with  a  chtset  large 
enough  to  hold  the  furniture  to  be  treated,  so 
much  the  better,  as  closets  usually  have  no  open- 
ings other  than  one  door.  Place  the  furniture 
to  be  treated  on  the  fioor,  as  the  gas  which  is 
formed  as  the  carbon  disulphid  evaporates  is 
heavier  than  air  and  hence  goes  down.  The 
chemical  can  be  secured  from  any  druggist,  and 
at  least  ten  pounds  are  needed  for  every  1,000 
cubic  feet  of  space.  The  disulphid  should  be 
poured  into  a  large,  though  shallow  dish,  wdiich 
has  been  placed  at  a  convenient  height  above 
the  furniture.  .\fter  pouring  lea^■e  the  room 
immediately  and  seal  up  the  cracks  around  the 
door  as  effectively  as  possible.  Pasting  strips 
of  heavy  wraj^ping  pa])er  over  them  is  probably 
the  best  method.  Allow  the  room  to  remain 
closed  at  least  twelve  hours,  and  then  air  it  out. 
The  unpleasant  odor  will  not  be  long-  in  leaving 
it,  and  one  has  the  assurance  that  every  vestige 
of  animal  life  has  Ijeen  eliminated. 

yVnother  protection  against  moths  is  the  cold 
storage,  the  facilities  ofi  which  are  available  in 
most  large  cities.  Articles  held  at  a  tempera- 
ture of  40  degrees  F.  are  absolutely  protected 
against  damage  while  in  storage.  This  treat- 
ment, of  course,  is  expensive,  and  can  only  be 
recommendecl  wdiere  very  valuable  pieces  of  fur- 
niture are  inx'olved  Very  t)ften  owners  of  such 
articles  leave  them  unprotected  during  the  sum- 
mer months,  to  return  in  the  fall  to  find  the  lar- 
vae at  work. 

Effective  as  the  treatments  have  become,  it 
it  always  well  to  rememl)cr  that  "an  ounce  of 
))re\  ention  is  worth  a  pnund  of  care,"  and  to  care 
for  vour  furniture  accordingly. 
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A  Companion  to  Agava  Hair 

Is  found  in  our  new  Lambs'  Wool  Mattress  at  a  popular  price.  Those 
who  have  used  Lambs'  Wool  will  appreciate  the  opportunity  of  securing 
one  at  a  lower  price  than  kapok. 

Send  in  your  inquiries  and  see  the  surprise  in  store  for  you.  We  hope 
to  largely  supplant  so  called  Cotton  Felt  with  pure  Lambs'  Wool  and 
Agava  Hair  Mattresses,  the  two  most  popular  lines  on  the  market 
today. 

When  visiting  the  Canadian  National  Exhibition  we  shall  be  glad  to  have 
you  visit  our  factory  showrooms  where  our  complete  line  of  Mattresses, 
Box  Springs,  Comforters,  Pillows,  etc.  will  be  displayed.  Phone  Ran- 
dolph 4500  and  a  car  will  call  for  you. 

The  Canadian  Feather  &  Mattress  Company  1 

LIMITED  % 
TORONTO  and  OTTAWA  jt! 

i    Bell  Furniture  Proves  the  Proverb  i 


"Well  Bought  is 

Half  Sold''  , 


1    The  Bell  Furniture  Company  Limited  | 

I  SOUTHAMPTON  -  -  ONTARIO  | 
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(ii  tile  (lc])artmcn I 
f  a  successful  gill 
wlicn  to  show  her 
her  aloue  to  look 


Tell  the  Salespeople  All 
About  It 

A  Policy  that  has  Helped  Build  a 
Successful  Gift  Department 

■'W'lieu  a  \v<imau  comes  ii 
ti)  Iddk',"  sa\'s  the  inauager  i 
deparlnieiit.  "we  try  to  learn 
merchandise  and  when  lo  let 
ahout  ol  her  own  accord.  This  is  not  always  easy, 
but  we  generally  call  her  attention  to  some  pai- 
ticular  thing;  mayhe  it  chances  to  be  the  thing 
that  interests  her,  ])erha])s  it  is  not;  but  in  this 
way  we  can  generally  get  a  clue  to  what  docs 
especially  interest  and  proceed  along  those 
lines." 

(  )ne  of  the  department's  i)olicies.  which  has 
prosed  a  most  cftective  one,  is  to  tell  the  sales- 
l)eople  about  every  item  of  merchandise  that 
comes  in.  None  of  the  goods  arc  uni)acked  and 
l)ut  directly  into  stock.  Each  line,  almost  each 
piece,  is  gone  over  with  the  sales  ])eople,  and 
the  manager  ])asses  along  every  bit  of  infor- 
mation she  has  gleaned  concerning  it — why  she 


bought  it.  its 
utility,   and  s^ 
saleswoman  is 
talking  points 


desirable  |)oi!Tts  of  line,  color  or 
miething  of   its  origin;   so  each 
furnished  with    all  the  necessary 
■-he  can  use  in  making  a  sale. 


"PRINTED  SALESMANSHIP" 

Send  for  your  copy  today 

A  little  hook  profu.scly  illu.slrat^ed 
with  ])liotos,  drawings,  all  kinds  of 
engravings  of  printing  and  advertis- 
ing in  all  its  forms.  Tells  of  printing. 
Shows  you  how  to  advertise  hetter 
and  for  less  money.  Produced  regard- 
Ic  ss  of  cost  as  an  educational  medium. 
Address  "Printed  .Salesmanship,"  Dept. 
II.,  :'.  1!)  Adelaide  Street  West,  Toronlo. 


Your  Factory  Engineer 

slioulil  iccfivc  twicr  monthly  a  ma^;.iziiic  tliat  will  tell  iiim  liow 
lo  eliminate  electrical  troubles  in  the  factory  and  show  him  how  to 
cut  your  power  costs.  The  ELECTRICAL  NEWS  is  published  for 
tlu-  bcnifil  of  users  of  electricity  and  contains  valuable  informa- 
lion  for  all  factory  superintendents  who  use  electric  power.  $2.00 
per  year  of  24  issues.    Write  to  lit!)  Adelaide  Street,  West,  Toronto. 

7— T.F 


i 


No.  590 — A  charming  suite.  Queen  Anne  design.     Real  walnut  panels,  ends  and  'ronts.  Beautiful 
Vanity  Dresser  and  Bowend  Bed  as  you  see.    Low  price — write  for  particulars. 


Crown  Furniture  Ltd., 
Preston,  Ontario 
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The  Mode  in  Draperies 


Lighting  an  Important 
Factor 


Interesting  Window 
Displays 


A  Persian  Prayer  Rug 


Inter-departmental 
Co-operation 
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ir-DOMlNlON 
lj]SiOLEU>LRUG= 


s^Summer  Cleaning 
Made  Easier  for  You 


An)  ''r""""""!'' 

ioir.fr"""".*. 


(ha",  'j'JJ'/  »"d  >ou  .,11 

«Huallcd  ""lis  cannoc  b: 

W  hen  lummcr  li 


'»">■  >  Linoleum  r'"*"",*'"  ''««Je 
">  II  up 


you  ha 
""1  "it  .t  .ojLo 


We  Help  You  Sell  The  Farmer 

That  every  farm  lioiiie  is  to-day  a  prospect  for  Linoleum  is  due  in  a  large  meas- 
ure to  consistent,  year  in  and  year  out,  Dominion  Linoleum  Advertising  appear- 
ing in  every  important  Canadian  farm  pul)!ication.  Four  specimen,  seasonable, 
summertime  advertisements  are  shown  in  reduced   form  above.     They  present 

Dominion  Linoleum  Floor  Coverings 

to  the  farmer  and  his  wife  in  a  way  that  makes  selling  easy.  Economy,  comfort 
and  adaptability  to  every  room  in  the  house — points  that  have  a  strong  appeal 
ill  the  tlirifty  farm  home — are  emphasized.  Keen  dealers  handle  Dominion  Lino- 
leum Rugs  and  Linoleum  by  the  yard  because  of  this  result-getting  copy.  It  pays. 

Cut  this  out  and  preserve  it  with  the  first  and  second  of  the  series.  The  fourth  will 
appear  in  next  month's  issue  of  Furniture  World. 


Dominion  Oilcloth  &  Linoleum  Co.,  Limited 

MONTREAL 


No.  3  of  a  series  of  informative  advertisements  giving  practical  reasons 
for  handling  DOMINION  LINOLEUM  Floor  Coverings 
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The  Mode  in  Draperies 

And  its  Probable  Trend —Revival  of  Figured  Patterns  in  Wallpapers  will 
Create  Tendency  toward  Plainer  Patterns  in  Draperies  and  Rugs — 
Brighter  Colors  Due  to  Return — Egyptian  Designs  Shown  in  U.S. 
but  Have  not  Created  Much  Interest  in  Canada. 


There  is  a  strong  revival  of  figured  patterns 
in  wallpapers  taking  place.  This  is  a  develop- 
ment in  which  the  furniture  man  is  interested, 
inasmuch  as  it  is  bound  to  have  an  influence  on 
the  whole  scheme  of  interior  decoration  and  fur- 
nishing. When  plain  wallpapers  are  used,  the 
interior  decorator  will  generally  add  life  and 
color  to  a  roonr  by  the  introduction  of  draperies 
in  more  striking  patterns,  but  when  the  room  is 
enlivened  with  highly-figured  wallpapers,  the 
natural  tendency  will  be  toward  the  use  of 
plainer  drapes,  in  order  to  maintain  artistic 
balance. 

The  same  applies  to  rugs,  to  a  certain  ex- 
tent, and  it  is  natural  to  expect  that  patterned 
wallpapers  will  encourage  the  adoption  of  plainer 
floor  covering's.  On  the  other  hand,  we  are  told 
that  chintz  shows  signs  of  returning  popularity 
as  an  upholstering  material.  The  logical  deduc- 
tion from  these  tendencies  is  that  those  who  seek 
to  keep  in  step  with  the  latest  ideas  in  interior 
decoration  will  favor  decorative  schemes  in 
which  the  necessary  artistic  contrasts  are  sec- 
ured 'by  the  combination  of  plain  rugs  and 
drapes  with  strongly-patterned  walls  and  up- 
holstery. This  is  the  opinion  expressed  by  some 


prominent  buyers,  though  wholesale  drapery 
houses  do  not  yet  report  much  change  in  de- 
mand. 

It  behooves  the  furniture  man  to  keep  his 
color  eye  open  during  the  immediate  future. 
Some  who  are  in  position  to  speak  with  auth- 
ority declare  that  we  have  about  reached  that 
point  in  the  cycle  of  decorative  fashions  where 
we  may  expect  a  revival  of  brig'hter  colors.  The 
taupes  and  browns  of  to-day  will  flame  up  into 
burnt  orange  and  yellow  hues,  and  greens  and 
blues  will  probably  come  in  for  more  attention 
later.  Mulberry  has  faded  out,  and  will  prob- 
ably not  be  seen  again,  in  the  "best  society"  un- 
til it  swings  around  again  in  the  reg'ular  cycle. 

It  is  an  interesting  phychological  fact  that 
even  though  a  decorative  arrangement  may  be 
chosen  with  the  intention  of  using-  it  over  a  per- 
iod of  years,  the  season  in  which  purchase  is 
made  has  a  marked  influence  on  the  customer's 
selection.  Thus,  the  tendency  is  in  the  fall  to 
purchase  heavier  types  of  drapes,  and  velours, 
velvets,  etc.,  are  most  in  demand,  while  in  the 
spring  it  is  generally  found  there  is  a  swing  to- 
ward cretonne  and  the  lighter  goods. 

Fibre  silk  is  a  material  which  is  mentioned  in 


Two  Egyptian  prints  from  Witcombe,  McGeachin  &  Co.,  one  with  the  scarab  motif  and  the  other  with  lotus  design,, 

both  cottons  showing  brilhant  diversified  color  combinations 
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Beautiful  New  Designs 

in  Bond- Worth  Carpets 

To  see  the  new  shipments  of  Bond-Worth 
carpets  as  they  come  fresh  from  our  English 
factories,  is  to  reaHze  the  wonderful  sales  op- 
portunities they  represent. 

And  whether  you  are  located  in  the  Mari- 
times,  the  Middle  West,  or  on  the  Pacific 
Coast  the  opportunities  are  all  equal.  No  live 
dealer  should  overlook  this  proposition. 

The  range  includes  Axminsters,  Wilton 
Squares,  Saxony  Wilton,  Brussels,  Hearth 
Rugs,  Axminster  Mats,  Imperial  Axminster, 
Sofa  Rugs,  Chenille  Axminster  and  Runners. 

Drop  us  a  line  for  full  particulars  today. 

You  are  cordially  invited  to  visit  our  show- 
rooms when  at  the  C.N.E.  Aug.  25th  to  Sept. 
8th,  on  Dufferin  St.,  one  block  north  of  King 
Street. 


BOND-WORTH  CARPETS  (CANADA) 

Limited 

360  Dufferin  St.,  Toronto 
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some  quarters  as  having  gained  in  popular  favor 
— though  others  decry  it  as  being  of  unsuitable 
texture  for  a  drapery  material.  One  promi- 
nent buyer  tells  us  that  after  some  five  years' 
advertising  and  display  to  his  customers,  they 
are  at  last  beginning  to  give  it  some  considera- 
tion. The  Canadian  public,  he  points  out,  is 
very  conservative  in  the  matter  of  home 'decora- 
tion, and  it  takes  a  long  time  to  secure  its  appro- 
val of  any  innovation,  while  the  passing  fads 
which  are  often  so  strongly  featured  in  the 
States'  receive  little  or  no  attention  from  his 
trade.  He  points  to  the  Egyptian  craze  as  an 
example,  and  states  that  he  has  not  had  one  call 
for  anything  in  this  line. 

Cretonnes  are  as  strong  as  ever,  the  whole- 
sale houses  report,  and  there  is  an  increasing 
demand  for  madras. 


Merchandise  with  a  Universal  Appeal 

Have  you  ever  considered  the  relative  values 


certain  articles  from   an  advertising  view- 


of 

point?  That  is,  have  you  thought  of  the  percent- 
age of  your  readers  who  are  interested  in  articles 
you  advertise.  Suppose  you  advertise  a  daven- 
port. W ell,  that  makes  a  very  strong  appeal  to 
some,  but  there  are  others  for  whom  it  has  no 
interest   whatsoever.     The   same   applies   to  a 


This  interesting  parrot  design  is  shown   by  M.   H.   Rogers,  Inc., 
in  a  vegetable  mohair  rug 


kitchen  cabinet  or  a  baby  carriage,  or  a  side- 
board, or  any  of  numerous  lines  that  are  carried 
in  the  furniture  store.  There  are  so  many  dif- 
ferent tastes  and  ideas,  and  so  many  different 
shapes  and  sizes  of  rooms  and  houses  that  scar- 
cely any  suite  or  piece  of  furniture  you  adver- 
tise can  have  the  same  interest  for  everybody. 

A  department  manager  who  was  considering 
this  problem  asked  his  assistants  for  suggestions 
as  to  items  which  would  appeal  to  everyone 


alike  and  which  could  be  advertised  everyday  in 
small  space.  The  idea  was  to  pick  on  merchan- 
dise that  would  help  the  general  effect  of  the 
advertising-  and  the  windows  and  help  to  create 
interest  in  the  store. 

One  bright  salesman  immediately  came  for- 
ward with  suggestions.  "Pictures,"  he  said, 
■'have  an  almost  universal  appeal.  Nearly  every- 
one will  stop  to  look  at  a  picture,  whether  it  be 
an  inexpensive  print  or  an  old  master." 

"Then,  too,"'  he  said,  "there  are  clocks.  No 
one  can  overlook  the  passage  of  time.  We  all 
depend  more  or  less  on  some  measure  of  the 
hours  of  the  day.  Also,  there  are  vases,  which 
are  probably  as  suggestive  of  home  interest  as 
any  other  line  of  merchandise,  and  lamps  make 
an  immediate  appeal  to  almost  every  man, 
woman  and  child." 

When  you  come  to  think  of  it,  you  will  see 
that  all  these  items  can  appropriately  find  a 
place  in  the  furniture  store,  and  they  will  help 
to  create  that  general  interest  in  the  business 
which  it  is  sometimes  difficult  to  arouse  when 
the  business  is  confined  to  furniture  alone. 


What  Do  You  Know  About  Color? 

A  knowledge  of  the  principles  of  color  har- 
mony and  decoration  is  essential  to  efficient  ser- 
vice to  the  customer.  Draperies  are  a  class  of 
merchandise  whose  value  depends  very  largely 
on  the  way  in  which  they  are  used — a  cheap 
material  may  be  used  to  produce  a  pleasing  and 
artistic  effect,  while  on  the  other  hand  the  most 
expensive  type  of  goods  may  appear  glaringly 
ugly  in  the  wrong  surroundings. 


Is  Mohair  About  to  Pass  Out? 

A  well-known  house  furnishings  expert 
declares  that  mohair  has  about  seen  its  day  and 
that  we  may  shortly  look  to  see  its  place  of  pre 
eminent  popularity  in  living  room  suites  taken 
by  tapestries  and  chintzes.  He  bases  this  fore- 
cast on  the  cycle  of  style  changes,  and  points 
out  that  some  ten  years  ago,  wdiich  is  about  the 
period  of  time  in  which  the  cycle  is  completed, 
mohair  dropped  into  comparative  oblivion. 


Interesting  Rug  Novelties 

A  watchful  eye  can  pick  out  many  interesting 
things  in  the  rug  line  just  now,  ranging  from 
beautifully  colored  cotton  warp  and  cotton  chen- 
ille bedroom  rugs  to  odd  pieces  for  the  living 
room  or  studio.  Among  the  latter,  the  camel 
saddle  bag  may  be  mentioned  as  something  with 
a  touch  of  the  novel.  It  provides  the  customer 
not  only  with  an  interesting  oranment,  but  also 
with  two  small  genuine  oriental  threshold  rugs, 
if  he  chooses  to  dissect  the  bag  instead  of  mount- 
ing it  on  the  wall  for  an  ornament,  or  using  it 
as  a  handy  double  receptacle  for  all  sorts  of 
odds  and  ends.  These  saddle  bags  are  just  what 
their  name  implies,  but  the  outside  of  each  bag 
is  formed  of  true  oriental  weaving  in  various 
recognized  patterns. 
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Golden  Hours  for  Pleasure 
and  Pledsanter  Homess^ 
thats  what  you*re  sell 


What  is  it  you  sell  when  you  sell  Gold- 
Seal  Congoleum  ?  Just  several  square 
feet  of  the  finest  waterproof  felt  base 
floor-covering  heavily  surfaced  with  top 
quality  colors? 

No!    Much  more  than  that! 

You  don't  suppose  that  Canadian 
women  are  buying  Gold-Seal  Congoleum 
in  greater  quantities  than  other  floor- 
covering  just  because  it  is  made  from 
fine  quality  materials. 


It's  hours  cut  off  from  the  time  required  to  clean  old-fashioned 
woven  rugs  and  floor-coverings — it's  time  for  pleasure  and  rest — 
it's  freedom  from  the  toil  of  the  broom  and  scrubbing  brush — it's 
color  and  beauty  to  increase  the  charm  of  their  homes.  And  all  at 
a  price  within  the  reach  of  every  household. 

Those  are  the  things — plus  the  satisfaction  promised  by  the  Gold 
Seal  Guarantee — that  make  women  so  eager  to  buy  Gold-Seal  Art- 
Rugs  and  Congoleum  By-the-Yard. 

And  those  are  the  things  that  Canadian  housewives  are  reading  about 
in  Gold-Seal  Congoleum's  bigger-than-ever  advertising  campaign. 


Women  in  your  neighborhood  want  the  hours  and  minutes  of 
freedom  from  drudgery  that  Congoleum  gives — they  want  Gold- 
Seal  Congoleum's  beauty  and  durability. 

And  if  they  can't  get  Gold-Seal  Congoleum  from  you  they'll  buy 
it  from  somebody  else. 

Be  able  to  give  them  what  they  want.  Stock  a  good-sized,  well- 
assorted  supply  of  Gold-Seal  Congoleum — and  ^eep  stocl^ed. 

And  be  sure  you  have  a  good  supply  of  Gold  Seal  display  ma- 
terial and  other  free  selling  helps  to  keep  your  stock  moving. 


Write  us  for  any  information  or  assistance  you  require.  Our  Sales  Pro- 
motion Department  is  at  your  service  to  tell  you  anything  you  want  to 
know  about  Gold-Seal  Congoleum  Rugs  and  to  help  you  sell  your  share. 

Congoleum  Company  of  Canada,  Limited 

1270  St.  Patrick  Street,  Montreal,  Quebec 
Made  in  Canada — by  Canadians — for  Canadians 
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Lighting  a  Most  Important  Factor  When 
Selecting  Drapes 

One  of  the  most  important  factors  in  the 
selection  of  drapes  is  the  amount  of  Hght  in  the 
room.  Regardless  of  style  or  fashion,  the  drapes 
must  in  the  first  place  be  suited  to  the  particu- 
lar room  in  which  they  are  to  be  used.  The  light 
in  a  room  is  always  determined,  largely  by  the 
reflection  from  the  walls,  and  it  will  be  seen 
therefore  that  the  selection  of  wall  paper  and 
draperies  must  be  guided  to  some  extent  by  the 
amount  of  window  space.  Naturally,  if  a  light 
room  is  preferred,  the  walls  should  be  covered 
with  a  lighter  paper,  and  if  the  window  space  is 
large,  it  will  be  feasible  to  use  draperies  and 
rugs  in  the  richer  tones,  by  way  of  contrast,  but 
if  the  room  is  gloomy  it  may  require  all  the 
brightening  influences  of  high,  brilliant  colors  in 
the  drapes  in  addition  to  the  light  finish  of  the 
walls. 

Knowledge  of  Wallpapers  Helpful 

It  is  perfectly  obvious  of  course  that,  ina^i- 
much  as  the  wall  paper  provides  the  greatest 
area  of  reflecting  surface,  its  effect  on  the  illu- 
mination of  the  room  is  much  the  greatest,  and 
the  man  who  handles  draperies  must  of  neces- 
sity know  something  about  wall  papers  before 
he  can  give  sound  advice  to  his  customers.  As 
the  starting  point  of  the  entire  decoration  of  the 
room  is  the  background,  the  walls,  whether  they 
be  painted  or  papered  should  be  considered  long 
before  anything  else. 

A  writer  in  a  recent  issue  of  ''House  and 
Garden"  brings  out  the  interesting  fact  that  the 
surface  of  the  paper —  that  is,  its  texture  afifects 
its  reflecting  qualities.  Workers  with  pigments 
know  that  the  most  agreeable  reflections  do  not 
come  from  perfectly  plain  flat  surfaces,  where 
the  color  has  been  washed  or  laid  on  in  a  solid 
flat  tone.    It  is  monotonous,  tiresome  and  glar- 


ing. The  interesting  surface,  the  broken  and 
mottled  color,  the  undertone  and  the  overlay, 
all  give  a  vibrating  quality  which  far  surpasses 
the  flat  tone  in  point  of  liveableness.  This  is 
one  of  the  things  that  pattern  does  for  us,  too, 
whether  in  paper,  rugs  or  upholstery.  It  breaks 
up  the  light,  varies  it,  and  sends  it  back  into  the 
room — a  rich,  interesting  and  pleasant  glow. 
The  embossing  of  a  paper  serves  the  same  pur- 
pose, does  to  the  flat  surface  what  the  artist 
accomplishes  on  his  canvas  by  the  thick-and- 
thin  of  his  paint  and  the  manipulation  of  his 
brush.  All  these  things  add  or  detract  to  the 
light  quality  in  a  room. 


"BLUE    BOY"    on    display  by 
Phillips  Mfg.  Co. 


Result  of  Window    Display  Contest 
during  "Congoleum  Week" 

The  Congoleum  Company  of  Canada,  Lim- 
ited, coupled  a  Window  Display  Contest  with 
their  "Congoleum  Week"  event  during  May  of 
this  year.  The  segregating  of  the  contestants  in 
cities  of  corresponding  population  accounted 
for  the  unusual  interest  on  the  part  of  the  deal- 
ers in  fcoth  large  and  small  cities. 

Prizes  were  divided  into  three  divisions — a 
first,  second  and  third  prize  'being  awarded  to 
cities  of  50,000  population  and  over.  A  first, 
second  and  third  prize  for  cities  from  10,000  to 
50,000  population  and  a  first,  second  and  third 
prize  for  cities  less  than  10,000  population.  It 
was  originally  intended  to  award  fifteen  third 
prizes,  'but  due  to  the  unexpected  number  of 
contestants  and  the  close  competition  in  the 
attractiveness  of  the  displays,  Mr.  Geo.  K.  Bed- 
doe,  managing  director  of  the  Congoleum  Com- 
pany, decided  to  double  the  original  number  of 
third  prize  awards. 

Some  very  interesting  and  original  displays 
were  entered  and  positive  proof  of  the  sales 
creating  powers  of  window  displays  was  estab- 
lished. Without  exception  the  dealers  who  en- 
tered their  displays  reported  to  the  Congoleum 
company  increases  in  their  sales  ranging  from 
fifty  to  three  hundred  per  cent. 

These  dealers  are  enthusiastic  in  endorsing 
the  plan  of  coupling  or  linking  their  efforts  with 
the  large  blanketing  national  advertising  cam- 
paign conducted  by  the  Congoleum  company. 
An  advertising  campaign  such  as  theirs  is  bound 
to  be  profitable  and  helpful  to  the  dealer  who 
features  his  stock  and  name  in  conjunction  with 
the  appearance  of  the  large  display  advertise- 
ment in  the  newspaper  covering  his  locality. 

Illustrations  of  the  winning  displays  are 
shown  here  ;  their  unusual  attractiveness  is  high- 
ly commendable. 

Every  entrant  whose  display  was  not  judged 
among  the  first  three  in  his  class  was  the  re- 
cipient of  a  silk  umbrella  as  a  reward  for  his 
efforts  in  this  contest. 

The  First  Prize  in  the  large  city  class  was 
won  by  the  Adams  Furniture  Co.,  Toronto.  In 
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Console  Tables  and  Mirrors 


One 
of  the 
Many 
New  Lines 
on 
Display 
in  Our 
Showroom 


No.    577    Mirror— Glass   Size   14"    x  28" 

No.  B2  Console  Table— Height  30",  Top  13"  x  28" 


Gome 

and 
See  Us 
when 
Visiting 
Toronto 
Exhibition 


PHILLIPS  MANUFACTURING  CO.  LTD. 


TORONTO 


258-326  Carlaw  Avenue  (Queen  St.  E.  cars) 


CANADA 


AUGUST,  1923 


67 


The  Arcade,  Brantford,  was  award-ed  first  prize  in  the  10,000  to  50,000  class  in  the  Congoleum  Company's 

window  contest 


the  10,000  to  50,000  class,  First  was  awarded  to 
The  Arcade,  Brantford,  Ont.,  and  the  First  in 
the  small  city  and  town  class  went  to  J.  J.  Moore 
&  Son,  Medicine  Hat. 


rug  department,  as  people  wanted  to  look  at  a 
rug  that  would  stand  sidewalk  travel,  like  the 
one  on  the  sidewalk  in  front  of  the  store  door. 


Vacuum  Cleaners  Sold  Fast  Here 

In  a  little  town  in  New  York  State  in  the 
summer,  when  business  was  dull,  a  furniture 
store  merchant  who  had  put  in  a  line  of  vacuum 
cleaners  decided  to  introduce  a  little  novelty 
into  the  situation. 

He  laid  a  9xl2-ft.  rug  on  the  sidewalk  in 
front  of  his  store.  Every  so  often,  one  of  the 
employees  would  take  a  vacuum  cleaner  and 
go  out  on  the  sidewalk  and  clean  the  rug. 

One  window  had  nothing  in  it  except  a 
sign-card  and  a  pile  of  dust  on  the  talble. 

The  sign-card  read : 

"This  dust  came  from  the  rug  on  the  side- 
walk. |  It  was  collected  by  one  of  our  vacuum 
Cleaners.  After  this  rug  has  been  cleaned  for 
thirty  days,  this  dust  will  be  weighed.  Guess 
how  many  pounds  and  ounces  of  dust  will  be 
taken  from  the  rug  in  thirty  days." 

Cards  were  furnished  the  people  who  wished 
to  guess,  and  also  there  was  a  blank  space  to 
fill  out  a  questionnaire,  give  the  guesser's  name 
and  adress  and  whether  or  not  she  had  a  vacuum 
cleaner  and  whether  or  not  she  had  electricity 
in  her  home. 

During  the  thirty  days  this  idea  sold  a  num- 
ber of  vacuum  cleaners,  got  the  store  a  fine 
mailing  list  and  also  improved  business  in  the 


What  Goes  for  the  Home 

According  to  Printers'  Ink,  the  average  an- 
nual expenditure  per  family  for  furniture  and 
furnishings  is  divided  as  follows : 

Carpets                                                    $5.05  $5.19 

Chairs  and  stools                                        2.83  .3.3i5 

Tables                                                     1.73  2.46 

touches,    davenports,    sofas                        2.06  2.08 

Bureaus,  chiffoniers,  dressing  tables  . .    1.33  2.28 

.Sideboards,  buffets,  china  closets   ....     1.48  1.84 

Bedsteads                                                  2.21  2.66 

Refrigerators  81  1.78 

Kitchen  utensils                                           1.07  1.14 

Stoves,   ranges,   heaters                             5.01  5.64 

Knives,  forks  and  spoons   35  .41 

Dishes   and   glassware                               1.59  1.49 

Sheets                                                           1.65  2.24 

Mattresses                                                    1.89  2.11 

Lamps,  gas  mantles,  electric  bulbs,  etc.    1.32  1.07 

Pianos  and  players                                     5.43  5.36 

Talking  machines                                        3.50  3.36 

Records,  rolls,  etc                                    1.38  1.33 

Washing   machines   96  .11 

Baby   carriages,   go-carts                             2.51  1.64 

Sewing  machines                                          1.67  2.32 


Period  Furniture  Series 

Our  regular  article  on  period  furniture  de- 
sign has  had  to  be  omitted  in  our  present 
issue.  The  series  will  be  continued  in  our  next 
issue,  as  usual. 
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Order  ISow ! 

Cocoa  Mats  and  Matting  For  Fall  Sales 


These  profitable  lines  have  their  greatest  sale 
during  the  fall  months.  Place  your  order  now 
and  have  them  ready  for  an  early  start. 
Cobourg  Cocoa  Mats  and  Matting  are  care- 
fully m;3de  of  selected  materials.  They  are  long 
wearing  and  priced  right. 

AVONDALE  BATH  RUGS 

Pretty  v>/ashable  cotton  rugs  that  enjoy  a 
steady  year-round  sale.  They  are  ideal  for 
children's  rooms. 

Also  get  particulars  on  our  jute  mats,  and 
jute  stair  carpets. 

Write  for  prices  today. 


The  Cobourg  Matting  &  Carpet  Co.,  Limited 

Cobourg,  Ontario 


>:  I 

^  I 

:♦:  I 

•♦•  I 
>: 

>;  I 

:♦:  I 
>; 
>: 


SUPERIOR  TRAYS 


We  call  your 
attention  to  our 
new  line  of  serving 
trays.  Order  now 
and  be  ready  for 
fall. 

You  should  se-e 
our  new  illustra- 
tions just  out.  of 
Floor  Lamps.  Silk 
Shades,  Pictures, 
Mirrors,  Statuary, 
etc.,  etc. 


G.  L.  Irish,  497-499  Queen  St.  W.,  Toronto 


Lowest  Rates  per 

Interested  Reader 

Where  this  guarantee  of  worth  is  to 
be  found  : —  /»\ 

Hugh  C.  Maclean  Publications 


LIMITED 


Are   You    Waiting    for   your   Customers  to   ask  for 

A  MIRROR  FOR  EVERY  ROOM 

If  you  don't  help  the  good  work  along  by  stocking  some  of  these  very  saleable  Crystal  Clear  Mirrors 
some  of  your  wide  awake  competitors  will  get  you  and  your  business. 

MATTHEWS  BROS.  LIMITED 


1906  Dundas  Street 


The  Big  Canadian  Moulding  Manufacturers 


TORONTO,  ONT. 


AUGUST,  1923  '  69 
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Guaranteed  Chesterfields  and  Easy  Chairs 


W.  J.  ARMSTRONG,  LIMITED 

I  GUELPH,  ONTARIO  | 

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiNiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^ 

illlililliiliiliiiiiliiiiiiiiiiiiiii{iiiiiHiiiiiiiniiiiiiiiiiiiiiiiiiiiiiiiiiii:iiiiii;iiiiiiiiiii>iiiiMininiiiiiiiiiiiiiiiiiiMiiiiilHiiiin 

Tags  and 
String  Tickets 

I  We  are  Canadian  Agents  for  a  line  of  Pricing  Tags  and  Tickets  [ 
I  of  all  kinds.  Special  Sale  Tags,  Shipping  Tags  and  marking  j 
I        devices.  I 

I  Our  prices  are  better  and  the  goods  right.  Send  us  samples  i 
I        of  your  tickets  for  quotations.  1 

J.  H.  WALKER  LIMITED 

§  Manufacturers"  Direct  Representatives  | 

I  32  Front  St.  West         Toronto  i 

I  Our  lines  are  different  "  | 

riiiiiiiiiiniiiiiiiiiiiiiiiiMiiiiiiiiiiiiiiiiMiiiiMiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiirftiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^ 
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The  "Tut"  vogue  has  stimulated  interest  in  things  oriental.  Here's  a  cut  of  a  Persian 
prayer  rug,  showing  one  of  the  striking  designs  of  antiquity.    Reproduced  by  courtesy 

of  N.  Courian  &  Co.,  Toronto 
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i    STURGIS  LINES  I 


All  types  of  curtain  rods  can  also  be  furnished  with 
combination  brackets 


Notice  the  compact  bracket  of  the  doubie  rod 


4 


The  triple  rod  provides  for  more  elaborate  window  draping 

1-^  icli'ui    l.ei  e 


What  you  should 
know  about  the 
Rant  t ALL 
Bracket 

A  curtain  rod  is  no  better  than  its  bracket. 

A  straight  no-sag  curtain  rod  must  liave  a 
firm   sobd  bracket  to  hold  on  to. 

The  design  of  the  Kant  Fall  bracket  is  the 
result  of  long  thought  and  many  tests. 
Every  requirement  for  an  ideal  bracket  has 
been  met — strength,  neatness,  convenience. 

Write  for  illustrated  folder  and  price 
list. 


Fiictiuu    lu  re   /  ]'"iicli"n    In  ir 

The  Kant  Fall  Bracket  with  Bulldog  Grip 


We  shall  be  glad  to  have  you  visit  us  at  our  factory  when  visiting  the  Canadian  National  Exhibition. 

Phone  Lakeside  0680 

A  TOP-O'-TUB— For  Baby's  Scrub 

What  is  a  "Top-O'-Tub?" 

A  Top-O'-Tub  is  a  baby  bath  tub  and  dressing  table  combined,  that  fits 
on  top  of  any  size  bath-tub.  At  one  end  is  a  rubberized  basin  which  can 
be  easily  filled  from  the  nearby  faucet  or  by  means  of  a  bath  spray — and 
drains  directly  into  the  large  tub  underneath  by  pulling  out  the  plug  in 
the  bottom.  At  the  other  end  is  a  canvas  dressing  table,  on  which  baby 
can  be  quickly  dried  and  dressed.  The  dressing  table  is  of  sufficient  size 
to  accommodate  all  of  the  garments  needed  in  dressing  baby.  Baby  can 
be  bathed  and  dressed  right  in  the  bath-room  where  everything  is  most 
convenient. 


No  Back  Breaking  or  Stooping 

As  a  Top-O'-Tub  stands  waist-high  when  in  place  on  the  bath-tub,  there 
is  no  back-breaking  bending,  either  in  bathing  or  dressing.  It  is  for  this 
reason  that  a  Top-O'-Tub  is  such  a  great  convenience,  not  only  when 
baby  is  given  his  bath,  but  also  every  time  he  has  to  be  changed,  doing 
away  with  awkward  dressing  on  mother's  lap.  Everything  is  within  easy 
reach,  so  that  baby  may  be  quickly  clothed,  averting  the  danger  of  catch- 
ing cold.  And  wfien  not  in  use,  a  Top-O'-Tub  can  be  folded  and  hung 
on  a  nail,  or  leaned  against  the  wall.  It  can  be  left  on  the  bath-tub  at 
all  times  except  when  the  bath-tub  is  in  immediate  use.  As  it  folds 
into  one  half  its  length,  it  occupies,  but  little  space.  And,  being  finished 
in  snow-white  enamel,  it  harmonizes  well  with  the  bath-room  fixtures. 


Send  for  illustrated  folder  ar\d  price  list 

STURGIS  BABY  CARRIAGE  CO.  LTD. 


345  Sorauren  Ave. 

TORONTO,  ONT. 


AUGUST,  1923  ?3 

Inter-departmental  Co-operation 

Builds  Business 


How  Bond,  the  Furniture  Salesman,  and  Green  the  Curtain  Salesman, 
Worked  Together  to  Their  Own  Advantage  and  That  of  their  Firm. 
Two  Sales'  Efforts  Are  Better  Than  One 


Difficulty  is  sometimes  experienced  in  secur- 
ing co-operation  between  different  departments 
in  a  store  in  the  matter  of  one  passing  along  cus- 
tomers to  the  other.  Salesmen  are  often  so  in- 
tent upon  their  own  tally  sheet  and  how  it  will 
total  up  at  the  end  of  the  day  that  they  overlook 
the  possibilities  of  boosting  business  for  their 
firm  in  other  departments.  However,  this  is 
not  always  the  case.  It  happens  sometimes  that 
the  salesmen  realize  that  they  can  work  together 
to  their  own  advantage  in  this  way.  Jack  Jones 
in  the  draperies  works  "in  cahoots"  with  Robert 
Thompson  in  the  living  rom  section  and  both 
benefit  by  the  arrangement — and  so  does  the 
firm. 

An  instance  of  how  this  form  of  co-operation 
works  out  was  quoted  recently  by  the  sales  man- 
ager of  a  well-known  concern : 

"One  of  our  men  had  to  deal  with  a  lady  who 
came  in  io  buy  some  filet  net  curtains  for  her 
dining  room.  After  selling  them  to  her,  he  tact- 
fully inquired  about  the  type  of  curtain  in  her 
living  room  and  library,  and  tried  to  sell  her  more 
effective  ones.  As  1  remember  it,  her  house 
was  furnished  chiefly  in  Adam  style.  It  never 
had  occurred  to  her  that  the  curtains  in  her  liv- 
ing" room  might  be  made  to  harmonize  as  to 
period  with  the  style  of  the  furniture. 

"She  was  shown  some  laces  with  the  distinc- 
tive Adam  design,  and,  seeing  the  greater  pos- 
sibilities of  them,  became  sufficiently  dissatisfied 
with  the  less  pleasing  etfect  of  her  old  curtains 
to  need  little  further  selling. 

"By  this  time  the  salesman  had  started  to 
learn  about  the  upstairs  of  her  house.  He  started 
with  the  stairs,  logically  enough,  and  found  that 
at  a  halfway  landing  was  a  row  of  three  case- 
ment windows.  These  were  not  decorated  at 
all,  chiefly  because  the  woman  had  never  struck 
anything  very  appropriate,  to  her  mind,  and  be- 
cause she  did  not  understand  how  they  could 
be  arranged  to  advantage. 

Our  man  went  into  the  subject  of  the  special 
casement  nets  which  we  recommend  for  such 
windows,  showed  some  to  her  and  explained 
how  they  could  be  arranged  so  as  to  obviate  the 
difficulty  slie  anticipated  through  the  windows' 
opening-  outward.  He  could  not  quite  convince 
her,  and  shortly  came  to  the  conclusion  she  had 
bought  all  she  really  intended  to.    His  inquiries, 


however,  elicited  the  fact  that  the  customer  in- 
tended to  look  at  dining-room  tables,  and  he 
took  her  over  to  the  furniture  department,  which 
is  on  the  same  floor. 

"The  point  of  this  story  came  an  hour  after- 
ward," said  the  curtain  man.  "The  customer 
came  w'alking  through  our  department  and  to- 
ward the  salesman  in  question.  He  was  agree- 
ably surprised  when  she  stopped  by  him  and 
asked  to  see  the  casement  nets  again. 

"After  lingering  over  them  fur  a  little  while, 
she  turned  decisively. 

"  'I'll  take  these,'  she  said. 

"Our  salesman  was  curious  as  to  what 
changed  her  mind. 

"  'Would  you  object  to  my  asking,'  he  said, 
'what  finally  decided  you  ' 

"  'Not  at  all,'  she  laughed.  'Mr.  Bond,  who 
sold  me  my  table,  said  it  would  go  nicely  in  a 
house  like  mine,  with  casement  windows.  And 
when  he  mentioned  casement  nets,  why,  I  de- 
cided I'd  better  give  in  and  buy  them.  I  wanted 
them,  anyhow  !' 

"That  seems  a  pretty  far  cry  from  dining- 
room  tables,"  commented  the  department  head, 
after  a  pause.  ''I  suspect  Bond  must  have  been 
given  a  cue  and  worked  up  to  the  subject  some- 
how. He  and  Green,  our  curtain  salesman,  work 
'in  cahoots.'  '' 


Chesterfield  chair,   shown  by  Queen   City  Furniture   Co.,  Toronto 
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UPHOLSTERY  SPRINGS 

Highest  quality  Upholstery  Springs, 
made  from  the  finest  grade  High 
Carbon  Steel  Wire,  oil  tempered 
after  the  coiling  operation,  thus  in- 
suring uniform  strength  and  "No 
Set."  Remember,  the  quality  of 
your  High-Grade  Upholstering  de- 
pends entirely  on  the  quality  of  the 
springs  you  are  using. 

HELICAL  SPRINGS 

for  spring  bed  and  mattress  fabrics. 
Get  the  habit;  buy  Canadian  Springs. 

James  Steele,  Limited 

Cuelph  Canada 


Rishel  Sanitary 
"Ventibestos"  Table  Mats 

Order*  Filled  Promptly  by  Expre»8  or  Freight 

We  make  any  size  or  shape  without  additional 
expense.    Send  us  your  patterns. 


The  ONLY  Mat  with 
a  centre  of  CORRUGAT- 
ED ASBESTOS. 

Our  mats  are  five  ply 
consisting  of  one  heavy 
sheet  of  corrugated  as- 
bestos between  two 
heavy  shets  of  wool  felt. 
These  are  firmly  quilted 
together  and  enclosed  in 
a  removable  flannel  cov- 
er. The  cover  consists 
of  white  cotton  flannel 
on  one  side  and  green 
Kearsage  Plush  on  the 
other.  There  is  no  pos- 
sibility of  marring  the 
table  top  when  our  Ven- 
tibestos   mats    are  used. 

Round  or  square  are  the 
same  price.  Unless 
specified  will  always  ship 
round  mats. 

Orignated  and  sold 
only  by  us.  This  Solid 
Fumed  Oak  Display 
Rack  absolutely  free  to 
our  dealers.  Write  us 
for  particulars. 


100  per  cent  Efficient 
The  Silent  Salesman 


Special  attention  given  to   Canadian  orders. 

J.  K.  RISHEL  FURNITURE  CO. 

WILLIAMSPORT,  PA. 
Dining  and  Bed  Room  Suite* 

"We  make  all  our  own  Chairs  and  Dining  Tables." 


WHAT 
I  WOULD  DO 

///i«/fd(;c»<M  6y  W    J  KNItir.llT 


If  I  were  a  MANUFACTURER  of  furniture  or  fittings 
suitable  for  Hotels,  Apartments,  Institutions,  Public  or  Amuse- 
ment Buildings,  I  would  start  a  sales  campaign  to  secure  such 
business  as  soon  as  work  was  started  on  new  buildings  of  that 
nature.  I  would  get  the  necessary  information  from  MacLean 
Building  Reports,  Ltd.,  (345  Adelaide  Street  West,  Toronto) 
because  their  reports  give  the  names  and  addresses  of  the  owner, 
architect,  and  general  contractor,  or  the  committee  responsible 
for  the  purchase  of  such  furnishings.  They  would  keep  me 
advised  as  to  the  progress  of  each  job  and  I  could  plan  my 
sales  calls  accordingly. 


'^■lillllllllllllllllllllllllllllilllllllllllllllllllllllliliilill:ilii|iiiii|iiiii|ii|{||M|,{|„|„„„„„„„„„„„„„„, 

A  Safe  Buy 


Don't  overlook  the 
demand  for  attractive 
and  well  made  chairs 
for  every  room. 

Ball  chairs 
look  well  with 
both  matched 
suites  and  odd 
pieces. 

Write  for 
p  h  0 1 0  g  r  aphs 
and  prices 
showing  dis- 
tinctive Ball 
designs. 


Ball  Furniture  Co.,  Ltd. 

Hanover     -  Ontario 

{iliiliiliiiniiiliiiiiliiliilii|[iliiliiliiiniii9iiliiiiiiiiiiiiMin|[iiiiiiiii<|iiiiiiiiiiiiiiiiiiiiiiiii!iiiiiiiiiiiiiiii,~ 


This  Mark  Stands  for  Prestige,  Power 
and  Consistent  Performance  in  Busi- 
ness Publishing. 

It  is  the  Guarantee  of  Interest  for  the 
Reader  and  a  Wealth  of  Purchasing 
Power  for  the  Advertiser. 


Hugh  C.  MacLean  Publications 

Toronto 


LIMITED 

349  West  Adelaide  Street 


AUGUST,  1923 


Sales  Experts  Say: 


''Certain  of  our  clients  spend  all  their  appro- 
priation in  Business  and  Trade  papers. 

Prominent  New  York  Agency 


"Some  advertisers  might  spend  nine-tenths  of 
their  appropriation  in  business  papers  " 

Oldest  Agency  in  U.  S. 


**We  buy  space: — first  in  the  most  logical 
technical  and  class  industrial  publications," 

Notable  Buffalo  Agencj- 


''Where  funds  appropriated  are  small,  it  is 
not  unusual  for  us  to  recommend  that  the  en- 
tire amount  be  spent  in  business  and  trade 
papers." 

Large  Chicago  Agency 


"Our  agency  believes  in  trade  papers  and 
makes  use  of  them  to  quite  a  large  extent. " 

Troy  Agency 


"Unfortunately  the  trade  paper  is  neglected 
in  a  great  many  instances,  due  either  to  lack 
of  appreciation  of  the  value  of  a  trade  publi- 
cation or  the  fact  that  the  agent  does  not  want 
to  bother  with  these  small  items." 

Philadelphia  Agency 


"With  certain  accounts  of  a  strictly  technical 
nature  the  entire  appropriation  has  been  spent 
in  trade  and  business  papers." 

Active  Detroit  Agency 


"We  use  trade  papers  and  business  periodicals 
on  all  technical  accounts,  and  beheve  they  are 
vital." 

Big  Cleveland  Agency 


"Some  advertisers  justly  spend  a  very 

large  proportion  of  their  appropriation  in 
professional  or  business  publications." 

Intelligent  Canadian  Agency 


Ugh  C.  Maclean  Publication: 

Contract   Record   and   Engineering   Review,   Electrical  News,  Furniture  V/orld,  Canada  Lumberman,  Canadian 

Woodworker  and  Furniture  World 

349  Adelaide  Street  West,  Toronto 
VANCOUVER  MONTREAL 


An  Outstanding  Event 

To  all  merchants  interested  in  increasing 
their  sales  of  upholstered  furniture,  the 
"Queen  City"  display  in  Industrial  Building, 
where  located  last  year,  at  this  year's  Canad- 
ian National  Exhibition  will  be  an  outstand- 
ing event. 

The  very  latest  European  and  American  de- 
signs will  be  on  display — such  as  will  be  in 
greatest  demand  during  the  coming  season. 
An  inspection,  therefore,  will  be  an  excellent 
means  of  finding  out  "which  way  the  cat  will 
jump." 

Whether  or  not  you  come  to  place  an  order, 
you  will  receive  a  hearty  welcome  from  those 
in  charge. 

May  we  look  for  you? 

Our  permanent  factory  show  rooms  will  also 
be  open  where  a  still  larger  display  may  be 
seen. 


The  Queen  City  Furniture  Co. 

Limited 

27-63  Vine  St.         —         West  Toronto 


"Queen  City" 

FURNITURE  WORLD 
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The  Tried  and  Proven 

MUNDELL  -  MADE  FURNITURE 


Mundell  offers 
the  dealer  a 
line  of  medium 
priced  furni- 
ture, notable 
for  its  excel- 
lence of  design 
and  craftsman- 
ship. 


Living  Room 
Suites  Break- 
fast Sets,  Lib- 
rary Tables, 
Chairs,  Rock- 
ers, Smokers' 
Sets,  etc. 

Partirulars 
on  request 


John  C.  Mundell  Go.  Ltd.     Elora,  Ontario 


A  New  Construction 


in 


Kapok  Mattresses 


Whereby  each  seven  inches  of  Kapok  is  enclosed  in  a  pocket  of  closely  carded  lambs' 
wool — preventing  it  from  spreading — has  brought  Kapok  mattresses  to  a  standard  of 
perfection  never  before  dreamed  of.  Any  weakness  they  ever  had  has  been  completely 
overcome,  and  we  guarantee  our  new  Kapok  mattress  to  be  the  highest  standard  in 
comfort,  lightness  and  lasting  quality  yet  attained  in  mattress  construction,  and  while 
it  costs  more  to  manufacture,  we  are  selling  them  for  the  same  price  as  our  old  standard 
lines. 

You  know  our  lines.  These  are  much  better.  Do  not  hesitate,  but  place  your  sample 
orders  either  through  our  representative  or  direct. 

We  hope  to  catch  ud  with  our  orders  for  Agava  hair  mattresses  this  month.  We  are 
increasing  our  capacity  and  expect  to  fill  orders  more  promptly  in  the  future. 


The  Canadian  Feather  &  Mattress  Company 

LIMITED 
TORONTO  and  OTTAWA 


SEPTEMBER,  1923 


KITCHENER  —  WATERLOO 
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Furniture  of  Merit 


H,  Krug  creations  combine 
those  qualities  of  design  and 
workmanship  which  have 
made  our  entire  line  admired 
and  respected  by  trade  and 
public. 


The  H.  Krug  Furniture  Co. 

Limited 

Kitchener    -  Ontario 


'^Canada's  Greatest  Furniture  Centre'' 


FURNITURE  WORLD 


KITCHENER  —  WATERLOO  I 


Period  Furniture 

Italian  -  Rennaisance  -  Queen  Anne  -  Etc. 
in  Oak,  Mahogany  and  Walnut 


Something  of  that  rare 
genius  of  the  old  masters 
is  traceable  in  these  Mal- 
colm &  Hill  period  designs. 
You'll  catch  the  charm  of 
it  immediately  you  see 
them — so  will  your  dis- 
cerning customers! 

The  time  to  have  them 
on  your  floor  is  now. 
Write  for  prices  and  full 
particulars  to-day. 


Malcolm  &  Hill  Ltd.    Kitchener,  Ont. 


'^Canada's  Greatest  Furniture  Centre" 


SEPTEMBER,  1923 


KITCHENER  —  WATERLOO 


BUSINESS  WEATHERVANE 

Despite  th-e  usual  mid-summer  dullness,  reports  on  general  conditions  throughout 
the  Dominion  indicate  that  the  upward  trend  of  business  which  has  been  evident 
during  the  past  two  months  is  being  fairly  well  sustained.  The  unusually  favourable 
crop  conditions  which  existed  during  June  and  July  in  virtually  all  parts  of  the 
country  are  having  a  stimulating  influence  on  business  and  are  engendering  a  greater 
degree  of  optimism.  Th-.;  conditions  of  prosperity  which  were  looked  for  a  I'ew 
months  ago  have  not  yet  fully  materialized  but  the  progress  already  made  is  satisfactory. 

ROYAL  BANK  BULLETIN 


THE  ROOM  OF  REPOSE 

One  of  the  most  interesting  developments  in  Home  Furnishing  is  the  artistry  shown  in  the 
making  of  Chamber  Furniture. 

The  Potentates  of  old  made  their  Rooms  of  Repose  examples  of  Luxurious  Comfort.  The 
Monarchs  and  Nobles  of  France  in  the  hey-day  of  their  affluence,  expended  a  good  deal  of 
effort  in  making  the  Bed  Chamber  unusually  attractive,  so  that  some  of  the  most  beautiful 
and  dainty  designs  in  Chamber  furniture  were  made  during  the  reigns  of  the  Louis  of  France. 
The  classical  artistry  of  the  period  of  Louis  XVI  and  Marie  Antoinette  particularly  show 
rare  prettiness  in  design. 

In  furnishing  the  Chambers  of  the  home,  considerations  should  be  given  to  the  desire  to 
express  in  the  furnishings  and  furniture  that  daintiness  we  all  appreciate  in  the  lady  of 
the  house,  and  in  our  guests.  For  the  Chamber  is  the  "intimate  room"  in  the  home,  and 
particularlj'  a  lady's  chamber. 

Furniture  for  the  Chamber,  therefore,  should  particularly  appeal  to  the  fancies  of  the  ladies, 
expressed  in  dainty  ways,  and  conform  to  their  ideas  of  comfort,  convenience  and  innate 
artistry. 

May  we  show  you  our  conception  of  what  Chamber  Furniture  should  be? 

ANTHES  BAETZ  FURNITURE  CO.  LIMITED 
Makers  of  Dining  Room  and  Chamber  Furniture 


Associated  With 

Baetz  Bros.  Furniture  Co.  Limited  Baetz  Bros.  Specialty  Co.  Limited 

Living  Room  Furniture  Lamps  and  Shades 

Kitchener,  Ont.  September,  1923 


HE  HAD  HIS  DOUBTS 
An  elderly  man   was  persuaded  by  one  of  his  sons   to   go  with   him  to  a  boxing 
exhibition. 

The  son   paid  for  two  two-dollar  seats. 

"Now  dad,"  said  the  son  joyfully,  "you'll  sea  more  excitement  for  your  two  dollars 
than  you've  ever  seen  in   your  life  before." 
The  old  man  grunted. 

"I've  got  my  doubts  about  that,"  he  said  gloomily.  "Two  dollars  was  all  I  paid 
for  my  marriage  license." 


"Canada's  Greatest  Furniture  Centre" 
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FURNITURE  WORLD 


KITCHENER  —  WATERLOO 


Show  Them  This  Trade  Mark 

There  is  a  definite  profit  and  infinite  satisfaction  in  being  able  to  show  your 
customers  this  trade  mark  and  to  say  "This  furniture  is  guaranteed."  Such 
furniture  wins  the  instant  respect  of  the  buyer,  for  he  knows  that  the  makers 
are  staking  their  reputation  on  its  being  satisfactory.    One  order  will  prove  it. 

Permanent  Showrooms-  DeLuxe  Factory,  Gaukel  Street. 

BEAVER  FURNITURE  COMPANY  LIMITED 

KITCHENER,  CANADA 


Stick  to 


Products  —  They're  Safe 

Ventilated  Spring  Mattresses-  Ventilated  Box  Springs.  Ven- 
tilated combined  Box  Springs  and  Mattresses,  Ventilated 
Spring  Pillows,  Spring  Upholstering  Cushions,  Upholstering 
Constructions,  Auto  Seats,  Spring  Rosettes,  Chair  Pads,  etc. 
Write  for  Prices 

Fischman  Spring  Company 

Kitchener,  Ontario 


"Canada's  Greatest  Furniture  Centre'^ 


SEPTEMBER,  1923 
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KITCHENER  —  WATERLOO 

You  Can  Increase  Your  Sales 
by  Stocking  the  Lippert  Line 

All  the  qualities  which  make  for  saleability  are  present  in  | 

Lippert  Furniture  to  an  unusual  degree.    Designs  that  are  | 

new  and  distinctive,  workmanship  that  is  a  little  nearer  per-  | 

fection  and  prices  that  permit  of  no  competition  in  their  j 

class — these  are  the  features  which  have  established  Lippert  | 

supremacy  with  both  trade  and  public.  ,  | 

Write  us  for  particulars  about  our  complete  line  of  Dining  .  .  | 
Room  and  Upholstered  suites.  | 

The  Lippert  Furniture  Co.,  Limited 

I  Kitchener    -    -    -    Ontario  | 

nlllllllllllllll[IIINIIIIIIIIIIIIIIIIII![||||[|||i;ii1lll[|[]lll|l1l||||1ll|[l|||||||||ll|[|l1llllll1lll^ 


Practical  Profit-Makers 

'T^  HE  general  utility  and  fine  appearance  of  these 
kitchen  pieces  are  features  which  make  an  irres- 
istible appeal  to  every  house-wife.  They  are  strongly 
made  and  nicely  finished — saving  labor  and  space. 

Order  a  selection  from  our  line  of  combination 
Tables  and  Ironing  Boards,  Kitchen  Stool  and  Lad- 
ders, Adjustable  Baby's  Chairs,  etc.  We  also  manu- 
facture a  complete  line  of  Chesterfield  posts  and 
parts.   Write  for  particulars  today. 

KITCHENER  WOOD  PRODUCTS 

Everything  in  Woodwork 

KITCHENER   -  ONTARIO 


"Canada's  Greatest  Furniture  Centre'' 


FURNITURE  WORLD 


"NABCO" 

The  Better  Line  of  Reed 
Furniture 


BETTER  because  we  use  the  strongest  frame  con- 
struction on  the  market,  all  seats  are  regular  dowel 
frames.  Where  stretchers  enter  the  legs,  we  use 
a  steel  brace,  concealed  by  the  winding. 

BETTER  because  in  all  places  where  strength  is 
required  we  use  only  machine  cut  reed.  It  costs 
more,  but  the  strength  is  there. 

BETTER  because  all  springs  are  tied  in  with  heavy 
spring  twine,  not  sewed  in. 

BETTER  because  the  cushions  are  specially  con- 
structed— they  can't  get  lumpy. 


No.  5108 


The  North  American 

Owen  Sound 


SEPTEMBER,  1923 


Tables  and  Chairs 

Every  number  a  proven 
sales-getter 

It  may  be  that  the  customer  seeks  something  out 
of  the  ordinary  in  design — or  maybe  it  is  strength 
that  is  required — or  again  it  may  be  just  honest 
value  in  a  good-looking  table  or  chair  that  will 
prove  the  selling  point. 


Whatever  it  is,  you  can 
be  reasonably  sure  that 
from  the  North  American 
line  the  exact  piece  can  be 
found  to  fit  the  occasion. 


No.  259A 


No.  221  Tab:-;,  Tilt  Top 


Bent  Chair  Co.,  Ltd 

Ontario 


10 


FURNITURE  WORLD 


Small  Reed 
Pieces  That 
Bring  in  the 
Business 


Larger  pieces  and  suites,  too,  for 
every  home  has  a  place  for  one  of  the 
inexpensive  articles  which  are  so 
handsome  when  made  by  the  Can- 
adian Rattan.  They  make  wonderful 
gifts  and  their  sale  is  constantly  in- 
creasing. Take  advantage  of  this 
ready  market. 

Order  Now  for  Your 

Christmas  Trade 

Christmas  always  sees  a  heavy  de- 
mand for  these  pieces  and  the  sooner 
you  get  your  order  in  the  better. 
Have  them  on  your  floor  soon  and 
catch  the  early  buyers. 


The  Canadian  Rattan  Chair  Company 

Limited 

Victoriaville      -  Quebec 

With  which  is  affiliated  The  Eastern  Townships  Furniture  Mfg.  Co.,  Arthabaska,  Que. 

J.  D.  GAGNE,  President 
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No.  613 


Quick  Turnover 
is  the  Life-blood  of  Trade 


If  you  want  a  line  that  is  kept  con- 
stantly new  and  interesting  by  the 
addition  of  carefully  chosen  designs 
— If  you  want  a  line  that  is  moder- 
ately priced  yet  embodying  the  best 
practices  of  the  cabinet  making 
art — 

If  you  want  a  line  that  will  produce 
a  quick  turnover  and  yield  an  ex- 
cellent margin  of  profit — 

get  in  touch  with 


The 

KNECHTEL  FURNITURE 

COMPANY  LIMITED 


The  K.  F.  Trade 
Mark,  the  sign 
of  square  deal. 


HANOVER 


ONTARIO 
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FURNITURE  WORLD 


Imperial  Rattan 

The  sterling  merit  of  Imperial 
Rattan  has  made  them  the  choice 
of  all  classes  of  trade.  Dealers 
find  that  their  handsome  design 
and  strong  construction  make  an 
irresistible  appeal.  Ask  us  for 
particulars. 


The  Imperial  Rattan  Company 

Limited 

Stratford  Ontario 


StratfordNovelties  are  RealTrade  Catchers 


Small  furniture  pieces  when 
artistically  designed  and 
moderately  priced  brighten 
up  the  dealer's  entire  stock. 
Our  Screens,  Smokers,  Card 
Tables,  Tea  Wagons,  etc., 
are  real  trade  catchers,  for 
they  open  up  many  new  ac- 
counts and  lead  to  steady 
business.  Let  us  furnish 
you  with  particulars  and 
prices. 


No.    106  Screen 


No.  52  Card  Table 


The  Stratford  Manufacturing  Company^  Limited 


Stratford,  Ontario 


SEPTEMBER,  1923 
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An  Opportunity 
for  Every  Dealer 

1^0  matter  what  class  of  trade 
^  ^  you  cater  to,  there  are  immense 
sales  possibilities  for  you  in  the 
Kroehler  line.  Appreciation  of  the 
beauty  and  utility  of  these  famous 
Davenport  Beds  is  taking  concrete 
form  in  big  profits  for  the  dealers 
who  carry  them.  There  is  a  Kroeh- 
ler suite  to  suit  every  taste  and 
every  pocket-book.  If  you  did  not 
have  the  opportunity  of  examining 
them  at  the  C.N.  E.,  write  for  in- 
formation and  prices  today. 


THE  KROEHLER  MFG.  CO.,  LIMITED 

STRATFORD  -  -  -  ONTARIO 
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FURNITURE  WORLD 


CHRISTMAS  NOVELTIES 

OUR  LINE  WHICH  IS  LARGE  AND  VARIED 

is  illustrated  and  described  to  a  large 
extent  in  our  General  Catalogue  No.  22 

THE  FULL  RANGE,  INCLUDING  NEW  PIECES 

is  on  display  at  our 
Toronto  Showrooms,  136-140  King  St.  East 


BOOK  CASES 

MAKE  SPLENDID  GIFTS 
This  season  the  new 

"HOME" 

— the  latest  (^^^  success 
is  a  decided  winner 

Supplied  as  Illustrated 


No.  527 

(Cut  of  above  for  advertising  supplied  free) 

SPINET  DESKS 

irresistibly  appeal 
to  the  fair  sex 

We  make  an 
ATTRACTIVE  RANGE 
and  offer 
EXCEPTIONAL  VALUES 


Limited 


Panada  Purniture|^anufacturers 

HEAD  OFFICE :  WOODSTOCK 

WHOLESALE  SHOWROOMS :  136  -  140  King  St.  East,  Toronto 
Winnipeg  Warehouse:  289  Chambers  St.    Montreal  Office:  364  University  St. 

Factories:     Woodstock,  Walkerton,  Wingham,  Waterloo,   Kitchener,  Seaforth. 


^illlllllllllllllVIIIIIIIIIIIIIIIIIIIIIIIIIIIIIU^^ 
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No.  559 


''Exceptionally  handsome"  is  the  first  remark  made 
of  this  Queen  Anne  Suite.  The  cases  are  all  large, 
with  plenty  of  storage  space  in  the  drawers.  In  ad- 
dition to  sliding  trays,  the  Chifforobe  provides  space 
for  six  suits  on  the  coat  hangers,  suspended  from 
the  rod  at  the  top  of  the  wardrobe.  This  wardrobe 
is  lined  with  scented  red  Tennessee  Cedar,  giving  it 
unusual  moth-proof  qualities  and  a  distinctive  color- 
ing. The  suite  is  made  in  American  Black  Walnut 
with  posts  and  solid  parts  of  Birch.  For  those  who 
want  a  large  suite,  this  is  sure  to  please.  ;  ' 


The  North  American  Furniture  Co.,  Ltd. 

OWEN  SOUND,  ONTARIO 
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FURNITURE  WORLD 
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-  —  and  stick  to 


STANDARD 

Mattresses 

They  Always  Sell  Well 


Experienced  buyers  have  learned  to  depend  on  Standard  Mattresses 
to  bring  in  much  of  their  best  trade.  The  uniformly  high  quality  of 
filling  and  covering  materials  and  the  high  class  of  workmanship  employ- 
ed are  features  which  make  steady  sales  and  satisfied  customers. 

Mattress  materials  show  a  decided  tendency  to  rise  in  price,  and  mer- 
chants who  are  wise  will  place  their  orders  now.  Write,  wire,  or  phone 
today. 


Standard  Bedding  Co.,  27-29  Davies  Ave.,  Toronto  i 


NON  SWAY  SPIRAL  SPRING 

The  Ace  of  the  Coil  Spring 


Non  Sway  spring  i.s  built  of  100  High  Tempered  Carbon  Steel  Coil  with  a  very  close  interlaced  top  mounied 

on  a  rigid  angle  Steel  Frame. 

Non  Sway  spring  will  not  sag  nor  breakdown. 

Non  Sway  springs  are  faultless.    Compare  them  with  those    you  are    selling    now.     Introduce    Non  Sway 
Spring  that  won  the  praise  of  thousands  of  satisfied  users  for  its  comfort,  quality  and  appearance. 
The  selling  feature  of  Non  Sway  Spring  is  the  unequalled-  Patent  Sides  that  keep  the  whole   spring  in 
Permanently  Straight  Form  and   Shape  preventing   sway  in  either  direction,  and  the  30  day  Free  Trial 
with  a  20  year  guarantee.. 

Get  acquainted  with  Non  Sway,  and  other  St.  Louis  Bedding  lines. 

Springs,  Mattresses,  Sliding  Couches,  and  Cosy  Corners,  that  we  are  of¥ering  to  you  in  a  wide  range  of 
styles. 

They  sell  on  sight. 

Bring  big  profits  and  hundreds  of  new  friends. 

ST.  LOUISBEDDING  CO.,  4  Cote  St.,  Montreal,  Que. 


SEPTEMBER,  1923 
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Retailers' 

Stocks  are  Low 


During  October  and  November  they  will  be  buy- 
ing heavily  in  anticipation  of  the  usual  heavy  Christ- 
mas demand  for  furniture  oddities  and  an  increased 
call  for  standard  lines. 

To  assist  manufacturers  of  furniture,  furnishings 
and  allied  lines  to  place  before  the  entire  retail  trade 
(at  a  cost  of  less  than  one  cent  each)  their  offerings 
for  this  season  we  are  bringing  out  our : 


Xmas  Buyers'  Guide 


on 


October  1st 

Write  today  reserving  space,  sending  photos  of  your  new  novelties  and  we  can 
prepare  you  an  attractive  sales-getting  advertis-ement.  "Furniture  World"  reaches 
every  dealer  in  Canada  that  is  worth  reaching. 


'Vancouvery^inmpe^.  Montreal  ^ 


547  Adelaide      W  TORONTO 


IS 


FURNITURE  WORLD 


In  the  Otterville  Line  are  Sellers  for  Every  Season 

WE  GUARANTEE  HONEST  GOODS  AT  FAIR  PRICES 

Catalog  59  it  At  Your  Service 

Camp  Cots. 

Camp  Chairs  &  Stools 

Camp  Tables. 

Card  Tables. 

Foldinjcf  Chairs. 

Invalid  Bedside 
Tables. 

"        Bed  Trays. 

Bed  Rests. 

Screens,  Pedestals. 

Umbrella  Stands. 

Costumers,  etc. 


No.  22  Card  Table 


No.  16  Non  Tip  Chair 


Otterville  Manufacturing  Company  Limited 


OTTERVILLE 


ONTARIO 


Look  for  this 
Trade  Mark 


DC  MATTRE^pS-^^ 
I- 


No.  582 

Pillars    2"    continuous.      Filling  Cross    Rails.      1  1/16" 

Perforated  Ste-el  Panel.     Head  50";  foot,  35". 
Sizes:     3'  3",  4'  0",  4'  6". 


Bothwdi  MifaGoJ 
IBcrthwellOnt 


SPRINGS^ 


Best 


CRIBS 


It  Stands  for 
Quality 


llotlnvell  Bedding  excels  in  both  comfort  and 
length  of  service. 

No  other  line  combines  so  many  new  ideas  with 
dependable  quality. 

Dealers  find  it  sells  where  all  others  have  failed. 
Have  you  tried  it? 

You  should,  at  least,  have  particulars  regarding 
it. 

Send  for  them  to-day. 


I      BOTHWELL  MANUFACTURING  CO.,  LTD.    BOTHWELL,  ONT. 

;iii:ilMlnliiliiiiiBfiii:3iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii:iciiiiiiiiiiiiiiiiiiiiiiiNiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiniiiiii^ 
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J  LOYD  inventions  have 
revolutionized  the  mak- 
ing of  Baby  Carriages  and 
now  it  is  possible  to  get  one 
that  is  woven  of  endless 
vncker  strands  into  a  bowl- 
shaped  body. 


Completing  The  Hood 


Lloyd  Loom 
Products 


After  the  Hood  has  been  woven  it  is  cut, 
trimmed  and  placed  over  the  frame  in  a  hood- 
forming"  machine  and  securely  attached.  The 
operator  at  the  right  of  the  picture  is  just 
removing"  the  completed  Hood  which  is 
strong  and  neat. 

All  Lloyd  Loom  Products  are  durable 
because  they  are  made  of  the  best  raw 


Doll  Carriages 

Baby  Carriages 
Wicker  Furniture  i^^terials.    They  always  give  satisfaction. 

Made  By  and  For  Canadians 


HEYWOOD-WAKEFIELD  COMPANY 

OF  CANADA,  LIMITED 
ORILLIA      Manufacturers  of  Lloyd  Loom  Products  ONTARIO 


LLOYD  LOOM  PRODUCTS 
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Quality  Counts 

Atlas  beds  are  well  known 
for  their  outstanding 
values.  The  materials  and 
workmanship  are  of  the 
finest  throughout,  while 
the  designs  with  steel  un- 
breakable corners  are  in- 
variably pleasing.  Quality 
counts  in  the  sale  of  beds 
and  your  customers  will  be 
deli\5hted  with  the  Atlas 
line. 


Atlas  Metal  Bed 

Manufacturing  Co. 

620  Visitation  St.,  East 
MONTREAL 


Write  us  for  particulars  of  the 
various  models,  finishes  and 
prices. 
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A  Good  Name 


The  good  name  Bell  Furniture  enjoys  is  the 
result  of  consistently  "playing  fair"  with 
the  dealer — giving  him  rock  bottom  prices, 
good  service  and  sales-getting  goods. 

If  you  have  not  received  a  copy  of  our  new 
catalogue  please  write  us. 


The  Bell  Furniture  Company  Limited 

SOUTHAMPTON  -  -  ONTARIO 
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The  living  room-suite  No.  6016,  il- 
lustrated, is  very  popular  at  the 
present  time  being  particularly 
suitable  for  the  smaller  living- 
room  and  evidence  of  the 
manner  in  which  Schierholtz  pro- 
ductions keep  in  step  with  public 
demand. 


The  Schierholtz  Furniture  Company,  Limited 

New  Hamburg,  Ont. 
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Buffet  No.  245 


Your  Store  Is  Known 
by  the  Goods  You  Sell 

One  or  two  pieces  of  really  fine  furniture 
will  brighten  up  your  whole  slock.  A  selec- 
tion of  the  exclusive  designs  from  the  shops 
of  Andrew  Malcolm  will  draw  the  most 
desirable  trade  in  your  district  to  your  store. 
These  creations  lend  character  to  any  display, 
for  their  beauty  of  line  and  finish  place  them 
far  above  the  ordinary  run  of  furniture. 

May  we  send  you  particulars? 


The  Andrew  Malcolm  Furniture  Co. 

LIMITED 
Kincardine  and  Listowel,  Ontario 
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You're  Safe  in  Buying 
MEAFORD  WALNUT 


The  continued  and  increasing  popularity  of  all  walnut  furniture 
has  jumped  the  sale  of  Meaford  Walnut  beyond  our  fondest  hopes. 
The  rich  finish  of  these  suites  is  attained  by  a  special  process  which 
gives  to  Canadian  Hardwoods  the  same  appearance  as  the  finest 
Walnut  Veneer,  Dealers  selling  them  are  thus  able  to  reach  the 
moderate  priced  trade  and  meet  its  demand  for  this  style  of 
furniture.  Make  them  a  feature  in  your  fall  selling,  and  you'll 
increase  your  profits  tremendously. 


Write  Us 
About  — 


THE 

MEAFORD  MANUFACTURING  CO. 


MEAFORD,  ONT. 


LIMITED 
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Your  Best  Buy 


No.  8565 


The 

Year  'round  Line 

Ju.sl  rcnu'inher  tliat  Reed  and  iMhre  Fur- 
niture are  year  around  lines.  They  are 
inex])en.sive,  sanitary,  very  comf()rtal)le 
and  beautiful. 

in  the  better  homes  you  will  tind  ^un 
parlors,  living'  rooms,  bedrooms,  break- 
fast rooms,  and  the  like,  all  furnished  in 
Reed  and  Fibre. 

Profit?  Certainly,  there's  a  handsome 
one  for  dealers  handling  the  "WATSON" 
line.    'I'liis  furniture  is  warranted. 

Write  for  particulars  and  prices 


The  J 


B.  Watson  Furniture  Co.,  Limited 

Kincardine     —  Ontario 


Registered 


This  line  is  steadily  winning'  its  way  into  the 
good  will  of  the  dealer  and  his  customers. 
Why?  Because  it  rigidly  adheres  to  our  ideal 
of  ''the  very  best  reed  furniture  it  is  possible 
to  produce." 

Have  you  given  it  a  trial? 


Sales  Representatives : 


Settees,  Chairs.  Rockers, 
Chaise  Lounges,  Tables, 
Ladies'  Desks,  Phono- 
graph Cabinets,  Pedestals, 
Foot  R  e  st  s.  Smokers' 
Stands,  Lamps,  Fern- 
eries, etc. 


r 


Western  Ontario: 
Northern  Ontario: 
Eastern  Ontario: 
Toronto,  Ontario: 
Montreal:  Quebec: 
Province  Quebec: 
Maritime  Provinces: 


Mr.  V.  Reev-s,  259  Sydenham  St.,  London,  Ont. 

Mr.  G.   H.   Maveal,  99  Dixon  Ave.,  Toronto,  Ont. 

Mr.  S.  J.  Precious,  513  Lyon  St.,  Ottawa,  Ont. 

Mr.  J.   H.   Pettit,   St.   Georges   Mansiohs,   Toronto,  Ont. 

Messrs.   Larocque  Bros.  166  McGill  St.,   Montreal.  Que. 

Mr.  A.  St.  Halaire,  166  McGill  St.,   Montreal,  Que. 

Mr.  Fred  Hall.  246  King  St.  E.,  St.  John,  N.B. 


Manitoba,   Saskatchewan  The  Manufacturers  Sales  Co.,   145  Market  Street, 

and  Alberta  Winnipeg.  Man. 

British  Columbia:         W-jber  Sales  Co.,  862  Cambie  St.,  Vancouver. 


Goderich  Art -Craft  Furniture 

Company  Limited 

Goderich        -        -        -  Ontario 
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Excellent  Profits 
Can  Be  Yours 


IVJ  EW  designs  and  finishes,  a  better 
„  grade  of  materials  and  work- 
manship, and  splendid  values  make 
this  line  of  Doll  and  Baby  Carriages 
a  natural  leader. 

The  profits  to  the  dealer  are  excep- 
tionally good. 


Toronto  Specialty  Mfg.  Co.  Limited 

415  Hobberlin  Office  Bldg.,  Richmond  East,  Toronto 

Factory:    Bradford,  Ont. 
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Winter 
Wfill 


Come 


The  long  wintry  evenings,  when  people  will  seek  the 
warmth  and  cheery  comfort  of  their  own  fireside,  will  soon 
be  here.  And  many  people  are  right  now  planning  to  make 
that  fireside  more  cheery  and  comfortable  still  by  the  pur- 
chase of  a  Chesterfield  lounse  or  suite. 

Which  should  remind  you  to  send  in  your  order  as  soon 
as  possible. 


No.  2301  Chester- 
field, Depth  30", 
Heightb  35", 
Length  84". 

No.    2302  Chair, 
Depth  30", 
Heighth  35", 
Width  36". 

No.  2302  Rocker, 
(same  as 
No.  2302) 


F.  E.  Coombe  Furniture  Company,  Limited 

Kincardine       —  Ontario 
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Some  of  the 
New 
Designs 
For  Fall 


No.   155— Chesterfield 


No.   155 — Arm  Chair 


As  they  are  distinctive  and 
appealing  they  bring  that 
atmosphere  of  superiority  to 
any  showroom. 

Quality  predominates 
throughout,  and  at  a  sur- 
prisingly moderate  price. 

Prints  and  samples  mailed  on 
request  or  traveller  will  call 
if  so  desired. 

A  visit  to  our  permanent 
showrooms  will  convince  you 
of  our  superior  quality  and 
low  prices. 


No.  157— Sofa 


MONTREAL   FURNITURE   MANUFACTURERS,  LIMITED 

1464  St.  Catherine  St.  East  ■  -  -  -  -  MONTREAL 


SEPTEMBER,  19.23 
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Cedar  Chests 

as  made  in  The  Chesley  Chair  Company's  shops 
ate  outstanding  for  their  original  beauty  of 
design  and  their  lasting  quality. 

In  point  of  saleability,  they  are  as  favorably 
known  as  the  Chesley  line  of  Bedroom,  Dining 
Room  and  Office  Chairs. 

The  Chesley  Chair  Company  Ltd. 


Chesley 


Ontario 


ONWARD 

i  SLIDING  FURNITURE  SHOES 

"Onward"  stands  for  Progress.  Your  customers  realize  that 
j  it  pays  to  keep  up  with  the  march  of  progress,  and  Onward 

Sliding  Furniture  Shoes  are  so  far  ahead  of  the  old-fashioned 
casters  that  everybody  now  wants  them  on  their  furniture. 
This  is  why,  day  in  day  out.  Onward  Sliding  Furniture  Shoes 
will 

i 

i       bring  you  steady  Profits 

Dealers  -  Attention 

Writs  us  about  our  attractive  window 
cut-out  13"  X  36",  printed  in  several 
colors  which  you  can  obtain  free.  It 
will  be  a  great  help  in  attracting 
custom-?rs  to  your  store. 

ONWARD  MANUFACTURING  CO.  -  Kitchener,  Ont. 


Onward  Sliding  Furniture  Shoes  will  not  scratch  floors  or  tear 
carpets.    Furniture  fitted  with  "Onwards"  can  be  moved  quickly 
and  easily  and  there  are  no  rickety  legs  or  loose  jointings. 
Tell  your  manufacturer  you  must  have  Onward  Sliding  Furniture 
Shoes  on  all  your  furniture.    Keep  a  stock  on  hand  yourself. 

Made  in  all  sizes — glass' base  and  smooth  metal  base 
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A  FOLDING  TABLE 


—  That  Does  Not  Wobble 

The  folding  table  that  will  stand  still  has  a  strong  argument  in  its  favor. 
This  is  the  feature  of  the  Elite  and  Peerkss  tables.     By  actual  test  they  will 
rigidly  support  1000  pounds. 

There  are  models  in  square  and  round  tops  with  felt  or  leatherette  covers 

finished  in  Fumed,  Early  English,  Golden  Oak,  and  Mahogany. 

Light  in  weight,   easily  handled,   attractive  in  design,   they  are  particularly 

suitable  for  summer  cottages  or  to  use  where  space  is  limited. 

Write  us  about  our  special  gross  lot  offer. 


HOURD  &  CO. 

LONDON 


Sole  Licensees 
and  Marufaclurers 


PEERLESS 

and 

NEW  ELITE 


Square 

or 
Round 
Models 


ONTARIO 
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"Anti-Sway"  Spring 


The  Feature  that  makes  this  Spring 
superior  to  all  others 
can't  be  copied 


A  Convincing  Trial 
Offer 

Let  us  send  you  an 
"A  n  t  i-S  w  a  y"  Bed 
Spring.  Sleep  on  it 
yourself  for  30  nights. 
Then  if  you  do  not 
think  it  the  most  com- 
fortable you  ever  slept 
on,  and  worthy  to  be 
offered  to  your  trade, 
return  it  to  us  and  no 
questions  asked. 


You'll  sometimes  find  the  "Anti-Sway"  device 
imitated,  which  proves  that  as  an  idea  it  is  a 
good  one.  BUT  YOU'LL  NEVER  SEE  IT 
COPIED,  BECAUSE  WE  ARE  PROTEC- 
TED BY  PATENTS.  These  patents  also  pro- 
tect you — for  your  competitor  is  not  allowed 
to  sell  something  that  is  merely  a  copy  of  the 
genuine  "Anti-Sway". 

Therefore,  when  anyone  wants  a  real  "Anti- 
Sway",  they  must  go  to  a  genuine  dealer. 

Why  not  get  your  share  of  this  business? 


Progress  Spring  Bed  Manufactaring  Co. 

Established  1905 

Head  Office:    146-154  Gadieux  St.,  MONTREAL 
Branch:    590  King  St.  West,  TORONTO 
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It's  not  so  much  where  v/e  stand,  but  in  what  direction  we  are  moving — that  counts. 
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The 


C.  E.  O. 

COMBINED  LINES 


Greater  Values 

through 

Specialization 

Three  Factories  Making 

Matched  Dining  Room  Suites 


T 
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Chesley  Furniture  Co.,  Limited 

Chesley,  Ont. 

Specializing  in  Extension  Tables,  a  large 
variety  of  styles  to  select  from  including 
the  well  known  TILT  TOP  and  TWIN 
PEDESTALS. 


Elmira  Furniture  Co.,  Limited 

Eltnira,  Ont. 

Specializing  in  Dining  Room  Chairs  of  the 
better  kind  with  special  features.  Numer- 
o.:s  designs  in  all  the  po;mlar  iinishes. 


Orillia  Furniture  Co.,  Limited 

Orillia,  Ont 

.S])ecializing  in  lUiffets  and  China  Cabinets 
in  a  good  range  of  specially  neat  designs. 

Because  each  of  three  factories  turns  its  entn^e  resources  into  the  ])r(iduction  of  a  special  line,  the 
C.E.O.  Combination  is  able  to  offer  un])recedented  \alucs  to  the  trade.    Investigate  our 

Quarter  Cut  Oak  Suites 
in  Italian  Brown  Finish 

They  are  real  profit  makers. 

Permanent  Show  Room,  Kitchener,  Ont. 

145  King  St.  E. 
Centrally  Located 
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With  the  Editor 


Slow  Recovery  of  Business  Due  to 
External,  Not  Internal,  Conditions 

Every  spring  we  look  forward  to  better  lousi- 
ness in  the  fall,  and  every  fall  we  look  forward 
to  better  business  in  the  spring.  W'e've  been 
doing  that  for  several  years,  and,  putting  it 
plainly,  our  expectations  have  not  been  realized. 
We're  able  to  keep  business  moving,  but  for 
some  reason — to  the  root  of  which  we'd  like  to 
get — the  progress  on  the  upgrade  is  disappoint- 
ingly slow.  One  assurance  at  least  we  have, 
that  we  have  reached  the  bottom.  Indeed  we 
have  been  travelling  along'  it  for  a  year  or  more, 
and  everyone  is  agreed  that  it's  about  time  we 
came  up  for  air. 

We  are  now  entering  upon  a  fall  season 
which  may  or  may  not  prove  to  be  the  turning 
point.  We  have  passed  so  many  turning  points 
in  recent  years  that  the  conviction  is  forced 
home  upon  us  that  we  have  been  travelling  in  a 
circle.  At  any  rate  there  hasn't  been  much 
change  of  scenery.  Still  we  keep  on  hoping  that 
there  are  better  things  around  the  corner. 
Eventually  there  will  be.  We  can  afford  to  be 
optimistic  as  long-  as  we  keep  at  work. 

The  fact  is  that  not  many  people  are  making 
profits  these  days,  l)ut  most  of  us  seem  to  be 
making  a  living,  which  is  a  very  fortunate  situa- 
tion, when  we  begin  to  compare  ourselves  with 
some  of  our  European  neighbors.  We'd  like  to 
see  things  leaping  ahead  of  course,  but  we  will 
have  to  content  ourselves  with  a  gradual  im- 
provement— and  a  g-eneral  improvement  is  the 
only  safe  basis  of  progress  at  the  present  time. 
Canada  cannot  expect  an  exuberance  of  com- 
mercial and  industrial  activity  while  the  world 
in  general  is  just  convalescing.  This  country  is 
little  affected,  if  affected  at  all,  by  the  diseases 
that  have  caused  the  world's  troul)les,  but  while 
the  body  of  the  nations  has  certain  of  its  mem- 
bers in  splints  and  many  grievous  wounds  m 
process  of  healing-  on  various  portions  of  its 
anatomy,  we,  though  apart  from  the  directly 
affected  areas,  cannot  expect  to  have  the  same 
freedom  and  rapidity  of  development  as  if  the 
whole  earth  were  on  its  feet  and  in  the  best  of 
health. 


Still  things  are  improving,  slowly  but  surely. 
Conditions  in  England,  from  latest  reports,  are 
on  the  mend — which  is  the  surest  index  of  the 
international  business  situation.  What  Canada 
needs  more  than  any  other  one  thing  is  a  mar- 
ket for  her  wheat  at  a  fair  price.  Apparently 
we  may  expect  a  big  crop,  but  that  does  not 
guarantee  all  the  beneficial  effects  desirable,  un- 
less the  price  is  sufficient  to  pay  the  farmer  for 
his  labor  and  net  him  a  profit  which  will  allow 
him  to  enter  the  market  as  an  active  purchaser. 
As  the  international  trade  situation  improves  we 
may  expect  a  readier  market  for  our  wheat  at 
better  prices.  The  price  has  ibeen  kept  down 
largely  because  many  of  the  European  nations 
simply  could  not  aft'ord  to  buy  wheat. 

At  any  rate  the  crop  prospects  have  created 
a  better  feeling  throughout  the  country,  which  in 
itself  is  very  helpful  and,  while  perhaps  we  may 
not  see  that  "marked  improvement"  in  business 
generally  which  we  may  have  been  hoping  for, 
there  will  be  further  definite  progress  toward  a 
sound  and  permanent  trade  development. 


The  Problem  of  Getting  the  Salespeople 
to  Give  Their  Best 

Greater  initiative  on  the  part  of  the  sales 
staff  would  go  a  long  way  toward  solving  the 
difliculties  of  the  retail  merchant.  How  to  se- 
cure that  greater  initiative  is  one  of  the  big 
problems  of  the  business.  Many  retailers  hold 
meetings  of  their  employees  in  order  to  create  a 
spirit  of  enthusiasm  and  esprit  de  corps.  Not 
always  are  they  successful,  and  the  employer 
wonders  why  he  doesn't  get  his  message  across. 
He  has  the  feeling  that  as  they  talk  among 
themselves  afterwards,  their  remarks  are  those 
that  are  heard  only  too  often  on  the  lips  of  sales- 
people :  "Same  old  stuff!"  "What  do  v/e  get  out 
of  this?"  "Wfiat  he  wants  is  more  work  out  of 
us  for  the  same  money,  and  bigger  profits  for 
himself." 

Yes,  that's  the  way  the  average  employee 
talks  after  a  talk  by  the  average  employer.  It's 
no  easy  task  convincing  salespeople  that  it  is  to 
their  advantage  to  give  their  best  eff'orts.  It's  a 
mighty  hard  matter  to  keep  them  right  up  to 
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scratch  all  the  time.  The  ci miniissioii  arm 
bonus  systems  of  remuneration  have  l)een  hei])- 
fi'il,  thou_L;h  not  all  retailers  are  satisfied  with 
this  ])lan.  Salary  increases  ])roi)ortionate  to 
sales'  increases  may  alscj  be  counted  upon  as  a 
£^;-oo(l  stimulant. 

There  is  another  factor,  however,  which  is 
pel  haps  the  most  important  of  all — this  is 
the  personal  interest  of  the  employer  in  the 
worker,  his  ])rol)lems  and  his  progress,  ll  the 
merchant  takes  a  g-enuine  interest  in  the  wel- 
fare of  his  emi)!oyees,  il"  he  can  slmw  patience 
when  they  are  dull,  s])eak  the  wurd  nf  encour- 
agement when  they  are  discouraged,  and  show 
his  appreciation  tactfully  when  they  are  gaining 
success,  then  he  will  assuredly  create  an  atmos- 
l)here  of  loyalty.  When  that  atmosphere  is 
created,  the  battle  is  more  than  half  won.  T.oyal 
and  enthusiastic  salespei  i])le  are  easily  teach- 
able. ISnt  it  is  only  when  the  merchant  suc- 
ceeds in  ])lacing  himselt  in  the  |)osition  ot  the 
employee,  and  seeing  things  from  his  \  iew])oint 
that  he  can  secure  that  ready  and  receptive  at- 
titude. 


High  Distribution  Costs  Due  to  Consumer 
Conveniences 

The  high  cost  of  distribution  is  a  favorite 
toi)ic  with  piiliticians  and  newspapers.  A  i)romi- 
nent  retail  man  recently  i)Ut  the  shoe  on  the 
other  foot  \ery  a])tly  when  he  referred  to  the 
"high  cost  of  consumers'  con\eniences.''  I  hat 
strikes  right  at  the  rout  of  the  matter.  The 
spread  between  the  wholesale  price  and  the  re- 
tail i)rice  of  merchandise  tu-day  consists  mostly 
of  the  items  of  cost  chargeable  Id  ser\ices  de- 
manded by  the  customer. 

The  consuming  public  to-day  insists  upon 
services  in  the  way  of  deliveries,  refunds,  charge 
accounts,  exchanges  and  variety  of  selection  to 
an  extent  that  has  never  before  been  eipialled. 
The  woman  customer,  in  particular,  wants  what 
she  wants,  when  she  wants  it,  how  she  wants  it 
and  where  she  wants  it,  and  the  retailer  who 
isn't  ready  to  meet  her  desires  generally  doesn't 
get  any  of  her  business.  She  wants  to  shop, 
for  the  most  part,  in  the  heart  of  the  shopping 
district  where  rents  are  highest;  she  looks  to  the 
merchant  to  anticipate  her  wants,  so  that  she 
may  be  supplied  when  the  spirit  moves  her,  and 
then  when  she  suddenly  changes  her  mind  lie  is 
loaded  with  goods  that  have  to  be  got  rid  of  at 


loss. 

It  may  be  argued 


hat  the  retail  trade  has 


l)r(jught  this  situation  u])on  itself  by  catering  to 
the  whims  of  the  ])ublic.  That  no  doubt  is  true 
to  a  certain  extent,  but  it  does  not  alter  the  fact 
that  to-day  no  retailer  who  wants  to  stay  in  busi- 
ness can  afford  to  ignore  the  public  demand  for 
every  sort  of  shopping  convenience. 

If  the  cost  of  distribution  is  to  be  lowered, 
there  is  one  way  to  do  it,  and  that  is  to  educate 
the  ])ublic  tu  ask  for  less  and  to  get  along  with- 
iiut  all  the  extras  in  the  way  of  service  that  they 
now  re(|uire. 

There  is  also  no  doubt  sco])e  fur  a  campaign 
of  education  anmng  the  Imst  of  men  and  women 
who  are  employed  in  the  production,  manufac- 
ture, transportation  and  wdiolesale  and  retail  (lirs- 
tributiiin  of  the  country's  comuK  idities.  Jt  is  a 
duty  to-day,  as  well  as  a  matter  of  self-interest, 
that  every  worker,  in  whatever  sphere  of  activ- 
ity, Irdin  the  ])ri'sident's  office  down  to  the  bench 
in  the  wurkshop  or  the  floor  of  the  retail  store, 
should  co-operate  to  secure  economy,  so  that  tlie 
])r()(luct  may  l)e  oflered  t(j  the  consumer  at  tlie 
lowest  possible  price. 

Furniture  Manufacturers  Discuss 
Conditions 

\  meeting  of  tiie  h'urniture  Manufacturers' 
.\.' SI  iciatii  in  was  held  in  Owen  .Sound  on  Friday. 
August  17.  Thirty-si.x  manufacturers,  from 
Kitchener.  n\)r(Mito,  London  and  other  centres 
were  in  attendance,  making  a  very  representa- 
tive gathering.  (  )n  their  arrival  the  visitors 
were  met  by  the  local  manufacturers  and  taken 
on  the  steam  yacht  'A  enetta"  for  a  cruise  about 
the  l)ay.  After  an  enjoyable  sail  they  were  taken 
to  the  golf  club  in  automobiles  and  a  business 
meeting  was  held,  under  very  ])leasant  condi- 
tions, on  one  of  the  large  porches.  Dinner  was 
served  later  on  a  blacony  overlooking  the  bay. 
when  some  fifty-tw^o  people  sat  down  to  a 
sumptU(  lus  repast. 

The  object  of  tlie  meeting  was  to  exchange 
views  and  report  on  the  situation  in  the  indus- 
try generally.  Imoui  a  general  survey  of  the 
trade,  it  appears  that  business  is  in  better  shape 
than  many  had  imagined.  Sales  and  production 
are  ahead  of  last  year  for  the  first  six  months. 
al)out  5  per  cent.  July  was  a  very  dull  month 
all  o\-er,  Init  that  condition  is  ])robably  some- 
thing that  must  be  expected,  due  to  the  holiday 
season  and  the  increasing  use  of  the  automobile. 
The  industry  in  general  is  working  to  about  65% 
cai)acity,  but  it  is  ])robably  true  that  few  if  any 
of  the  manufacturers  are  making  money,  owing 
to  the  low  level  of  ])rices. 
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Furniture  at  the  Canadian 
National  Exhibition 

Many  Interesting  Displays  of  Furniture  and  Allied  Lines — Very 
Valuable  from  Educational  Standpoint  —  Help  to  Stimulate 
Public  Interest  in  House  Furnishing  and  Demon- 
strate Quality  of  Canadian  Product 


Among-  the  products  shown  at  the  Canadian 
National  Exhibition,  Canadian-made  furniture 
was  well  and  worthily  represented.  Many  of 
our  inanufacturers,  year  after  year,  are  taking 
this  means  of  convincing  the  pul)lic  that  furni- 
ture is  produced  in  this  country  which  for  beauty 
of  design,  cjuality  of  materials  and  workmanship 
and  all  'round  serviceability,  need  not  take  sec- 
ond place  to  any  imported  article.  We  believe 
these  exhibits  are  proving  effective  to  this  end. 
In  addition  to  furniture,  numerous  other  items 
of  merchandise  of  interest  to  furniture  dealers 
were  exhibited.  I\  brief  description  of  the  vari- 
ous displays  follows  : 

Farquharson-Gifford  Co. 

The  Royal  Easy  Chair  was,  as  usual,  one  of 
the  features  of  the  Farciuharson-Gift'ord  Com- 
pany's display  in  the  Coliseum  Building.  Among 
their  chesterfield  suites  was  shown  a  new 
design,  upholstered  in  blue  with  cushions  and 
inside  of  back  in  an  interesting-  figured  pattern. 
Their  exhibit  also  included  several  suites  in  wal- 
nut and  taupe  mohairs.  These  latter,  they  state, 
still  have  the  call,  combined  with  figured 
designs. 

Kroehler  Mfg.  Co. 

Kroehler's  line  of  Daven-O's,  chesterfields, 
etc.,  occupied  prominent  space  in  the  Coliseum 
Building.  One  feature  that  immediately  attrac- 
ted the  eye  was  a  5-piece  suite  in  silk  damask, 
which  is  one  of  the  newest  things  they  are  show- 
ing. In  addition  to  the  usual  chesterfield  chair, 
the  svtite  includes  a  window  chair,  wing-  chair, 
Coxwell  chair  and  foot  stool.  It  is  made  both 
with  chesterfield  and  chesterfield  bed.  In  velour 
coverings,  the  company  exhibited  some  attrac- 
tive stripe  patterns.  Practically  all  their  suites 
showed  the  wood  frames.  Walnut  and  taupe 
shades  are  prominent  among  their  lines,  but  they 
say  there  is  a  very  wide  variety  in  demand. 
Kroehler's  also  had  a  demonstration  booth  in 
the  Industrial  Building. 

Stratford  Mfg.  Co. 

The  smaller  items  of  furniture  so  necessary 
to  the  convenience  and  attractiveness  of  the 
home  were  displayed  to  advantage  by  the  Strat- 
ford   Mfg.    Co.     Tea    wagons,   spinet  desks. 


smokers,  library  tables,  work  tables,  etc.,  were 
included.  In  the  smokers  and  desks  some  new 
lines  were  shown  in  particularly  effective 
designs.  Screens  in  a  wide  variety  of  interest- 
ing patterns  were  also  on  display. 

Imperial  Rattan  Co. 

The  artistic  and  decorative  possibilities  in 
Rattan  furniture  were  exemplified  in  this  dis- 
play, which  was  calculated  to  attract  general 
attention.  Some  new  and  striking-  finishes  were 
shown,  among  which  were  peacock  blue  and 
burnt  orange.  Blue  and  blue  combinations,  the 
firm  state,  are  taking-  c|uite  well.  French  cre- 
tonnes, in  lively  patterns,  were  featured  in  a 
number  of  lines.  Rattan  furniture  is  being  sold 
more  and  more  in  suites  and  less  in  the  single 
pieces.  This  is  explained,  no  doubt,  by  the 
eft'ective  color  schemes  and  the  refinement  and 
orig'inality  of  the  designs  which  are  being- 
presented. 

McLagan  Furniture  Co. 

Among-  the  many  attractive  lines  shown  by 
the  McLagan  Furniture  Co.  may  be  mentioned 
a  Louis  XVI  bedroom  suite,  which  was  shown 
both  in  black  American  walnut  and  a  creamy 
"'Cafe  au  lait"  enamel  with  rich  brown  trim- 
mings. This  suite  featured  dust  proof  construc- 
tion ;  trimiiiings  of  solid  brass,  silver-plated; 
drawer  bottoms  of  three-ply  mahogany.  The 
chairs  are  upholstered  in  tapestry.  Vanity  has 
sliding  jewelry  tray  in  right-hand  cupboard. 

Snyder's  Limited 

Snyder's  Limited,  made  a  strong  feature  of 
its  "Sani-Bilt"  living-  room  furniture,  which  they 
guarantee  to  be  moth-proof.  The  materials 
used  in  the  making  of  this  furniture  are  treated 
with  a  preparation  which,  it  is  claimed,  makes 
it  impossible  for  moths  to  live  or  breed.  These 
"Sani-Bilt"  suites  are  equipped  with  Marshall 
cushions. 

De  Luxe  Upholstery  Co.     /  'J  i  C 

The  De  Luxe  Upholstery  Co.  had  a  parti- 
cularly attractive  display  in  the  Industrial 
Building.  Their  chesterfield  suites  showed  a 
range  of  very  pleasing  patterns  in  mohair,  with 
some  high-grade  tapestries  also  included.  The 
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Desk  and  Bench  shown  by  Amir 


Malcolm   Fvnniiure  Co. 


wood  frame  and  roll  arm  are  features  of  several 
of  their  lines,  'i'iie  exhibit,  as  a  whole,  was 
especially  to  be  commended  on  accoinit  of  the 
artistic  arran<?ement  and  setting  ol  tlie  display. 

Toronto  Rattan  Co. 

A  new  line  on  tlie  market  which  seems 
destined  to  arouse  interest  is  that  shown  by  the 
above  company.  At  the  exhibition,  they  were 
showing  a  comi)letely  new  range,  representing 
some  twenty  different  finishes.  Blues,  greens, 
golds,  browns,  bronzes,  competed  with  each 
other  for  attention.  Two-tone  effects,  fawn  and 
green,  and  fawn  and  blue,  were  particularly 
pleasing  to  the  eye,  and  with  handst)me  tapes- 
tries and  cretonnes  ])roduced  very  attractive 
color  combinations.  .Standard  lamps  and  table 
lamps  were  shown  in  artistic  designs  including 
a  bridge  lani]).  Idle  finish  of  the  table  tops, 
fading  .awa\-  from  the  deeper  to  the  lighter 
shades,  also  formed  a  feature  worthy  of  men- 
tion. 

Queen  City  Furniture  Co. 

Queen  I'ity  over-stuffed  lines  as  usual  had  a 
place  in  the  Industrial  Building.  They  were 
very  effectively  i)resented  and  included  a  num- 
ber of  new  designs,  in  which  wood  finishes 
might  l)e  referred  to  as  a  feature.  1die  com- 
pany shows  many  attractive  mohairs,  cut  pat- 
terns l)eing  prominent. 

National  Mattress  Felt  &  Batting  Co. 

This  company's  dis])lay  featured  a  striking 
demonstration  of  the  quality  of  their  product. 
A  mattress  had  been  cut  open  to  show  the  filling 
and  the  resiliency  of  the  felt  was  indicated  by 
tlie  height  to  wdiich  its  ten  layers  expanded 
when  released  from  the  confinement  of  the 
ticking.  At  the  back  of  the  booth  was  an  over- 
flowing i)ile  of  mattress  felt  whose  snowy  white- 
ness provided  ocular  ])roof,of  its  cleanliness  and 
sanitary  characteristics. 


Fischman  Spring  Co. 

Another  exhil)it  of  interest  to  furniture  men 
wa>  that  of  the  l-'ischman  Spring  Co.,  which 
fealuied  spring  mattresses,  box  springs,  spring 
pillows,  chesterfield  loose  cushions  and  chester- 
field constructions,  spring  forms  for  fancy  cush- 
ions, chair  |)ads  and  a  variety  of  similar  pro- 
ducts. 

Marshall  Ventilated  Mattress  Co. 

The  Marshall  Ventilated  Mattress  Co.  had  a 
dis])lay  of  their  products  to  which  they  drew 
attention  very  effectively  by  means  of  a  com- 
petition. This  took  the  form  of  a  guessing  con- 
test regarding  the  weight  of  a  Marshall  mattress 
of  the  size  suitable  for  a  twin  l)ed,  the  contest- 
ant guessing  nearest  to  the  correct  weight  being 
awarded  one  of  the  mattresses  as  a  prize. 

Knechtel  Kitchen  Kabinet  Co. 

Just  how  attractive  the  furnishings  of  a  kit- 
chen may  be  was  demonstrated  by  the  disjday 
of  the  Knechtel  Kitchen  Kabinet  Co.  They  dis- 
played a  variety  of  Kal)inets,  whose  trim  out- 
side ap])earance  and  snowy  white  interiors 
caught  the  eye  of  most  passing  housewives. 
.Some  had  mirrors  in  the  front  which  gave  them 
a  remarkably  bright  efi'ect.  Beautifully  clean- 
looking  tables  finished  in  wdiite  enamel  were 
alsii  shown. 

Dominion  Oilcloth  and  Linoleum  Co. 

A  dis]:)lay  such  as  that  of  the  Dominion  ( )il- 
cloth  and  Linoleum  Co.  opens  one's  eyes  to  the 
wide  range  of  designs  and  possibilities  of  ap])li- 
cation  of  h'noleum.  :\  handsome  marble  effect 
was  shown  which  is  the  same  that  is  being 
used  by  one  of  Montreal's  largest  dejiartment 
stores  for  the  flooring  of  their  building.  It  is 
made  one-(iuarter  inch  in  thickness  and  its  fine 
api)earance  coinliined  with  its  resilient  cpialities 
make  it  ideal  for  the  purpose  for  which  it  is 
designed.     Cork  carpet,  linoleum  floor  tile,  and 
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l)attleship  linoleum  are  lines  that  are  strongly 
featured  for  use  in  commercial  and  industrial 
buildings.  For  domestic  use,  many  new  designs 
were  shown.  The  display  also  featured  samples 
of  the  raw  materials  and  a  demonstration  of  the 
various  stages  in  the  manufacture  of  the  finished 
product. 

Globe-Wernicke  Co. 

Library  equipment  and  office  furniture  were, 
as  usual,  featured  by  the  Globe-Wernicke  Co. 
A  new  line  of  interest  to  the  trade  is  a  sectional 
book-case  in  solid  quarter-cut  oak,  which  is  of 
somewhat  lighter  construction  than  that  used  in 
the  older  models  and  sells  at  the  same  price  as 
the  plain  oak  design.  The  line  of  office  furni- 
ture included  some  mahogany  desks  of  parti- 
cularly fine  appearance. 

Geo.  H.  Hees  Co. 

Comforters,  window  shades  and  draperies  in 
wide  variety  were  shown  by  the  Geo.  H.  Hees, 
Son  &  Co.  in  their  exhibit  in  the  manufacturers' 
building. 

Toronto  Carpet  Co. 

A  large  display  of  carpets  was  featured  by 
this  company.  Persian  patterns,  as  the  old 
reliable  staple,  were  to  the  fore,  and  mull:>erry, 
taupe  and  blue  were  the  leading  shades.  In  the 
novelty  lines,  Chinese  designs  were  prominent. 
A  small  room,  devoted  to  the  novelty  features 
for  bedroom  effects,  etc.,  formed  an  interesting 
section  of  the  exhibit. 

Congoleum  Co.  of  Canada 
This  exhibit,  as  usual,  was  a  centre  of  attrac- 
tion.   The  company  were  showing  a  representa- 


tive selection  of  their  numerous  designs,  and  in 
order  to  secure  public  attention  ran  a  drawing 
contest,  which  was  effective  in  keeping  a  crowd 
continuously  around  their  booth.  Slips  of  paper 
were  provided  on  which  the  passers-by  eagerly 
signed  their  names  and  these  slips  were  dropped 
into  a  container  and  shaken  up.  When  the  box 
was  opened,  four  slips  were  taken  at  random 
and  the  lucky  individuals  whose  names  happen- 
ed to  be  signed  thereon  were  the  recipients  of 
four  rugs  which  were  given  away  at  S :  30  each 
evening. 

Way  Sagless  Springs  and  Dominion  Bedsteads 

A  display  of  these  well-known  products 
occupied  a  booth  at  a  prominent  corner  in  the 
Industrial  Building,  where  they  received  a  full 
share  of  public  attention. 

Canadian  Electric  Floor  Waxer  and  Polisher  Co. 

An  exhibit  in  the  l^lectrical  Building  of  par- 
ticular interest  to  furniture  men  was  that  of  the 
Canadian  Electric  Floor  W'axer  and  Polisher 
Co.  The  company  staged  practical  demonstra- 
tions of  the  operation  of  their  electric  floor 
waxer  and  polisher  in  the  care  of  floors. 

Radiant  Floor  Waxer  &  Polisher  Co. 

Another  floor  waxer  and  polisher,  operating 
without  the  use  of  electric  power,  was  exhibited 
in  the  Manufacturers'  Building  No.  2,  by  the 
above  company. 

Babayan's  Limited 

This  company's  exhibit  took  the  form  of  a 
remarkably  attractive  display  of  oriental  rugs, 
of  which  they  are  well-known  importers. 


An   artistic  interior. 


Modern   Queen   Anne   dining   room  furniture.     Reproduced   by   courtesy  of 
American  Walnut  Manufacturers  Association 
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How  to  Advertise  a  Furniture  Store 

3— Newspaper  and  Circular  Advertising 


By  Owen  Gurney,  Advertising  Manager,  The  F.  C. 
Burroughes  Furniture  Company,  Ltd.,  Toronto,  Ont. 


This  is  the  third  of  a  series  of  articles  specially  prepared  for  the  "Furni- 
ture World"  by  Mr.  Gurney.  The  aim  is  to  deal  with  the  advertising 
problems  of  the  smaller  merchant,  in  particular,  beginning  with  the  ele- 
mentary principles  of  lay-out  and  copy  and  working  up  to  the  more  advanced 
phases  of  the  art  of  publicity.  Our  readers  are  invited  to  submit  enquiries- 
and  an  endeavor  will  be  made  to  supply  helpful  answers  in  every  case. 


Jf  your  tdwn  |)u1)lislics  a  newspaper,  use  it. 
[f  it  is  issued  \veel<ly.  never  miss  an  issue  with- 
(lUt  a  i^Dod  advertisement.  Sliould  tliere  l)e  no 
])aper  ])ublishe(l  in  your  town.  mal<e  U])  your 
ad\-ertisenient  just  the  same  as  for  a  news])aper, 
then  have  it  run  oil  as  a  cireular.  These  cir- 
culars can  he  mailed  under  one  cent  ])ostage 
a  mailing-  list.  The  Tost  (  )ffice  w  ill  now  su])- 
])ly  lists  of  all  the  box  numbers  in  your  territory 
free  of  charge  if  you  write  to  lh<;  roslniasler  at 
the  capital  of  the  jirov  ince  in  w  hicli  yon  are  loc 
ated. 

.Study  the  other  advertisements  in  your  news- 
])aper.  then  make  yours  as  different  in  a])pear- 
ance  as  you  can  so  that  it  will  stand  out  beyond 
the  others.  If  most  of  the  other  (lisi')lays  are 
set  in  hea\y  black  headlines  with  massiye  rule 
])anels  or  boxes,  see  that  your  advertisement  is 
set  in  a  lighter  style.  T.ots  of  white  si)ace  m 
the  margins  with  lighter  face  type  and  light 
lules  will  give  the  ad\-ertisement  a  gray  appear- 
ance which  will  i)e  in  contrast  to  the  general  rim 
of  black  advertisements. 

Characteristic  Features 

Some  retail  stores  use  the  same  style  of  bor- 
der all  the  time.  This  is  a  good  idea  ]jrovided 
that  the  design  is  a  good  one,  as  it  in  time  be- 
comes r)ne  of  the  recognized  features  of  yom^ 
advertisement.  Bear  in  mind  that  every  repe- 
tition makes  the  impression  a  little  deeper.  This, 
however,  does  not  a])ply  to  c()])y  for  a  retail 
store  ])Ut  simply  to  certain  features  about  the 
advertisement.  Copy  should  be  changed  in 
every  announcement  and  should  1)e  as  bright 
and  new  as  the  news  items  in  the  press. 

The  firm  name  should  always  l)e  printed  in 
the  same  style.  It  will  cost  only  a  very  modest 
sum  to  have  a  good  design  for  your  nameplate 
made  and  its  constant  use  will  make  it  known  in 


the  same  way  as  a  trademark.  When  you  have 
once  decided  upon  the  design.  >tick  to  it.  Chop- 
j)ing  and  changing  about  in  an  idea  of  this  sort 
is  futile.  l'>c  sm"e  that  the  lettering  can  be 
easily  read;  ne\er  use  an  elaborate  name])late 
design  at  the  ex])ense  of  legibility.  Some  l)ig' 
stores  even  own  their  own  type  for  display  lines 
which  is  different  to  the  other  faces  used  by  the 
jiapeis  in  which  they  buy  space.  The  T.  Eaton 
Company  of  Tor>)nto  and  Winnipeg",  also  Man- 
del  lirothers  of  C  hicagu,  each  have  their  own 
(listincti\  e  dis])lay  type.  ( )f  course  it  is  not 
practicable  for  the  dealer  in  a  small  city  or 
town  to  do  this  as  the  exjjense  would  be  pro- 
hibiti\-e,  but  the  fact  is  lirought  to  your  atten- 
tion in  order  to  show  the  importance  of  associa- 
ting certain  fixed  features  in  connection  with 
your  store  adxertising.  livery  merchant  can  at 
least  ha\'e  liis  own  firm  nameplate. 

Pictures  Sell  Goods 
Use  i)lenty  of  illustrations.  People  like  to 
see  ])ictures  of  furniture.  The  writer  has  known 
many  instances  of  folks  living  in  the  same  city 
as  the  advertiser,  to  'phone  in  or  send  an  order 
by  mail  for  dining  room,  living  room  and  bed- 
I  oom  suites  advertised,  w  hich  are  accompanied 
by  exact  pictures  of  the  pieces.  As  to  the  style 
of  illustration,  that  matter  is  scheduled  for 
special  treatment  in  a  future  article  of  this 
series. 

Use  short  sentences  and  shf)rt,  easily,  under- 
stood words.  Be  sparing  of  words  ending  in 
"est"  best,  greatest,  finest,  biggest,  prettiest, 
etc.,  are  usually  included  in  sweeping  statements 
that  are  matters  of  o])inion.  People  doubt  them 
and  if  they  are  sceptical  about  that  part  of  your 
adveitising  the  rest  of  it  will  be  under  the  same 
stijrma. 


\  "The     Store  _"W"il.h  _n_M  ill  i p n  Friends 


It  is  quite  inexpensive  to  have  a  nameplate  made  and  «  helps  to  impart  individuality  to  your  publicity 
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y\void  the  repetition  of  words.  Use  syno- 
nyms. The  Enghsh  language  is  rich  in  words 
of  a  different  form  having  the  same  meaning. 
Using  the  same  words  frequently  becomes  mo- 
notonous. Although  an  advertisement  does  not 
have  to  be  a  literary  masterpiece  in  order  to 
l:)ring  results,  a  well  written  announcement  will 
command  respect  and  confidence  in  the  adver- 
tiser. It  is  impossible  to  read  the  advertise- 
ments of  Wanamaker  or  Marshall  Field  without 
recei\'ing  the  impression  that  any  merchandise 
l)ought  from  either  of  those  concerns  must  'l)e 
absolutely  reliable  and  that  the  customer  will 
receive  fair  and  courteous  treatment.  Moreover, 
one  would  feel  that  authoritative  advice  con- 
cerning the  purchase  could  be  obtained  from 
those  institutions,  if  desired. 


Another  example  of  a  striking  nameplate 

Many  dealers  do  not  advertise  until  they  find 
that  they  have  a  lot  of  old  goods  on  their  hands 
that  are  hard  to  move.  That  is  a  great  mistake. 
Find  out  the  lines  for  which  there  is  a  good 
demand,  then  let  people  know  that  you  have 
them  at  a  reasonable  price.  This  method  will 
make  your  store  popular  and  people  will  look  for 
your  announcements.  By  all  means  advertise 
the  "stickers"  but  do  not  use  uji  the  greater 
part  of  your  space  in  telling  about  them.  When 
you  find  that  there  is  no  demand  for  them,  cut 
the  price  so  that  they  can  be  oft'ered  as  real  bar- 
gains. 

iMoving  "Stickers" 

An  efifective  way  to  move  "stickers"  is  to  in- 
clude them  in  an  outfit.  For  instance,  suppos- 
ing you  have  some  rugs  that  do  not  sell,  make 
up  a  room  outfit  consisting  of  a  rug,  living  room 
table,  armchair  and  rocker.  You  will  find  that 
the  pieces  in  the  suite  that  are  wanted  will  move 
the  article  that  you  include,  which  by  itself 
would  be  difficult  to  sell.  The  writer  has 
worked  this  out  successfully  upini  several  oc- 
casions. 

A  large  c|uantity  of  cheap  talking  machines 
were  purchased.  They  did  not  sell,  even  wdien 
advertised  at  a  greatly  reduced  price.  It  was 
only  when  they  were  advertised  in  a  liv'ing  room 
or  den  suite  that  they  were  quickly  worked  ofif — 
and  at  a  fair  margin  of  profit.  An  occasional 
stunt  of  this  description  will  be  getting  away 
from  the  ordinary  kind  of  pul)licitv  run  hy  your 
competitors. 

Advertise  heavily  when  Inisiness  is  good  but 


do  not  dream  of  dis-continuing  it  during  a  dull 
season.  Cut  down  your  space  but  advertise  just 
as  regularly  as  during  a  brisk  period.  Consis- 
tent advertising  in  dull  times  will  make  business 
better  in  good  times.  It  has  a  cumulative  effect. 
Do  not  be  discouraged  if  an  advertisement  does 
not  pull  direct  results.  The  largest  department 
stores  frequently  advertise  lines  with  practically 
no  immediate  success.  The  next  piece  of  copy 
might  prove  tremendously  productive. 

While  an  announcement  relating  to  some  ex- 
ceptionally good  furniture  may  not  bring  direct 
results,  it  has  a  beneficial  effect  and  a  number 
of  such  advertisements  will  in  course  of  time 
attract  many  people  to  your  store  in  search  of 
high-giade  pieces.  They  might  not  even  ask  to 
see  the  lines  descril)ed  but  those  good  pieces  of 
copy  will  influence  them  to  regard  your  store 
favorably  and  eventually  to  call.  In  a  general 
way  they  certainly  con\'ey  a  desiral.)le  impres- 
sion. 

C)n  the  other  hand  a  bargain  ad\ertisement 
relating  to  every  day  "bread  and  Initter"  mer- 
chandise and  offering  it  at  cut  prices  will  bring 
direct  results  within  a  few  hours  of  the  appear- 
ance of  the  newspaper  of  the  distrilnition  of  the 
circulars. 

W^hen  using'  small  s  j 
specialize  on  one  article, 
very  desirable  feature 
quality. 


ace  the  best  plan  is  to 
)Ut  see  that  it  has  some 
either  price,   style  or 


Furniture  Exhibit  Proposed 

The  furniture  dealers  of  London,  Ont.,  are 
•considering  the  staging  of  a  furniture  exhibit  in 
Octoljer.  At  the  time  of  writing  this  has  not 
be:jn  definitely  fixed  upon,  hut  a  meeting  is  to 
be  held  shortly  when  it  is  likely  they  will  decide 
to  act  along  this  line.  The  Armouries  is  the 
building  in  which  it  is  proposed  that  the  exhibit 
should  l^e  held.  The  Furniture  Manufacturers' 
Association  are  co-operating  in  the  provision  of 
the  necessary  fixtures  and  by  their  hearty 
support  of  the  undertaking. 


Desk  shown  bv   F.   E.   Coombe  Furniture  Co. 
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FURNITURE  WORLD 


Is  Canadian  Furniture  Well-Made  ? 

Furniture  Manufacturers  Express  Views  on  Competition  From  American  Centres — 
Grade  for  Cjrade  Canadian  Furniture  Sells  for  Less — Tendency  to  Look 
to  the  U.  S.  for  Exclusive  Designs. 


M' 


Why  should  a  Cana- 
dian retail  furniture  deal- 
er advertise  and  actively 
push  the  sale  of  furniture 
the  product  of  American 
furniture  manufacturers  ? 
Is  the  Canadian  made 
product  inferior  in  any 
way  or  do  Canadian  fur- 
niture makers  find  it  diffi- 
cult to  compete  in  price 
with  their  fellow  manu- 
facturers below  the  line? 
These  cjueries  are  promp- 
ted by  the  accompanying 
advertisement  which  was 
clipped  recently  from  a 
Toronto  paper.  Nor  does 
this  seem  to  be  an  isolated 
instance  for  since  this 
announcement  appeared 
a  similar  suite  by  the 
same  maker  was  featured 
in  the  advertisement  of 
another  large  furniture 
house. 

If  one  were  to  read 
between  the  lines  the  in- 
ference is  that  the  pro- 
duct of  this  particular 
plant,  to  say  the  least,  is 
in  a  class  by  itself  or  in 
other  words  is  superior 
to  Canadian  made  furni- 
ture. Such  is  not  the 
case,  however,  for  the 
out])ut  of  the  plants  of 
various  Canadian  furni- 
ture makers  compares 
very  favorably  with 
similar  grades  produced 
in   the  States  as  far  as 

quality  goes,  while  considering  the  price  and  value 
offered,  it  is  commonly  accejjted  that  grade  for  grade 
prices  are  lower  on  the  Canadian  side  of  the  line. 

This  may  be  due  to  keener  competition,  to 
improved  methods  or  better  equipped  plants  but, 
regardless  of  the  underlying  reasons,  the  fact  remains 
that  those  who  have  had  an  opportunity  to  compare 
the  value  offered  by  Canadian  and  American  furni- 
ture manufacturers  have  no  hesitation  in  asserting 
that  on  many  lines  prices  are  lower  in  Canada.  More 
than  that  it  is  generally  conceded  that  on  the  average 
the  furniture  manufactured  in  Canada  is  superior  in 
construction,  workmanship  and  finish. 

After  all  there  is  nothing  unreasonable  in  this. 
With  the  exception  of  a  limited  number  of  extremely 
large  American  furniture  factories  the  average  Cana- 
dian furniture  plant  compares  very  favorably  with 
the  average  plant  in  the  U..S. 

Canadian   workmen    are  skilful,   industrious  and 


Ber/^ey  &  Gay  Furniture 

Speciall})  Calling  Allcnlion  to  ihc  Bcautv  and 
the  Moderate  Price  of  the  Graceful  Dining- 
room  Suite  of  the  Sketch — A    July  Feature 

[AKERS  OF  GREAT  RENOWN— Berkey  &  Gay— a 
firm  with  such  a  reputation  to  uphold  that  it  can 
allow  only  the  very  best  of  jnaterials  and  the  most 
careful  of  workmanship.  In  a  word,  Berkey  &  Gay  furni- 
ture is  hall-marked  furniture  of  quality,  furniture  that  has 
charm  of  design  as  well  as  e.vcellence  of  construction,  sel- 
dom obtainable  at  special  prices. 

This  occasion  ia  the  result  of  a  widespi-cad  campaign,  by  the 
manufacturers,  to  show  that  moderate  prices  can  go  hand-in-hand 
with  superior  construction  ,md  design.  And  to  this  end  the  suite 
sketched — the  feature  of  the  month — is  offered  at  the  same  price 
as  in  the  United  States,  plus  freight. 

It  is  made  of  beautifully  figured  American  walnut,  the  drawers 
and  cabinets  mahogany-Iinod.  and  with  its  charming  proportions 
and  simple  lines  interprets  some  of  the  finest  traditions  of  Colonial 
cabinet-making.    Prices  are: 

Sideboard  .  .  ..  $161.00       Chest   $81.00 

China  Cabinet   107.50     ^Arm  Chair   29.00 

Table    129.00      /Chair  $21.50 

—  Houw  FurnlBblnKB  BiiUfllns.  Fourth  Floor. 


Canadian  advertisement  suggesting  superiority  of  American  Furniture 


])ainstaking  while  the  re- 
tail dealers  of  the  coun- 
try are  insistent  in  their 
demands  for  well  made 
furniture.  The  chief 
handicap  under  which  the 
Canadian  furniture  in- 
dustry labors  is  that  of 
the  duty  which  is  im- 
posed on  certain  classes 
of  essential  material  and 
supplies  and  the  long 
freight  h  a  u  1  (j  n  all 
iin])orted  lumber. 

What  Furniture  Manu- 
facturers Think 

.\  number  of  Canadian 
furniture  manufacturers 
have  expressed  their 
views  to   the  "Canadian 


oodworker  and  Furni- 


lure  Manufacturer"  on 
the  (|uestion  of  Ameri- 
can competition  in  the 
furniture  field.  The  con- 
census of  opinion  seems 
to  be  that  competition 
from  American  furniture 
is  not  a  factor  in  the 
C"  a  n  a  d  i  a  n  field  even 
though  the:  Government 
figures  indicate  furniture 
importations  to  the  value 
of  $2,000,000  annually. 
This  is  a  point  that 
should  be  given  careful 
consideration  for  that 
sum  represents  approxi- 
mately ten  per  cent,  of 
the  annual  value  of  the 
Canadian  product  and 
would  mean  a  nice  increase  in  the  output  of  Canadian 
|dants.  .Some  of  the  views  outlined  are  as  follows: 
"American  furniture  is  not  a  great  factor  on  the  Cana- 
dian market,"  stated  one  prominent  furniture  manufacture, 
"except  to  the  same  extent  that  there  Paris  gowns  and  Rolls- 
Royce  cars  will  always  be  sold  in  every  country  to  those 
who  desire  something  exclusive.  There  is  little  if  any  com- 
petition from  American  furniture  as  Canadian  prices  on  good 
furniture  are  really  less  than  American  prices.  On  the 
medium  priced  production  lines  the  American  prices  are 
somewhat  lower,  but  not  enough  to  lay  goods  down  here  at 
competitive  prices. 

"There  is  a  demand  in  Canada,  hut  it  is  limited,  for  odd 
lines  which  it  is  not  commercially  possible  to  manufacture, 
and  the\',  I  presume,  will  always  be  imported  to  a  limited 
extent.  It  is  quite  true,  however,  that  from  the  standpoint 
of  design,  workmanship  and  finish,  Canadian  furniture  is 
superior,  grade  for  grade,  to  American  furniture,  and  the 
values  are  unquestionably  much  better." 

"We  are  sorry  that  the  store  in  question,  which  is  sup- 
posed to  favor  Canadian  made  goods  over  all  others,  allowed 
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this  type  of  advertising  to  appear  in  connection  with  this 
suite,"  remarked  one  Kitchener  manufacturer.  "It  is  an 
unwarranted  reflection  on  Canadian  products  and  on  Cana- 
dian workmanship. 

"We  do  not  know  the  extent  to  which  z\merican  furni- 
ture is  a  factor  in  Canada.  In  view  of  the  fact  that  furniture 
prices  are  higher  in  the  United  States  than  in  Canada  for  the 
same  article,  it  cannot  be  a  very  large  factor.  About  the 
only  furniture  coming  into  Canada  at  the  present  time,  and 
that  to  a  limited  extent  only,  is  that  purchased  by  Canadian 
dealers  who  wish  a  distinctive  style  in  certain  suites  to  be 
used  for  store  display  purposes  chiefly.  As  you  know  United 
States  manufacturers  are  producing  a  very  great  variety  of 
designs  at  the  present  time,  and  having  a  large  market  they 
can  readily  dispose  of  all  they  make.  In  Canada,  unfortun- 
ately, at  the  present  time  the  demand  is  for  medium  grade 
goods  almost  exclusively,  the  demand  for  the  higher  priced 
lines  being  almost  entirely  absent,  making  it  impossible  for 
Canadian  manufacturers  to  produce  exclusive  designs  in  suffi- 
cient quantities  to  make  it  profitable. 

"Taking  Canadian  furniture  as  against  United  States  fur- 
niture we  feel  quite  safe  in  saying  that  for  quality  and  price 
it  is  the  equal  of  any  produced,  and  the  only  excuse  that  may 
exist  for  bringing  in  United  States  furniture  to-day  might  be 
the  design." 

Other  well-known  furniture  men  expressed  themselves  as 
follows: 

"American  furniture  is  not  a  very  big  factor  in  the  sale 
of  our  particular  line  of  goods,  on  the  Canadian  market.  In 
addition  I  am  of  the  opinion  that  competition  from  American 
furniture  is  decreasing  rather  than  increasing. 

"There  is  a  certain  demand  for  some  classes  of  furniture 
that  are  not  made  in  Canada  but  it  is  very  limited  and  it 
consists  of  people  who  want  something  exclusive  and  possibly 
very  high  priced  articles  that  it  would  not  pay  the  Canadian 
manufacturers  to  produce  on  account  of  the  limited  market 
and  also  the  fact  that  the  Canadian  dealer  expects  the 
manufacturer  to  carry  the  stock." 

^       ^       %       ^  ^ 

"We  are  informed  from  Customs  returns  that  imports  on 
household  furniture  during  the  last  calendar  year,  (1923), 
amounted  to  less  than  two  million  dollars,  which  includes 
European  as  well  as  the  United  States  imports,  the  larger 
proportion  coming  from  the  States.  You  are  no  doubt 
familiar  with  the  Hoosier  and  Sellers  kitchen  cabinets,  which 
are  sold  extensively  in  Toronto.  Then  there  are  dental  cab- 
inets of  the  higher  grades,  which  are  not  produced  in  Canada 
at  all,  and  perhaps  the  samples  purchased  for  patterns  by  the 
Canadian  manufacturers,  make  up  a  large  portion  of  all 
imports. 

"No  doubt  there  is  a  demand  for  a  certain  amount  of 
furniture  not  produced  in  Canada,  for  the  reason  that  some 
customers  are  still  of  the  opinion  that  anything  imported  is 
preferable,  just  like  New  York  or  Paris  gowns  and  hats. 

"On  the  question  of  quality  we  are  most  emphatic.  The 
quality,  construction  and  finish  (according  to  grades)  com- 
pares favourably  with  furniture  produced  anywhere,  of  which 
the  Canadian  manufacturers  may  well  be  proud." 

^  *  * 

"I  also  noticed  the  advertisement  to  which  you  refer," 
stated  another  Kitchener  manufacturer.  "The  only  explana- 
tion that  can  be  offered  is  the  fact  that  it  is  a  special  suite 
and  is  likely  being  exhibited,  because  no  other  store  in 
Toronto  would  be  carrying  this  particular  suite.  We  have 
had  this  experience  with  many  dealers  who  request  us  to 
allow  them  a  certain  suite  for  themselves,  but  when  we  put 
it  up  to  them  for  a  quantity  for  that  centre  for  a  given  period 
they  do  not  wish  to  commit  themselves.  In  other  words, 
they  like  the  manufacturer  to  carry  the  stui?,  and  yet  expect 
to  have  individual  design  and  exclusive  lines. 

"Insofar  as  workmanship  and  finish  are  concerned,  I 
recently  had  the  opportunity  of  comparing  goods  in  the 
Grand  Rapids  market,  and  we  do  not  have  to  take  a  second 
seat  to  the  American  market  for  any  of  our  goods.  In  fact, 
had  we  the  opportunity  of  placing  our  line  in  the  American 
market,  duty  free,  I  feel  confident  that  we  could  have  sold 
our  entire  output  for  the  coming  year.  As  far  as  the  writer 
knows,  American  furniture  is  not  an  important  factor  except 
in  the  case  of  individual  suites,  or  in  the  case  of  extremely 


cheap  goods  which  are  practically  being  dumped  into  this 
market. 

"I  understand  that  there  is  a  considerable  movement  of 
cheaper  goods  via  Chicago  for  the  West,  the  impression  being 
they  can  be  laid  down  for  less  than  the  wholesaler  has  to 
pay  for  the  goods  laid  down  from  Ontario.  This  is  certainly 
a  matter  that  should  be  more  fully  discussed  immediately  to 
eliminate  this  competition." 

"We  consider  that  high  grade  furniture  can  be  manu- 
factured in  Canada  just  as  well  as  in  the  United  States,  but 
owing  to  the  duty  we  are  required  to  pay  on  our  raw  mater- 
ials it  is  only  reasonable  to  expect  that  our  prices  should  be 
somewhat  higher  than  American  prices.  During  the  past 
year,  however,  we  have  noticed  that  American  furniture  is 
selling  in  some  cases  at  a  much  higher  price  than  we  are  able 
to  command.  This,  no  doubt,  is  due  to  the  business  boom 
they  have  been  enjoying  across  the  border." 

—  Canadian  Woodworker  and  Furniture  Manufacturer. 


Border  Cities  Exhibition 

The  retail  furniture  dealers  of  Windsor,  Ontario, 
working  through  the  Windsor  Furniture  Dealers 
Association,  are  staging  a  furniture  exhibition  at  the 
Windsor  Armories  September  15  to  21.  This  is  to 
be  a  pretentious  affair  patterned  after  the  furniture 
exhibition  held  recently  in  Detroit. 

This  exhibition  dififers  from  the  displays  of  this 
nature  that  have  been  attempted,  in  that  all  exhibits 
are  being  made  under  one  roof.  In  addition  an  added 
attraction  in  the  shape  of  a  Style  and  Fashion  dis- 
play is  being  made.  This  feature  will  tend  to  ensure 
a  large  attendance  of  ladies  and  as  they  have  much  to 
do  with  the  selecting  and  purchasing  of  articles  for 
the  home,  their  presence  in  large  numbers  will  tend 
to  increase  the  results  that  will  surely  follow. 

The  exhibition  will  'be  under  the  management  of 
R.  M.  Jafifray,  Chamber  of  Comrnerce  Bldg.,  Wind- 
sor. Mr.  Jafifray  has  had  considerable  experience 
with  displays  of  various  kinds,  notably  with  the 
Border  Cities  Electrical  Show  which  has  been  con- 
ducted for  same  years  under  the  auspices  of  the 
Border  Cities  Electrical  Association. 

Every  effort  is  being  made  to  make  individual 
exhibits  as  attractive  as  possible.  The  entrance  to 
the  exhibition  is  surrounded  by  well  kept  lawns  and 
flower  beds,  while  inside  the  decorations  are  to  be 
all  that  could  be  desired.  The  centre  of  the  space 
will  be  devoted  to  the  fashion  display  while  the  fur- 
niture booths  will  be  along  the  walls. 

At  a  meeting  of  the  Windsor  Furniture  Dealers 
Association  held  on  August  3rd,  we  understand  that 
the  entire  floor  space  was  placed  under  the  contract, 
including  the  "Style  and  Fashion"  section,  and  that 
all  display  booths  were  allotted.  From  the  interest 
being  displayed  and  the  showing  made  the  success 
of  the  exhibition  is  claimed  to  be  a  foregone  con- 
clusion. 

The  furniture  manufacturers,  through  the  Furni- 
ture Manufacturers  Association,  are  donating  a  sum 
of  money  to  help  defray  expenses.  In  addition  they 
are  also  providing  all  the  partitions.  These  will  be 
available  as  required  for  similar  exhibits  in  other 
centres. 

The  committee  in  charge  of  the  Windsor  Show 
consists  of  F.  L.  Kelly,  of  Baum  and  Brody,  chair- 
man, A.  J.  Veale,  of  A.  J.  Veale  &  Sons,  and  J  Gelber, 
of  the  Gelber  Furniture  Company. 
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FURNITURE  WORLD 


The  English  Empire  Period 

Largely  an  Echo  of  the  French  Empire — A  Deteiorated 
Style  Characterized  by  Slavish  Copies  of  Napoleonic 
Furniture — Sheraton's  Fall  from  the  Sublime  to  the  Banal. 


1 


This  jK-riod  is  a  reflection  of  the  Freiicli 
pire.  It  is  descril)ed  l)y  some  writers  as  the  de- 
based Empire — for  in  England  it  was  without 
feeling  or  meaning,  the  style  l;eing  merely  im- 
ported to  follow  the  French  modes  in  Paris, 
which,  by  the  way,  is  a  very  strong  habit  witli 
us  even  to  the  present  day. 

This,  from  the  artistic  viewpoint,  is  very  hard 
to  understand,  bjigland,  at  the  close  of  the 
Eighteenth  Century,  had  an  alnmst  perfect  style, 
with  masters  like  Chippendale.  Robert  .Vdam. 
Hepplewhite  and  Sheraton  behind  it.  She  was 
not  in  symi)athy  with  the  "Revolution."  She 
was  as  bitterly  opposed  to  Napoleon  as  she  was 
lately  to  the  Kaiser,  and  yet  ten  years  before 
she  overthrew  him  at  Waterloo,  her  fashionable 
people  had  dragged  across  the  Channel  the  styles 
made  for  the  aggrandisement  nf  her  natural 
enemy,  "The  Little  Corporal." 

Now  in  France,  the  furniture  of  the  "lMni)ire 
Period"  was  full  nf  meaning,  expressing  a  great 
historical  e\ent.  a  record  of  concpiest.  the  birth  of 
a  new  natiim.  In  England  it  had  nothing  to 
express  of  the  sort  that  was  inspiring  the  French 
designer*.  So  in  the  period  known  as  the  "F^ng- 
lish  Empire"  we  see  nothing  national,  vigorous 
or  refined  ;  it  is  simply  a  deteriorated  style,  char- 
acterized chiefly  by  slavish  copies  of  Napoleonic 
furniture.  inappro])riately  mounted  with  clum- 
sily executed  metal. 

Metal  Mounts  Abandoned  for  Carvings 

^letal  mounts  form  one  of  the  chief  charac- 
teristics of  Em])ire  furniture.  ])Ut  the  chiselling 
of  metal  was  never  in  l',ngland  a  jterfected  art. 
as  it  has  been  for  so  long  in  France.  As  a  re- 
sult the  English  craftsmen  eventually  abandoned 
it  for  carving,  which  flourished  then.  The  style 
of  carving  is  unmistakable — it  is  a  heavy  relief 
of  naturalistic  fruit  and  flowers,  all  thickly 
massed.  It  is  executed  in  mahogany  and  shows 
a  tendency  to  express  itself  in  furniture  l)y  the 
claw  foot  without  a  ball.    This  was  often  gilded. 

The  sofa  of  the  time  is  the  best-known  exam- 
|)le  of  English  Emi)ire  furniture.  It  had  over- 
flowing cornuco])ias  to  form  the  cur\'e  of  the 
arms,  large  lion  jiaws.  and  more  fruit  and  flow- 
ers to  form  the  legs,  while  the  back  was  char- 
acterized I)y  a  graceful  sweep.  It  was  not  com- 
fortable, l)Ut  then  it  was  for  the  formal  drawing- 
room  for  use  when  "guests"  came,  the  luxiuMous 


livinp:  room  of  our  times 


at  that  time 


known. 

In  -Sheraton's  least-known  book  of  designs  ])ul)- 
lished  in  bSO^-f).  his  lean  years,  when  he  renoun- 


ced his  originality  in  order  to  live,  we  see  the 
influence  of  this  im])orte(l  style.  The  chairs 
shown  are  decidedly  English  luiipire,  so  differ- 
ent from  his  earlier  work  that  few  connect  them 
with  his  name  at  all.  thus  unconsciously  i)ro- 
lecting  his  reputation. 

The  l)urcaus  and  sideboards  of  the  period 
show  strongly  the  influence  of  Sheratf)n's  late 
flesigns.  being  nearly  always  fitted  with  posts 
or  ])ilasters  at  the  corners.  These  are  continued 
(liiwn  to  form  the  feet,  which,  on  the  handsom- 
est jsieces,  take  the  form  of  claws.  The  side- 
boards have  four  jjosts  across  the  front,  and  the 
middle  sections  swell  out  in  a  curve — a  feature 
which  is  also  characteristic  of  the  bureau  fronts. 
The  car\ing  on  these  ])osts  introduces  the  pine- 
ap])le.  doubtless  as  a  result  of  the  fact  that  the 
fruit  came  from  San  Domingo  which  was  also 
the  source  of  the  mahogany.  Twisted  posts  are 
seen  to  some  extent,  antl  occasionally  reeded 
ones. 

Metal  mountings,  as  previously  ])ointed  out, 
are  one  of  the  features  of  the  period.  The  type 
most  widely  used  take  the  form  of  large  coarse 
drawer  handles  of  gilded  bronze,  disc  shaped, 
and  stamped  with  a  design  of  an  open  flower 
or,  less  fre(|uently,  with  a  lion's  head,  holding  a 
ring  in  the  nmuth. 

Features  of  Four  Post  Bed 

The  four  post  bed  was  of  course  popular, 
not,  however,  with  the  beautiful  tapering  shafts 
of  Hepplewhite  or  Sheraton  at  his  best,  but 
heavy  and  cumbersome,  elaborately  carved  with 
i^neapples,  fruit,  flowers  and  claws,  which  cov- 
ered the  posts,  head,  foot  and  testel. 

In  the  record  of  Sheraton's  work,  we  have 
CN'idence — if  evidence  were  needed — of  the  fact 
that  when  genius  stoops  to  anything  less  lofty 
than  its  highest  ideals,  its  magic  is  lost.  For  it 
is  not  to  this  master  craftsman  that  we  owe  the 
l)est  in  the  period  of  the  English  Empire,  but  to 
(iillovv,  a  much  lesser  figure,  who  though  a 
clever  designer,  could  never  compare  with  Sher- 
aton at  his  best  in  the  beauty  and  originality  of 
his  concejitions. 

Next  to  (jillow  ranked  Thomas  Seddon, 
father  of  the  two  Seddon  P)rothers,  who,  as  cabi- 
net makers  to  George  1\ .  refurnished  Windsor 
Castle  at  such  a  pecuniary  loss  as  to  force  them 
into  financial  difficulties  and  a  compromise  with 
their  creditors. 

Thomas  Hope  was  a  well-known  architect  of 
the  time  and  a  specialist  in  classic  decoration 
taken  directly  from  the  Egy])tian. 
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FURNITURE  WORLD 


How  Not  to  Do  Business 

An  Incident  Which  Must  Tend  to  Create  Public  Prejudice  Against 
the  Canadian  Furniture  Trade — Manufacturer  and  Retailer 

Both  At  Fault 


each  case  is  olivious  and  does  not  present  any 
insurnioiintal)le  difficulties. 

Stocks  Must  be  Well  Dried 

The  same  holds  true  with  regard  to  open 
joints  in  veneered  surfaces.  The  most  com- 
mon cause  for  oj^en  joints  is  shrinkage  of  the 
surface  stock  as  the  excess  moisture  in  the  face 
material  is  eliminated.  The  remedy  lies  in  mak- 
ing certain  that  the  veneer  is  well  dried  before 
laying  and  that  jjressure  is  applied  quickly.  It 
is  true  that  the  .face  veneer  continues  to  absorb 
moisture  after  ])ressure  has  been  applied  but 
pressure  tends  to  prevent  the  stock  from  swell- 
ing. 

I)rying  tlie  face  stock  does  not  prevent  any 
ditliculties.  It  may  be  done  in  a  hot  ]ilate  re- 
drier,  l)et\veen  hot  wood  cauls  or  in  a  veneer  or 
panel  drying  kiln.  The  latter  method  seems  to 
I)e  finding  favor  because  the  final  moisture  con- 
tent is  then  under  close  control  and  there  is  rea- 
sonable assurance  that  all  the  pieces  have  been 
dried  lo  the  desired  point.  Some  manufacturers 
have  adopted  the  idea  of  drying  the  veneer  in  a 
kiln  as  it  is  received  from  the  shipper,  and  then 
storing  the  dry  stock  in  racks  in  a  room  in  which 
both  tem])erature  and  humidity  are  vmder  con- 
trol. 1"his  results  in  flat  dry  stock  and  the  ma- 
terial is  always  in  condition  for  laying,  thus 
avoiding  the  delays  that  sometimes  occur  when 
the  veneer  must  be  redried  before  laying. 


Recently  a  customer  found  it  necessary  to  re- 
turn a  bedroom  suite  to  the  dealer  from  wliom  it 
was  purchased.  The  reason  for  this  was  care- 
less, inferior  workmanship,  all  veneered  surfaces 
l)eing  a  mass  of  checks  and  many  of  the  larger 
surfaces  being  marred  by  unsightly  putty  and 
sticky  shellac  patches.  There  can  be  no  excuse 
for  furniture  like  this  finding  its  way  on  the 
market  as  a  little  care  and  attention  to  details 
and  some  sort  of  close  supervision  and  inspec- 
tion would  ensure  dependable,  serviceable  fur- 
niture. 

An  unusual  feature  of  this  incident  was  that 
the  manager  of  the  store  attempted  to  argue 
that  l)ecause  this  furniture  was  veneered,  checks 
and  o])en  joints  could  l)e  expected.  There  al- 
ways has  existed  on  the  part  of  the  buying  oub- 
lic  a  sort  of  susi)icion  toward  veneered  furnitiu^e, 
though  in  recent  years  this  has  been  overcome  to 
a  certain  extent.  Any  good  that  has  been  ac- 
complished will  be  speedily  counteracted  if  retail 
dealers  make  a  ])ractice  of  informing  their  cus- 
tomers that  they  may  exjject  checks  and  o])en 
joints  on  pieces  that  have  l)een  veneered. 

Checks  Can  Readily  Be  Prevented 

The  suggestion  that  checks  and  open  joints 
cannot  be  avoided  when  an  article  is  veneered, 
we  believe  to  be  entirely  wrong  and  misleading. 
The  causes  of  checks  are  known  and  they  may 
readily  be  prevented.  That  this  is  so  may  be 
demonstrated  by  an  examination  of  veneered 
furniture  made  hyl  any  manufacturer  who  'is 
jjroud  of  his  reputation  and  prodtict.  !^uch  ven- 
eered furnitiu-e  will  present  smooth,  flat  sur- 
faces, free  from  checks  and  other  imperfections. 
What  can  be  accomplished  in  one  plant  can 
surely  be  acomplished  in  another.  If  a  manu- 
facturer finds  it  difficult  to  make  dependable 
veneered  furniture  with  the  equipment  on  hand 
he  shoulfl  either  add  what  is  reqtiired  in  the  way 
of  equipment  and  improve  his  methods  or 
chang-e  to  a  line  of  solid  furniture.  Checks  may 
usually  be  laid  to  one  of  the  following  causes: 
fault}'  veneer,  veneer  laid  with  wrong  side  out, 
stock  not  dry  at  time  of  laying,  too  much  time 
between  the  application  of  glue  and  the  appli- 
cation of  pressure  or  checks  caused  by  too  rapid 
drying  of  the  veneer  itself  or  of  the  glued-up 
panel.  The  most  j)robable  cause  for  the  trouble 
outlined  is  moisture  in  the  veneer,  either  due 
to  laying  veneer  that  was  not  dry  or  because  of 
moisture  that  was  picked  up  after  the  glue  was 
a])plied.    Whatever  the  cause,  the    remedy  in 


An  interesting  design 

in  a  smoker  by 
John  C.  Mundell  Co. 
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Illustrating  the  Beauty  of  Simplicity 


The  furniture  of  this  handsome  living  room  in- 
cludes a  number  of  interesting  antique  pieces.  On 
the  left  is  shown  an  Eighteenth  Century  bureau 
bookcase  and  chair.  The  chest  in  the  adjacent  corn- 
er is  likewise  in  Eighteenth  century  design.  The 
highboy  on  the  right  shows  the  graceful  lines  of  the 
William  and  Mary  period,  while  the  table  is  of  the 
Pembroke  design  originated  by  Sheraton.  On  the 
floor  are  seen  some  fine  oriental  rugs.  That  in  the 
centre  is  a  Hamadan  rug  of  Persian  weave.  On  the 
right  is  another  Persian  rug  in  Saraband  design. 
That  shown  in  front  of  the  bureau  on  the  left  is  one 
of  the  well-known  Shirvan  rugs,  a  Caucasian  weave. 
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Business  is  Lying  in  Wait  for  Those 
Who  Know  Where  to  Look 

Lots  of  it  Reposing  Serenely  in  "the  Southeast  Corner  of  the  Wagonbox"  — 
Sales  Initiative  and  Merchandising  Ideas  Are  What  is  Wanted  in  the 
Furniture  Business  To  day — Retailers  Want  Co-operation 
of  Manufacturer  and  Travelling  Salesman 

By  P.  W.  READ, 
Advertising  Manager,  Thomas  Furniture  Co.  Ltd.,  London,  Ont. 


X()\v  we're  working,  vvc  furniture  people  are 
actually  working.  For  we've  come  to  under- 
stand that  there  sm-e  enough  is  oodles  of  busi- 
ness lying  serenely  out  there  in  the  "southeast 
corner  of  the  wagonbox."  11  nw  much?'  easy! 
I'll  tell  you — two  hammer  handle  lengths,  t-h-i-s 
much:  and  a  little  bit  more.  And  to  think  that 
"little  bit  more"  is  greater  than  what  we  get! 
For  it's  my  own  pri\atc  opinicm,  publicly  e.x- 
piessed,  that  as  much  slips  through  our  hngers 
as  what  is  secured. 

Just  between  you  and  me  and  the  gate|)ost 
there's  not  a  finer  lot  of  men  in  this  great  big 
Canada  of  ours  than  those  dispensing  harbin- 
gers of  lazy  comfort  in  the  form  of  chesterfields, 
coupled  with  those  pushing  for  sale  of  the  most 
uncomfortable  things  imaginal)le,  dining  chairs 
— stately  grace,  some  call  them — to  say  nothing 
of  the  jolly  Innich  that  actually  push  baby  ])er- 
am'bulators  and  wooden  overcoats  at  one  and  the 
same  time,  both  of  which  make  for  comfortable 
and  respectable  rei)ose.  All  in  all,  this  'business 
of  letting  business  walk  right  by  the  front  door 
is  cjuite  a  pastime. 

How  About  Your  Score  Card? 

In  liasel)a!l  the  official  scorer  has  a  sweet 
little  way  of  placing  a  little  dot  in  the  error 
column  the  instant  a  player  fails  to  effect  a 
catch  when  he  actually  touched  the  ball.  The 
manager  of  that  ball  club  is  more  i)articular 
about  little  dots,  however,  so  he  goes  a  little 
farther  and  places  little  markers  side  the  i)lay- 
ers'  names  that  fail  to  even  touch  balls  they 
should  have  caught.  Omission  and  commission, 
that's  what  they  call  them — they  pyramid  into 
c|uite  a  Tower  of  liable,  the  larger  the  store  the 
more  tower  interferes  with  the  regular  move- 
ment of  the  clouds.    Look  out  for  the  lightning! 

Mow  many  little  dots  have  you,  us  and  every- 
])ody?  Sure!  We're  all  trying — two  types,  one 
with  a  magnified  series  of  systems  and  detail, 
less  imagination  ;  the  other  not  caring  for  effic- 
iency experts'  charts,  ])ipe  dreaming  by  the  hour. 
No  action,  to  speak  of,  except  a  cataleptic  state 
superinduced  'by  either  of  the  two  promising 
drugs.  Oh,  for  that  hap])y  medium  ;  that  utoj^a 
that  would  pitch  us  pell  mell  into  tlie  whirli)ool 
of  success  from  which  we  could  jibe  the  "sys- 
tem wizard"  and  the  boob  that  thinks  gas  for 


his  own  private  car  is  overhead. 

Unless  the  wizard  at  figures  can  tell  you 
how  to  find  the  business  that  lies  in  the  "'south- 
east corner  of  the  wagon-box,"  tell  him  to  go 
to  pot  with  all  his  figures,  for  a  wonderful  fig- 
ure scheme  never  got  business  and  never  will. 
Ideas  are  what  we  want — the  figures  will  take 
care  of  the  results  of  the  'big  idea.  Whoever 
heard  of  one  figure  manipulator  who  really  had 
an  idea  to  get  business? 

Horse  sense,  to  be  sure;  yes,  that's  what  we 
want — the  common  variety  of  "dark  horse" 
sense. 

There's  another,  aside  from  financial  bug-- 
bear,  that  teaches  the  furniture  dealer  to  talk 
the  deaf  and  duml)  language  to  old  Boss  Suc- 
cess and  he's  the  furniture  traveler  that  actually 
talks  about  sending  a  "little  stuff  along  on  con- 
signment— pay  for  it  when  you  sell  it."  He's  a 
long-horned,  perfidious  devil,  he  is;  one  that  saps 
stamina  and  courage  and  leaves  his  victim  pant- 
ing in  lethargic  bewilderment  on  the  floor  of 
indecision.  \\'ho  e\  er  heard  of  anyone  making  a 
huge  success  of  consignment  goods? 

Big  City  Ideas  Don't  Necessarily  Go  in 
Small  Town 

f  )n  top  of  that,  there's  another  bland  certi- 
ficated deceiver  who  takes  rare  delight  in  re- 
counting to  the  small  town  merchant  just  how 
many  hundred  of  this  and  that  he  loaded  on  to 
a  Toronto  store;  how  the  good  ladies  of  that 
city  fell  o\er  one  another  in  the  rush  to  make 
certain  of  securing  their  share;  the  bargain  hunt- 
ers actually  bent  the  plate  glass  window  almost 
double,  (jood  night!  I'ut  I  suppose  'ere  this  tlie 
small  town  dealer  is  onto  the  gag  and  has  now 
become  lackadaisical  to  such  chea])  efTontry.  Let 
that  traveler  work  his  brain  for  once  and  do 
something  in  the  way  of  an  idea  for  a  big  small 
town  i)ush.  i-[e  seems  to  forget  that  large  To- 
ronto houses  engage  high-pressure  experts  to 
create  the  ideas  that  bring  success  to  them  and 
which  are  only  apjilicable  to  Toronto  in  the 
main. 

And  here's  all  the  good  furniture  merchants 
waiting — waiting  with  open  arms,  mind  you,  for 
the  salesman  with  a  clean-cut  plan  of  resale; 
the  man  with  a  real  idea  of  how  to  direct  an 
increase  in  business.    No  longer  do  they  await 
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the  hale,  hearty  and  well  met  dude  that  thinks 
the  passing  of  a  cigar  says  "open  sesame."  In 
other  words  we  all  are  looking  for  the  travel- 
ing salesman  who  can  show  how  to  sell  his  par- 
ticular line  ;  how  to  find  the  business  lying  "in 
the  southeast  corner  of  the  wagon-box." 

Increase  the  business  one  hundred  per  cent. 
Why  not?  Look  that  the  fun  you'd  have;  more 


Ths  traveller  who  has  to  "catch  that  5.20"  is  overlooking  possibilities 
of  winning  customer  goodwill 

fun  than  the  proverbial  barrel  of  monkeys. 
Watch  the  monkeys,  watch  yourself — and  see 
which  is  the  funniest.  The  monkey  or  the  great 
big  Daddy  Bear  never  watches  the  little  kiddie 
who  has  not  provided  himself  with  a  bag  of  pea- 
nuts. No,  sir!  He  just  chatters  to  the  tot  that 
holds  in  his  hand  the  kernel  with  the  krinkly 
shell. 

Change  With  the  Time 

Forget  the  birds  that  are  nut  of  wo  k  ;  dis- 
card them,  just  remembering  those  that  are  in 
work  and  who  can  buy.  There's  the  point — for- 
get impossibilities.  Change  with  the  times  and 
do  it  glibly.  Twenty  years  ago  the  so-called 
working  man  was  a  very  poor  prospect :  then 
along  came  the  war  with  lots  of  money.  You 
remember  how  smoothly  you  changed  with  the 
times  then ;  how  you  nursed  him  along.  Oh, 
my,  all  the  stuff  he  bought,  nice  stufif  too^ — from 
the  best  solid  oak  caskets  to  the  neatest  little 
jardiniere  stand  Stratford  could  turn  out.  Now 
some  of  them  have  to  actually  coax  the  garrul- 
ous auctioner  to  unload  it  for  them.  AVhat  of 
it — change  with  the  times.  Learn  to  find  out 
who  is  working. 

Who  ever  heard  of  the  farmer  being  an  easy 
one  to  sell.  You  always  had  to  jump  on  hm 
and  you  always  will  have  to  have  an  extra  anvil 
in  the  store — and  a  chopping  block,  too.  Some 
say  he  hasn't  the  money.  Just  to  prove  it  go  to 
your  local  banks,  sit  across  the  managerial  desk 
and  get  the  man  on  the  other  side  of  it  to  talk. 
Well,  get  him  to  talk,  and  you'll  feel  a  lot  better. 

Talk  alDout  being  sound  asleep — we  have 
been  lulled  by  that  glib  old  fellow  Morpheus 
until  we  began  to  feel  we  really  were  quite 
smart.  When  I  refer  to  "we,"  I  mean  this  store 
of  Thomas.  Turn  the  clock  back,  please  turn  it 
back  to  yestermonth  just  so  we — now  we  have 
pinched  oursehes   to   wakeful   nightmare — can 


recover  that  100  ]:)er  cent  increase  that  we  might 
have  had.  But  then  Morpheus  wouldn't  have 
had  any  fun. 

Big— But  It  Might  Have  Been  Bigger 

A  whole  bed  outfit  for  $35  that's  what  we 
had — one  of  those  walnut  steel  beds,  with  a 
lovely  coil  spring  and  a  perfectly  nice  l)rown 
mattress  that  looked  as  thick — it  did  look  thick, 
that's  all  there  is  to  it.  But  we  were  the  thick- 
est. So  pleased  were  we  with  the  outfit  that 
we  wanted  to  make  it  appear  exclusive.  So 
down  stairs  right  ])y  the  front  door  we  brought 
it  and  pushed  it  to  the  limit.  .  Good  business ;  I 
should  say  so — over  200  of  them.  We  tumbled 
all  over  ourselves  in  the  pushing  of  it ;  the  cast- 
ers were  easy  running,  we  fell  and  got  mixed  in 
the  coils,  hit  our  heads  on  the  door  post  which 
rendered  us  unconscious  of  the  fact  that  there 
sometimes  is  a  better  mattress — a  nice  white 
layer  felt  matress  for  instance.  Oh,  what  hoobs 
we  were  to  let  such  an  opportunity  slip  by.  I'll 
wager  we  could  have  sold  as  many  with  a  much 
better  mattress  as  we  did — the  nice  starchy  one. 

Just  supposing  now  we  had  discovered  the 
"southeast  corner  of  the  wagon-box"  the  value 
of  the  mattresses  would  have  automatically 
increased  100  per  centum.  AA'hat's  the  use  of 
talking  about  it — there'll  he  a  "next  time" 
The  Salesman's  Responsibility 

A\'ho  should  lia\e  set  up  the  yell?  Why,  the 
salesman.    Certainly  Itc  should  have.    One  wal- 


Ideas  are  more  valuable  than  statistics  in  running  a  business 

lop  from  him  and  the  whole  atmosphere  would 
have  been  permeated  with  the  wail.  In  the  mere 
arrangement  he  should  have  seen  the  lack  of 
business-building  judgment.  He's  to  blame  for 
a  whole  lot;  he's  not  on  to  his  job.  In  fact  he's 
the  only  one  in  the  whole  industry  that  is  not 
up  to  snuff — away  off  color. 

The  manufacturer  realizes  he  has  to  turn  out 
goods,  even  the  traveling  salesman  knows  his 
tiinetable.  In  turn  the  merchant  covets,  a  Pack- 
ard. But  the  retail  salesman  doesn't  seem  to 
give  a  hang  whether  school  keeps  open  or  not, 
more  particularly  in  the  smaller  places.  Instance 
after  instance  shows  the  salesman  woefully 
wanting — in  fact  it's  the  problem  of  the  whole 
industry.  How  many  salesman  have  you  seen 
aft'ected  with  the  idea  that  they  can  actually 
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judg;e  people — size  customers  up,  so  to  speak? 
Again  they  do  not  know  furniture  and  there's 
no  one  to  tell  them. 

He  Has  to  Catch  the  Five-Twenty-two 

I'he  average  furniture  traveler  is  none  too 
well  versed  himself.  Ask  him  to  stay  over  till 
this  evening  to  explain  his  line  and  he's  liable 
to  tell  yovi  he's  working  on  commission,  has  a 

train  to  make  and  must  catch  the  5.22  to  . 

And  so  it  goes.  Even  the  hand-shaking  visit  of 
the  big  noise  in  the  factory  henefits  little  for  he 
acts  more  as  though  he  were  on  a  picnic  or  a 
vacation — out  for  a  little  air,  as  it  were. 

I  know  one  store  that  makes  a  ^business  of 
seeing  that  all  their  salesmen  go  to  the  furniture 
exhibition.  How's  that  for  first  hand  know- 
ledge? Couldn't  'beat  it.  I've  seen  that  self- 
same store  pay  the  entire  staff's  expenses  for  a 
Wednesday  afternoon  trip  to  an  adjacent  manu- 
facturing town.  If  you  like  I'll  ask  them  if  it 
paid.  Several  of  the  larger  stores  have  engaged 
experts  for  store  talks.  Even  then  there  is  cer- 
tain lack  of  interest  and  they  dislike  to  come 
back  at  night,  so  15  or  20  minutes  earlier  in  the 
morning  seems  to  be  the  best. 

More  Ideas  Wanted 

It  requires  a  pretty  good  sales  manager  to 
sift  out  the  meat  from  the  average  rej^resenta- 
tive's  talk  for  his  staff.  Usually  they  ride  high, 
wide  and  handsome  in  their  talk  and  there's  little 
of  real  value  except  a  technical  explanation  and 
Avhat  a  perfectly  wonderful  firm  for  which  they 
work.  The  specialty  man  is  the  bird  that  is  a 
real  director ;  he's  the  one  to  hand  out  ideas  on 
a  silver  platter  and  so  smooth,  too.  Let's  have 
more  of  these  dudes. 

I  recall  only  a  short  while  ago  one  morning 
when  the  postman  put  in  ()ur  hands  that  wonder- 
ful piece  of  propaganda  telling  us  all  about  the 
high  pressure  campaign  of  the  Congoleum  folks. 
We  read  it  over  and  decided  we  were  not  up  to 
snuff  to  work  along  with  such  a  big  idea.  We 
really  weren't  big  enough  to  ride  alongside  a 
$50,000  campaign. 

We  handed  a  letter  in  care  r)f  the  postmaster 
who  promised  to  deliver  it  to-  our  good  friends 
in  Montreal  instanter.  It  left  here  Saturday 
noon.  Monday  noon  he  was  here.  Not  yet  have 
we  discovered  how  he  arrived  so  soon.  Any- 
way he  came  and  we  asked  him  to  put  us  wise 
that  same  night.  And  he  did,  with  the  result 
that  we  sold  in  one  week  more  Congoleum  rugs 
than  we  did  in  two  whole  years. 

Overhead — And  Then  More  Overhead 

A  furniture  store  is  a  great  ibig  place,  larger 
than  the  average  establishment,  and  how  it  can 
accumulate  overhead — "  with  overhead  here  and 
overhead  there ;  here  overhead,  there  overhead — • 
old  McDonold  had  a  store."  It  virtually  has 
overhead  thrust  upon  it — isn't  it  the  limit 
though?  A  salesman  is  overhead.  If  you  don't 
believe  it,  ask  him. 


Oh,  for  a  better  connection  between  the 
officially  dubl)ed  buyer  and  the  sales  staff.  Of- 
times  he  sits  in  his  sanctum  sanctorum  much 
like  a  little  tin  god  on  wheels  fingering  over 
photographs,  gulpng  down  the  do|)c  on  "the 
good  sellers."  Let  him  get  out  to  the  factories 
and  learn  what  are  "good-buys"  and  what  are 
"country  cousins  come  to  stay." 

Mow  to  teach  a  salesman.  You  can't  teach 
him — he  learns  himself,  if  he's  a  salesman;  yes, 
lie'Il  learn  in  s])ite  f)f  traveling  salesmen  who 
do  nothing  but  have  it  figured  that  the  next 
train  leaves  at  3.18  anfl  a  half,  if  it  isn't  late. 
Likely  as  not  he'll  know,  too  whether  it's  late  or 
not. 

Let  the  manufacturer,  the  merchant,  the 
traveler  help  the  retail  salesman  find  the  busi- 
ness tliat  is  lying  in  the  "southeast  corner  of 
the  wagon  hox"  for  he's  the  one  that  gains  or 
loses  it. 


Plan  to  do  Business  on 
Cash  Basis 

The  following  announcement  rega"ding  their 
decision  to  operate  their  business  on  a  cash  basis 
in  the  future  is  made  by  Williams  &  Cann,  fur- 
niture dealers,  Bowmanville,  Ont.,  in  their  local 
l)aper : 

"We  want  to  say  a  few  words  to  the  men  and 
women  who  take  a  pride  in  their  homes — who 
like  modern  labor-saving  and  comfortable  furni- 
ture which  makes  life  worth  while  for  every 
member  of  the  family.  Clothes  make  the  man, 
hnt  furniture  certainly  makes  the  home. 

"We  are  getting  away  from  our  subject. 
What  we  started  out  to  say  was  in  reference  to 
paying  less  for  good  furniture. 

"Wiliams  &  Cann,  Furniture  Dealers,  Bow- 
manville, are  taking  this  means  of  notifying  the 
buying-  public  of  this  district  that  in  future  they 
will  conduct  their  business  on  an  a1)Solutely  cash 
basis.  They  have  always  sold  furniture  on  a 
very  close  margin  of  profit — but  now  the  prices 
go  still  lower.  Every  article  of  furniture  in  our 
store  will  l)e  marked  down  20%  below  previous 
regular  prices.  We  figure  this  big  reduction 
can  be  made  as  expense  of  book-keeping  will  be 
practically  done  away  with.  There  will  be  no 
bad  debts.  We  also  look  for  a  tremendous  in- 
crease in  business  at  these  new  low  prices  which 
should  at  least  treble  our  annual  turnover — thus 
enabling  us  to  sell  good  reliable  furniture  at  the 
lowest  prices  ever  attempted  in  this  community. 

"If  you  are  needing  furniture  now  is  the  time 
to  buy  at  Williams  &  Cann's  Furniture  Store. 
Come  in  and  see  our  attractive  stock.  You  a^e 
under  no  obligation  to  buy  unless  thoroughly 
suited — and  convinced  that  our  prices  are  the 
lowest." 
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Doesn't  It  Happen  Every  Day? 

Four  Little  Real-Life  Anecdotes  Showing  Why  Some 
Customers  Bought  and  Some  Didn't  —  The  Lessons 
Taught  are  Applicable  to   Furniture  Stores 


Tying  In  to  Business 

I  iDOUglit  a  tie  in  a  haberdashery  store  and  took  it 
home  with  a  feeHng  that  it  was  in  perfect  condition. 
For  some  reason  or  other,  I  put  the  tie  away  and  did 
not  bother  to  wear  it  for  about  three  weeks.  The 
first  time  I  had  it  on  my  wife  called  my  attention  to 
a  defect  in  the  tie  which  I  had  not  noticed.  I  of 
course  took  the  tie  off  right  away,  and  the  next  day  I 
returned  to  the  store  where  I  made  the  purchase. 
The  proprietor  was  quite  willing  to  make  an  ex- 
change, although  three  weeks  had  elapsed  since  the 
purchase  v/as  made.  I  have  a  friendly  feeling  towards 
this  store  as  the  result  of  the  courteous  manner  rn 
which  I  was  treated,  as  it  was  the  first  time  I  had 
ever  found  it  necessary  to  return  so  small  an  article 
as  a  necktie.  I  will  undoubtedly  return  there  for  my 
next  purchase  in  this  line. 

Make-believe  Radio  Dealers 

The  ignorance  of  some  radio  dealers  regarding  the 
equipment  they  sell  is,  as  "Bud"  Fisher  puts  it,  "posi- 
tively refreshing."  This  does  not  apply,  I  know,  to 
the  great  majority  of  radio  dealers,  but  there  are  some 
dealers  of  the  s'maller  type  who  know  less  about  the 
parts  of  which  a  set  is  constructed  than  the  most 
green  amateur.  I  became  greatly  interested  in  radio 
a  few  months  ago  and  decided  to  undertake  the  con- 
struction of  a  simple  receiving  outfit.  I  read  a  few 
text  books  on  the  subject  of  putting  together  such  a 
set  and  then  went  to  a  nearby  radio  store,  the  only 
store  in  the  immediate  locality  of  my  home,  to  pur- 
chase the  parts  required  in  this  particular  circuit.  I 
naturally  expected  to  find  the  dealer  supplied  with 
not  only  the  actual  articles  I  required,  but  also  with  a 
fund  of  practical  information  for  my  further  guid- 
ance. A  few  moments  conversation  with  him  made 
me  feel  that  I  knew  a  great  deal  indeed  about  radio 
in  general  and  the  construction  of  receiving  equip- 
ment. As  a  result  of  this  conversation,  I  decided  to 
go  elsewhere  for  the  supplies  I  needed  and  am  now 
making  my  purchases  at  a  large  down  town  store. 
Although  it  is  not  as  convenient  to  go  there  every 
time  I  need  any  supplies,  yet  I  know  that  I  can  al- 
ways receive  there  any  information  I  may  desire 
about  the  little  proble'ms  which  every  amateur  runs 
up  against  in  the  construction  of  a  radio  receiving  set 
and  I  confine  my  purchases  solely  to  this  store.  My 
local  dealer  seemed  to  be  satisfied  to  be  able  to  dis- 
tinguish a  plate  condenser  from  a  variometer  and  has 
not  awakened  to  a  realization  that  what  the  purchaser 


of  radio  ecjuipment  wants  more  than  anything  else 
is  information  and  advice. 


Passing  Up  the  Kiddies 

My  small  sister  came  home  the  other  day  with  a 
moving  tale  of  her  treatment  in  a  sporting  goods 
store.  She  had  taken  down  her  tennis  racquet  for  re- 
stringing  and  it  seemed  that  almost  every  other  ten- 
nis racquet  in  the  city  also  needed  repairs.  At  any 
rate,  there  was  a  big  crowd  in  the  store,  at  noon  hour, 
and  apparently  she  stood  there  for  15  or  20  minutes 
before  the  clerks  deigned  to  notice  her,  while  adults 


kept  shoving  ahead  and  had  their  needs  attended  to. 
Finally,  of  course,  the  crowd  thinned,  and  a  lordly 
clerk  condescended  to  look  after  the  wants  of  the 
tearful  little  lassie  with  her  cheap  racquet.  She 
came  home  with  a  strong  prejudice  against  that  store 
and  no  doubt  her  opinion  influences  the  adults  of  the 
family.  What  is  more,  some  day  she  will  be  a  Iniyer 
herself,  and  it  will  be  quite  the  usual  human  proced- 
ure, if  her  prejudice  against  that  store  continues. 


A  Goodwill  Letter 

I  got  a  letter  the  other  day  which  struck  me  as  a 
good  idea.  There  would  appear  to  be  no  difficulty  Tn 
adapting  it  to  the  electrical  business — it  cements 
goodwill.  Here  is  the  letter,  'from  my  insurance 
man : 

Dear  Mr.  Andrew : 

I  want  to  thank  you  again  for  the  fine  business 
which  you  have  just  given  us. 

While  I  know  that  in  taking  insurance  from  us 
you  are  getting  the  best  insurance  procurable,  I  do 
not  want  to  accept  your  business  simply  as  a  matter 
of  course.  I  want  you  to  know  that  I  appreciate  it 
very  much. 

Yours  very  sincerely, 
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In  the  Ontario  Furniture  Markets 

Past  Month  has  Been  Very  Quiet  with  the  Furniture 
Manufacturers — Recent  Orders,  However,  Raise  Hopes 
of  Improvement  During  Fall — Several  Plants  Have 
Recalled    Employees    to    Their    Posts  Following 

Holiday  Period 
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While  it  cannot  be  said  that  the  |)eri(icl  of 
(juict  in  the  furniture  industry  has  passed  there 
are  signs  that  trade  is  improving  and  that  the 
lio])es  ior  the  usual  fall  and  winter  ljusiness  will 
soon  be  realized.  Orders  which  have  recently 
l)een  received  by  local  plants  indicate  that  con- 
ditions have  taken  a  turn  for  the  better.  It  is. 
however,  too  early  to  make  any  further  state- 
ment based  on  the  improvement  to  date,  for  it  is 
not  yet  clear  to  manufacturers  whether  the  or- 
ders that  have  been  received  by  a  numl)er  of 
l)lants  are  the  result  of  any  factor  ni  the  econ- 
omic and  financial  life  of  the  country  on  which 
the  stability  of  normal  conditions  depends  or 
whether  they  are  ])ut  an  intermediate  stage  in  a 
continued  period  of  (|uiet. 

As  expected  the  past  month  has  beeti  very 
(|u;et.  the  quietest  in  many  years.  At  present 
the  conditions  that  have  prevailed  for  the  ])ast 
four  to  six  weeks  in  most  of  the  factories  con- 
tinue, the  probabilities  being  that  there  will  be 
little  change  before  the  middle  of  next  month. 
()|)erations  in  only  a  few  local  i)lants  ceased 
completely,  the  majority  keeping  the  regular 
staffs  em])lf)yed  for  five  days  in  the  week,  adopt- 
ing the  policy  of  concentrating  on  whatever 
business  there  was  on  these  days  and  giving 
employes  the  benefit  of  a  holiday  over  the  week 
end.  In  all  plants  of  course  operations  have 
still  been  carried  on  with  reduced  staffs.  In  a 
number  of  cases  manufacturers  found  it  advis- 
al)le  to  close  shop  completely,  the  intention  ac- 
cording to  present  plans  being  to  re-open  early 
in  September  or  the  middle  of  the  month  at  the 
latest. 

The  optimism  which  has  been  evident  among 
manufacturers  all  summer  still  exists  although 
the  hopes  may  not  be  for  a  sudden  revival  of 
Inisiness  and  their  ex])ectations  may  be  confined 
to  a  gradual  improvement  this  fall.  This  optim- 
ism is  evident  not  only  in  conxersations  with 
manufacturers  but  in  the  movements  of  men  in 
the  trade.  For  examj^le  an  aggressive  and  suc- 
cessful young  Kitchener  man  who  has  l)een  the 
manager  of  a  growing  furniture  plant  which  has 
been  busy  on  orders  all  summer  has  decided  to 
go  into  the  business  on  his  own  account.  The 
conditions  in  the  trade  have  not  deterred  him 
from  organizing  a  new  company  and  launching 
into  Inisiness,  a  step  which  many  men  of  less 
courage  and  shorter  vision  might  hesitate  to 
take  in  this  period.  The  manufacturer  in  ques- 
tion believes  not  only  that  the  field  which  he  has 
entered  can  be  mastered  by  himself  but  also  that 


a  revival  in  business  is  soon  to  be  experienced. 
His  confidence  is  typical  of  all  local  furniture 
manufacturers. 

There  is  increased  activity  in  the  industry  as 
a  whole  but  manufacturers  are  loath  to  make 
any  statement  as  to  whether  it  heralds  the  be- 
ginning of  the  anticipated  revival.  Orders  have 
l)een  picked  up  here  and  there  throughout  Ont- 
ario and  Quebec  and  even  in  Western  Canada, 
as  a  result  of  which  a  number  of  plants  have 
called  employees  to  their  posts  who  have  been 
on  holidays  or  who  had  been  employed  at  out- 
side work,  for  example  building.  Local  retail 
men  also  find  trade  good  despite  the  fact  that 
the  month  of  August  is  always  quiet,  although 
business  cannot  be  termed  brisk.  They  also 
share  the  optimism  and  confidence  of  the  manu- 
facturer as  to  the  fall  and  winter  trade. 

The  experience  of  furniture  manufacturers 
who  have  received  orders  is  also  reported  by 
fir  ms  specializing  in  allied  lines,  including  ven- 
eers, springs  and  cushions. 


News  and  Notes 

R.  A.  Mac(jillivray,  manager  of  the  Kit- 
chener Furniture  Company,  Ltd.,  reta  lers,  and 
wife  are  on  a  two  weeks  holiday  trip  to  Akron, 
Ohio,  making  the  trip  by  motor. 

Among  the  furniture  exhibitors  at  the  Can- 
adian National  Exhil)ition  are  several  Kit- 
chener and  Waterloo  firms,  though  great  major- 
ity of  the  manufacturers  are  not  showing  their 
products.  Several  will  take  space  at  the  Lon- 
don exhibition.  While  no  direct  results  are  an- 
ticipated from  the  exhibits  faith  is  held  in  the 
theory  that  indirect  benefits  will  be  secured. 

The  furniture  industry  at  all  times  may  seem 
to  involve  sufficient  responsibility  for  any  busi- 
ness man  to  assume  but  it  has  not  deterred  one 
of  Waterloo  county's  prominent  furniture 
manufacturers  from  giving  his  attention  to  the 
needs  of  his  community.  Reeve  G.  A.  Gruetz- 
ner,  of  the  Hespeler  ITirniture  Company,  Ltd., 
chairman  of  the  board  of  management  of  the 
house  (jf  refuge  which  is  located  in  the  city  of 
Kitchener,  has  l)een  primarily  responsible  for  the 
decision  to  improve  and  enlarge  the  institution 
by  an  expenditure  of  about  $100,000  this  fall. 

Owing  to  the  resignation  of  E.  W.  Voelker, 
manager  of  the  DeLuxe  Upholstering  Co.  Ltd., 
Avho  has  organzed  a  new  company,  the  Chester- 
field Furniture  Co.,  Armand  Schreiter,  a  mem- 
ber  of    Schreiters,    Ltd.,    retailers   and  manu- 
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facturers,  has  again  assumed  the  management 
of  the  factory,  retaining,  however,  his  post  in 
the  management  of  the  retail  business.  Mr. 
Schreiter,  who  was  manager  of  the  plant  in  its 
infancy  and  who  built  up  a  large  business,  re- 
ports conditions  favorable. 

W.  H.  Stubbs,  manager  of  the  Canadian 
liranch  of  ' the  J.  M.  Card  Lumber  Company, 
Chattanooga,  Tenn.,  left  recently  on  a  two 
weeks  business  trip  to  the  U.  S.  plant.  The  local 
house  which  is  one  of  the  few  in  Canada  dealing 
in  hardwood  veneers  reports  that  there  are  in- 
dications of  improved  conditions,  a  number  of 
handsome  orders  having  been  received  from  fac- 
tories recently. 


conviction  that  the  Chesterfield  Furniture  Com- 
pany will  become  one  of  the  community's  enter- 
prising furniture  concerns. 


Kitchener  Has  a  New  Furniture 
Industry 

The  enterprise  of  local  young  men  has  meant 
another  furniture  industry  for  Kitchener  which 
])romises  to  meet  with  success.  The  new  in- 
dustry is  the  Chesterfield  Furniture  Company 
located  in  the  Boehmer  block  on  East  King  St., 
Avhich  has  been  the  birth  place  of  more  than  one 
successful  Kitchener  plant. 

The  members  of  the  company  are  E.  W. 
Voelker,  formerly  manager  of  the  De  Luxe  Up- 
holstering Company,  Ltd.,  City,  C.  W.  Voel- 
ker and  Alf.  Gilham,  the  last  mentioned  also 
having  been  on  the  staff  of  the  same  company. 
The  fact  that  during  the  two  and  a  half  years  of 
his  management  of  the  former  company  a  good 
business  was  maintained  and  enlarged  bespeaks 
success  for  the  head  of  the  new  firm.  Mr.  Voel- 
ker believes  that  there  is  room  in  the  field  fi^r 
another  industry  of  this  nature  and  also  that 
conditions  in  the  trade  will  shortly  improve 
which  will  mean  a  demand  on  the  manufacturer 
that  may  be  hard  to  fill  promptly.  Associated 
with  him  also  are  two  able  men  who  have  met 
with  success  in  their  respective  posts  in  the  past 
and  who  also  should  prove  strong  pillars  in  the 
new  business.  The  company  proposes  to  special- 
ize in  the  manufacture  of  upholstered  high  and 
medium  grade  living  room  furniture  and  are 
now  manufacturing  samples,  orders  for  some  of 
which  have  already  been  received.  The  factory 
will  be  in  regular  operation  early  in  September. 
The  quarters  are  located  in  the  bottom  floor  of 
the  Boehmer  block  and  are  central  for  the  re- 
tailers and  wholesalers  who  visit  the  citv. 

The  samples  that  have  been  made  and  are 
on  display  in  the  factory  indicate  that  the  com- 
pany will  turn  out  handsome  lines  of  the  newest 
designs  and  that  they  will  be  in  keeping  with 
the  products  turned  out  in  Kitchener  and 
Waterloo  plants  generally. 

The  success  that  has  come  to  99  per  cent,  of 
the  T  win  City's  young  men  wh(.>  have  entered 
the  manufacturing  field  as  well  as  the  success 
that  the  members  of  the  firm  have  had  in  their 
respective  fields  in  the  past  and  the  orders  that 
have  already  been  received  give  ground  for  the 


Happenings  in  the  Trade 

Damage  estimated  at  $25,000  was  done  by  a 
fire  which  broke  out  in  a  building  used  by 
Stewart  &  Co.,  furniture  dealers,  Ottawa,  as  a 
warehouse  and  workshop,  some  weeks  ago. 

It  is  reported  that  the  Reliable  Furniture  Co., 
will  open  for  business  at  1010  Wyandotte  St., 
Windsor,  Ont.,  on  Sept.  15. 

Thorpe  &  Branchaud,  furniture  dealers, 
Haileybury,  Ont..  have  improved  their  premises 
on  Ferguson  Ave.,  by  the  installation  of  a  new 
front. 

William  George  Barrie,  for  several  years  the 
proprietor  of  a  successful  furniture  business  in 
Prince  Rupert,  B.C.,  passed  away  at  the  home 
of  his  mother,  Mrs.  A.  Barrie,  London  St.,  Peter- 
])oro,  Ont.,  after  a  long  and  severe  illness. 

Union  Furniture  Store,  Regina,  has  recom- 
menced business.  ' 

Verdun  Auction  Room,  Montreal,  has 
changed  style  to  Verdun  Furniture  Exchange. 

O.  B.  Ranger,  Enreg.,  furniture  dealers, 
Montreal,  has  been  registered  by  Ant()ine  Rod- 
olphe  Ranger,  Francois  Oscar  Ranger  and 
Hector  Ranger. 

J.  J.  Currie,  furniture  dealer,  Milestone, 
Sask.,  is  reported  to  have  suffered  loss  ])y  fire. 

C.  H.  Pennington,  of  Norwich,  retail  furni- 
ture dealer  and  funeral  director,  reports  a  won- 
derful business  done  in  the  past  two  months  in 
the  furniture  trade.  Mr.  Pennington,  who  was 
unknown  to  this  trade  four  years  ago,  has  cer- 
tainly made  great  strides  in  the  furniture  end 
of  his  business,  having  purchased  the  ])resent 
store  which  was  very  small  and  poor  at  that 
time.  He  quickly  remodelled  the  premises  and 
little  by  little  restocked  with  everything  re- 
quired in  the  home.    Realizing  the  necessity  of 
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Upholstering 

The  Deep  Seat  Type  of  Chair 

The  Next  Step  in  Our  Discussion  on  Upholstered  Furniture — This  is 
Probably  the  Most  Luxurious  Type — Frame  Made  Without  Feet. 


The  chair  illustrated  in  Fig.  118  brings  into 
our  discussion  of  modern  upholstering  perhaps 
the  most  luxurious  type  in  modern  use.  The 
deep  spring  upholstering  of  this  seat  does  away 
entirely  with  chair  feet  and  the  chair  rests  dir- 
ectly upon  the  floor. 

In  addition  to  this  feature,  this  chair  is  of 
unusually  luxurious  proportions  which  must  l)e 
built  up  entirely  in  upholstering. 

For  this  reason,  the  seat  of  the  chair  is 
(louble-stufYed.  and  a  soft,  stitched  edge  is  pro- 
vided above  the  wire  of  the  spring  edge,  as 
shown  in  Fig.  119.  The  stitching  of  the  edge  is 
intended  only  to  give  shape  to  the  edge,  not 
hardness. 

The  next  step  is  the  upholstering  of  the  arms, 
as  shown  in  Fig.  120.  These  arms,  as  will  be 
observed  in  the  illustration  of  the  finished  chair. 
Fig.  124,  serve  only  the  purpose  of  elbow  pads, 
but  they  are  completely  upholstered,  because, 
when  in  use,  the  down  cushion  and  soft,  spring- 
seat  sinks  with  the  weight  of  the  occupant,  ex- 
posing the  inside  of  the  arms.  They  must, 
therefore,  be  treated  as  if  they  were  exposed  at 
all  times.  Fig.  120  gives  the  appearance  of  the 
arms  at  this  stage. 

The  next  step  is  the  springing  up  of  the  back, 


which  has  been  thoroughly  described  in  connec- 
tion with  other  chairs.  This  is  followed  by  the 
double-stuffing  indicated  in  l'"ig.  121,  with  its 
soft,  stitched  edge,  'i'he  purpose  of  this  edge 
and  double-stuffing  is  to  bring  the  de])th  of  the 
U])holstering  of  the  back  to  about  e(|ual  the 
thickness  of  the  above  cushion,  in  other  words, 
the  frame  and  stitched  edge  combined  should 
equal  about  four  inches,  and  the  down  cushion 
should  also  be  four  inches,  so  that  the  entire 
back,  as  shown  in  l'"ig.  124,  is  about  eight  inches 
thick  ()\'er  all. 

A  soft  coating  of  hair  is  laid  over  the  entire 
back.  This  may  be  confined  under  a  muslin 
covering  or  it  may  be  kept  in  place  by  the  down 
cushion,  which,  as  shown  in  Fig.  123,  can  be 
sewn  to  the  stitched  edge,  it  having  been  first 
fitted  and  filled  in  the  manner  already  described 
in  connection  with  other  chairs. 

The  completed  chair,  shown  in  Fig.  124, 
gives  the  a])i)earance  of  the  chair  finished  by 
welting.  The  luxurious  character  of  the  uphol- 
stering is  suggested  by  its  appearance  of  double 
and  triple  cushioning  as  well  as  by  its  unusual 
size. 

(To  be  continued.) 
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In  Establishing  a  Business 

The  First  Point  to  Consider 

is  "Location" 

This  is  as  Important  for  the  Small  Town  Dealer  as  For 
the  Big  City  House — Picking  a  Good  Town 
is  Half  the  Battle 


"Before  I  located  a  store  in  any  town,  I 
would  drive  through  the  surrounding  country," 
said  a  well-known  merchandising  expert,  speak- 
ing on  the  subject  of  "Organizing  a  country 
retail  store."  "I  would  not  only  be  concerned 
with  the  main  street  of  the  town  where  I  put 
the  store ;  I  would  see  the  farmers,  and  I  would 
note  whether  or  not  they  were  prosperous 
whether  the  buildings  were  painted  or  going  to 
ruin  or  whether  they  were  teing-  improved  or 
likely  to  be  improved  in  time.  I  would  look  at 
the  animals  and  see  whether  the  horses  were 
well  kept  or  not. 

"Show  me  a  mail  that  has  splendid  animals 
and  I  will  show  you  a  man  that  is  prosperous. 
Show  me  a  man  that  allows  the  animals  to  go 
down  and  look  as  though  starved  to  death  and 
I  will  show  you  a  lack  of  prosperity.  I  would 
study  not  only  those,  but  I  would  g'O  farther  and 
study  the  market  for  selling  the  things  those 
people  raise.  I  would  talk  to  the  people  them- 
selves and  find  out  if  they  were  pessimistic, 
whether  or  not  there  was  a  chance  of  their  being 
successful. 

Choosing  the  Location 

"I  would  then  look  for  the  location  of  the 
store,  provided  the  conditions  in  the  surround- 
ing country  were  right,  and  I  would  begin  to 
analyze  the  exact  location  of  this  particular 
building. 

"Someone  has  said,  as  I  mentioned  before, 
that  it  is  'well  to  go  where  business  is,'  and  so 
I  would  study  very  careflully  where  the  most 
business  in  this  particular  town  was  being  car- 
ried on,  and  I  would  try  to  get  as  near  as  pos- 
sil^le  to  the  place  where  the  most  people  passed. 

"When  they  get  ready  to  locate  a  store,  the 
great  chain  stores  send  an  individual  to  town. 
He  stands  in  front  of  a  location  and  carefully 
counts  every  individual  that  passes  that  store. 
He  then  leaves  and  a  new  person  representing 
that  organization  comes  in.  He  counts  the  per- 
sons passing  that  place  at  a  different  time  of  day 
in  order  that  he  might  see  if  it  is  just  at  some 
particular  time  of  the  day  that  the  people  go  by 
the  store.  After  this  individual  goes  'back  with 
with  his  record  of  the  number  of  people  passing, 
another  individual  quite  frequently  comes  and 


tries  to  ascertain  why  they  pass,  because  it 
makes  a  very  big  difference  in  a  merchandising 
establishment  as  to  why  people  pass  a  store. 

"The  United  Cigar  Stores  study  very  care- 
fully the  locating  of  their  stores  so  that  they  may 
be  at  the  point  a  man  is  likely  to  be  when  he 
has  a  desire  to  smoke  That  sounds  as  if  it  were 
going  very  far  into  technicalities,  doesn't  it?  But 
it  is  not.  If  you  go  into  the  location  of  these 
splendid  cigar  stores,  you  will  find  one  of  these 
cigar  stores  placed  near  splendid  office  buildings 
or  restaurants  regardless  of  the  rent.  Doesn't 
this  sound  reasonable?  I  am  workings  in  an 
office  until  12  o'clock.  The  time  comes  to  go  to 
lunch.  I  secure  a  splendid  meal.  The  average 
individual,  after  he  secures  his  meal,  is  ready  for 
a  smoke.  Now  this  cigar  stand,  because  it  is 
properly  located,  is  right  here  when  I  come  out. 
r  am  ready  to  smoke  and  the  cigar  stand  awaits 
me  right  there.  They  know  that  to  place  an 
institution  that  wants  to  sell  merchandise  at  the 
right  place  when  a  fellow  wants  to  buy  is  a  vastly 
important  part  of  the  programme.  So  as  techni- 
cal as  that  may  sound,  there  is  just  as  much 
value  in  that  for  the  retailer. 

"The  individual  who  feels.  'Oh,  I  am  already 
located ;  my  store  is  already  placed ;  therefore 
that  does  not  help  me,'  I  am  going  to  say  this, 
'that  that  indiviclual  who  does  not  study  the 
location  from  that  point  is  losing  an  opportuni- 
ty.' If  this  analysis  reveals  to  him  that  it  is  off 
the  beaten  path,  if  he  is  on  this  side  of  the  street 
and  most  people  go  on  the  other  side — if  he  is 
a  wise  merchant  he  is  going  to  make  some  plan 
to  overcome  those  disadvantages.  If  he  finds  he 
is  on  the  wrong  side  of  the  street,  as  is  often  the 
case,  so  far  as  weather  conditions  are  concerned, 
he  is  not  going  to  say.  'It  is  all  up;  I  am  on  the 
wrong-  side,'  but  he  is  going  to  try  to  overcome 
those  conditions  in  certain  ways.  I  know  a  mer- 
chant who  is  located  on  one  side  of  the  street 
where  it  is  so  hot  that  people  will  scarcely  walk 
by.  Instead  of  putting  in  colored  articles  that 
make  you  hot,  he  always  tries  to  make  you  cool, 
and  inside  he  has  an  assortment  of  all  those 
things  the  appearance  of  which  go  to  counteract 
heat 

"Study  the  purchasing  power  of  the  people. 
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llu'ir  needs  and  desires;  find  out  as  near  as  you 
can  those  things  which  enter  into  their  hves. 
The  desire  of  the  people  are  formed  largely  by 
their  environment  and'  their  surroundings.  VVe 
study  not  only  the  location  of  our  own  buildings, 
but  we  are  going  to  study  the  competitors. 
What  kind  of  comi)etition  have  we  in  the  com- 
munity? y\re  the  merchants  in  the  community 
progressive?  If  there  is  anyone  else  engaged  in 
l)usiness  there,  see  if  they  are  progressing.  Are 
they  of  the  'cut-price'  type,  or  are  they  men  who 
believe  in  getting  a  fair  margin  of  profit?  Do 
they  guess  at  what  it  costs  them  to  do  business, 
or  do  they  conduct  it  with  a  careful  knowledge 
of  business?  Have  they  a  re])Utati()n  for  hon- 
esty? Do  they  work  together  for  the  good  ot 
the  community  or  does  each  man  ])ull  for  him- 
self? Show  me  a  community  where  all  the  mer- 
chants are  working  to  bring  people  to  that  com- 
munity, show  me  a  community  where  every  mer- 
chant in  that  community  regardless  of  his  line 
of  patronage  is  studying  that  community  with 
a  view  of  analyzing  it  carefully,  of  taking  advan- 
tage of  all  the  natural  advantages  they  have  and 
of  overcoming  the  disadvantages  that  that  town 
might''  have — then  I  will  show  you  a  splendid 
place  to  locate  your  business.  Tint  if  you  take 
me  to  a  commtmitv  where  the  merchants  are 


small,  narrow,  where  they  o])en  up  stores  with- 
out any  alanysis  of  the  territory,  where  they  do 
not  strive  to  (jvercome  such  natural  disadvan- 
tages as  they  have,  where  they  pay  no  attention 
to  their  windows,  and  the  dirt  accumulates  on 
the  furniture  and  the  glass,  where  the  stock 
accumulates  and  becomes  old,  where  they  take 
no  interest  in  bringing  people  to  that  community, 
then  I  will  show  you  a  community  where  ])usi- 
ness  is  not  going  to  be  very  profitable. 

"  And  so  at  this  stage  1  must  close  with  this 
suggestion:  1  will  leave  with  you  this  idea:  How 
much  do  you  know  about  your  business?  ITow 
much  do  you  know  abotit  your  community? 
What  is  the  purchasing  ])ower  of  the  people  of 
that  connnunity?  Now  much  is  bought  outside 
(if  the  town  and  why?  Whose  fault  is  it  that  it 
is  bought  outside  of  the  town?  What  steps  have 
you  taken  to  make  yottr  community  a  better 
community  for  people  to  li\e  in — becatise  people 
usually  buy  their  merchandise  where  they  live? 
What  ])art  have  you  taken  in  analyzing  that  com- 
munity to  make  it  a  better  merchandising  cen- 
tre? I  low  much  ha\  e  you  studied  your  location 
with  a  view  to  increasing  the  patronage  this 
year?  What  have  you  done  to  make  your  store 
more  jileasing  to  other  individuals?" 


Have  You  Ever  Used  a  "Column"? 

If  You  Haven't,  Why  Not? — It  Can  be  Used  to  Good  Advantage  in 
Retail  Furniture  Advertising  and  Adds  a  Touch  of  Human 
Interest  that  is  Hard  to  Secure  in  any  Other  Way 


Consider  the  "'Column. "  It  is  a  means  oi 
contact  with  the  public  which  is  used  very 
widely  b\-  department  stores,  but  has  not  been 
taken  full  ad\antage  of  by  the  retail  furniture 
trade,  despite  the  fact  that  there  is  no  other 
line  of  business  in  which  it  can  be  more  eft'ec- 
ti\elv  api)lied.  The  colunm  adds  an  editorial 
interest  to  your  advertisement  and  give  you  an 
opportunity  to  ])ut  acrfiss  a  message  while  tlie 
customer's  interest  is  awake. 

A  good  column  dealing  with  the  problems, 
big  ancl  little,  of  the  housewife  in  furnishing  her 
home  and  making  it  attractive,  answering  her 
enquiries,  or  anticipating  them  before  they  arc 
made,  keeping  her  in  touch  with  the  trend  of 
ideas  in  furniture  and  decorations,  getting  one's 
imagination  into  her  home,  seeing  with  her  eyes, 
asking  the  questions  that  she  asks  and  supply- 
ing the  answers — such  a  column  would  guar- 
antee that  your  advertisement  would  be  read  by 
the  majority  of  the  housewives  whom  the  news- 
paper reaches.  If  you  can  only  give  a  woman  a 
new  slant  on  the  folding  of  a  comforter,  you 
have  ensured  her  continued  interest  in  your 
advertising. 

flelen  Land(m  Cass,  who,  under  the  pen- 
name  Peggy  Schuyler,  has  gained  a  wide  repu- 
tation for  herself  as  a  columnist  for  Cotrell  & 


l^eonard,  of  Albany,  gave  a  most  interesting 
talk  on  "What  the  Column  will  do  for  you"  at 
the  con\'ention  of  the  Associated  Advertising 
Clubs  of  the  World.  While  "Peggy"  concerns 
herself  most  with  taste  and  style  in  wearing 
ai)parel.  any  advertising  man  will  immediately 
see  how  the  same  ideas  apply  with  equal  force 
to  a  column  dealing  with  taste  and  style  in  the 
furnishing  of  a  home. 

"Give  the  ])ublic  a  column  they  like,"  she 
says,  "and  they  will  read  it  with  zest  and  enthu- 
siasm, (iive  them  a  column  that  amuses  them, 
and  thev  will  look  for  it  almost  before  they  scan 
the  first  page. 

"The  public  will  miss  a  column  when  it's 
gone.  They  will  talk  about  it.  quote  it,  write 
it  letters  and  hope  to  be  quoted.  They  will 
look  u])on  it  as  their  own  and  take  it  as  a 
personal  aft'air.  They  will  call  to  see  if  you 
are  real — and.  what  is  more,  they  buy  from  it. 

"I'ut  a  column  in  your  advertisement  and 
the  public  will  init  your  advertisement  in  a 
shrine  where  the  limelight  is  lightest,  along 
with   Don  Mar(|uis  and  ,\rchy.  the  cockroach. 

It  Sells  Dreams 

"1'he  i)ul)lic  reads  a  column  because  it  is 
personalized  news.     I'ecause   it   is  the  human- 
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interest  story  of  merchandise.  Because  it  helps 
them  solve  the  missing-  link,  and  sells  dreams. 

"Everybody  has  the  missing-link  complex. 
We  all  know  that  life,  love  and  laughter  hang 
upon  the  'if  only's.'  If  only  we  had  just  the 
right  dress  to  wear,  we'd  be  the  life  of  the 
party.  If  only  we  knew  what  color  scheme  to 
use!  Every  time  we  l)uy  something  we  are  try- 
ing to  find  the  lost  chord. 

"Earrings  w^e  buy,  not  as  twinkling  1)its  of 
jeweled  metal,  Init  because  they  will  give  us 
youth  or  age,  sophistication,  piquancy  or  ro- 
mance. We  are  trying  to  buy  the  gifts  of  the 
gods,  two  for  5')  cents.  Furs  mean  luxury  and 
the  flattery  of  deep  color  against  soft  cheeks. 
People  don't  buy  things  to  have  things;  they 
buy  things  to  work  for  them.  Thev  buy  hope 
— hope  of  wdiat  your  mercliandise  will  do  for 
them. 

"Most  advertisements  sell  things — dresses, 
earrings,  furniture.  The  column  sells  hope,  lux- 
ury and  the  whirl  of  parties.  It  sells  wedding 
dresses  by  weaving  romance  instead  of  shout- 
ing prices.  It  sells  hats  l)y  splashing  sunlight 
across  them  and  noting  how  eyes  will  sparkle 
under  the  shadowy  brim. 

"The  column  sells  expensive  and  perishable 
foulard  ties  to  men  by  telling  them  what  the 
Prince  of  Wales  wears  around  his  royal  neck. 
'Yellow  Ties — Two  Dollars!'  can  be  shouted  all 
day  without  raising  an  echo. 

"But  a  column  tells  the  snobs  that  the  yello\v' 
tie  is  worn  at  Southampton  and  at  Atlantic  City ; 
it  tells  the  old  hoys  that  the  pretty  boys  are 
wearing  yellow  ;  it  tells  the  young  boys  the  tie's 
a  world  beater,  and  that  girls  like  yellow ;  so 
the  column  sells  ties. 

"Cohmins  sell  dreams — dreams  of  country 
clubs  and  proms,  visions  of  what  might  hap- 
pen, if  only — 

"If  only  you  fill  in  the  missing-  link  and  buy 
a  new  dinner  coat,  a  splashing  motor  car,  a  glass 
bracelet  or  mohair  chesterfield. 

"'And  once  you  get  that  vision  you  don't  have 
to  be  sold  anything — you  buy! 

"A  column  sells  because  it  shows  merchan- 
dise in  action.  It  shows  merchandise  in  rela- 
tion to  the  reader. 

Put  The  Customer  in  the  Picture 

"Give  a  man  a  nice  little  picture  of  Pike's 
Peak.  He  will  glance  at  it  five  seconds,  if  he  is 
polite.  But  put  him  in  the  picture  at  the  suni- 
mit  of  the  mountain  with  the  world  at  his  f'eet 
and  he  will  go  to  sleep  that  night  with  the  i)ic- 
ture  tucked  under  his  pillow. 

"A  column  is  read  because  it  puts  the  reader 
in  the  picture ;  it  puts  the  buyer  in  the  adver- 
tisement. It  tells  the  reader  what  you  can  do 
for  him. 

"Stewart's  of  Louisville  almost  sold  me  a 
chair  in  Albany  by  saying  in  their  column  :  'He 
might  have  stayed  longer  if  the  chair  had  been 


more  comfortable.'  That's  showing  w  'hat  mer- 
chandise can  do  for  you ! 

"The  column  tells  the  reader  what  he  can 
do  and  what  he  can  be,  with  a  little  help  from 
you.  It  tells  what  to  do  to  be  beautiful  and 
what  to  wear  to  be  fashionable.  It  flatters,  and 
a  little  flattery  goeth  deeper  into  the  human 
soul  than  much  shrieking  of  prices. 

They  Take  the  Hint 

"One  time  Peggy  announced  that  a  man  who 
mattered  socially  had  appeared  in  a  dinner  coat 
and  light  pearl  studs!  Peggy  dropped  a  word  t(i 
the  wives  that  it  were  far  easier  to  buy  the  err- 
ing gentlemen  smoked  studs  than  to  attempt 
reform.  Fourteen  w^omen  bought  studs  next 
day. 

"People  take  columns  seriously;  even  the 
great  are  not  exempt.  I  broadcast  my  column 
from  the  radio  station  WYG,  Schenectady. 
Blithely  and  boldly  I  told  men  what  I  thought 
of  their  button  slioes.  Before  I  returned,  the 
boss  had  scurried  home  to  change  to  lace  Ijoots. 
And  he  hasn't  worn  button  shoes  since. 

"People  like  to  take  advice  from  people,  not 
from  organizations.  People  like  to  do  Inisiness 
with  i^eople,  not  with  trusts.  People  read  a 
column  because  it  is  personal.  A  column  has  a 
human-interest  appeal  that  other  forms  of  news 
and  advertising-  seldom  equal. 

"Most  columns  are  signed.  The  reader  comes 
to  know  Mary  Madison,  or  Anne  Sawyer,  Joan 
Dale,  who,  sad  to  say,  no  longer  promenade.=i , 
Joan  Russell,  Petty,  or  Polly,  as  intimately  as 
he  does  Andy  Gump. 

"A  signed  column,  like  a  signed  invitation, 
has  more  kick  than  anonymous  announcemenis 
of  formal  openings. 

"A  column  with  personality  wins  because  it 
takes  the  public  into  its  confidence  and  tells 
news  as  an  intimate  affair.  It  talks  and  laughs; 
it  says  things  you  like  to  hear.  You  feel  the 
person  behind  it.  You  can  stop  reading  most 
advertisements,  take  French  leave  and  walk  out 
in  the  middle  of  the  harangue  because  you  know 
there  is  nothing  there  but  a  lot  of  ink.  But  when 
Anne  Sawyer  gives  you  a  superior  feeling  by 
telling-  you  to  pronounce  Mah-Jongg  "ma's 
young,''  you  stay  till  the  end  and  stage  an  encore 
by  reading  it  aloud  to  your  family. 

Gives  the  Personal  Touch 

"A  column  gives  advertising  the  personal 
touch  we  talk  about  so  much.  People  come  in 
to  see  if  I  am  real. 

"An  old  lady  asked  a  clerk  what  Peggy  looks 
like. 

'"Little,  redheaded,  freckled  and  snul:inosed  !' 
was  the  horrible  and  bluntly  truthful  descrip- 
tion. 

'"The  sweet  little  thing,'  murmured  the  old 
lady,  'wouldn't  you  just  know  it!' 

"Which  proves  the  power  of  the  column  to 
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cast  a  rosy  hue  abcnit  redheaded  reahty.  No- 
body ever  asks  how  I  look  when  I  write  "Skirts, 
special  at  $8.95.' 

"The  column  sends  home  the  idea  that  you 
are  doing  something-  for  the  reader.  And  when 
you  send  home  an  idea  you  send  home  mer- 
chandise. 

'''Anne  Sawyer  says  one  fine  morning  that 
Taylor's  have  dishes  like  some  in  the  White 
House — blue  bands,  fruit  baskets  and  every- 
thing.   She  passes  along  the  word  thusly : 

""When  your  guests  see  this  china  gracing 
your  family  board  (unless  they  turn  over  their 
plates  to  examine  the  make)  they'll  leave  with 
the  firm  conviction  that  you  and  Mrs.  Harding^ 
used  to  go  to  school  together.' 

"Anne  is  selling  social  triumphs  to  Cleve- 
land, and  china  for  Taylor's.    vShe  is  telling  the 
public  what  merchandise  will  do  for  them. 
Then  You  Don't  Have  to  Yell 

"And  once  the  public  gets  interested  in  what 
you  can  do  ftir  them  you  don't  have  to  yell. 
They'll  come  to  your  front  door  asking  you  to 
do  it. 

"A  column  will  give  your  advertising  more 
interest,  for  a  column  is  interesting".  It  must 
ha\'e  ideas.  People  are  short  of  ideas.  They 
like  columns  because  they  are  eager  for  dreams 
— about  themselves. 

"People  are  always  running  out  of  topics  ot 
conversation — not  about  the  weather,  but  about 
themselves.  The  style  news  in  a  coltimn  means 
fresh  topics  of  conversation.  We  all  like  to  be 
among  the  first  to  wear  our  bracelets  above  our 
elbows  while  the  mob  still  jingles  bracelets  at 
its  wrists. 

''Man  thinks  first  of  himself,  and  because  the 
column  talks  of  him  he  will  listen. 

Must  Make  Reader  Think 

"A  column  mtist  never  be  merely  clever  or 
'genius-y.'  It  must  never  strive  for  its  own  glory. 
It  must  say  a  hundred  words  that  will  make  the 
reader  think  a  thousand  more  'on  his  own  hook. 

"A  man  gets  a  letter  marked  'important.' 
Tmportant  to  him  but  not  to  me,'  says  the  man, 
as  he  throws  it  away. 

"The  column  that  puts  the  advertisement 
across  must  be  more  interesting  to  the  reader 
than  it  is  to  the  writer. 

"It  must  be  short;  so  it  takes  much  writing, 
and  a  large  scrap  basket.  It  must  go  over  with 
a  bang — and  stop.  This  is  the  columnist's  gospel 
according  to  Saint  Matthew. 

"'Every  idle  word  that  men  shall  speak  they 
shall  give  account  thereof  in  the  Day  of  Judg- 
ment. For  iby  thy  words  thou  shalt  be  justified, 
and  by  thy  words  thou  shalt  be  condemned.' 

"You  can't  ring  the  bell  with  idle  words.  A 
good  column  is  good  copy. 

"The  biggest  thing  in  advertising  is  no  quality 
or  quantity  of  circulation,  but  quality  of  copy 
and  quantity  of  readers.  You  buy  circulation, 
but  quality  of  copy  is  the  one  thing  that  will 
give  you  quantity  of  readers.    A  column  gives 


you  readers,  or  it  avoids  bromides  as  stores 
avoid  bankruptcy.  So  a  column  takes  much 
thinking  and  discarding  of  thoughts. 

Seeing  Creatively 

"A  column  must  have  vision.  It  must  see 
first,  to  be  news.  It  must  see  creatively,  for  it 
must  weave  new  dreams  for  old.  Seeing  cre- 
atively is  seeing  as  a  child  sees.  It  is  seeing  as 
a  poet  sees.  It  is  looking  through  the  common- 
place. It  is  seeing  common])lace  things  with 
new  eyes. 

"A  little  boy  looked  out  of  the  train  window 
at  a  mountain  torrent  swirling  white  about  great 
boulders.  'See  the  swimming  stones,'  said  the 
little  boy. 

'"Swimming  stones' — that  is  creative  seeing. 
Seeing  things  as  they  really  look,  instead  of 
explaining  away  the  wonder.  And  the  child  and 
the  poet  and  the  columnist  must  give  the  world 
a  new  slant,  a  glimpse  of  things  as  they  are. 

"When  you  don't  have  to  write  a  column, 
your  head  is  full  of  delightful  whimsies.  Peo- 
ple say  fascinating  things.  Events  take  amus- 
ing turns.  The  crescent  moon  hangs  low  over 
pine  trees  and  you  think — isn't  it  fun  to  have  a 
column  ! 

"When  you  start  to  write,  and  the  heading 
is  all  that  leers  at  you  from  an  empty  page,  what 
you  please  to  call  your  mind  is  a  cold  and  deso- 
late place.  Gone  blank  the  whimsies ;  gone 
dead  the  dreams  and  rhapsodies.  Perfectly  mis- 
erable, you  weep  salt  tears  into  the  typewriter. 
If  you  do  think  of  something  funny  you  can't 
put  it  in.  I  have  a  private  stock  of  unpublished 
and  unprintable  Peggys. 

'"Pretty  soft,'  you  say;  'gee,  all  you  have  to 
do  is  look  at  things  and  say  what  you  think.' 

"'Looking  at  things  and  saying  what  you 
think' — that's  all  there  is  to  writing  a  column. 
Btit  you  have  to  think. 

"A  column  is  part  of  the  advertisement.  It 
is  not  sufficient  unto  itself  alone.  It  gathers 
the  audience;  the  advertisement  proper  must 
pass  out  of  the  pamphlets.  It  is  a  cocktail  before 
dinner,  and  makes  you  buying-hungry  by  the 
time  you  reach  the  sale  news. 


An  embalmer  of  Al  experience,  and  a  reliable  one,  is  open  for 
a  position.  Apply  Box  24S,  Furniture  World,  347  Adelaide  Street 
West,  Toronto.  0 


For  Sale 


Furniture  and  undertaking  business  in  good  town,  South  West- 
ern Ontario.  Good  reasons  for  selling.  Apply  Box  249,  Furniture 
World,  347  Adelaide  Street  West,  Toronto,  Ont.  9 


For  Sale 


Furniture  and  undertaking  business  in  Ontario  town  of  1,000 
inhabitants.  Town  situated  in  midst  of  choicest  farming  district, 
with  best  of  country  roads.  No  opposition.  This  is  a  rare 
chance  and  will  be  picked  up  quickly.  Act  at  once.  Reason  for 
selling — a  change  of  business.  Apply  Box  247,  Furniture  World, 
.^47  Adelaide  Street  West,  Toronto.  9 
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A  Rug  Department  is  the 
Logical  Place  to  Sell 
Vacuum  Gleaners 


Progressive  Furniture  Dealers  are  Tying  the  Rugs  and 
the  Gleaners  in  Together  With  Very  Satisfactory 
Results— When  You  Sell  a  Carpet,  Sell 
Also  the  Equipment  Necessary 
to  Keep  it  in  Condition 
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Tn  visiting  tlie  rug-  department  in  a  large 
stc^re  recently,  the  merchandising  feature  that 
first  struck  our  attention  was  the  way  in  which 
they  tied  in  the  sales  of  their  vacuum  cleaners 
with  their  rugs. 

The  rug  department  is  located  on  the  fourtn 
floor  and  consists  of  a  large  stock  ranging  from 
fine  cjuality  orientals  to  fiber  doormats.  On  the 
same  floor  are  draperies,  luggage  and  suction 
sweepers.  The  sale  of  the  sweepers  on  the  same 
floor  with  the  rugs  is  of  course  cjuite  the  obvious 
system,  inasmuch  as  people  who  purchase  rugs 
must  of  necessity  also  purchase  cleaning  equip- 
ment if  they  are  to  get  value  and  enjoyment  out 
of  them.  However,  the  management  doesn't 
merely  depend  upon  the  proximity  of  the  de- 
partments to  attract  the  attention  of  customers 
from  the  one  class  of  goods  to  its  necessary  ac- 
cessories. There  are  so  many  little  schemes 
used  to  turn  the  customer's  thoughts  toward  the 
suction  sweepers  that  one  would  almost  think 
they  were  the  most  important  item  of  merchan- 
dise in  the  store.  Contributing  to  making  sales 
are  newspaper  ads,  signs  on  the  delivery  trucks, 
inclosures  with  the  regular  mail,  window  dis- 
plays, rug  tags  and  even  the  elevators,  in  addi- 
tion to  the  display  and  the  demonstration  in  the 
rug  department  itself. 

Featured  in  Ads  and  Window  Displays 

The  store's  newspaper  advertising  features 
the  cleaner  regularly  and  especially  during  the 
spring  and  fall  housecleaning  and  holiday  time. 
At  these  seasons  the  delivery  trucks  also  carry 
]>ainted  signs.  A  booklet  on  the  care  of  rugs, 
featuring  the  suction  sweeper,  is  enclosed  at  in- 
tervals with  the  statement  sent  to  credit  pur- 
chasers. Rvery  rug,  even  the  door  mats,  has  a 
tag  attached  which  bears  the  firm's  recommen- 
dation that  it  be  cleaned  with  the  sweeper  they 
handle.  Special  window  displays  are  made,  and, 


as  the  electric  cleaner  fits  in  well  with  both  fur- 
niture and  rug  displays,  it  gets  into  the  windows 
more  frecjuently  than  might  otherwise  l)e  the 
case. 

An  early  model,  much  larger  and  heavier 
than  the  present  machine,  is  used  to  clean  the 
carpeted  aisles  in  the  store.  The  part  it  plays 
in  developing  sales  is  hard  to  state,  but  it  is 
performing  satisfactorily  after  more  than  ten 
years'  use.  It  is  sometimes  displayed  in  the 
windows  akmgside  the  up-to-date  model. 

The  elevators,  however,  provide  the  unexpec- 
ted advertisement.  On  entering  these,  one  finds 
the  backs  of  them  hung  with  Oriental  rugs,  and 
on  the  rugs  a  small  glass  sign  which  advertises 
the  suction  sweeper.  When  leaving  the  eleva- 
tor one  faces  the  demonstration  table  with  the 
rugs  alongside  and  in  back  of  it.  Flanking  the 
elevators  are  suction  sweepers,  and  on  the  walls 
and  posts  are  signs  for  the  same  appliance. 

Salesman  Works  Largely  on  the  Outside 

One  salesman  devotes  his  entire  time  to  suc- 
tion sweepers.  Part  of  the  day  he  is  to  be  found 
in  the  store,  but  mostly  he  is  on  the  outside  de- 
monstrating, selling,  delivering  and  servicing 
the  machine  in  the  homes.  The  firm  want  every 
machine  sold  to  give  perfect  satisfaction,  and 
visits  of  inspection  are  made  after  the  machine 
has  been  in  use  by  the  housewife  for  some  time. 
Keeping  in  touch  with  the  customer  in  this  man- 
ner enables  the  salesman  to  get  leads  for  sales  to 
friends  of  satisfied  users.  Nearly  half  the  sales 
are  made  as  the  result  of  leads  secured  in  this 
manner. 

The  salesman  is  paid  a  commission  and  is  al- 
lowed to  keep  the  money  collected  for  servicing 
the  machine,  as  this  work  necessarily  takes  him 
away  from  his  selling  efifort.  The  average  in- 
vestment in  suction  sweepers  is  in  the  neigh- 
borhood of  $1,400  and  this  had  the  very  satis- 
factory turnover  of  8.4  times  in  1922.  Actual 
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cash  sales  were  made  in  29  per  cent,  of  sales, 
which  is  a  high  percentage  iuv  an  electric  ap- 
pliance. 

Another  Firm's  Experience 

In  another  store  where  the  sale  of  vacuum 
cleaners  has  l)een  very  successfully  developed, 
the  cleaners  are  likewise  sold  on  the  same  floor 
as  the  rugs  which  is  believed  to  be  the  only 
logical  policy.  However,  limiting  the  selling 
efturt  to  those  who  came  to  the  rug  department 
would,  of  course,  restrict  the  field  to  purchasers 
of  new  rugs  and  a  big  percentage  of  the  market 
untouched.  For  that  reason  two  demonstration 
tables  are  in  use,  one  near  the  elevators  on  the 
main  floor  where  it  is  possible  to  reach  most 
everyone  coming  into  the  store  and  the  other  in 
the  rug  department. 

The  manager  of  this  department  emphasizes 
the  importance  of  the  choice  of  words  used  by 
the  demonstrator  in  getting  the  prospects  atten- 
tion. He  says,  "Our  demonstrator  looks  at  a 
woman  and  asks,  'How  do  you  clean  your  rugs. 
Madam?'"  Most  everyone  will  answer  such  a 
direct  question  and  the  woman  generally  stops 
and  the  business  of  selling  begins.  When  the 
question  on  the  other  hand  is,  "Do  you  use  an 
electric  cleaner?"  or  "Are  you  interested  in  an 
electric  cleaner?"  a  shake  of  the  head  is  about 
the  only  reply  that  can  be  expected. 

The  rug  department  is  of  course  one  of  the 


most  valuable  means  of  securing  leads,  although 
it  is  not  always  practicable  to  push  the  sale  of  a 
suction  sweeper  at  the  time  a  rug  sale  is  made, 
but  the  custom'er,  if  she  has  not  g'ot  a  vacuum 
cleaner,  cannot  avoid  carrying  with  her  some 
suggestion  of  its  usefulness  and  value.  In  addi- 
tion to  the  use  of  a  tag  on  the  rug-  recommend- 
ing that  it  be  cleaned  with  the  sweeper  carried 
l)y  the  firm,  enclosures  are  sent  out  with  month- 
ly statement  or  by  special  letter  telling  clients 
that  their  floor  coverings  will  not  give  them  the 
service  they  ought  to  unless  they  are  thoroughly 
cleaned. 

Manufacturer  Takes  Responsibility  for  Sales 

The  responsibility  for  sales  ,  the  securing  and 
training  of  the  sales  force  and  the  supervision  of 
it  has  been  passed  on  to  the  manufacturer.  This 
co-operative  plan  gives  the  company  the  benefit 
of  specialized  services  in  sales  and  supervision. 
The  salesman  spends  much  of  his  time  on  out- 
side work.  House  to  house  canvassing  is  a  good 
source  of  leads  not  only  for  the  electric  cleaner, 
but  also  for  furniture  and  rugs.  A  good  man 
naturally  learns,  when  he  is  in  a  home,  if  the 
housewife  is  in  the  market  for  other  articles  and 
he  reports  back  to  the  firm,  who  then  follow  it 
up. 

The  company  referred  to  report  that,  while 
keeping  a  good  stock  on  hand  all  the  time,  they 
had  a  turnover  of  seventeen  times  in  1922  on 
their  electric  cleaner  capital. 


i 


Good   Furniture   in  an 
Attractive  Setting 


Handsome  bedroom  suite  of  seven  pieces,  Louis  XVI  in  chocolate  brown  walnut.     Cut  shown  by  courtesy- 
American  Walnut  Manufacturers  Association 
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A  Trip  Through  Our  Plant 


Showing  where  the  famous  Jamieson  line  of 
Scotch  Drapery  Fabrics  is  made 


Across  the  seas,  in  a  beautiful  valley  in  the  Aryshire  hills, 
Scotland,  nestles  quaintly  picturesqu2  Darvel,  the  centre  of 
a  Lace  Curtain  and  Net  Industry,  famous  the  world  over. 
It  is  here  Jamieson  fabrics  are  made. 

It  is  here  that  some  of  the  most  skilful  weavers  and  the  finest 
ma:hinery  of  its  kind  are  found.  There  are  looms  equipped 
to  produce  all  varieties  of  Madrases,  Lace  Nets  and  Curtains. 


Lnc;   Spool  Winding 

There  is  a  designing  and  coloring  department  where  no  less 
than  sixteen  designers  are  always  at  work  creating  new  color 
effects  and  designs  to  harmonize  with  the  latest  wall  papers, 
rugs  and  carpets  now  in  use. 

As  a  result,  the  Jamieson  line  keeps  constantly  ahead  in  its 
field. 

It  is  logically  the  line  for  most  profits. 


L2ce,  mending  and  inspection  as  it  comes  Jrom  the  looms 


A   sictioi    o(  the  'ac:  shed 


Alexander  Jamieson  &  Co. 

183  BAY  STREET,  TORONTO 
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An  Outsider's  Viewpoint  of  the  Can 
adian  Carpet  Trade 

Carpet  Taste  on  This  Side  of  the  Atlantic  Has  Developed  on  Lines  Parallel 
With  the  British — Little  Demand  for  Plain  Goods,  However, 
so  Popular  in  England    Canadian  Judgment  in 
Carpets  Considered  Very  Sound 


Comments  by  outside  experts  regarding  Can- 
ada's industry  and  commerce  are  always  wel- 
come. The  outsider,  because  of  his  different 
standards  of  comparison,  will  generally  be  im- 
pressed with  certain  phases  which  the  insider 
may  have  entirely  failed  to  notice,  and  there  is 
therefore  something  to  be  learned  from  him.  In 
the  August  issue  of  the  "Furnishing  Trades" 
Organizer,"  published  in  London,  England, 
there  is  a  valuable  article  on  "Carpet  Buying  in 
Canada,"  by  Frederic  Mines,  which  presents  an 
English  viewpoint  of  this  branch  of  the  indus- 
try, and  makes  some  interesting  comparisons  be- 
tween the  British  and  Canadian  trade.  Ex- 
tracts are  c[uoted  below : 

At  first  thought,  one  would  be'  inclined  to 
expect  great  variations  of  taste  and  demand,  due 
to  divergence  of  climate  and  natural  conditions, 
and  to  the  inherent  differences  of  a  compara- 
tively young  community.  And  in  many  com- 
modities this  variation  is  noticeable.  In  furni- 
ture, for  instance,  the  type  is,  or  was  until  cjuite 
recently,  distinctly  cHfferent  from  that  obtaining 
here;  both  heavier  in  build  and  more  primitive 
in  design. 

But  with  carpets  the  case  is  otherwise  ;  for  it 
is  only  in  the  last  decade  or  two  that  Canada  has 
made  any  headway  in  carpet  manufacture.  All 
her  carpet  requirements  had  to  be  met  by  buy- 
ing abroad,  and  this  buying  was  done  almost  en- 
tirely in  Great  Britain. 

As  a  conseciuence  of  this,  the  makes  and 
styles  popular  here  have  been  bought  for  Can- 
aclian  consumption,  and,  except  for  the  more 
fanciful  and  exotic  types,  Canadian  carpet-taste 
has  developed  on  lines  parallel  with  the  British. 

Squares  and  Rugs 

But,  while  there  is  this  general  and  striking 
resemblance,  there  are  certain  divergencies  that 
it  is  interesting  to  notice. 

There  is  very  little  demand,  for  instance,  for 
plain  goods,  so  popular  in  England  to-day.  The 
reason  is  the  strong  clear  light  of  their  crystal- 
line atmosphere.  Any  colour  must  yield  to  such 
searching  conditions ;  and  as  a  plain  colour 
shows  fading  much  more  seriously  than  a  mixed 
coloring,  the  Canadians  have  very  little  use  for 
plain  carpet. 

Again,  their  trade  in  'body  carpet  is  very  lim- 
ited, and  close-covered  floors  are  practically  un- 


known. In  a  country  where  good  woods  are 
cheap  and  plentiful,  there  is  no  occasion  to  use 
yellow  deal  that  warps  and  shrinks,  and  houses 
of  every  class  have  hardwood  floors.  This 
means  a  demand  for  squares  and  rugs,  and  very 
little  call  for  "filling." 

One  other  notable  point  is  their  utter  disre- 
gard of  the  ordinary  Turkey,  whether  in  the 
genuine  article  or  the  many  copies  and  repro- 
ductions. One  would  have  thought  that  in  a 
country  whose  climate  is  capable  of  extreme 
severity,  where  snow  and  frost  hold  sway  to  a 
degree  not  dreamed  of  in  England,  the  comfor- 
table warmth  of  the  Turkey  colouring  would 
have  been  not  only  welcomed,  but  insistently  de- 
manded. Nevertheless,  it  is  a  fact  that  the  Can- 
adians do  not  buy  either  Turkey  carpets  or  the 
Turkey  effects  in  Axminster  and  Saxony. 

Vogue  of  Persian  Effects 

In  all  other  respects,  carpet  ibuying  for  Can- 
ada follows  the  usual  British  course  both  in 
make  and  design.  Our  prevailing  vogue  of 
Persian  effects  finds  its  echo  there;  particularly 
the  small  close  Persian  work  without  medal- 
lions ;  and  it  is  safe  to  say  that  in  any  given 
number  of  new  designs  selected,  more  than  half 
will  be  in  the  Persian  style.  The  remainder  will 
be  made  up  almost  equally  of  Art  Nouveau. 
plain  or  dapple,  Chinese,  and  Egyptian.  And 
these  must  be  all  of  the  best  and  newest.  Last 
year's  range  is  not  wanted. 

It  would  seem  from  this  that  carpet  judg- 
ment in  Canada  is  very  sound,  whether  from  the 
aesthetic  or  the  utilitarian  standpoint ;  for  few 
styles  can  give  better  eft'ect,  and  none  better 
service,  than  the  close  Persian  type  of  design. 

This  soundness  of  judgment  is  borne  out  by 
their  choice  of  fabric.  They  like  cpiality,  and 
they  buy  freely  the  fine  short-pile,  thirteen-to- 
the-inch  Wilton.  On  the  other  hand,  meretric- 
ious fabrics  do  not  appeal  to  them.  They  have 
no  use  for  the  cloth  that  looks  the  same  but 
isn't,  and  nothing  will  induce  them  to  buy  a 
two-shot  Wilton. 

Like  ourselves,  they  do  not  favour  the  useful 
])ut  discredited  Brussels ;  and  unless,  maybe, 
some  tempting  -bargain  line  is  oft'ered  them,  they 
pass  over  entirely  what  one  would  have  thought 
to  be  an  excellent  carpet  for  a  pioneer  country. 
Hair  carpet  they  do  not  use;  or  if  they  do,  they 
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^2,000  in  Prizes  —  A  Prize  for  Everyone 

Big  Congoleum  Window  Display  Contest 

THE  big  nation-wide  Congoleum  Window  Display  Contest  held 
last  Spring  was  a  double-barrelled  success. 

It  created  so  much  interest  among  dealers  and  helped  produce  so 
much  new  business  that  we're  going  to  hold  a  similar  contest  in 
October.  Only  this  time  the  prizes  will  be  bigger —  the  conditions 
of  the  contest  will  be  even  more  liberal. 


9  Large  Cash  Prizes 


To  give  everybody  an  equal  chance  to  w^in 
the  big  money  prizes  the  contestants  will  be 
divided  into  3  groups: 

Group  1 .  Dealers  in  towns  under 
5,000  population. 

Group  2.  Dealers  in  cities  over 
5,000  but  under  25,000  popu- 
lation. 

Group  3.  Dealers  in  cities  of  25,000 
population,  and  over. 

For  each  group  there  will  be  three  cash  prizes: 

1st  prize  -  -  $100.00 
2nd  prize  -  -  50.00 
3rd  prize      -       -  25.00 

Every  merchant  who  enters  the  contest  and 
fails  to  finish  one,  two,  three  in  his  division, 
will  receive  a  prize  of  a  Wahl  Fountain  Pen, 
manufactured  by  the  makers  of  the  famous 
Eversharp  Pencil  and  fitted  with  gold  clip. 

But  after  all,  the  prizes  are  only  incidental 
— the  real  winnings  are  the  profits  you  make 
3n  your  Congoleum  business  this  Fall. 


Here's  the  best  news  of  all : 

7,660,921  Congoleum  Advertisements 
in  October 

To  back  up  your  Congoleum  Window 
Display  we  are  going  to  put  on  a  special 
"Brighten  up  the  Home"  advertising  drive 
during  the  month  of  October. 

This  campaign  will  include  a  series  of  six 
large  space  advertisements  in  the  leading 
newspapers  of  the  36  principal  cities  and 
towns  of  the  Dominion — a  total  of  6,048,312 
advertisements.  Besides  there  will  be  over 
1  ,  .500,  000  Congoleum  advertisements 
in  the  October  issues  of  the  leading  maga- 
zines and  farm  papers. 

But  there  isn't  space  here  to  tell  the  whole 
story.  If  you  have  not  received  printed 
announcement  giving  full  particulars  about 
the  W  indow  Display  Contest  and  the 
special  "Brighten  up  the  Home"  advertising 
campaign,  send  for  it  at  once. 

Join  the  big  contest : — Don't  miss  the 
chance  to  win  a  big  prize,  big  October 
profits,  and  a  big  list  of  new  customers. 


Congoleum  Company  of  Canada,  Limited 

1270  St.  Patrick  St.,  Montreal,  Quebec 
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either  make  it  themselves  or  buy  from  the  Con- 
tinent. 

Although  boasting  a  healthy  liking  for  qual- 
ity, they  have  of  course,  to  buy  cheaper  grades 
as  well ;  for  like  other  people,  they  must  cater 
for  all  classes;  and  so  tapestries,  ingrains,  and 
cheap  Axminsters  are  bought  for  the  lower- 
class  trade  ;  and  special  lines  in  rugs — notably 
Czecho-Slovakian  rugs — and  cheap  stairs  are 
sought  for  that  indispensable  department,  the 
bargain  basement. 

In  Eastern  carpets,  their  demands  are  cath- 
olic. Almost  every  weave  (except  ordinary 
Turkey)  is  welcome,  and  their  purchases  range 
from  Mirzapore  and  Calcutta,  right  up  to  the 
finer  makes  of  Ghiordes,  Eskishehr,  and  Peris- 
tan  ;  while  in  rugs  they  take  good  quantities  of 
Beluchistan,  Derbend,  Mosul,  and  other  well- 
known  types. 


The  Decorative  Possibilities  of  Lamps 

"One  might  find  quite  an  amusing  pastime  in 
guessing  the  character  and  personality  of  the 
unknown  owner  of  a  room  by  the  lamps  she  is 
willing  to  live  with."  said  Miss  Elsie  de  Wolfe, 
prominent  interior  decorator,  "and  yet  many 
people  continue  to  exist  in  unattractive  sur- 
roundings just  because  they  have  not  realized 
the  decorative  possibilities  and  value  of  lamps." 

There  are  two  primary  factors  to  be  con- 
sidered in  the  selection  of  lamps — namely,  color 
and  type.  The  size,  shape  and  character  of  the 
room  determine  the  type  of  the  lamp,  and  the 
general  color  scheme — the  background,  as  it 
were — determines  the  color  of  the  lamp  base  and 
of  the  shade  that  will  best  bring  out  the  decora- 
tive qualities  of  wall  or  floor  coverings,  furnish- 
ings, hangings  and  the  like. 

Adhere  to  Neutral  Color  Schemes 

The  attractively  furnished  home  is  not  neces- 
sarily the  mansion,  nor  is  the  quaint  cottage  the 
only  structure  that  lends  itself  to  coziness  of 
decoration.  Simplicity  and  neutrality  of  color 
are  the  secrets  which  underlie  all  that  is  truly 
artistic  in  a  scheme  of  decoration.  The  spacious, 
loAV-ceilinged  rooms  of  an  old  farm  house  have 
the  same  decorative  possibilities  as  the  modern 
apartment  or  town  house,  if  a  neutral  color 
scheme  is  held  to,  depending  upon  lamps  and 
art  objects  to  introduce  the  necessary  spots  of 
color. 

While  no  set  rules  can  be  prescribed,  certam 
fundamental  principles,  if  adhered  to.  will  guar- 
antee beauty  and  restfulness.  the  two  most 
important  qualifications  in  the  house  that  is  a 
home. 

Simplicity  of  design  and  neutrality  of  color 
are  well  exemplified  in  a  combination  of  sand 
color  and  old  blue.  There  are  unlimited  decora- 
tive possibilities  in  a  room  with  sand  colored 
walls  and  white  woodwork,  sand  and  brown 
rug,  gold  colored  silk  curtains  and  sand  and  old 
blue  brocade  for  hangings  and  upholstered  fur- 
niture.   The  vivid  spots  of  color  in  such  a  room 


would  be  found  in  the  wired  vases  for  lamps  and 
gay  colored  shades  which  adorn  them.  Vases 
of  blue  glazed  porcelain  would  be  unusually 
decorative  in  such  a  room  either  as  lamps  or  as 
art  objects,  and  if  gold  colored  silk  shades  were 
used  on  the  lamps  they  would  add  an  attractive 
bit  of  color  to  the  room  by  night  or  by  day. 
Value  of  Side-wall  Illumination 

Side-wall  illumination  should  augment  center 
ceiling  illumination  and  is  gaining  favor  con- 
stantly. Attractive  floor  lamps  and  side-wall 
brackets  are  being  featured  for  practically  every 
room  in  the  house. 

In  the  room  outlined  above  the  shades  on 
side-wall  lamps  may  be  of  gold  silk,  parchment 
or  amber  translucent  glass.  The  latter  is  by  far 
the  most  desirable  for  utility  lighting — that  is  to 
say,  the  lamp  used  for  reading,  sewing  or  other 
close  work  should  be  shaded  with  translucent 
glass  if  eye  strain  and  fatigue  are  to  be  avoided. 
While  parchment  and  silken  shades  are  decora- 
tive, recent  developments  in  the  science  of  illu- 
mination have  conclusively  proved  that  glass  is 
by  far  the  best  medium  for  utility  lighting. 


Egyptian  Influence  on  Wane  in  U.  S. 

It  was  pointed  out  in  an  article  in  our  last 
issue  that  the  Egyptian  influence  was  not  mak- 
ing itself  felt  to  any  apprecial)le  degree  in  in- 
terior decoration  work  in  Canada.  It  created  a 
great  deal  more  stir  south  of  the  line,  and  from 
the  attention  given  to  it  one  would  have  judged 
that  an  Egyptian  Period  in  the  furnishing  of  "the 
home  was  about  to  begin.  However  it  ajijiears 
to  have  been  a  boom  without  any  backing. 
Salesmen  representing  the  U.  S.  drapery  houses 
have  been  out  on  the  road  and  ])ack.  and  they 
report  no  demand  for  "Tut"  designs,  despite  the 
publicity  they  have  received.  Indeed  it  is  stated 
that  drapery  departments  carrying  Egyptian 
prints  are  getting  rid  of  them  as  fast  as  possible. 
It  is  conceded  that  more  than  a  few  of  these  pat- 
terns were  designed  for  dress  purposes,  and  as 
the  season  for  cotton  frocks  is  over,  these  par- 
terns  naturally  go  out  of  stock,  along  with  other 
summer  dress  fabrics,  whether  handled  in  drap- 
ery sections  or  elsewhere. 
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You  Can  Sell  More  Dominion 
Linoleum  and  Oilcloth  Rugs 
This  Fall  Than  Ever  Before 


Yes — for  we  have  been  making  the  finest  range  of  rugs  in  our 
history — rugs  that  any  woman  is  pleased  to  look  at  and  proud 
to  possess. 

The  illustration  above  in  black  and  white  gives  but  a  faint  idea 
of  these  beautiful  Rugs.  We  shall  be  glad  to  send  you  some  of 
these  folders,  so  that  you  may  see  what  a  strong  appeal  these 
rugs  will  have  to  your  trade. 


Don't  Overlook 
Piece  Goods 

Many  women  prefer 
linoleum  by  the  yard 
and  it  always  is  po- 
pular. The  new  pat- 
terns are  selling 
freely  and  will  be  in 
active  demand  from 
now  on. 


There  will  be  a  big  demand  for  sanitary  floor  coverings  this  fall 
— and  the  sale  of 

Dominion  Linoleum  Rugs 

with  you  will  be  what  you  decide  to  make  it.  All  that  is  necessary 
is  that  you  put  in  a  reasonably  good  assortment  of  the  new  pat- 
terns, with  the  hard,  bright  finish — a  new  feature  that  makes 
these  rugs  the  finest  on  the  market.  This  applies,  too,  to  DOM- 
INION Oilcloth  Rugs.  Send  NOW  for  the  folder  illustrated 
above  and  pick  out  your  new  patterns  for  fall  selling. 


Have  You  Our  Linoleum  Selling  Helps?   They*re  Free 

Dominion  Oilcloth  &  Linoleum  Co.,  Limited 

MONTREAL 
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What  is  the  Proper  Method 
of  Laying  Linoleum? 

Should  it  be  Laid  With  or  Without  Felt — The  Writer  of  This  Article  is 
Strongly  of  the  Opinion  That  it  is  Best  Laid  Over 
Felt  and  Gives  His  Reasons 


In  the  last  issue  of  "Furniture  World,"  we 
quoted  from  an  article  in  the  Dry  Goods  Econo- 
mist relative  to  the  laying  of  linoleum.  The 
writer  of  the  article  in  question  was  the  repre- 
sentative of  a  firm  which  strongly  opposed  the 
use  of  felt  under  the  linoleum  and  actually 
turned  down  contracts  where  this  was  specified. 
The  reasons  for  this  stand  were  given  at  some 
length.  In  a  later  issue  of  the  same  magazine, 
another  firm  writes  a  letter  presenting  the  oppo- 
site of  the  case,  and  taking  up,  point  by  point, 
each  of  the  arguments  presented  in  the  previous 
article.  It  is  interesting  to  quote  the  case  in 
favor  of  felt  as  stated  by  this  concern.  Says  the 
writer : 

This  company  is  100  per  cent  in  favor  of  the 
use  of  a  felt  lining  when  cementing  linoleum  to 
wood  floors.  As  you  know,  we  have  arrived  at 
this  stand  not  as  a  result  of  any  fine-spun 
theories  but  on  account  of  practical  necessity. 
When  our  people  decided,  several  years  ago,  to 
go  after  linoleum  business  for  living-rooms,  din- 
ing-rooms, bedrooms,  etc.,  they  realized  that 
linoleum  had  to  be  laid  better  than  was  the  cus- 
tom in  the  retail  trade  at  that  time.  People 
would  accept  poor  laying — ill-fitting  seams,  poor 
joints  at  the  walls,  bradding  and  all  that — in 
their  kitchens  and  service  rooms,  but  in  their 
''best"  rooms  they  would  rec]uire  the  very  best 
kind  of  laying. 

The  alternative  to  bradding  linolevim  is 
cementing  it,  either  at  the  seams  only  or  all 
over  the  under  surface.  Linolevmi  cemented  at 
the  seams  only  buckles  and  bulg'es  in  the  central 
portions  where  it  is  left  uncemented,  due  to  the 
physical  law  that  any  unconfined  solid  substance 
expands  when  it  absorbs  moisture. 

Results  of  Expansion  of  Wood  Floors 

Cementing  linoleum  direct  to  a  wood  floor 
has  time  after  time  resulted  in  the  linoleum 
cracking  above  the  joints  in  the  wood  floor. 
Hence  the  necessity  for  the  felt  lining.  This 
method  was  worked  out  in  Europe  years  ago, 
and  in  an  early  day  was  championed  by  Conrad- 
son  &  Hill  of  New  York  City  in  this  country. 
Six  years  ago,  when  we  first  made  our  investiga- 
tions of  linoleum  laying  we  placed  our  approval 
on  the  use  of  a  felt  lining  when  cementing  lino- 
leum to  wood  floors. 

At  this  point  it  is  important  to  make  a  very 
definite  distinction,  which  few  people  in  talking 


of  linoleum  seem  to  take  into  consideration. 
Linoleum  can  be  cemented  directly  to  a  concrete 
floor  without  the  use  of  the  felt  lining,  without 
injury  to  the  linoleum.  It  is  only  on  wood  floors 
that  a  felt  lining  is  a  necessary  precaution,  to 
prevent  the  damaging-  of  the  linoleum  when  the 
cracks  in  the  wood  floors  open  up,  due  to  the 
expansion  and  contraction  of  the  floor  boards. 
Our  literature  now  contains  the  following  state- 
ment : 

"Where  linoleum  is  cemented  directly  to  a 
wood  floor,  and  the  later  contraction  of  boards 
results  in  breaking  the  linoleum,  the  manufac- 
turer cannot  be  responsible  for  the  resulting 
damage." 

Practice  Grows  with  Retailers 

Within  the  last  six  years  the  number  of  mer- 
chants prepared  to  cement  linoleum  over  felt  as 
a  permanent  floor  has  increased  tremendously. 
Six  years  ago  probably  not  half  a  dozen  stores 
in  the  country  had  ever  heard  of  the  use  of  a 
felt  lining  under  linoleum.  In  1921  there  were 
300  merchants  actively  using  this  method.  The 
number  had  grown  to  800  in  1922,  and  by  the 
close  of  this  year  we  feel  confident  that  the  num- 
ber will  be  as  high  as  1500.  You  must  remem- 
ber, also,  that  these  stores  are  the  leaders  in 
the  various  cities  of  the  country. 

Approved  by  Architects 

The  State  of  California  has  adopted  the  use 
of  the  felt  lining  under  linoleum  as  its  standard 
specification,  and  linoleum  is  never  laid  in  any 
of  the  State  buildings  in  any  other  way.  Con- 
trary to  the  statement  in  your  article,  the  United 
States  Government  has  frequently  specified  that 
linoleum  be  cemented  over  a  deadening  felt 
lining. 

The  leading  architects  of  the  country  also 
have  approved  this  method  of  laying,  and  are 
using  it  in  their  specifications  where  linoleum  is 
to  be  laid  on  wood  floors. 

Suppose  we  take  a  look  at  the  objections 
quoted  in  your  article.  They  are  so  superficial 
that  they  do  not  stand  examination. 

First — It  is  said,  "It  is  a  waste  of  time  and 
material,  and  in  many  cases  detrimental  to  the 
linoleum."  This  is  simply  a  generality,  the  vari- 
ous points  of  which  are  supposedly  elaborated 
on  in  the  objections  that  follow.    Not  a  bit  more 
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Have  you  given 
this  line  a  trial 
yet? 

From  all  over  the  country,  re- 
peat orders  are  coming  in  for 
Cocoa  Mats  and  Matting,  dis- 
closing the  fact  that  this  line 
has  been  O.K.'d  by  the  public 
and  is  being  purchased  in  large 
quantities. 

Why  not  get  some  of  this  staple, 
year  'round,  which  yields  such 
attractive  profits? 


Another  Good  One! 

AVONDALE  BATH  RUGS 

Cool,  washable  and  made  up  in  very  attractive  shades 
of  pink,  blue  and  green,  it  is  ideal  for  fitting  up  bed- 
rooms in  summer  homes,  or  in  children's  rooms  in  the 
year-round  home.  It  is  made  in  the  following  sizes: — 
18  X  30",  22  X  36",  24  x  48",  27  x  54",  36  x  63",  4'/^  x 
6  X  9'. 


The  Cobourg  Matting  &  Carpet  Co.,  Limited 

Cobourg,  Ontario 


IVJEW  catalogues  illustrating— Pictures, 
^  ^  Mirrors,  Serving  Trays,  Statuary 
and  Polychrome  Compote  Sets  and  Book 
Ends,  Floor  Lamps  and  Silk  Shades. 

H'rite  us  hy  return  mail 

G.  L.  IRISH 

Manufacturer 

497-499  Queen  Street  W.,  TORONTO,  ONT. 


UPHOLSTERY  SPRINGS 

Highest  quality  Upholstery  Springs, 
made  from  the  finest  grade  High 
Carbon  Steel  Wire,  oil  tempered 
after  the  coiling  operation,  thus  in- 
suring uniform  strength  and  "No 
Set."  Remember,  the  quality  of 
your  High-Grade  Upholstering  de- 
pends entirely  on  the  quality  of  the 
springs  you  are  using. 

HELICAL  SPRINGS 

for  spring  bed  and  mattress  fabrics. 
Get  the  habit;  buy  Canadian  Springs. 

James  Steele,  Limited 

Guelph.  Canada 


KO  26 


YOU  HAD  BETTER  GET  YOUR 

Christmas  Mouldings  Ordered! 
Before  the  Unusual  Rush 

MATTHEWS  BROTHERS  LIMITED 

The  Big  Canadian  Moulding  Manufacturers 
1906  Dundas  Street,  West  TORONTO,  ONT. 
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linoleum  is  used  when  it  is  laid  over  felt  than 
when  it  is  cemented  directly  to  a  wood  floor. 
It,  of  course,  requires  enough  felt  to  cover  the 
floor,  enough  paste  to  paste  the  felt  to  the  floor 
and  enough  time  to  cut  the  felt  and  paste  it  in 
position.  All  this  has  a  purpose,  however,  and 
certainly  is  not  a  waste. 

No  Danger  of  Moisture 

Second — "Felt  is  liable  to  collect  and  hold 
moisture,  acting  like  a  blotting  paper.  This 
quickly  destroys  linoleum."  You  yourself  an- 
swer this  argument  in  column  three,  where  you 
say :  "It  should  be  remembered  that  linoleum 
seals  completely  whatever  may  lie  beneath  it. 
For  that  reason  a  concrete  floor  which  is  not  as 
dry  as  the  proverbial  bone  is  sure  to  be  trouble- 
some ;  for  the  moisture  which  remains  is  almost 
sure  to  make  the  linoleum  come  away  from  the 
surface  and  to  create  any  number  of  disturb- 
ances, while  the  very  least  it  will  do  is  to  create 
a  moist,  damp,  unwholesome  condition." 

Need  we  make  any  more  comment  on  this 
point  ? 

The  Cause  of  Air  Pockets 

Third — "Felt  increases  liability  of  air  pockets 
by  100  per  cent — floor  to  felt  and  felt  to  lino- 
leum." Air  pockets  are  caused  only  by  poor 
workmanship,  due  either  to  the  use  of  an  impro- 
per paste,  the  use  of  too  little  paste  or  the  failure 
to  roll  the  linoleum  thoroughly.  The  felt  does 
not  enter  into  the  question  of  air  pockets  at  all ; 
in  fact,  if  anything,  the  felt  will  act  as  a  pre- 
ventative to  air  pockets. 

This  statement  is  explained  as  follows :  Be- 
fore the  paste  with  which  the  linoleum  is  put 
down  can  set  properly  it  is  necessary  for  the 
moisture  it  contains  to  evaporate.  Evaporation 
up  through  the  linoleum  or  down  through  the 
floor  is  always  a  slow  process,  so  that  frecfuently 
this  same  moisture  causes  the  linoleum  to  buckle 
before  the  setting  takes  place.  When  felt  is 
used  its  action  as  a  blotter  absorbs  enough  of 
the  moisture  from  the  paste  to  enable  it  to  set 
almost  at  once,  thus  holding  the  linoleum  in 
place  and  preventing  formation  of  so-called  air 
pockets. 

Felt  Will  Not  Split 

Fourth — "Felt  has  no  tensile  strength,  and 
is  likely  to  split,  due  to  contraction  and  expan- 
sion, thus  destroying-  the  solid  base  for  the  lino- 
leum, and  making  it  blister  or  buckle."  This 
objection  can  be  answered  by  asking  a  question: 
How  long  would  it  take-  to  split  a  stick  of  wood 
by  pulling  on  the  ends  of  it?  The  stress  of  a 
wood  floor  is  in  a  horizontal  direction,  and  while 
the  felt  is  very  easy  to  split  from  a  vertical  pull, 
it  will  not  split  from  a  similar  horizontal  pull. 
When  a  crack  in  the  wood  floor  opens  up  there 
is  a  parting  of  the  fibre  of  the  felt  over  that  par- 
ticular point;  or,  in  other  words,  absorption  of 
the  pull  of  the  wood  floor,  but  no  splitting. 

This  action  of  the  felt  has  been  demonstrated 


not  only  in  a  laboratory  but  in  actual  jobs. 
No  Chance  for  Germs 

Fifth — "Felt  allows  a  place  for  the  incuba- 
tion of  germs.  Linoleum  itself  is  germproof." 
Remember  that  in  column  three  you  say  that 
"linoleum  seals  completely  whatever  may  lie 
beneath  it." 

Furthermore,  the  heavy  germicidal  gases 
given  off  by  the  oxidized  linseed  oil  penetrate 
below  the  linoleum  just  as  surely  as  they  pene- 
trate the  air  above  it. 

Extra  Cost  Justified 

Sixth — "The  use  of  felt  adds  considerably  to 
the  cost  of  a  linoleum  floor."  This  is  the  only 
reasonable  objection  that  there  is  to  the  use  of 
felt,  and  it  is  not  an  objection  when  it  is  realized 
that  the  felt  lining  is  worth  the  extra  cost.  It 
does  not  take  as  much  labor  to  lay  the  felt  as  it 
does  to  lay  the  linoleum,  as  you  can  see  from  the 
steps  that  make  up  the  operation  of  laying  a  lino- 
leum floor.    They  are  as  follows: 

1.  Cutting  and  fitting  the  felt. 

2.  Pasting  and  rolling  the  felt. 

3.  Cutting  and  fitting  the  linoleum. 

4.  Pasting  and  rolling  the  linoleum. 

5.  Cutting  linoleum  seams. 

6.  Sealing  seams  with  waterproof  cement. 

7.  Rolling  linoleum  seams. 

8.  Weighting  linoleum  seams. 

According  to  carefully  prepared  statistics 
which  we  have  kept  on  installations,  large  and 
small,  during  the  past  four  years,  the  labor  of 
laying  the  felt  costs  exactly  7  cents  a  scjuare 
yai-d,  as  against  25  cents  per  square  yard  for  the 
labor  of  laying  the  linoleum  on  top  of  the  felt. 
Ten  cents  a  square  yard  is  a  high  price  for  dead- 
ening felt.  It  is  true  that  double  the  amount  of 
paste  is  required  for  putting  down  felt  and  lino- 
leum, but  no  waterproof  cement,  which  is  the 
really  expensive  adhesive,  is  required  for  past- 
ing the  felt  in  place. 

You  can  see,  therefore,  that  where  merchants 
make  a  charge  of  about  50  cents  per  square  yard 
for  cementing  linoleum  directly  to  a  floor,  they 
need  only  add  about  25  cents  per  square  yard  for 
the  laying  of  linoleum  over  felt.  There  are  no 
grounds  for  stating  that  the  labor  cost  of  laying 
mounts  100  per  cent,  when  felt  is  used. 

The  seventh  objection  is  that  felt  makes  it 
harder  to  remove  linoleum  in  case  that  step  ever 
becomes  necessary.  On  that  point  we  simply 
want  to  quote  the  building-  rule  in  force  in  the 
big  office  building  at  383  Madison  Avenue,  New 
York  City,  which  reads  as  follows : 

"No  tenant  shall  lay  linoleum  or  other  sim- 
ilar floor  covering  unless  an  interlining  of  build- 
ers' deadening  felt  shall  be  first  affixed  to  the 
floor  by  a  paste  or  other  material  which  may  be 
easily  removed  with  water,  the  use  of  cement- 
or  other  similar  adhesive  material  being  express- 
ly prohibited.    The  expenses  of  repairing  any 
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Guaranteed  Chesterfields  and  Easy  Chairs 


W.  J.  ARMSTRONG,  LIMITED 

GUELPH,  ONTARIO 


Tags  and 
String  Tickets 

I  We  are  Canadian  Agents  for  a  line  of  Pricing  Tags  and  Tickets 

I  of  all  kinds.    Special  Sale  Tags,  Shipping  Tags  and  marking 

[  devices. 

1  Our  prices  are  better  and  the  goods  right.    Send  us  samples 

i  of  your  tickets  for  quotations. 

J.  H.  WALKER  LIMITED 

I  Manufacturers'  Direct  Representatives 

I  32  Front  St.  West  Toronto 

I  Our  lines  are  diff  erent  " 
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damage  resulting  from  a  violation  of  this  rule 
shall  be  borne  by  the  tenant." 

Easy  to  Remove  When  Felt  Used. 
The  owners  of  this  building  arrived  at  this 
rule  only  after  some  bitter  experiences  with  ten- 
ants who  had  cemented  linoleum  directly  to  the 
floors.  When  the  linoleum  cemented  directly  to 
their  floors  was  taken  up,  the  floors  had  to  be  re- 
surfaced and  refinished  before  the  offices  could 
be  rented  again.  Furthermore,  the  linoleum  is 
usually  damaged  in  trying  to  pull  it  loose  from 
the  floor. 


On  the  contrary,  if  the  linoleum  is  laid  over 
felt,  the  linoleum- can  be  pulled  up  without  tear- 
ing, thus  permitting  its  use  again.  Portions  of 
the  felt  that  adhere  to  the  floor  and  the  back  of 
the  linoleum  are  quickly  removed  with  the  aid  of 
warm  water,  because  a  non-waterproof  paste  is 
used  to  put  felt  and  linoleum  down. 

The  building  rule  quoted  above  is  in  effect  in 
many  large  buildings  in  both  New  York  and 
Chicago,  and  bids  fair  to  become  a  standard 
specification  wherever  linoleum  is  used  tor  large 
office  floors. 


Views  on  the  Trend  in  Interior 

Decoration 


A  U.  S.  wholesaler,  prominent  in  the  floor 
covering  field  is  c^uoted  as  stating  that,  "what 
we  are  going  to  see  is  more  rooms  with  solid 
color  rugs  in  some  strong  shade,  toned  down 
with  walls  of  gray,  or  some  neutral  color,  as  well 
as  with  unobstructive  furniture  and  hangings." 

This  opinion  seems  rather  to  conflict  with 
that  expressed  by  one  of  Toronto's  foremost 
house  furnishing's  experts  whom  we  quoted  in 
thd  last  issue  of  "Furniture  World,"  and  who 
declared  that  there  was  every  evidence  of  a 
strong  revival  of  highly-figured  patterns  in  wall- 
papers. The  logical  tendency  with  such  wall- 
papers would  be  toward  not  only  plainer  drapes, 
but  also  plainer  floor  coverings,  with  more 
strongly  patterned  designs  in  upholstery  to  bal- 
ance with  the  latter.  It  will  be  noted  that  the 
wholesaler  referred  to  spoke  of  solid  color  rugs, 
and  these,  though  brighter,  would  not  necessar- 
ily clash  with  more  marked  patterns  in  wall- 
papers. However,  solid  color  rugs  ha^■e  not 
been  popular  with  Canadian  trade,  largely  due 
to  the  fact  that  with  our  sunny  climate,  they 
fade  more  quickly  and  lose  their  attractiveness. 

Of  course,  the  fact  that  this  trend  is  making 
itself  felt  south  of  the  line  is  no  surety  that  it  will 
influence  Canada,  but  over  there  the  swing 
toward  strong  color  in  floor  coverings  appears 
to  have  been  alreadv  beg'un.  This  does  not 
mean,  in  the  opinion  of  some  leading  members 
in  the  U.  S.  trade,  that  there  will  be  no  more  of 
the  taupes,  cocoa  and  mulberry  shades  that  have 
been  in  such  demand.  These  colors  will  no 
doubt  continue  to  sell  tremendously,  but  it  has 
been  noticed  that  some  of  the  big  decorating 
jobs  are  marked  by  more  color  than  heretofore. 
Petunia  shades  are  said  to  be  rivalling  the  duller 
mulberry  and  bright  tans  running  almost  to 
tangerine,  as  well  as  strong  reds  and  brilliant 
blues  and  greens  are  reported  as  showing  an  in- 
creased demand. 

Possibly  the  explanation  of  the  situation  is 
simply  this.  For  some  time  back  the  feeling  in 
interior  decoration  has  been  very  restrained.  In 


some  cases  this  has  been  carried  almost  to  the 
point  of  sombre  bareness,  and  the  time  has 
about  arrived  for  the  pendulum  to  swing-  in  the 
opposite  direction.  Both  the  manufacturers  of 
wallpapers  and  the  manufacturers  of  floor  cover- 
ings realize  this  fact,  and  both  are  anxious  to 
make  capital  out  of  the  situation  and  take  ad- 
vantage of  the  increased  demand  for  their  pro- 
ducts which  a  new  style  development  creates. 
Both,  therefore,  are  coming  out  with  brighter 
effects.  So  far  as  Canada  is  concerned,  the  wall- 
paper manufacturers  have  acted  first,  or  else 
public  taste  has  expressed  itself  more  quickly  in 
the  matter  of  mural  decoration.  It  is  not  logi- 
cal that  there  should  ibe  an  equal  movement  in 
the  direction  of  stronger  colors  and  patterns  in 
both  wallpapers  and  floor  coverings.  If  one  is 
bright  and  striking,  it  must  be  modified  by  the 
other,  in  order  to  preserve  good  taste.  The  in- 
terior decorator  and  the  consumer  wnW  decide 
the  trend. 


A  handsome  portable  table  lamp 
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PICTURE  GLASS 

(Specially  Selected) 

We  have  a  well  assorted  stock  of 
specially  selected  picture  glass. 
Write  for  our  new  reduced  price 
list  issued  Aug.  17th,  1923.  The 
prices  are  very  attractive. 


on  every 


wrapper 


We  carry  a  complete  line  of 
sundries  for  the  picture 
framer 


PHILLIPS  MFG.  CO. 

CANADA 


LIMITED 

TORONTO  .  — 
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All  types  of  curtain  rods  can  also  be  furnished  with 
combination  brackets 


Notice  the  compact  bracket  of  the  double  rod 


The  triple  rod  provides  for  more  elaborate  window  draping 

Friction  liere 


Friction    here   /  Friction  here 

The  Kant  Fall  Bracket  with  Bulldog  Grip 


The    Rant  t ALL 
Curtain  Rod 

is  everywhere  meeting  with  won- 
derful success — 

Why? 

Because  of  its  Bracket — the 
bracket  with  the  Bull-Dog  Grip. 

"They  Stay  Put" 

House-cleaning  time  is  almost 
here.  Are  you  prepared  to  meet 
the  demand  for  new  curtain 
rods? 

It  will  pay  you  to  write  for  our 
illustrated  folder  and  price  list 
before  buying. 


I  STURGIS  BABY  CARRIAGE  CO.  LTD.    -    xoRONmoSt  : 
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Novelty  May  be  the  Spice  of  Life — But  Some  People 
Know  a  Good  Thing  When  They  Find  it — Why 
Some  Women  Have  Favorite  Furniture  Stores 


i 


"Oh !  what  a  dainty  tea-wagon,  where  did 
)'Ou  get  that?"  was  the  exclamation  that  pleased 
the  hostess  of  the  afternoon  bridge  club.  The 
rest  of  the  players  were  busy  discussing  the 
hundred  and  one  things  that  come  up  at  the 
tea  hour,  but  the  writer  seized  the  opportunity 
to  learn  something  that  had  been  demanding  an 
answer  for  a  long  time,  the  all-important  ques- 
tion of  "Why  people  fancy  some  stores  in  pre- 
ference to  others." 

"The  tea-wagon  !  Oh,  I  got  that  at  Jacksons 
where  I  get  all  my  furniture."  This  was  the 
vital  point  and  we  pressed  it  to  a  conclusion, 
with  the  following  result. 

The  store  in  question  had  succeeded  in  "sell- 
ing" the  customer  something  more  than  mere 
furniture.  That  was  evidenced  from  the  remark 
"where  I  get  all  my  furniture."  Quite  often  it 
happens  that  when  there  is  a  new  piece  to  be 
bought  for  the  house  a  regular  hunt  begins  for 
the  store  that  offers  the  greatest  variety,  the 
lowest  price,  the  newest  design,  or  it  may  be  the 
most  attractive  terms.  Such  a  combination  is 
hard  to  find  in  one  house,  but  the  store  that 
can  convince  its  customers  that  they  will  get  a 
"square  deal"  no  matter  whether  the  purchase 
be  a  suite  of  furniture  or  a  tea-wagon  is  the  one 
that  in  the  long  run  will  show  the  greatest 
returns  on  the  year's  business. 

My  friend  had  no  doubt  at  all  that  she  had 
chosen  the  best  dealer  for  her  requirements,  and 
some  of  her  reasons  will  doubtless  provide  hints 
for  others  who  have  yet  to  "sell"  their  custom- 
ers on  the  question  of  service  and  value. 

"I  always  go  there  because  they  are  so  reli- 
able, and  after  all  that  is  the  thing  that  counts. 
When  you  are  buying  furniture,  you  can  pretty 
well  depend  on  your  own  taste  as  far  as  the 
finished  piece  is  concerned — you  know  whether 
its  oak,  walnut,,  mahogany,  cedar,  satinwood,  or 
just  plain  common  deal  that  will  best  suit  your 
requirements,  but  in  some  cases  it's  not  just  as 
easy  to  know  whether  you  are  looking  at  a 
veneered  or  a  solid  article  of  furniture.  Now, 
with  this  firm,  all  you  have  to  do  is  ask  the 
salesman  and  you  can  depend  on  a  straight  an- 
swer. There's  no  beating  about  the  bush,  they 
know  their  goods  and  don't  make  the  mistake 
of  trying  to  mislead  people.  Thank  goodness, 
there  are  a  few  who  give  the  rest  of  the  world 
credit  for  a  little  common  sense." 

"Superior"  Type  of  Salesman  Not 
Appreciated 

"Some  salesmen  have  that  horribly  superior 
way  of  suggesting  to  you  that  it  would  be  no 
use  explaining  to  YOU.  You  couldn't  under- 
stand.   Nothing  makes  me  more  annoyed  than 


to  come  across  this  class  of  person,  and  to  me 
it  seems  nothing  short  of  impertinence  to 
assume  that  while  their  own  brains  have  ])een 
capable  of  accepting  this  knowledge,  yours  are 
of  an  inferior  brand.  However,  that  is  one  of 
the  things  that  always  makes  a  call  at  my  parti- 
cular furniture  store  so  interesting".  I'm  always 
sure  to  learn  something  aljout  the  wood  in  its 
natural  state,  or  in  the  process  of  manufacture, 
that  I  did  not  know  before,  and  most  of  the  men 
there  take  such  a  pride  in  the  stock  that  you 
feel  they  have  a  personal  interest  in  each  article 
of  furniture.  The  fact  that  they  KNOW  their 
subject  gives  me  so  much  confidence  that  I 
never  think  of  going  anywhere  else." 

Here  we  ventured  to  ask  what  would  happen 
if  the  particular  article  desired  did  not  happen 
to  be  in  stock,  but  that  was  immediately 
answered  in  the  only  way  one  would  expect 
from  a  firm  that  took  the  trouble  to  see  that  all 
its  salesmen  were  posted  in  their  stock,  and  at 
the  same  time  suf^icientb'  interested  to  deal  with 
matters  that  did  not  actually  come  within  their 
province  as  mere  salesmen — the  article  was  pro- 
cured with  the  minimum  of  delay.  Catalogs, 
which  manufacturers  supply  at  no  small  cost  to 
themselves,  were  carefully  filed  for  just  such  a 
need  as  this,  and  it  was  always  possible  to  find 
the  rec[uired  addition  to  the  home  from  among 
the  numerous  illustrations  brought  out. 

Attention  to  details  will  often  do  more  to- 
wards making  a  satisfied  customer  than  a  casual 
observer  would  believe.  Show  a  little  better 
finish  on  the  inside  of  drawers,  a  block  to  save 
that  door  swinging  back  too  far,  the  smooth 
working  of  the  hinges,  all  the  hundred  and  one 
little  points  that  are  such  good  sales  arguments 
if  one  only  knows  how  to  use  them,  in  a  word, 
convince  the  intending-  purchaser  that  you  know 
what  you  are  talking-  about  and  you'll  soon  have 
people  who  see  only  YOUR  store  when  the 
question  of  buying  furniture  comes  up,  just  as 
in  the  case  of  the  bridge  hostess. 


Live  Furniture  Merchant  Establishes 
Himself  in  Guelph,  Out. 

Wilfrid  Keene,  formerly  of  Keene  Brothers, 
London,  Ont.,  has  taken  over  the  business  form- 
erly operated  by  the  Guelph  Furniture  Co.  on 
Wyndham  Ave.,  Guelph,  Ont.,  and  is  attracting 
the  residents  of  the  city  with  a  big  opening  sale. 
Mr.  Keene  is  making  improvements  to  the  prem- 
ises and  indicates  his  intention  to  use  aggres- 
sive methods  in  getting  after  furniture  business 
in  Guelph  on  a  cash  basis.  He  is  very  pleased 
with  results  up  to  date. 
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Rishel  Sanitary 
"Ventibestos"  Table  Mats 

Orders  Filled  Promptly  by  Express  or  Freight 

We  make  any  size  or  shape  without  additional 
expense.    Send  us  your  patterns. 


The  ONLY  Mat  with 
a  centre  of  CORRUGAT- 
ED ASBESTOS. 

Our  mats  are  five  ply 
consisting  of  one  heavy 
sheet  of  corrugated  as- 
bestos between  two 
heavy  shets  of  wool  felt. 
These  are  firmly  quilted 
together  and  enclosed  in 
a  removable  flannel  cov- 
er. The  cover  consists 
of  white  cotton  flannel 
on  one  side  and  green 
Kearsage  Plush  on  the 
other.  There  is  no  pos- 
sibility of  marring  the 
table  top  when  our  Ven- 
tibestos    mats    are  used. 

Round  or  square  are  the 
same  price.  Unless 
specified  will  always  ship 
round  mats. 

Orignated  and  sold 
only  by  us.  This  Solid 
Fumed  Oak  Display 
Rack  absolutely  free  to 
our  dealers.  Write  us 
for  particulars. 
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100  per  cent  Efficient 
The  Silent  Salesman 


Special  attention  given  to   Canadian  orders. 

J.  K.  RISHEL  FURNITURE  CO. 

WILLIAMSPORT,  PA. 
Dining  and  Bed  Roam  Suites 

"We  make  all  our  own  Chairs  and  Dining  Tables." 


Good  Chairs 

ALWAYS  SELL 


Good  Chairs 
are  bound  to 
sell,  and  Ball 
Chairs  are  the 
very  best. 

The  prime  con- 
sideration of  a 
chair  is  comfort. 
After  comfort 
comes  design 
and  workman- 
ship. All  these 
Ball  Chairs 
have. 

Write  Jor 
particulars  today 


Ball  Furniture  Co.,  Ltd. 

Hanover    -  Ontario 

iii)iiiiiiiiiiiiiiiiiiii)iiiiiuiiiiniiiiMiii9tiiiiiiiiiiiiiiiiiMiiiiiiiiiiiiiiiiniiiiiiiNiiiiiiiiiii{iiiiiiiii>iiitii;^ 


iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiliiiiiiiliiiiiiiiii^ 

I  If  you  let  your  customers  make  a  mistake —  | 
I  you  will  certainly  he  blamed  | 


A  Mattress  made  from  second  hand  materials 
— apart  from  its  Unsanitary  Features — cannot 
give  first  hand  satisfaction 

"National"  Mattresses  are  Guaranteed 
100%  New  Materials 


There  are  no  better  mattresses  made  in  Canada —  You  can  recommend  them  with  confidence 

The  National  Mattress,  Felt  &  Batting  Co. 

TORONTO  340  Gerrard  St.  E.  ONTARIO 


IIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIO 


SEPTEMBER,  1923 


MOTHS  CONQUERED 

Guaranteed 
Queen  City 
MOTH  PROOF 
Chesterfield  Suites 

We  are  now  building  MOTH  PROOF  upholstered 
furniture. 

A  Guarantee  Tag  Attached  to  every  Suite. 


We  guarantee  this  furniture 
against  destruction  by  moths. 

Moreover,  we  guarantee  the 
frames  to  be  strong;  the  materi- 
als used  in  filling  to  be  absolutely 
new  (not  second-hand)  and 
hygenic;  each  chesterfield,  ac- 
cording to  size,  to  contain  from 
368  to  524  high  tempered  japan- 
ned wire  springs. 


Our  range  of  designs,  coverings  and  prices  is  exten- 
sive enough  to  satisfy  the  wants  of  any,  from  the 
humblest  dwelling  to  the  most  elaborate  home. 

Get  in  touch  with  us  today  for  particulars  and  catalog. 


The  Queen  City  Furniture  Company,  Ltd. 

27-63  Vine  Street  —  West  Toronto 


FURNITURE  WORLD 


The  dealer  who  is  looking  for  a  profitable  gift  line  will  find  his  every  need  satisfied  in  the  great  variety 
of  Coombe  quality  creations.  Handsome  in  appearance,  well  made  and  beautifully  finished,  every  piece 
is  calculated  to  appeal  to  the  popular  fancy.  The  benefits  from  Coombe  sales  lie  not  only  in  the  im- 
mediate profits  but  in  the  goodwill  fostered  through  the  satisfaction  they  give. 

Inquire  now  about  our  complete  line  of  desks,  tables  of  all  kinds,  tea  wagons,  telephone  stands,  chairs, 
living  room  furniture,  etc. 

Our  Hand  Decorated  Japanese  and  Egyptian  designs  are  particularly  suitable  for  Christmas  Gifts. 

The  F.  E.  COOMBE  FURNITURE  CO.,  Limited 

Kincardine  -----  Ontario 


No.  2321  Desk  ■  No.  £320   Book  Rack 


OCTOBER,  1923 


KITCHENER  —  WATERLOO 


BUSINESS  WEATHERVANE 

Total  immigration  to  Canada  was  80  per  cent,  higher  in  July  than  in  the  same 
month  in  1922.  Immigration  for  July  1923,  totaled  13,960  against  7,757  in  July 
last  year.  During  the  four  months  of  the  fiscal  year  ending  with  the  close  of 
July,  64.912  immigrants  entered  Canada.  This  compares  with  32,849  who  entered 
during  the  corresponding  period  of  1922.  Of  the  total  29,593  were  British,  8,231 
from  the  United  States  and  17,098  from  other  countries. 

Review  of  Industry. 


REPUTATION 

We,  all  of  us,  know  men — -and  business  houses — with  reputations  for  integrity ;  others  for 
capacity;  others  for  service;  and  seme  for  nothing  more  than  honesty  of  purpose.  Henry 
Ford  has  a  reputation  among  others,  of  having  in  half  a  lifetime  created  the  greatest 
industrial  plants  ever  known,  and,  as  an  extra  addition,  the  reputation  of  having  probably 
been  the  first  to  advocate  and  establish  a  "thrift"  plan  to  acquire  an  Expense. 
Reputation,  however,  is  the  foundation  upon  which  all  business  is  built.  No.  business  is 
established  without  creating  a  reputation,  and  it  cannot  be  lasting  unless  it  is  based  on 
sound  business  principles. 

It  is  our  honest  desire  to  build  a  reputation  for  our  companies  based  on  honest,  saleable 
merchandise,  and  fair  dealing.    We  have  been  at  it  now  for  almost  sixteen  years.    The  bet- 
ter our  reputation  may  become,  the  more  shall  we  strive  to  be  worthy  of  it. 
To  make  artistic,  well  built  livable  furniture  at  honest  prices  is  the  reputation  we  hope 
to  attain. 

ANTHES  BAETZ  FURNITURE  COMPANY,  LIMITED. 
Makers  of  Dining  Room  and  Chamber  Furniture 

BAETZ  BROTHERS  FURNITURE  COMPANY,  LIMITED. 
Living  Room  Furniture. 

BAETZ  BROTHERS  SPECIALTY  COMPANY,  LIMITED. 
Lamps  and  Shades 


Managing  Director 


Kitchener,  Ont.,  October,  1923. 


HOW  ABOUT  SATURDAY  NIGHT? 

When  bathtubs  were  first  introduced  in  the  United  States  physicians  inveighed 
against  their  use.  At  least  one  municipality  passed  an  ordinance  forbidding  bathing 
in  a  tub  without  medical  sanction,  and  in  1853  the  common  council  of  another 
city  thought  of  prohibiting  the  use  of  bathtubs  during  the  winter  season.  In  the 
light  of  developments  the  people  then  had  odd  notions. 


"Canada's  Greatest  Furniture  Centre" 
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KITCHENER  —  WATERLOO 


No.  730 
in  Walnut 


% 
I 

\ 

VANITY  DRESSER  No.  730  as  illustrated  is  typical 
of  the  values  which  have  made  our  lines  the 
standard  by  which  all  others  are  judged.  It  comes  in 
Walnut,  attractively  designed,  well  made  and  beauti- 
fully finished.  Priced  as  it  is,  to  meet  the  demands 
of  the  average  pocket-book,  it  cannot  fail  to  bring  in 
the  business. 

Drop  us  a  card  for  particulars. 

MALCOLM  &  HILL,  LTD. 

KITCHENER,  ONT. 
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The  Gift  Supreme 


There  is  an  atmosphere  of  re- 
finement and  quiet  elegance 
about  H.  Krug  furniture  that  is 
both  impressive  and  distinctive. 

A  richly-carved  table  or  a  hand- 
some chair  makes  a  most  satisfy- 
ing gift  and  one  that  will  give 
permanent  pleasure. 

The  H.  Krug  Furniture  Co., 

Limited 

Kitchener    -  Ontario 


Canada's  Greatest  Furniture  Centre 
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KITCHENER  —  WATERLOO 


Be  Prepared! 


No.  858  Fernstand 

Made  in  Selected  Quartered  Oak  or 
Birch,  Finished  Any  Oak  or  Walnut 
Finish  30"  High  30"  x  11"  Top  6"'  Deep 


No.  456  Telephone  Table 

Made  in  Quartered  Oak  and  Birch  Any 
Oak  Finish  or  Walnut,  30"'  High,  22"  x 
14"  Top. 


No.  457  Telephone  Bench 

Made  in  Quartered  Oak  and  Birch,  Fin- 
ished any  Oak  or  Walnut  Finish  Cane 
Seat  18"  High,  17"  x  12"  Top 


The  approaching  season  will  again  bring  its  de- 
mand for  NOVELTIES.  We  show  here  one  of 
our  several  exclusive  designs  in  telephone  sets 
and  fern  stands.  Simplicity  in  design,  combined 
with  sturdy  construction. 

Write  us  for  particulars  of  our  complete  line  of 
Novelties,  including  Book  Racks,  Hall  Furni- 
ture, Magazine  Racks,  tabourettes,  etc. 

Samples  on  Your  Floor 
Will  Sell  Themselves 


Catalogue 
and  price  list 

will  be 
mailed  upon 

request 


No.  457 


No.  456 


WUNDER  FURNITURE  MFG.  CO.,  LIMITED 


KITCHENER,  ONTARIO 


^^Canada^s  Greatest  Furniture  Centre" 


OCTOBER,  1923 
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Queen  Anne  Design     Combination  Walnut 


In  Stock  for 
Immediate  Delivery 

This  suite  (No.  120)  fully 
measures  up  to  the  pre- 
sent-day demand  for  fur- 
niture of  better  quality 
and  greater  value. 
Drop  us  a  line  now  for  full 
particulars. 


Dresser  top  42  x  21 
mirror  30  x  24 

Chiffonette  top  32  x  20 

Vanity  Table- 
top  19  X  40 
mirror  16  x  28,  8  x  20 

Bed  Height  51  inches 
Slat  54  inches 


■ft 
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THE  JACQUES  FURNITURE  COMPANY  LTD. 

KITCHENER      -      ■      -  ONTARIO 
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KITCHENER  —  WATERLOO 


THE  ART  LINE 

Dining-Room  and  Bedroom  Furniture 

made  in  modern  and  popular  designs 
from  selected  materials,  durably  con- 
structed and  at  popular  prices. 

Art  Furniture  Company,  Ltd. 

Kitchener,  Ontario 


:;  i.  ti  i.       'i  z  Tin  i.     ::i ::::  ::, :i;       :i  ::= :::: :i 


Our  Line  Contains 
Practical  Christmas  Gifts 


i 


i 


Ventilated  Spring  Mattresses,  Ventilated  Box  Sprinj^s,  Ven- 
tilated Spring^  Pillows,  Spring  Upholstering  Cushions, 
Upholstering  Constructions,  Auto  Seats,  Spring  Rosettes, 
Chair  Pads,  etc.  Write  for  prices. 

Fischman  Spring  Company 

Kitchener,  Ontario 
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''Canada's  Greatest  Furniture  Centre" 
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Small  Reed 
Pieces  That 
Bring  in  the 
Business 


Larger  pieces  and  suites,  too,  for 
every  home  has  a  place  for  one  of  the 
inexpensive  articles  which  are  so 
handsome  when  made  by  the  Can- 
adian Rattan.  They  make  wonderful 
gifts  and  their  sale  is  constantly  in- 
creasing. Take  advantage  of  this 
ready  market. 

Order  Now  for  Your 

Christmas  Trade 

Christmas  always  sees  a  heavy  de- 
mand for  these  pieces  and  the  sooner 
you  get  your  order  in  the  better. 
Have  them  on  your  floor  soon  and 
catch  the  early  buyers. 


The  Canadian  Rattan  Chair  Company 

Limited 

Victoriaville      -  Quebec 

With  which  is  affiliated  The  Eastern  Townships  Furniture  Mfg.  Co.,  Arthabaska,  Que. 

J.  D.  GAGNE,  President 


10 


FURNITURE  WORLD 


Feature  the  Watson 
Line  This  Xmas 


Tables 
Chairs 
Chaises 

Lounges 
Day  Beds 
Foot  Rests 
Settees 
Bird  Cages, 

etc. 
Desks 
Baskets 
Ferneries 
Davenports 
Floor  Lamps 
Table  Lamps 
Smoker's 

Stands. 


No.  7536S  Rocker 


No.  7536S  Chair 


The  steadily  increasing  popularity  of  reed  and  fibre  furniture 
is  going  to  make  this  Christmas  season  the  best  yet.  Dealers  who 
stock  early  and  feature  the  Watson  line  will  reap  golden  profits 
and  build  up  a  trade  that  will  stay  with  them  throughout  the  year. 


No.   7536   S   Settee  5  feet 


The  J.  B.  Watson  Furniture  Co.,  Limited 


Kincardine       —  Ontario 


OCTOBER,  1923 


" "  '  ■ 

'  NON  SWAY  SPIRAL  SPRING 


The  Ace  of  the  Coil  Spring 


Non  Sway  spring  is  built  of  100  High  Tempered  Carbon  Steel  Coil  with  a 
very  close  interlaced  top  mounted  on  a  rigid  angle  Steel  Frame. 

Non  Sway  spring  will  not  sag  nor  breakdown, 

Non  Sway  springs  are  faultless.  .Compare  them  with  those  you  are  sell- 
ing now.  Introduce  Non  Sway  Spring  that  won  the  praise  of  thousands 
of  satisfied  users  for  its  comfort,  quality  and  appearance. 

The  selling  feature  of  Non  Sway  Spring  is  the  unequalled  Patent  Sides 
that  keep  the  whole  spring  in  Permanently  Straight  Form  and  Shape,  pre- 
venting sway  in  either  direction.  The  30  day  Free  Trial,  and  a  20  year 
guarantee. 

Get  acquainted  with  Non  Sway,  and  other  St.  Louis  Bedding  lines. 

Springs,  Mattresses,  Sliding  Couches,  and  Cosy  Corners,  that  we  are 
offering  to  you  in  a  wide  range  of  styles. 

They  sell  on  sight. 

Bring  big  profits  and  hundreds  of  new  friends. 


ST.  LOUIS  BEDDING  CO. 

4  Cote  St.,  Montreal,  Que. 


I 


12 


FURNITURE  WORLD 


First  Choice  from  the  Beginning 


*"lShe  ffe. 
9/th 


'Early  habits  build 
early  lucceis.  T'he 
whole  family  will 
find  a  Lfniversar* 
valuable. 


The  tremendous  volume  of  sales  recorded 
by  Globe-Wernicke  dealers  is  due  to  no 
mushroom  popularity.  From  the  time  that 
sectional  bookcases  began  to  replace  the  cum- 
bersome solid  book  racks,  Globe-Wernicke 
has  led.  Today,  over  70  per  cent,  of  all  books 
are  housed  in  Globe-Wernicke  Sections.  New 
styles,  new  designs  are  constantly  being 
added  to  meet  changed  conditions  and  pop- 
ular fancies.  They  may  be  had  in  all  sizes, 
all  finishes  and  at  all  prices.  No  matter 
where  your  trade  lies,  the  Globe-Wernicke 
line  will  satisfy  every  demand. 

This  year  sell  Globe-Wernicke  Sections  as 
Christmas  gifts  and  your  sales  will  reach 
new  levels. 


STRATFORD  ONTARIO 


OCTOBER,  1923 
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The  Supreme  Achievement 

From  The  Slobc^Vcrwtcke  Workshop 


The  ECONOMY  Pattern 

Supplied  in  Plain  Oak,  Quartered  Oak  and  Birch 

 PRICES  TO  THE  TRADE  

Plain  Oak  Fumed  or  Golden  $18.35  net 

Quartered  Oak— Fumed  or  Golden   21.00  " 

Birch— Mahogany  or  Walnut   .  21.00  " 


The  greatest  value  of  any  bookcase  on  the  market — 
Ready  for  Immediate  Shipment — Send  in  Your  Orders  Early 


STRATFORD  ONTARIO 
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Everybody  Likes 

Trade  and  Public 


No.  225  Bedroom  Suite 


'  •:m  nfil" _^  HEREVER  shown,  this  suite  has  called 
y^lll    forth  the  unqualified  approval  of  all  who 
WW     have  seen  it.   At  the  recent  Canadian 

 1  National  Exhibition  it  proved  a  great 

attraction  and  was  closely  examined  by  the  crowds. 
It  is  made  in  red  gum,  Queen  Anne  design,  has  bow^ 
end  bed  and  many  attractive  features.  With  this 
suite  is  a  Chifferobe  not  shown  in  the  above  cut.  A 
splendid  suite  for  Fall  and  Winter  Selling. 


THE  STRATFORD 

STRATFORD 

,  .   L 


OCTOBER,  1923 


These  Suites 

Express  Approval 


No.  691  Dining'  Room  Suite 


NOTHER  suite  which  excited  unusual 
attention  is  the  Dining  Room  Suite  shown 
above.  Its  attractive  design  was  much 
admired.  This  suite  is  one  of  our  best 
values.  Your  special  attention  is  drawn  to  the  cane- 
back  chairs,  cupboard  space  in  lower  China  Cab- 
inet, fine  sturdy  table  and  attractive  lines  of  this 
Suite.  Made  in  plain  Oak.  There  is  sure  to  be  a 
demand  for  691. 


HAIR  COMPANY 

ONTARIO 
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FURNITURE  WORLD 


Are 

You 
Getting 

This 
Business 


KROEHLER  Davenport 
Beds  are  rapidly  taking 
their  place  as  a  necessity 
for  modern  homes  and  apart- 
ments. Their  handsome  ap- 
pearance and  luxurious  com- 
fort make  an  appeal  to  all 
home-lovers,  while  the  advan- 
tage of  an  extra  bed-room  is 
an  argument  they  can't  resist. 

This  Christmas,  many  people 
will  give  Kroehler  Davenport 
Beds.  A  careful  selection  of 
the  various  designs  and  cover- 
ings will  bring  in  much  new 
business  for  you.  Until  you 
have  seen  our  line,  you  have 
no  idea  how  attractive  and 
saleable  it  is. 

Write  for  catalogue  today 


THE  KROEHLER  MFG.  CO.,  LIMITED 

STRATFORD  -  -  .  ONTARIO 


mi 
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Reed  Rockers  and  Chairs 
Make  Ideal  Xmas  Gifts 


IT  would  be  difficult  indeed,  to  find  a  home 
whose  attractiveness  would  not  be  en- 
hanced by  at  least  one  piece  of  rattan  fur- 
niture. It  would  be  almost  as  difficult  to 
find  a  home  owner  who  would  not  be  de- 
lighted by  a  gift  of  this  same  furniture. 

Therefore,  do  not  overlook  Imperial  Rattan 
in  your  bid  for  business  this  coming  Christ- 
mas season. 

Orders  are  now  being  booked  for  early 
delivery. 


The  Imperial  Rattan  Company 

Limited 

Stratford  Ontario 


L!iiiiiiiiiiiiiiiiiiiii>iiinaiiiiiBiiiii>ii>iiiii<niiiONi:iii!iiiiiig)ioiii>iinii:iii:iiisiiaiiiiiaiiaiisiiDni) 

What  Better  Gift 
than  a  Doll  Carriage 
for  the  Little  Girl? 


Every  girl  has  a  doll  carriage  at  some  time 
or  other — most  girls  have  several.  Next 
to  dolls,  its  the  one  possession  that  stands 
closest  to  their  hearts.  And  at  Christmas 
time— well,  can  YOU  think  of  a  better  gift 
for  a  little  girl? 

Don't  tr}^  to  get  throngh  the  Christmas 
season  without  a  good  supply  of  the  finest 
of  all  doll  carriages — made  by 


iiDiiiiia  iiiiiiiiiiiiii 


iiiiiaiigiiiii:iiDiiiii!iiiBii(iiiii>ngi! 


IIIIIIMBIiaillMllllllI 


Toronto  Specialty  Mfg.  Co.  Limited 

415  Hobberlin  Office  Bldg.^  Richmond  East,  Toronto 

Factory :    Bradford,  Ont. 


FURNITURE  WORLD 


Velours  Indegaufrable 
Velours  DeFrance 
Velours  Toscan 
Embossed  Mohairs 
Plain  Mohairs 
Cut  Mohairs,  etc. 


Made  by 

TISSAGE  DE  VELOURS,  ACHEL,  BELGIUM 


A  S  exclusive  North  Ameri- 
can  agents  for  these  fam- 
ous products,  our  extensive 
range  offers  an  unrivalled  op- 
portunity for  the  trade  to 
procure  the  newest  and  best 
materials  for  upholstering. 
We  shall  be  pleased  to  have  the 
opportunity  of  submitting 
samples  and  prices. 


G.  NOEL 

&  COMPANY 

30  St.  John  Street,  Montreal 
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QUALITY 

The  DOMINION  line  of  Dining  Room  and  Bedroom  furniture  in  "Walnut  Finish"  is, 
we  believe,  worthy  of  a  place  on  your  floor. 

We  make  this  statement  after  unbiased  comparison  of  our  lines  with  others  in  the  same 
price  class.  We  find  that  piece  for  piece,  suite  for  suite,  DOMINION  furniture  offers 
better  selection,  better  values  and,  therefore,  greater  saleability.    Try  them  out, 


I         DOMINION  FURNITURE  MANUFACTURERS,  LTD.  | 

I  ST.  THERESE  -  -  -  -  -  QUEBEC  | 

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^   nil  iiiiiiiiii  iiiiiiiiiiiiiiiiiiiiii  I  iiiiiiiiiiiiiiiiiiiiiiiiiiii  nil  iiiiiiiiiiii. 
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FURNITURE  WORLD 


In  the  Otterville  Line  are  Sellers  for  Every  Season 

WE  GUARANTEE  HONEST  GOODS  AT  FAIR  PRICES 

Catalog  50  i»  At  Your  Service 


No.  22  Card  Table 


Camp  Cots. 

Camp  Chairs  &  Stools 

Camp  Tables. 

Card  Tables. 

Folding^  Chairs. 

Invalid  Bedside 
Tables. 

Bed  Trays. 

Bed  Rests. 
Screens,  Pedestals. 
Umbrella  Stands. 
Costumers,  etc. 


I 


16  Non  Tip  Chair 


Otterville  Manufacturing  Company  Limited 


OTTERVILLE 


ONTARIO 


The  "MONARCH" 


Spring:  centre  mattress, 
18  individual  pockets 
216  coils  securely  fast- 
ened with  our  patent 
notched  out  steel  clip. 

Workmanship  and  mat- 
erials fully  guaranteed. 

Usual  Trade  Discount 
Retail  $45.00., 

Phone  or  wire  your  order  for 
immediate  attention. 


BOTHWELL  MANUFACTURING  CO.,  LTD.    BOTHWELL,  ONT 


Bothwdl  MfaGo: 

^  (teeddin^)^  : 

Bothwell,Ont  i 


Best 


OCTOBER,  1923 
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^AILIL  SOUD  WALNUT^ 
PEPPbER    Bros.  Go.  Ltd.  -  -  HAysovER  Ont. 
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No.  142 
Jardiniere  Stand 

Top  13  X  13  inches, 
Height  19  inches.  Fin- 
ish, Meaford  Walnut  or 
Mahogany. 


No.  143 
Jardiniere  Stand 

Top  12  X  12  inches. 
Height  19  inches.  Fin- 
ish, Meaford  Walnut  or 
Mahogany. 


No.  405 
Medicine  Cabinet 

White  Enamel  only. 
Size  22  X  16  X  51/2  inches 
deep.  Also  supplied 
with  Mirror  12  x  18 
inches  in  door.  Lock 
and  key. 


Here  Is  the  Lin* 


Dealers  who  sold  the  Meaford  line  of  gift  furni- 
ture last  year  are  coming  back  with  bigger  orders 
than  ever  before.  They  know  that  Meaford  Fur- 
niture turns  prospects  into  customers  and  cus- 
tomers into  boosters  for  their  store.  The  line  this 
year  is  particularly  attractive  and  offers  big  sales 
opportunity  for  the  dealer  who  orders  early. 


Jardiniere  Stands 

Desks 

Tables 

Pedestals 


Gostumers 
Medicine  Cabinets 
Smokers'  Stands 
Wardrobes,  Etc. 


Write  for  Our 
Catalogue  Today 


No.  449  Desk 

Height  35  inches.  Width  32  inches.  Depth 
19  inches.  Finish,  Meaford  Walnut  or  Ma- 
hogany White  Enamel  or  Ivory. 


No.  141 
Pedestal 

Top  13  X  13  inches. 
Height  36  inches.  Fin- 
ish, Meaford  Walnut  or 
Mahogany. 


The  Meaford  Manufacturing  Co.,  Limited 


Meaford  —  Ontario 


OCTOBER,  1923 


23 
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for  Xmas  Sales 


Quick,  profitable  turnover  is  the  imperative  need 
of  every  furniture  merchant  today.  The  Meaford 
line  of  Dining-room  and  Bedroom  Furniture  pro- 
vides you  with  merchandise  that  strikes  a  popular 
chord  and  that  is  eagerly  purchased  wherever 
shown  on  the  floors  of  a  progressive  dealer.  It's 
the  kind  of  furniture  that  helps  your  customers 
sell  their  friends. 

Let  us  furnish  you  with  complete  particulars 
regarding  the  Meaford  line  today.  A  card  will 
bring  catalogue  and  prices. 


No.  140 
Pedestal 

Top  13  X  13  inches. 
Height  12  inches,  Fin- 
ish, Meaford  Walnut  or 
Mahogany. 


No.  428 
Desk 

Height  41  inches.  Width  32  inches. 
Depth  16  inches.  Plain  Oak,  Fumed 
or  Old  English. 


No.  740 
Costumer 

White  Enamel  72 
inches  high  and  20 
inches  wide  at  base. 
Also  made  in  Walnut, 
Mahogany  and  Ivory 
finishes. 


No.  171 
Smoker  Stand 

Top  13  X  13  inches. 
Height  28  inches.  Plain 
Oak,  Golden  or  Fumed 
finish. 


The  Meaford  Manufacturing  Co.,  Limited 

Meaford  —  Ontario 


i 


i 
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For  Christmas — 

A  Cedar  Chest! 

A  Cedar  Chest  makes  a  most  acceptable  Xmas 
gift,  particularly  if  it  be  of  that  distinctive  quality 
and  design  which  characterize  the  Chesley  line. 

Profitable  and  easy  to  sell.  Get  your  order  in 
now. 

The  Chesley  Chair  Company  Ltd. 


29-42 


Chesley 


Onta 


no 


Small  Gift  Pieces 
for  the  Xmas  Trade 


Small  attractive  pieces,  such  as  these  dainty 
tables  make  an  irresistible  appeal  to  all  home- 
lovers,  and  they  lead  to  a  steady,  profitable 
trade. 

The  entire  Bell  line  of  medium  priced  furniture 
follows  closely  the  popular  trend.  Bell  dealers 
find  their  turnover  rapid  and  their  profits  good. 
If  you  are  not  familiar  with  this  fast  selKng  line, 
you  should  get  acquainted  right  away. 

Catalogue  will  be  sent  on  request. 


The  Bell  Furniture  Company  Limited 

SOUTHAMPTON  -  -  ONTARIO 


Jiiiiiiiiiiiii!iiiiiiininiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiniiiliiliiiiil:iliiliiliiiiiliiliiiiili:iiiliiliiiniiiliiiiiliiliiliiliiiiiliilM  ■iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiin: 


If  You  Were  Buying  a  Folding  Table — 


You  Would  Buy  a  New  Elite  or  Peerless 


Because 


— they  will  support  1,000  lbs.  (by  test)  without  a  tremor. 
— they  are  finished  to  match  the  best  appointed  home,  they  may  be  had 
in   Fumed,   Early  English,  Golden   Oak  and  Mahogany  with  tops  of 
green  felt  or  leatherette. 

— they  are  light,  a  30  in.  table  weighs  but  12  lbs.,  they  may  also  be  had 
in  sizes  ranging  from  24  in.  to  48  in. 

You  know  that  the  Peerless  and  New  Elite  are  the  best  buys  in  folding 
tables  then  use  these  arguments  to  convince  your  customers. 


Hourd  &  Co.  Limited 


Sole  Licensees 
and  Manufacturers 


London,  Ont. 


Peerless  and  Neri)  Elite 


;illiiliili!liil1iiiiliiliiliiliiiiiiiilMliiiiiiiiiiiliiiiilii|i{iiiiiiliiliil4iiiiiii  ■Miiiiiiiiiiiiiiiiiiiniiiiiiiiiii{iniiiiiiiiiiiii:iiiiiiiiiiiiiiiii:iiiii:iiiiiiiiiii!iiiiiiiiniiiiiiiiiliii:iii:liiliiliii:iliiliiliiliiliiiMiMiiiiiiiiiiiilMlil 
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No.  178 


A  young  couple  intending  to  occupy  a  small  apartment 
will  be  lucky  indeed  if  their  Xmas  Gifts  include  this 
new  and  fashionable  Breakfast  Room  suite.  The 
Dining-Living  Room  problem  will  be  greatly  simph- 
fied  for  them,  as  the  table  can  be  folded  up  and  push- 
ed to  one  side  and  the  Cabinet  may  be  used  as  a  book 
case.  Made  of  Birch,  the  suite  can  be  finished  in 
Walnut,  Mahogany  or  in  delicate  enamelled  colors. 
See  page  11  of  our  new  catalogue  for  a  color  illustra- 
tion of  this  suite. 

This  cut  for  your  newspaper  advertising  and  a  beautiful 
window  display  card  in  four  colours  will  gladly  be 
supplied  to  dealers  handling  this  design. 


The  North  American  Furniture  Co.,  Ltd. 

OWEN  SOUND,  ONTARIO 


26 


FURNITURE  WORLD 


Mundell  Xmas  Gift  Furniture 


Originality^  Quality  and 
Price^  Successfully  Combined 


Each  year  witnesses  a  substantial  increase 
in  the  sale  of  Mundell  Xmas  Gift  Furniture. 
Last  year's  bumper  sale,  for  instance,  was  a 
big  increase  over  the  previous  year.  The 
coming  season  will  witness  a  corresponding 
increase  over  last. 

Everyone  likes  a  winner — that  is  why  deal- 
ers are  strong  for  the  Mundell  line.  Why  not 
give  it  a  try  out? 

Get  Particulars  Today 


No.  215  Smoker's  Stand  Wal- 
nut or  Mahogany  finish. 
Nickel  Trimmings 


No.  218  Smoker's  Cabinet  Wal- 
nut or   Mahogany  finish. 
Nickel  Trimmings 


John  C.  Mundell  Co.  Ltd.     Elora,  Ontario 
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Guaranteed 
Chesterfields  and  Easy  Chairs 

For  your  Christmas  trade  you  should  get  particulars  on  our 
line  of  Living  Room  Tables,  Chairs,  etc. 

W.  J.  ARMSTRONG,  LIMITED 

GUELPH,  ONTARIO 
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LLOYD  LOOM  PRODUCTS 


Lloyd  Loom 
Products 


Doll  Carriages 
Baby  Carriages 
Wicker  Furniture 


No.  3007  Doll  Cab 

SATISFACTION 

These  Doll  Strollers  and 
Cabs  will  always  give  the 
utmost  in  service  because 
of  the  strong  endless  wov- 
en fabric  from  which  they 
are  made.  Customers  who 
buy  these  Lloyd  Loom 
products  become  enthus- 
iastic boosters  for  your 
store. 


No.  3003  Doll  Cart  Stroller 


Made  By  and  For  Canadians 

HEYWOOD- WAKEFIELD  COMPANY 

OF  CANADA,  LIMITED 
ORILLIA      Manufacturers  of  Lloyd  Loom  Products  ONTARIO 


LLOYD  LOOM  PRODUCTS 
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Xmas  Gifts  for  the  Better  Glass  Trade 


Exclusive 

Designs 

Something  unusual,  something  "different," 
is  the  constant  quest  of  the  purchaser  of 
gifts  at  Christmas  time.  And  to  meet  this 
annual  demand,  Andrew  Malcolm  crafts- 
men have  produced  a  line  of  gift  furniture 
that  is  altogether  unique. 


It  is  unusual.  It  is  ''different' 
quality  furniture  all  through. 


And  it  is 


525  Secretaire  in  mahogany,  walnut 
and  decorated.  Height  81  inches, 
width  21  inches. 


Added 
Profits 


No.   530   Desk   and   Bench   in    Vvalnut   or  Mahogany 


Andrew  Malcolm  furniture  is  designed 
for  the  very  best  class  of  trade.  To  the 
dealer  it  yields  an  exceptionally  liberal 
margin  of  profit — many  dealers  tell  us 
it  is  their  most  i)r(ifitable  line  by  far. 

The  approaching  Christmas  season 
gives  you  an  excellent  opportunity  for 
testing  out  this  "(|ualit\-"  line. 


The  Andrew  Malcolm  Furniture  Co.,  Ltd. 


Kincardine 


Listowel 


:i;;::!;;:;!:;=:;::i;; 
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Christmas  is  a  Golden  Opportunity 
if  you  feature  ''Reedcraff' 


CHRISTMAS  is  the  harvest  time  of 
the  alert  merchant  who  grasps 
the  opportunities  held  out  to 
him.  Reedcraft  furniture  is  one  of  the 
best  of  these — a  veritable  golden  oppor- 
tunity, if  given  a  little  extra  time  and 
care. 

Right  now  is  the  time  to  prepare.  Send 
your  order  in  and  get  the  goods  on 
your  floor.  Display  them  in  your 
windows  and  mention  them  in  your 
advertising.  You'll  be  surprised  at  the 
results. 

Prices  and  full  details  upon  request. 


No.  54  Table 


7 


No.    1911/2  Chair 


No.  77  Stool 


No.  76  Stool 


Goderich  Art -Craft  Furniture 

Company  Limited 

Goderich        -         -        -  Ontario 


iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiy 
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No.  1121/^  Arm  Tilter 


Chairs? 

Here's  your  problem  solved!  | 

From  the  range  of  chairs  we  are  now  | 

producing  it  is  possible  for  you  to  | 

choose  EXACTLY  what  you  require.  | 

Chairs  for  the  home,  office,  restaurant  | 

or  meeting  hall  in  practically  every  | 

design  and  finish  may  be  obtained.  | 

Arm  chairs,  straight  chairs,  babies'  | 

high  chairs,  Windsors,  rockers — all  are  | 

here  in  both  standard  and  up-to-the-  | 

minute  styles.  The  quality  is  the  high-  | 

est,  prices  are  exceptionally  attractive.  | 

Write  for  catalog.  | 


No.  110  Straight  Chair 


No.  117  Folding  Chair 


The  North  American  Bent  Chair  Co,,  Limited 

Owen  Sound,  Ontario 
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All  our  birch  suites  are  made  of  five  ply  rotary 
cut  veneer.  Each  top  front  end  is  made  without 
a  joint. 

This  method  insures  absolute  uniformity  of 
color  which  cannot  be  obtained  in  solid  birch. 
The  cost  is  greater  but  it  is  worth  it. 


No.  204  AD  Arm  Diner 


No.  205  Buffet,  Dull  Walnut 


No.  2041.-^  Table 


No.  204D  Diner 


The  North  American  Bent  Chair  Co.,  Limited 

Owen  Sound,  Ontario 
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"ANTI-SWAY'' 


^The  Feature  That 
Clinches  the  Sale— 


There  are  springs  and  springs,  but  only  one  with 
the  patented  "Anti-Sway"  device.  This  is  the  fea- 
ture that  sets  the  "Anti-Sway"  Spring  apart,  that 
makes  it  superior  to  all  others  and  easier  to  sell. 
Show  your  customers  how  it  ensures  their  comfort. 
Tell  them  about  our  20  year  guarantee  and  our  30 
nights'  free  trial — and  the.  sale  is  made. 

Place  an  order  today  and  see  for  yourself. 


Progress  Spring  Bed  Manufacturing  Co. 


Established  1905 


Head  Office:    146-154  Gadieux  St.,  MONTREAL 
Branch:    590  King  St.  West,  TORONTO 
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NEW  HAMBURG 


Grace  and  Beauty  in  These 

Distinctive  Fern  Stands 


]V]  OT  only  do  these  pieces  make  excellent  trade 
^   at  the  Christmas  Season,  but  they  are  also 
steady,  year  'round  sellers  that  no  merchant  should 
overlook.   Al  quality  and  most  attractive  prices. 


The  New  Hamburg  Furniture  Co.  Ltd. 

New  Hamburg    -  Ontario 
Successors  to  Schierholtz  Furniture  Company,  Limited 


OCTOBER,  1923 


With  the  Editor 


Christmas — The  Merchant's  Opportunity 

At  Christmas  time  money  is  flowing"  more 
freely  than  any  other  period  in  the  year.  It 
comes  rushing  in  hke  the  tide,  and  every  mer- 
chandising channel  fells  the  impetus  of  it.  How- 
ever, a  stream  of  money  like  a  stream  of  water, 
always  follows  the  path  of  least  resistance,  and 
hence  it  is  that  some  concerns  and  some  lines 
of  ibusiness  benefit  to  a  much  greater  extent 
than  others. 

It's  up  to  the  furniture  dealer  to  take  advan- 
tage of  the  opportunity.  If  you  don't  launch 
your  campaign  at  full  tide,  you  are  liable  to  be 
left  high  and  dry  when  the  tide  recedes.  Sell 
the  public  when  they  are  in  the  spending  mood 
— the  months  after  New  Year  are  generally 
pretty  lean. 

The  gift  appeal  is  one  that  the  furniture  trade 
can  use  legitimately  and  effectively.  Think  it 
over.  In  what  other  store  can  you  find  a  better 
variety  of  useful  and  attractive  gifts  than  in 
your  own?  Hut  you've  got  to  offer  them  as 
such  or  the  public  will  pass  you  o\'er  in  favor  of 
the  jeweller  or  the  druggist. 


pul)licity  impairs  the  value  of  their  publications 
as  advertising  mediums. 


Use  Your  Influence  to  Preserve  Integrity 
of  Advertising 

"Dp  you  permit  the  eft'ectiveness  of  y^mv  ads 
to  be  impaired  by  the  'fakey'  ads  which  news- 
paper publishers  too  often  place  close  to  your 
publicity?  Do  y(iu  really  like  to  see  your  name 
and  reputation  put  on  a  le\el  with  those  of  con- 
cerns which  live  by  deceiving  the  public?" 

This  pertinent  cptery,  made  by  a  contempor- 
ary, deserves  the  consideration  of  all  reputable 
merchants.  In  nearly  every  community  are  to 
be  found  dealers  of  the  fakir  type,  who  not  onry 
"do"  those  that  buy  goods  from  them,  but  also 
injure  the  prestige  of  retail  business  as  g,  whole 
and,  in  particular,  reduce  the  pulling  power  oi 
legitimate  advertising.  If  merchants  of  high 
standing  would  refuse  to  permit  advertising  to 
be  published  in  proximity  to  that  of  such  irre- 
sponsible dealers,  it  would  not  only  be  of  ad- 
vantage to  themselves  but  would  help  to  con- 
vince uewspaper  proprietors  that  -the  solicita- 
tion, or  acceptance,  of  this  undesirable__type  of 


Preparing  for  the  Holiday  Season's  Mer- 
chandising 

The  leading  articles  in  our  present  issue  are 
devoted  to  Christmas  merchandising  sugges- 
tions for  the  furniture  dealer.  The  average 
dealer,  we  believe,  is  thoroughly  alive  to  the 
Inis'ness-building  possibilities  of  the  gift  appeal, 
and  we  have  endeavored  to  ])resent  practical 
ideas,  particularly  in  the  line  of  advertising, 
which  he  can  adapt  to  the  needs  of  his  lousiness. 
A  perusal  of  them  should  at  least  be  fruitful  in 
suggesting  to  him  lines  of  action  that  will  bring 
him  his  share  of  the  Christmas  gift  trade. 

The  holiday  season  still  appears  to  be  quite 
a  way  oft',  but  it  is  not  too  early  to  begin  to  lay 
plans  in  anticipation  of  it.  We  believe,  there- 
fore, that  this  number  will  be  found  timely  and 
helpful.  Successful  merchandi,siing  i^s  aiot  the 
result  of  spur-of-the-moment  tactics,  but  is  al- 
ways the  result  of  a  well-laid  i)lan  of  campaign 
which  is  in  readiness  to  be  put  into  action  at  the 
psychological  m  o  m  e  n  t . 


Facing  the  Facts  of  the  Retail  Situation 

It  is  not  so  much  through  their  lack  of  know- 
ledge of  what  are  safe  and  proper  business  pol;- 
cies  as  througli  their  lack  of  initiative  in  putting 
thcise  ])olicies  into  effect  that  retail  merchants 
lose  money  and  fail.  Most  merchants,  to-day, 
understand  the  value,  and  the  necessity,  of  ad- 
vertising. They  know  that  attractively-dressed 
windows  and  well-arranged  interiors  are  busi- 
ness-pulling mediums  that  it  is  foolhardy  to 
neglect.  They  know,  too,  that  it's  hopeless  to 
try  and  hold  the  public  interest  in  a  store  un- 
less the  goods  the  public  wants  are  actually 
stocked  in  that  store  and  can  be  seen  in  pleasnig 
surrounding's  by  the  prospective  customer.  And 
they  ha\'e  surely  learned  that  people  turn  to  the 
merchant  who  knows  his  business  and  can  give 
them  trtistworthy  a:dvice  and  suggestions  re- 
garding the  merchandise  wdiich  they  buy  from 
him. 
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\v{  Inr  all  llicir  icali/.atii  oi  <>f  llicsc  ohvioiis 
fads,  linvv  many  nicrc-haiits  aic  tlicrc  tn-day  in 
(he  liirnitiirc  liiisiiicss  wlm  acl  u|mjii  il  .-'  Il<>\\ 
many  arc  tlu-rc  wlm  ^ct  ri,L;lit  down  \>>  a  tlmr 
oujili  analysis  nf  llicir  adxcrtisini;  proMfm,  dc- 
cidc  on  a  dclinilc  pnlicy  and  i-arry  il  tlirouj^li? 
ilnu  many  I'linnt inc  windows  dofs  one  see  in 
llic  arrangement  of  wiiieh  taste,  care  and  orit^in 
ality  have  been  used?  iiow  many  stores  rue 
really  attractive  and  inviting?  Mow  many  deal- 
ers are  ('(inipped  to  !;i\c  eustonu'rs  the  advice 
tliev  are  looking  I'or  re^arcHnj;  the  fmnishini;  oi 
their  homes?  Mow  many  i-arry  stocks  that  are 
ade(|Uate  to  the  needs  of  the  comnumity  to 
which  they  cater? 

These  are  serious  (|uestions  and  (|nestion> 
thai  must  he  faicd,  if  a  hirj^e  pcrcenta.L;c  of  the 
|)ul)lic  is  to  he  prexented  from  accjuirini;  the 
liahit  of  huyin;;  furniture  from  a  mail-order 
catalogue. 


The  Art  of  Losing 


Said  a  well  known  sales  manaj;er  in  conver- 
sation   with    till'   "iMu-niture    Worhl"    rect'utl)  : 

"  The  art  of  losing-  is,  i)erhai)S,  oiu-  ol  the 
most  dilTicult  the  salesman  has  to  learn.  W  i' 
can  all  win  cheerfully.  If  we  ha\e  the  .n<io(ls 
tlu'  cnslomt'r  wauls  and  with  which  we  know 
.she  will  he  satisfied  vvhcu  she  j>;ets  them  home, 
then  it's  all  very  easy.  Hut  it's  when  one  can"t 
satisfy  Iut  that  his  salesmanship  is  put  to  the 
highest  test.  'iMien  it  is  that  lie  shows  his  skill, 
or  tlu'  reverse,  in  lositit;'.  (^f  course  a  salesman 
of  tlu'  hiqh-powered  type  may  talk  the  customer 
into  huN  ini^  something'  she  doesn't  like,  and  im 
as^iue  that  he  has  actually  vvou.  He  has  won  a 
sale,  sure  enous^h.  and  lost  the  chance  to  make 
a  customer. 

"Hut  suiipose  one  does  allow  the  prospect  to 
lca\c  the  stoic  without  huyint^,  that  is  certainl\- 
nothing  to  ctinnratulatc  oneself  al>out.  unless  he 
has  sent  her  away  in  the  ])ropcr  mood.  There 
are  two  mistakes  that  arc  freciuently  niadi'.  <  'nc 
is  when  llu'  salesman  exerts  himself  to  the  limit 
to  si'll  the  customer  and  shows  Ins  disappoint- 
ment and  annoyance  when  he  fails.  I  lis  pros- 
pect will  share  the  annoyance  and  probably 
never  enter  the  store  a,y;aiu.  'Thcu  there  is  the 
other  extreme,  in  which  the  salesman  jiuts  so 
little  force  and  personality  \nio  his  sales'  ettorts 
thai  Ihc  customer  lea\es  the  store  entirely  uiHUV 
pressed  and  probably  forii^ets  the  incident  en 
tirely. 


"The  true  salesman  avoids  both  extremes.  It 
docN  not  take  him  hmi;  to  determine  whether  or 
not  he  is  in  a  position  to  satisfy  the  customer's 
needs,  and  when  he  sees  it  is  impossible  he  does 
not  w  eary  her  by  draj^ginji^  her  all  over  the  store 
to  show  her  an  endless  quantity  of  merchandise 
(|uite  unsuited  to  her  recpiirements.  Nor  does 
he  make  it  so  difficult  for  the  customer  to  get 
away  that  she  is  sorry  she  came.  On  the  con- 
trary she  will  liiid  him  so  full  of  interesting  ideas 
and  su,i.;|;estions  regarding  the  furnishing  of  a 
modern  home  that  she  will  consider  the  time 
well  spent  even  though  he  is  unable  to  supply 
her  with  just  what  she  is  looking  for.  And  when 
she  leaves  the  store  she  will  be  sorry  she  has  to 
do  so  w  ithout  buying — for  she  will  say  to  herself 
'that  salesman  was  st)  courteous,  helpful  and  in- 
telligent, I  wish  ]  could  have  bought  from  him — 
but  I'll  siuxd}-  go  there  again.' 

"Thus  il  is  that  one  wins  by  Ujsing  grace- 
fully—  a  difficult  an,  but  one  well  worth  cul- 
li\  aliiiij.  " 


Position  Values  in  Newspapers 

In  i)laciiig  ad\ iMtising,  the  nierchanl  should 
\)v  careful  not  onl\  of  the  medium  he  chooses, 
but  he  should  also  give  consideration  to  the 
|iositiou  he  is  given  in  that  medium.  It  appears 
to  ha\e  been  demonstrated  beyond  doubt  that 
the  upper  right  corner  of  a  newspaper  page  is 
tlu-  most  valuable  portion  of  a  newspaper  page 
from  the  advertiser's  standp(^)iut,  while  the  lower 
left-hand  corner  is  said  to  be  the  least  desiral)le. 
lust  why  this  should  be  might  be  difficult  to 
prove,  but  it  is  probably  safe  to  acce])t  the  state- 
ments of  exj)i'rts  who  have  studied  the  matter 
and  proved  these  points  to  their  own  satisfac- 
tion. 

Then,  too,  certain  pages  of  the  newspaper 
have  greater  value  in  the  advertising  of  certain 
types  of  merchandising  than  have  others.  If 
yon  want  to  reach  tlu'  women  folk,  the  "llonie 
rage"  is  your  best  position;  if  you  are  aiming 
II'  gt't  young  men's  business,  get  next  to  the 
sportini;  \olumns;  while  if  your  advertising  is 
directed  toward  the  more  highly  educated  and 
thinking  element  in  the  community,  a  position 
on  or  adjacent  to  the  editorial  page  is  probal)Iy 
to  be  prefi'rred. 


Today  we  ran  out  100  Floor  lamps  in  a 
few  hours — 

St.  Thomas  Furniture  Co.,  London,  Ont. 
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Every  Year  Fur- 
niture Figures 
More  Promin- 
ently on  the  Gift 
List 

Discriminating  people 
realize  that  it  com- 
liines  beauty  and  util- 
ity to  a  greater  <le- 
gree  perhaps  than  any 
other  type  of  gift  they 
can  choose.  Above  all, 
it  has  the  quality  of 
being  appreciated. 

What  Would 
Please  Mother 

Sewing  Cabinet 
Tea  Wagon 

Bridge  Lamp 
Console  Table 
Telephone   Table  and 

Chair 
Fireside  Bench 
Spinet  Desk 
Kern  Stand 
Art  Mirror 
Jardiniere  Stand 
Magazine  Table 

What  Would 
Please  Father 

-Library  Table 
Book  Rack- 
Smoking  Set 


ElverLj  Vear  Furpvii'ure 
Figures  /More  PnomihervHy 
On  The  Gifh  Li5f- 

□== 


VVha,!-  Would  Plf<)$e 
AAohher 


W^al'lAfould  Please 
Fa  hher 


Special  dub 


Also  A  CKi(c(f?ins' 
6(f-^  Secti  orA 


BLANK  ^  CO 


Secretaire 

Easy  Adjusiablc  Chair 
Combination  Book- 
case 
Wine  Cabinet 
Card  Table 
Reading  Lamp 
Cbiffoniere 
Hutch  Desk 

Special  Club  Pay- 
ment Terms  that 
Will  Lighten  the 
Christmas  Load 

< lifts  will  be  deliv- 
ered to  the  home  on 
receipt  of  a  very 
small  first  payment 
and  the  crc<Iit  leniis 
offered  arc  tiic  most 
liberal.  Our  plan  en- 
ables you  to  buy  bet- 
ter gifts  with  less 
financial  inconven- 
ience. 

Also  a  Children's 
Gift  Section 

A  complete  range 
of  sleighs,  artillery 
cars,  automoliiles,  etc. 
^'ou  can't  choose  any 
that  will  appeal  more 
strongly  to  the  kid- 
dies, than  something 
from  this  line. 


Lay  Your  Christmas  Merchandising 

Plans  Right  Now 

Preparedness  is  Half  the  Battle— Be  Ready  to  Strike 
at  the  Psychological  Moment  —  Make  the  Public 
Realize  that  Your  Furniture  Store  is  a  Good  Place 
to  Select  Christmas  Gifts— Here  are  a  Batch  of 
Suggestions  That  Will  Help 


Last  year  a  large  Toronto  furniture  house 
sold  close  to  three  hundred  kitchen-cabinets 
during  the  five  or  six  weeks  preceding  Christ- 
mas. That  was  nice  business  and  it  illustrates 
what  can  be  done  when  a  merchant  sets  himself 
to  take  advantage  of  the  free-spending  spirit 
which  pervades  the  community  during  the  holi- 
day season.  The  company  referred  to  followed 
the  plan  of  starting  what  they  called  a  "Christ- 
mas Hoosier  Club."  It  w-as  merely  a  name,  but 
it  served  the  purpose  of  attracting  public  atten- 
tion because  it  was  something  different.  They 


advertised  that  a  cabinet  would  be  sent  to  tlic 
home  on  the  payment  of  One  Dollar  down.  The 
offer  looked  so  liberal  that  it  was  successful  in 
arousing  widespread  interest,  and  they  were, 
of  course,  quite  ready  to  live  up  to  it,  Init  gen- 
erally the  salesman  was  successful  in  securing 
a  much  larger  first  payment  than  that. 

Make  it  Fashionable  to  Give  Furniture  for 
Christmas 

Christmas  is  the  harvest  of  the  retail  trade,  and 
if  the  furniture  dealer  doesn't  get  his  fair  share, 

(Continued  on  page  40) 
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Advertising  Suggestions 

For  Christmas  Selling 

That  will  Help  Draw  the  Buying  Public  to  Your 
Store  Seeking  a  Solution  of  Their  Problems  of 
Gift   Selection— Vary  Copy  Suggestions   to  Suit 
Local  Conditions 


IS 


Fireside  Rocker  $38.50 

A  «ift  of  lastiiiK  comfort.  This  chair  is 
upholstered  in  a  most  attractive  English  tap- 
estry. 


Pu  r niTu re  This  CKn^fmas 

(lA  The  CKoosing  Of  |l"Vbu  Cs^r\ 
3erv[ce  Af  The  i5Ui^K  Sbr^ 


Jardiniere  Stand  $5.00 

This  moderately-iiriced  piece  is  in  fumed  oak. 
siin|ile  but  in  the  liest  taste.  A  very  orac- 
ticil  gift. 


.Sho 


Telephone  Set  $11.50 

One  of  the  requirements  of  a  modern  home, 
in  a  wide  variety  of  attractive  finishes. 


Walnut  Work  Box  $14.75 

The   kind    of    gift    that   always   appeals  to 


the  lady  of  the  house 
ful  piece  of  furniture. 


A  handsome  and  use- 


Tea  Cart  $26.50 


This  piece  is  beautifully  finished  ni  walnut 
As  a  gift,  it  is  delightfully  difJerent  and  de- 
cidedly practical. 


Sectional  Bookcase  $31.00 

A  piece  of  equipment  that  fills  a  useful  place 
.n  any  home.     Shown  in   quarter-cut  oak. 

Grandfather  Clock  $116.00 

A  gift  that  stands  as  a  life-iong  monutnent 
to  friendship.    In  mahogany,  beautifully  carved. 

Smoker  Cabinet  $8.50 

_  A  solidly-huilt  piece  m  quarter-cut  oak. 
Kvery   man   .who   smokes   appreciates  one. 

iVIartha  Washington  Sewing  Stand 
$22.75 

'■.Mother's  (iift".  This  beautiful  walnut 
?tan(l  eaiiiKjt  fail  to  please  her.  We  have  a 
\aricly    of  dcMgiis. 


Electric  Table  Lamp  $10.50 

We  have  a  most  attractive  range  of  elec- 
t  ic  lamps  to  show  you.  That  illustrated  is 
n  small  polychrome  piece  with  parchment  shade. 

This  Chesterfield  With  Its 
Companion  Chair  $137.00 

Upholstered   in  velour  in   a  particularly  at- 
active  pattern.     The   whole  family   will  get 
Mijoyment  out  of  this  gift. 

9-Piece  Quarter-cut  Oak  Dining- 
Room  Suite  $225.00 

^[.ik(  the  dining  room  a  pleasanter  piace  to 
■  It  ni  duriiii,'  t!)2-l  with  this  handsome  William 
and    Mary  suite. 

Each  Piece  in  This  Bedrom  Suite  is 
Solid  Black  Walnut  $210.00 

's  really  a  very  tine  example  of  the  art 
tile  craftsman  and  the  designer.  Vou  will 
interested  to  see  it. 
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ADisplaLj  OF  Lamps 
TKa^  Is  Sol  vilely  TVie 


BLANKS.  CO. 

SKop 


i4  ulclioobllcs 
Poll  (^Arriacfps 


)rm  A  Farniltj  Club 

Arxd  6'  Ve  TKe  Home  A 
CKes^cr  field  Suihe 


□ 


BLANK  CO 


Greaf  Vanef'Lj  Op 

SmoKer  Sla^.^e^S 
Arvo(  Cabi  rvchs 
'Price'b  Ran 
Frorv,  +1-95 
fS  +45.  00 


A  Nev^/  Range 

l^okair  Covered 
ChesferField 
Su  I  Ires  Frorv-v 

■j'gBO.  fe  >450. 


5auj  IMa/iI-K  Furr-jt"ure 
l^'5   ELndu nrxg  I 

□  .   : 

Woma.^  WouUJush  Here's  A  6ood  Suqqeshoul 
We  I  CO  Kvi  e  A  Ga^e-Leg  Table       "^''"^^         A  f?eeJ  Fe 

Hc.Vt  D"c  L  Wa|„„r  for*  41  '^"^  S'iiow^  /i,  'SHekL  Is0h(^^()^° 


^  Off  All  Chi  Id reno'  Toqs 


bLAINK  <5-  CO 


Or>€  Of  Tiic  Mew  T&upe  ^f^^ 


fS  Ac/ i/.crhse<:<  ■price 

BLANK  CO 


A  Display  of  Lamps  That  is  Solving  ths 
Gift  Problem  for  Many 

A  lamp  is  the  kimllicst  gift  you  can  give.  Tt  carries  with 
it  brightness,  beauty  and  radiance,  and  withal  the  greatest 
utility. 

Chesterfield  and  Bridge  Lamps  Specially  Priced  at 

A  wide  selection  of  lamps  in  the  latest  designs  is  offered  at 
this  special  price.  You  will  be  particularly  pleased  with  the 
variety  of  attractive  shades  in  silk  and  parchment. 

Blank  &  Co. 
Visit  the  Children's  Gift  Section 

Automobiles,  Sleighs,  Doll  Carriages,  Velocipedes,  Express 
Wagons. 

Can  you  think  of  anything  that  Tommy  will  get  more  real 
pleasure  and  healthful  recreation  out  of  than  a  bob-sleigh  or 
an  automobile?  And  would'nt  Mary  be  simply  delighted  with 
a  nice  new  carriage  for  her  doll?  These  are  the  substantial 
kind  of  gifts  that  last  and  provide  the  youngsters  with  a  fund  of 
enjoyment  the  whole  year  throu.gh.  We  have  a  big  range  of 
them  at  moderat?  ijrices. 

Blank  &  Co. 

Form  a  Family  Club  and  Give  the  Home  a 
Chesterfield  Suite 

Here's  a  gift  that  will  continue  to  provide  comfort  and  en- 
joyment for  every  member  of  the  family  years  after  other  g.fts 
are  lost,  forgotten  or  broken. 

Put  the  finishing  touch   on   the  Irome  with 

One  of  the  New  Taupe  Mohair  Chesterfield  Suites 
Regular '$300  for  $250.00 

The  wearing  qualities  of  these  mohai  s  is  guaranteed  and  our 
range  of  patterns  insures  that  you  will  find  sometiiing  to  suit 
your  taste.     An  investment  you  w.ll  never  regret. 

Special  Club  Terms — No  Interest  Charges  to  advertised  price. 

Blank  &  Co. 
Say  it  With  Furniture — It's  Enduring 

More  and  more,  furniture  is  coming  to  be  recognized  as  the 
ideal  gift,  the  gift  that  helps  to  perpetuate  friendship — because 
it  combines  exceptional  lasting  qualities,  with  beauty,  utility 
and  distinctiveness. 

Any  Woman  Would  Just  Welcome  a  Gate-Leg  Table 
And  Here's  One  in  Real  Walnut  for  $41.00 

This  table  is  handsomely  executed  in  the  .William  and  Mary 
design.     It  makes  a  very  charming  and  practical  gift. 

Here's  A  Good  Suggestion!  Give  Her  a  Reed  Fernery 
The  One  Shown  in  Sketch  is  Only  $11.50 

You  will  search  a  long  time  before  you  find  a  gift  that  will 
afford  the  lady  of  the  house  more  pleasure.     Call  and  see  it. 

1/3  Off  All  Children's  Toys 

Velocipedes,  automobiles,  sleighs,  dolls  carriages — a  big 
range  of  them  all  reduced  for  quick  selling.  These  are  the  kind 
of  gifts  that  the  youngsters  will  still  be  getting  loads  of  fun 
out  of  a  year  hence. 

Blank  &  Co. 
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it's  only  hpcausc  he  doesn't  s^et  after  it.  'riierc  are  S(i  it  is  witii  other  lines.    There  are  all  kinds  3 

^       few  stores  in   which  one     should  lin<l  a    more  of  attractive   items  in   the  store   which   |)eo|)lc  ^ 

^       attractive  variety  of  useful  and  appropriate  j^ifts  would  offer  as  presents,  only  that  the  dealer  him-  O 

than  in  the  furniture  store.    Now  a  kitchen  cah-  self  doesn't  appear  to  consider  them  as  appro-  0 

inet  does  not  appear,  on   first  thought,  as  the  ])riate   for  the   ])ur])ose.  or  at   any  rate   lia-n't  ^ 

most  appropriate  sjift  in  the  world,  hut  scores  come  out  and  said  so  i)lainly,  ^ 

of  Toronto  husbands  when  it  was  presented  to  Now  a  brid<:;e  lam]),  for  instance,  makes  a  '0 

them  from  the  ri^ht  an<^le  realized  that  it  was  beautiful  ,i;ift,  and  should  be  a  much  stronger  ^ 

just  the  tiling-  that  the  lady  of  the  house  \v(ndd  feature  of  C  hristmas  merchaiidisinL;'  than  it  has  0 

like  best,  and  it's  a  safe  bet  that  few  ,  if  an_\  ,  been.     It  is  a  ^ift  that  lasts,  and  one  that  adds  O 

)f  the  wives  were  disappointed  when  this  splen-  brightness  and  beauty  and  comfort  to  the  liome  o 


% 
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Merchandising  Ideas  for  Your  Xmas 

Sales  Campaign 


did  i)iece  of  labor-sa\ in^;'  kitchen  e(|ui])menl  was     — nothing-  more  useful  and  ap])ropri.-ite.  Small 
placed  in  the  home.  item-.,  in  ••ciicrrd .  iiatni,-ill\   m;ikc  llir  widest  .'ip  ^ 

O 

 o 

o 

o 
o 

3 

o 

I 

Plans   That   Will   Put  Real  Pep  into  Your  Bis  | 

Drive  —  Give  Them  a  Trial  g 

'0 
g 

Analyze  your  stock  and  make  a  hst  of  the  lines  that  can  be  featured  as  appropriate  gifts.  O 

o 

Concentrate  these  goods  as  far  as  possible  in  one  section  where  the  customer  can  see  the  selec-  O 
tion  without  going  over  the  whole  store.  p. 

P 

Plan  your  advertising  well  ahead.    It  is  necessary,  of  course,  to  use  newspaper  space,  but  don't  P 
g      stop  there.    Circulars,  personal  letters,  window  cards,  posters — some  of  all  these  mediums  should  ^ 
be  used  in  conjunction.  ^ 

'0 

Enclose  dodgers  with  all  correspondence,  accounts,  etc.,  sent  to  customers  previous  to  Christ-  ^ 
mas  and  also  use  stickers  on  all  packages  sent  out,  drawing  attention  to  the  fact  that  you  have  an  ^ 
attractive  selection  of  gift  merchandise,  ^ 

0 

Follow  up  letters  or  circulars  by  telephone.  If  your  clerks  have  a  personal  clientele  of  custom-  ^ 
ers  (which  they  should)  they  can  do  particularly  good  work  in  this  connection.  3 

■o 

Choose  a  Christmas  merchandising  slogan  and  use  it  in  every  ad.,  circular,  sticker  or  poster.  ^ 

Get  your  sales  staff  together  for  a  conference,  preferably  after  store  hours  when  you  will  § 
^  not  be  interrupted.  Be  sure  they  are  familiar  with  all  the  lines  you  are  featuring  for  the  gift  trade  3 
y       and  get  them  thoroughly  sold  on  your  Christmas  plan.  q 


0 

Give  the  member  of  your  staff  who  sells  the  greatest  amount  of  merchandise  over  a  period  of  g 
each  two  weeks  a  small  bonus,  say  $5.00.  Give  a  grand  prize  of,  say,  $250.00  to  the  salesmen,  or  g 
women,  who  has  the  greatest  amount  of  sales  to  his,  or  her  credit  up  to  Christmas.  § 

One  live  merchant  says  he  found  it  paid  him  to  cultivate  the  assistance  of  the  newsboys  in  his 
locality  last  Christmas.  He  got  them  to  hand  out  circulars  announcing  his  Christmas  gift  offer- 
ings, for  which  service  they  were  gratified  to  receive  a  moderate  reimbursement. 

Advise  your  salespeople  what  to  push  each  day.    If  one  idea  does  not  sell  goods,  try  another. 
Don't  get  in  a  rut. 

You  can  give  the  whole  store  a  holiday  atmosphere  by  using  appropriate  trimmings;  cover 
incandescent  lamps  with  red  or  green  paper,  and  use  also  lots  of  standard  lamps,  place  evergreen 
wreaths  here  and  there,  string  holly  from  centre  light  to  centre  light.  Get  the  Christmas  spirit 
into  your  store,  but  with  it  all  don't  overshadow  the  merchandise  with  the  decorations. 
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peal  because  they  are  within  the  reach  of  a 
greater  number  of  purses — sewing  cabinets, 
smoking  sets,  spinet  desks,  fern  stands,  jardin- 
iere stands,  screens,  secretaries,  tea  wagons, 
screens,  book  cases,  chairs,  etc.  The  list  is  al- 
most endless,  and  it  includes  a  wide  variety  of 
goods  that  combine  beauty  and  utility  in  an  un- 
usual degree. 

Back  Up  The  Lady  of  The  House 

But  apart  from  these  small  items,  a  very 
efifective  appeal  may  be  made  for  the  sale  of 
suites  of  furniture.  The  good  woman  in  many 
a  home  has  been  talking  about  a  chesterfield 
suite  for  the  living  room  or  a  new  dining  room 
suite  for  months,  may  be  for  years,  and  Christ- 
mas is  the  time  above  all  others  when  the  fur- 
niture man  can  clinch  the  sale  that  her  efforts 
have  all  but  completed  for  him.  By  efifective 
timely  advertising  and  sales  suggestions,  he  can 
help  the  husband  along  to  the  final  decision  to 
"surprise  Mary  with  that  suite  she  has  been 
wanting  for  so  long." 

When  to  Begin 

One  of  the  first  questions  for  the  retailer  to 
consider  is  when  he  should  begin  his  Christmas 
campaign.  Many  dealers  make  the  mistake  of 
waiting  too  long,  thereby  losing  business,  but 
it's  also  possible  to  begin  too  early  and  make 
the  campaign  so  long  drawn  out  that  it  loses 
its  punch.  Toward  the  middle  of  November  is 
the  time  that  the  livest  merchandising  organiza- 
tions really  get  ofif  to  a  start.  A  few  early  birds 
may  have  been  looking  around  previous  to 
that  time,  but  not  a  great  number.  The  ma- 
jority of  people  don't  really  get  down  serious- 
ly to  the  selection  of  their  Christmas  gifts  un- 
til around  the  beginning  of  December,  and  the 
campaign  up  until  that  time  may  really  be  con- 


sidered in  the  light  of  a  preliminary  bombard- 
ment. Then  it  is  that  the  whole  force  of  the 
attack  should  be  launched.  Window  displays, 
newspaper  announcements  and  interior  ar- 
rangements and  decoration  should  all  work  to- 
gether to  impress  the  public  with  the  suitabil- 
ity of  furniture  and  allied  lines  for  presentation 
to  their  friends. 

Why  Not  a  Gift  Department? 

It  may  be  feasible  t(j  arrange  a  "Gift  iJe- 
partment"  in  which  the  lines  featured  in  the 
Christmas  advertising  are  got  together — all  the 
smaller  items  mentioned  in  a  previous  para- 
graph, such  as  lamps,  tea  wagons,  ;  sewjing 
cabinets,  and  all  decorat/ive  items  carried,  'in 
the  way  of  book  ends,  candle  sticks,  pottery, 
pictures,  mirrors,  tapestries,  etc.,  should  be  in- 
cluded in  such  a  department.  The  policy  of 
progressive  stores,  generally,  is  to  concentrate 
all  this  class  of  merchandise  on  their  first  fioor. 
It  makes  it  very  interesting  and  suggestive  to 
the  ]irospective  customer  or  casual  store  visi- 
tor who  comes  in  to  look  around  and  pick  up 
ideas.  A  number  of  furniture  stores  are  now 
also  carrying  phonographs  and  this  line  of 
course  is  one  of  the  most  rapid  sellers  right  up 
to  Christmas. 

Don't  Forget  the  Children 

Then  don't  forget  the  children's  end  of  it. 
Dealers  who  have  built  up  a  business  in  baby 
carriages  find  it  very  easy  to  introduce  hand- 
sleighs,  kiddie  cars,  billy-busters,  and  the  like, 
and  many  of  them  do  a  very  big  gift  trade  in 
these  lines.  Don't  let  it  all  go  to  the  hardware 
or  department  store.  There's  ample  room  for 
display  in  most  furniture  stores  and  where  the 
dealer  has  the  connection  a  kiddies'  gift  sec- 
tion should  prove  a  very  j^rofitable  proposition. 


Some  interesting  pieces  from  new  lines  shown  by  W.  J.  Armstrong  Ltd. 
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Santa  Glaus  Says  **Let*s  be  Young ! 
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Christmas  Time  is  Children's  Time" 
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— Courtesy  North  American  Furniture  Co. 
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Typical  examples  of  the  attractive  furnished  room  displays  at  the  Border  Cities  Furniture  Exhibition.  No.  1,  Baum  & 
Brody;  No.  2,  A.  J.  Veale  &  Son;  No.  3,  Windsor  Home  Furnishing  Co.;  No.  4,  J.  Gelber  Furniture  Co;  No.  5,  Teahan  Fur- 
niture Co;  No.  6,  Drake  Furniture  Co.;  No.  7,  Bernhardt  Furniture    Co.    (Walkerville) ;    No.    8,    A.   J.    Veale    &  Son 
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Demonstrating  Furniture  to  the 
Public  in  its  Appropriate  Setting 

Canada's  First  Exclusive  Furniture  Show,  Stag^ed 
by  Windsor,  Ont.,  Dealers,  Meets  With  very  Grati- 
fying Results — Seven  Furniture  Houses  Take  Part 
-Manufacturers  Co-Operate  and  Take  Keen  Inter- 
est in  Exhibition 


On  Friday  evening,  September  21st.  the  Fur- 
niture Style  and  F'ashion  Sliovv  closed  after  a 
successful  week  in  the  AruKjry  at  Windsor,  Ont. 
The  occasion  was  rendered  doubly  auspicious 
owing  to  the  event  being  the  first  exclusive  fur- 
niture show  held  in  the  country,  and  it  met  with 
meritorious  success. 

While  chiefly  a  movement  on  the  part  of 
AA^indsor  furniture  dealers,  support  was  given 
the  occasion  il^y  the  Canadian  Furniture  Manu- 
facturers Association.  The  show  was  practically 
all  the  invention  of  the  liorder  Cities  Furniture 
Dealers  Association  and  represented  the  follow- 
ing business  houses:  Baum  and  P>rody,  Ltd.; 
A.  J.  V eale  and  Son  ;  Drake  Furniture  Company ; 
Gelber  Furniture;  R.  Ft.  and  J.  Dowler,  gents' 
outfitters;  Teahan  Furniture  Co.;  Wilson  Style 
Shoppe ;  Windsor  Flome  Furniture  Co.,  and  the 
Piernhardt  Furniture  Comjiany. 

Each  exhibitor  had  a  section  of  four  rooms 
which  were  each  furnished  to  represent  some 
properly  equipped  room.  Most  exhibitors  exten- 
ded themselves  in  the  matter  of  bed-room  and 
dining  room  suites,  preferring  to  demonstrate 
these  in  preference  to  kitchen-  ware.  The  ex- 
hibits however,  were  exceptionally  varied,  no 
two  pieces  of  the  same  furniture  being  displayed. 

Period  Styles 

Jacobean  styles  representing  the  finer  s]jeci- 
mens  suggesting  dignity  and  grandeur;  William 
and  Alary  styles,  ornamental  simplicity  through 
su'btle  combination  of  straight  lines  and  curves, 
Queen  Anne,  Chippendale,  Flepplewhite,  Shera- 
ton and  other  period  furniture  were  shown  to 
advantage  at  the  several  artistically  designed 
booths.  Lawn  furniture  was  also  displayed  to 
advantage. 

Among  the  prominent  Canadian  furniture 
manufacturers  who  attended  the  show  were  ;  D. 
M.  A'Vright,  of  the  Mc Lagan  Furniture  Com- 
pany, Stratford;  Mr.  D'empsey,  of  the  Imperial 
Rattan  Company,  Stratford ;  Mr.  Greichener,  ot 
the  Hespeler  Furniture  Company;  W.  Lamb,  of 
the  Kroehler  Manufacturing  Company,  Strat- 
ford; J.  B.  Watson,  of  the  J.  B.  AVatson  Com- 
pany, Preston;  H.  M.  Snider,  of  Snider  Bros. 
Upholstering  Compan3^  Kitchener ;  ,  Armand 
Schreiter,  of  the  DeLuxe  Upholstering  '  Com- 
pany, Kitchener;  j.  \A^  Kennedy  of  Malcolm 
and  Hill,  Kitchener;  Mr.  Taylor,  of  the  Orillia 
Furniture  Company ;  Jack  Mundell  of  the  Mun- 


dell  Furniture  Company,  l£lora ;  AVilliam  Pep- 
pier, of  the  Peppier  Bros.,  Hanover,  and  Mr. 
Zeigler,  factory  sales  manager  of  the  Elmira 
P~"urniture  Company. 

London  Dealers  Sent  Representative 

London  dealers  took  such  an  interest  in  the 
Border  Cities  exhibits  that  they  arranged  to 
send  AValter  Gunn,  of  the  London  Free  Press, 
to  get  pointers  from  the  show  to  help  out  in  the 
big  exhibition  to  be  held  in  the  Forest  City  dur- 
ing the  latter  part  of  October. 

Among  the  outside  visitors  who  enthused 
o\er  the  splendid  exhibits  was  \N .  B.  Wreford. 
Detroit,  secretary  of  the  American  National  Re- 
tail F"urniture  .Association.  Mr.  Wreford's  en- 
thusiasm was  such  that  he  brought  over  more 
than  40  retail  furniture  dealers  to  show  them 
that  furniture  manufacturers  of  Canada  have 
originality,  taste  and  style  in  their  designs,  quite 
equal^  and  in  many  cases,  superior  to  their  LJni- 
ted  States  com])etitors. 

"Produced  in  Canada"  was  one  of  the  fea- 
tures of  the  show,  for  in  every  ibooth  the  sign 
was  noticed.  Clothes  for  men,  women  and 
children  w^ere  featured  in  the  styles  show,  the 
styles  for  women  being  handled  by  living 
models. 

Robert  M.  Jafl'ray,  veteran  promoter  of  the 
Border  Cities  had  the  management  of  the  Fur- 
niture Styles  and  Fashion  Show  which  has  left 
such  an  impression  throughout  AA^estern  On- 
tario. Through  his  efiforts  plans  for  the  event 
were  carried  out  without  a  hitch. 

John  R.  Shaw,  ex-president  of  the  Canadian 
Manufacturers'  Association  formally  opened  the 
exhibition.  Among  prominent  persons  present 
were  Frank  AA'.  Wilson,  M.L.A.  for  A'A/'indsor, 
Mayor  I-I.  A\'.  Wilson,  AA^indsor,  besides  other 
civic  dignitarities  from  various  border  munici- 
palities. The  orchestra  of  the  18th.  Battalion 
was  in  attendance  each  evening.  For  the  con- 
venience of  visitors  the  Senior  Mary  Grant 
Society  conducted  an  artistically  arranged  rest 
room,  designed  along  the  lines  of  a  Japanese 
tea-garden. 


Today  we  ran  out  100  Floor  lamps  in  a 
few  hours — 

St.  Thomas  Furniture  Co.,  London,  Ont. 
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Combatting  Mail-Order  Competition 


This  is  one  of  the  display  rooms  of  the  Thornton  Smith  Co.  Ltd.,  Toronto. 
Whatever  the  customer  may  have  in  mind  when  he  enters  this  store,  his  de- 
sires are  immediately  enlarged.  If  he  came  for  a  table  he  sees  the  handsome 
rug  it  stands  on — and  wants  it ;  and  he  admires  the  draperies,  and  the  plaques 
on  the  wall,  and  the  well  placed  mirrors,  and  the  attractive  vases  and  pottery. 
He  grows  interested  in  furnishing  his  own  home  better.  Most  householders 
have  not  the  gift  of  visualizing  a  room  like  this  and  picking  up  the  various 
pieces  in  different  stores.  That  is  where  the  furniture  dealers'  business  be- 
comes an  art. 

There  is  no  use  trying  to  hold  the  general  public  down  to  the  standard 
of  furnishings  that  passed  muster  in  Canada  fifty  years  ago.  Such  stores  as 
that  illustrated  above  have  given  them  a  glimpse  of  something  better,  more 
satisfying.  The  artistic,  aesthetic  sense  of  the  public  has  been  awakened  and 
the  average  "furniture"  store  does  not  fill  the  need.  That  explains  the  suc- 
cess of  the  mail  order  business.  More  stores  like  this  illustration  is  the 
antidote. 
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Is  the  Mail  Order  Business 
Squeezing  Out  the  Small 
Local  Merchant? 


Mail  Business  Growing  by  Leaps  and 
Bounds— How  Can  Retailer  Head  it  off? 
Isn't  it  a  Real  Case  of  "Broadening"  Out? 


Everybody  laughs  at  the  silly  ostrich  for 
sticking"  his  head  in  the  sand. 

He  doesn't  remove  the  danger  by  refusing 
to  see  it. 

Much  better  face  conditions  and  use  his 
brains  to  save  his  head. 


A  serious  danger 


threatens  the  furniture 
retailers  throughout  Canada. 

It  is  the  Department  Mail  Order  Business. 
This  business  is  expanding  by  leaps  and  'bounds 
and  threatens  to  put  many  an  individual  mer- 
chant out  of  business. 

Does  the  averag'e  out-of-town  merchant  re- 
alize that  the  big  department  stores  are  doing 
a  truly  tremendous  business — all  over  Canada? 
This  business  has  ibeen  climbing,  month  by 
month,  while  the  small  retailer  has  been  com- 
plaining of  a  slack  period. 

Are  we  any  better  than  the  ostrich  if  we 
close  our  eyes  to  this  fact — if  we  hesitate  any 
longer  to  take  steps  to  combat  this  powerful 
competition  ?  The  T.  Eaton  Company  have  re- 
cently spent  a  million  and  a  half  dollars  on  ex- 
tensions. The  Robert  Simpson  Company  are 
adding  a  million  dollar  extension.  Henry  Mor- 
gan is  spending  one  million  in  com])letely  over- 
hauling his  store.  This  only  admits  of  one  in- 
terpretation— good  present  business  and  'belief 
in  the  future.  We  are  also  advised  by  those 
closely  in  touch  with  two  of  these  companies 
that  the  greatest  enthusiasm  prevails  among 
the  management — ^^because  business — and  es- 
pecially mail  order  'business — is  far  and  away 
better  than  anticipated. 

How  are  retailers  to  meet  this  attack?  A 
suggestion  of  the  answer  to  this  question  is 
contained  in  a  conversation  the  writer  held  re- 
cently with  a  furniture  man  who  has  had  many 


years  of  mail  order  experience.  "Our  policy" 
he  said  "is  to  seek  out  the  districts  where  the 
local  stores  are  the  poorest,  the  merchants  most 
incompetent,  and  'business,  in  general,  below 
par.  AVe  make  a  dead  set  at  that  district  be- 
cause we  know  the  opposition  to  our  campaign 
will  be  less  effective.  Operating  on  the  same 
lines,  we  are  most  active  in  what  are  gener- 
ally regarded  as  of¥  seasons.  Everything  we 
grab  from  under  the  other  fellow's  nose  is 
'velvet'." 

The  answer  this  interview  suggests  is — "The 
Eurnitiu^e  Dealer  must  improve  his  methods." 
He  must  keep  an  up-to-date  stock — a  more  com- 
plete and  varied  stock — he  must  make  his  store 
more  attractive — he  must  use  the  brains  God  has 
given  him  to  get  under  the  skin  of  the  people  in 
his  constituency  so  that  they  will  not  want  to 
buy  elsewhere — he  must  advertise  in  some  form 
or  another — he  must  study  the  furniture  busi- 
ness until  he  is  an  authority — he  must  study  the 
needs  of  the  modern  home  so  that  he  can  advise 
his  customers.  In  a  word — this  does  not  apply 
to  all  of  course,  'but,  unfortunately,  to  many — he 
must  raise  himself  to  a  higher  plane  of  merchan- 
dising. If  he  doesn't  he  is  doomed — the  mail 
order  business  will  get  him. 

There  will  never  l)e  a  more  opportune  time 
to  "spruce  up"  than  "Now."  The  mail  order 
Christmas  trade  has  always  been  large.  This 
year  it  will  be  larger  than  ever,  unless — 

On  the  opposite  page  we  reproduce  a  corner 
of  a  store  that  is  equipped  to  meet  the  mail  order 
competition.  Isn't  it  ideal?  And  yet,  an  ideal 
that  any  furniture  merchant  in  Canada  may 
aspire  to.  Study  it  carefully  and  then  ask  your- 
self the  question — "If  my  store  looked  like  that, 
couldn't  I  give  better  service?  Couldn't  I  meet 
all-comers  in  competition?  Wouldn't  I  make 
more  money?" 
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A  Letter  That  Brought  in  $28,000 

Worth  of  Business 

And  Resulted  in  the  Opening  of  Over  100  New  Accounts 


l^'urniture  business  was  slack  down  in 
Atlanta  recently  and  the  following  interesting 
story  of  how  the  iMnpire  b'urniture  Company 
prepared  and  distriinited  3,000  coi^ies  of  a  letter 
which  brought  them  in  the  sum  of  $27,905.50, 
is  told  in  a  recent  issue  ol  the  (iraud  Rapids 
l'"urniture  Record. 

It  seems  the  manager  of  this  C()mi)any,  Mr. 
Morris  Meisel,  had  an  opportunity  to  i)urchase 
a  number  of  wall  tapestries  in  Italy  at  a  price 
of  $27.00  per  dozen.  They  appealed  tn  Mr. 
Meisel  because  ofi  the  price  and  also  they  re])re- 
sented  a  new  vogue  that  had  lately  been  intro- 
duced in  his  district. 

In  sending  out  the  letter  a  special  cjuality 
of  paper  was  selected  and  the  letter  was  worded 
stressing  the  value  of  friends  as  well  as  fiu-ni- 


ot  one 
Ix  )ttom 


were 


both  frank  and  l)riel.  An  inu>trati(in 
ol  the  tapestries  was  rejiroduced  at  the 
of  the  page. 

.\s  the  letter  indicates,  this  com])any 
after  new  customers  and  they  were  prepared  to 
give  one  of  these  ta])estries,  costing  them  $2.25 
each,  t'l  any  ])resent  customer  of  the  company 
who  would  bring  in  a  new  customer.  Mr. 
Meisel  reports  that  for  the  thirty  days  during 
which  this  offer  was  good  results  made  theni- 
scl\es  show^n  daily  and  adds  "even  today  our 
customers  ask  if  they  can  still  get  a  tapestry 
for  a  new  customer."  He  also  states  that  in 
addition  to  the  new  active  accounts  brought  in 
this  plan  created  a  tremendous  amount  of  good 
will. 

The  three  thousand  letters  were  printed  at  a 
cost  of  $30.00;  the  photograph  and  plate  of  the 
tapestry,  $11.00;  envelopes,  $9.00;  postage, 
$60.00,  Snaking  a  total  of  $110.00.  These  were 
the  actual  expenses  outside  of  the  time  of  the 
office  staff. 

This  little  story  suggests  the  possibilities  of 
the  use  of  some  such  thing  as  a  piece  of  brass- 
ware  or  a  candle-stick  or  a  vase  as  a  premium 
during  the  Christmas  campaign.  In  the  case 
noted  al)ove  it  didn't  matter  what  the  size  of 
the  ])urchase.  Mr.  Meisel  states  that  of  113  new 
accounts  opened:  the  lowest  was  $9.50  and  the 
highest  $1,355. 
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Wanted  !"Less  of  the  ^^Don  Quixote" 
in  Furniture  Advertising 


And  Fewer  Telephone  Poles 


Being  the  Confessions  and  Concessions  of  One  Who  is  Saturated  with  an  Idea 
That  Too  Many  Dollars  are  Being  Spent  in  Newspapers  by 
Furniture  Dealers  Who  Can  111  Afford  to  Do  so 


By  J.  S.  BASE, 

Advertising  Manager,   Great  Western  Furniture  Company  Limited   of   Saskatoon,  Sask. 


Dear  old  Don  Quixote  was  what  is  vulgarly 
known  these  days  as  "An  Old  Pill."  Remem- 
ber when  he  first  sallied  forth  in  search  of 
knighthood?  And  do  you  remember  how  the 
quaint  figure  was  actually  knighted  or  at  least 
thought  he  was — by  an  inn  keeper? 

A  rum  story  that.  Perhaps  you  will  say  it 
has  nothing  whatever  to  do  with  furniture.  Well 
then,  neither  has  a  few  thousand  miles  of  tele- 
phone poles.  Yet  I  venture  to  say,  these  two 
subjects  present  a  fitting  parallel  to  modern  rur- 
niture  advertising,  and  retail  advertising  gener- 
ally. 

Today  I  ran  into  a  rare  old  stager  of  an  ad. 
It  was  a  typical  "Don."  There  iit  was,  the 
pride  of  some  adman's  life,  no  doubt.  It  re- 
minded me  for  all  the  world  of  "Don  Quixote." 
I  can  almost  see  the  old  gent  himself  laughing 
at  it,  and  I'm  not  usually  given  to  sarcasm. 

Here's  what  it  said — "The.  .  .  .Co.  has  won  an 
enviable  reputation  for  showing  none  but  the 
accepted  styles  in  dependable  merchandise." 

That's  what  I  call  Don  Quixote-ism.  It's 
the  same  thing  as  the  valiant  old  fool  going 
forth  with  the  idea  that  he  was  something  which 
in  reality  he  was  not.  The  difference  is  this.  . 
Don  was  crazy... and  his  advertising  man  is  in 
polite  English  .  .  An  Unconscious  Liar  .  .  .  and 
there's  a  law  against  making  false  statements. 

Not  Correct 

If  he  were  cornered  on  the  subject  he  would 
have  a  mighty  hard  time  trying  to  show  How 
and  When  his  company  gained  this  reputation, 
and  also  to  prove  that  others  are  really  Envi- 
able. As  a  matter  of  fact  I  happen  to  know  that 
no  other  merchant  in  that  city  really  envies  his 
firm.  .  .and  I  do  know  that  the  Buying  Public 
don't  care  two  straws  for  Enviable  Reps. 

Abraham  Lincoln  once  said:  "You  can  fool 
some  of  the  people  all  the  time,  and  all  the 
people  some  of  the  time ;  but  you  can't  fool  all 
the  people  all  the  time."  And  Mr.  Lincoln  was 
a  wise  man.  He  knew  how  to  approach  people 
...he  could  feel  their  pulse  as  it  were.  .  .and 


consequently  he  came  to  the  foregoing  conclu- 
sion. 

Lincoln's  remarks  ought  to  be  written  into 
all  advertising  copy.  It  should  be  an  advertis- 
ing man's  creed.... and  in  spite  of  the  endless 
creeds  he  is  supposed  to  live  up  to.  Why? 
Because  whether  you  like  to  admit  it  or  not, 
there  are  far  too  many  people  under  the  impres- 
sion that  advertising  men  are  possessed  with 
crazed  imaginations ...  and  are  being  justly  and 
unjustly,  called  "Perpetrators  of  Gross  Inex- 
actitudes." Many  of  them  tell  these  far-fetched 
yarns  because  they  don't  realize  they  are  doing 
so.  And  that's  the  trouble.  They  are  filling  the 
newspapers  with  such  foolishness  as  the  one 
quoted  above.  .  .  .and  the  poor  old  buying  public 
have  to  pay  for  it.  The  merchant  finds  hi§ 
advertising  expenses  much  too  high  compared 
with  diminishing  turnover. 

Twenty  Per  Cent  Useless 

I  sent  an  aggregate  of  25,000  lines  of  news- 
paper advertising  to  a  well-known  service  com- 
pany for  criticism.  They  sent  it  back  and  told 
me  and  showed  me  how  I  had  used  at  least 
5,000  lines  too  many.  That  was  only  one  of  the 
faults.  The  others  were  chiefly  typographical. 
But  imagine  that.  5,000  lines  of  costly  news- 
paper space  I  could  have  saved.  That's  why 
I'm  writing  this  paragraph  in  here.  But  that's 
in  passing. 

AVhat  about  the  Telephone  Poles?  I  mean 
the  dull  endless  monotony  of  miles  and  miles 
of  shapeless  meaningless  things  posing  as  ads 
which  flash  before  the  eyes  of  the  newspaper 
readers,  like  the  poles  flash  past  the  vision  of 
one  travelling  in  a  train.  I  pointed  a  typical 
specimen  out  to  a  pal  of  mine  the  other  day, 
and  he  said :  "Looks  like  a  dirty  old  pig  in  a 
mud  puddle."  And  he  was  one  of  the  Ibuying 
pulilic.  One  of  those  who  are  thought  to  be 
passing  the  "Enviable  Rep"  stufl:'  around  to  the 
stores  he  deals  with.  If  he,  and  many  others 
are  thinking  that  of  advertising,  what  on  earth 


50 


FURNITURE  WORLD 


must  they  be  thinking  of  what  \vc  call  (inud 
Furniture  for  Good  tJomes. 

Hut  does  the  average  man  lake  time  to  read 
an  ad,  no  matter  if  it  is  well  laid  out,  etc.? 
Yes  he  does,  and  we  have  had  many  testimon- 
ials to  this  fact.  We  get  more  comments  from 
men  about  our  small  prestige  ads  than  we  do 
from  w^omen.  And  it's  the  men  as  well  as  the 
women  that  we  want  to  interest  in  Making 
Comfortable  and  Permanent  Homes. 

These  telephone  pole  types  of  ads  are  the 
result  of  too  much  interference  from  the  mer- 
chandising men — the  salesmen — and  the  lack  of 
true  imagination  and  psychology  on  tiic  ])art  ot 
those  who  write  them. 

Would  he  Tell  Them  to  Their  Faces? 

Would  any  sane  fellow  try  to  tell  an  audi- 
ence of  25,000  people  that  his  store  had  the 
r.est  furniture  in  the  city?  Would  he  attempt 
to  tell  those  people  that  He  ^^'as  he  First  to 
Reduce  Furniture  Prices?  Would  he  dream  of 
telling  those  people  that  llis  l'"urniture  is  the 
Cheajiest  in  Town? 

In  the  first  place  he  must  consider  that  a 
large  percentage  of  his  daily  audience  are  think- 
ing men  and  women.  The  adjective  "best"  has 
l)een  so  cruelly  misrepresented  of  late  years  that 
l)eople  are  saying-  there  is  no  such  thing  as 
"best  furniture"  any  longer.  One  is  as  good  as 
the  other. 

The  other  two  |)oints  about  ])rices  have  been 
haggled  over  so  much  and  so  damnably  that 
I'm  half  afraid  at  times  that  we  have  dealt  the 
furniture  business  a  blow  from  which  it  will 
never  recover.  People  are  tired  to  death  of 
reading  most  of  our  modern  newspa])er  ex- 
aggerations, and  more  particularly  have  these 
chea])  and  cheesy  news])a|)er  ads  educated  many 
people  u])  to  the  idea  that  Furniture  is  Just 
.Simply  a  Matter  of  Cheapness. 

The  sensible  furniture  merchant  would 
rather  see  advertising  returning  a  hundred  per 
cent  turnover,  than  to  see  his  ads  returning  only 
15  ])er  cent.  It  has  been  stated  that  the  aver- 
age adxertising  percentage  in  the  Canadian 
ITirniture  Trade  is  roughly  R'/o  of  the  gross 
turnover.  This  is  far  too  much.  The  retail  fur- 
niture men  have  been  buying  newspaper  space 
under  the  impression  that  they  were  investing 
in  advertising.  Nothing  could  !)(•  more  foolish. 
[  he  newspaper  men  know  that  all  they  want  is 

Space   and   to   H  with   advertising  ])ercent- 

ages. 

The  i)eculiar  thing  about  it  all  i>  this.  The 
more  you  cut  down  your  ne\vs])aper  space  the 
more  readable  your  ads  become — and  conse- 
(luently  the  greater  will  the  actual  returns  be. 
There  are  a  few  apostles  of  the  new  era  who  are 
lireaching  Make  Your  S]iace  Work  Harder,  and 
they  are  sensible  men.  l'>ut  how?  Don't  we 
cram  our  ads  full  of  material  and  ornaments 
now.-'  Yes  vou  do.... that's  why  so  manv  look- 
like  the  "Pig  hi  The  .Mud  Puddle."  1  used  to 
lliink  a  full  l)age  ad  was  the  clear  thing  for 
making  a  big  noise.     1    lune   lately   been  con- 


verted to  the  idea  that  a  small  two  column  ad 
will  work  better  results.  The  difiference  is  in 
the  way  it  is  written ....  and  that  way  is  not 
the  private  ])ro[)erty  of  a  few. 

Will  Turn  a  House  into  a  Home 
And  so,  with  smaller  newspaper  ads  and 
therefore  much  smaller  ne\vspa])er  accounts  to 
liay.  .  .you  begin  to  restore  the  lost  i)restige  and 
the  dignity  of  your  furniture  business  if  you 
desire  to  do  so.  It  will  not  be  long  before  the 
bulk  of  the  retail  men  will  discover  that  'TVice 
llaggling     Is     llreathing     Its     Past  Gurgling 

Gas])s"  and  that  it  really  pays  in  the  long 

run  to  adxertise  your  store  as  a  place  where  It 
Is  l'()ssiil)le  To  .Secure  h'urniture  That  Will 
Turn  a  House  Into  a  Home. 

Ffomes.  I^ives  that  live  in  them,  (iood 
l^'urniture.  Cut  I'hroat  Price  Haggling.  P>ur- 
densome  Newspaper  Accounts.  Think  you  that 
the  two  last  mentioned  items  have  any  business 
to  be  iiiiNcd  up  in  the  first  three?  Not  a  bit  of 
it.  W  hat  must  the  old  craftsmen — the  men  who 
fashioned  furniture  with  their  hands — in  da}  s 
when  it  was  a  matter  of  honor  to  make  furni- 
ture decently — think  of  it  all?  The  telephone 
poles — and  the  Don  Quixotes — and  The  Pigs  fn 
The  Mud  Puddles.  \\'liat  must  the  people  who 
read  the  newspapers  at  all  think  of  it?  But  then, 
the  furniture  business  of  to-day  tells  that  story, 
and  it  will  continue  to  do  so  until  merchants 
themselves  lead  the  way  into  the  New  Era  of 
Merchandising.  In  that  era  it  will  be  impos- 
sible to  make  false  statements  indiscriminately. 
Not  because  the  ad  men  will  became  saints. 
Xot  that.  But  because  the  merchants  will  see 
that  It  Is  a  Pietter  Paying  Proposition. 
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Furnished  Room  Exhibits  Illustrated 

In  the  dining  room  shown  on  the  opposite 
page  the  IVlantel  is  after  Robert  Redam.  The 
steel  grate  and  fender  are  of  same  date,  from  an 
old  house  in  P(jndon,  luig.  Wall  paper  show- 
ing the  Chinese  iuHuence  was  designed  and  ex- 
executed  by  a  leading  artist  of  F'rance.  The  calj- 
inet  is  Chinese  cream  lacquer.  The  dining  room 
set  is  a  very  fine  example  of  Chippendale's  orien- 
tal art;  it  is  mahogany  with  ash  root  and  burl 
walnut  i)anels,  decorated  with  raised  foliage  in 
l)lack  and  gold  lacquer.  The  candelabra  on  the 
sideboard  are  old  Sheffield  Plate.  Centre  cry- 
stal is  English  cut,  about  A.D.  1775. 

In  the  library  the  mantel,  panels  and  built- 
in  bookcases  are  after  the  style  of  William  and 
Mary.  (  )\  cr  the  mantel  is  a  beautiful  still  life 
study  in  oils,  ])ainted  in  Italy  after  the  Dutch 
school.  This  is  flanked  by  two  candle  brackets 
in  needlepoint.  Mirror  Sconces  of  1710  A.D.  at 
each  side  of  doors.  Table  is  Queen  Anne  in 
burl  walnut,  well  matched  and  finished  in  the 
rich  dee])  tones  of  old  age.  A  needle  jxiint  wing 
chair  Iroiii  Cambridge,  two  smaller  ones,  u]>hoP 
stered  in  tapestry  and  velvet.  Console  cabinet 
in  fild  red  laccpier,  topped  with  marble. 
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Montreal  Furniture  House  Makes 
Big  Success  of  Toy  Department 

G.  A.  Holland  &  Sons  Company  Devote  an  Entire  Floor  to  this 
Department  and  Show  Toys  Continuously  in  their  Windows — 
Wide  Variety  of  Lines  Carried,  Secured  from  all  the  Leading 
Markets  of  the  World— Endeavor  to  be  First  in  Field  With 

New  Features 


At  the  Christmas  season,  many  furniture 
dealers  make  special  displays  of  lines  which  are 
classed  as  children's  toys,  but,  to  our  knowledge, 
there  is  only  one  furniture  house  in  Canada 
which  has  a  permanent  and  complete  toy  depart- 
ment. This  is  G.  A.  FToUand  and  Sons  Com- 
pany, 519  St.  Catharine  St.,  West,  Montreal. 

The  toy  department  (jf  the  Holland  Company 
has  been  gradually  developed  and  to-day  ranks 
as  an  outstanding  feature  of  their  business.  The 
company  was  established  away  back  in  1843  on 
Notre  Dame  Street,  and  even  in  the  early  days 
some  toys  were  carried.  A  \ery  large  quantity 
of  beads  was  sold  in  case  lots,  for  the  Hudson 
Bay  Indians — a  barter  trade  which  has  vanished 


under  modern  commercial  conditions.  The  pol- 
icy of  the  company  for  many  years  has  been  to 
exploit  news  ideas  and  fashions  in  toys  and  ath- 
letic goods  which  appeal  to  the  young  people. 
When  the  bicycle  boom  first  appeared,  Holland's 
went  into  that  line  cjuite  extensively ;  when 
lacrosse  came  into  public  favor,  they  specialized 
in  the  ec|uipment  for  the  game,  and  Mr.  Holland 
visited  England  with  a  view  to  pushing  busi- 
ness there. 

Toys  from  Many  Countries 

The  manager  of  the  department  is  Miss  A.  S. 
Clarke,  who  is  also  a  director  of  the  com])any. 
Miss  Clarke  points  out  that  the  policy  they  have 
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been  following  is  to  purchase  the  best  toys  that 
the  world  produces,  and  indeed  the  stock  to-day 
includes  goods  brought  in  from  every  country 
in  which  toys  are  manufactured.  There  is  no 
distinction  as  to  country  of  origin —  the  test  is, 
"What  does  the  public  want?" 

A  very  large  stock  is  carried,  one  entire  floor - 
being  devoted  to  the  department.  Toys  of  all 
varieties  are  shown,  from  those  of  an  educa- 
tional character  to  those  of  the  type  merely  in- 
tended for  the  amusement  of  the  kiddies,  and 
the  range  includes  goods  suited  to  all  juvenile 
taste,  from  the  infant's  up  to  the  youngster's  of 
school  age.  There  are  kindergarten  sets,  books, 
toys  for  modelling,  toys  for  'babies,  celluloid  and 
rubber  animals,  dolls  in  an  immense  variety, 
games  of  all  kinds,  mechanical  toys,  baby  car- 
riages , wheel  barrows,  bicycles,  miniature  golf 
sets,  croquet  sets,  yachts,  doll's  houses,  minia- 
ture furniture  sets,  and  a  hundred  and  one  other 
types  of  g-oods  intended  for  the  recreation  and 
entertainment  of  the  young  folk.  The  educa- 
tional g'oods  and  books  are  kept  at  one  end  of 
the  store  and  displayed  on  racks,  making  them 
easy  of  inspection.  Other  stock  is  kept  in  glass 
showcases. 

Given  Regular  Window  Space 

The  company  makes  it  a  practice  to  devote  a 
portion  of  the  window  space  regularly  to  the 
display  of  toys.  Something  from  this  depart- 
ment is  always  shown  and  its  place  is  never 


allowed  to  be  usurped  by  furniture  merchandis- 
ing features.  This  arrangement  is  facilitated 
owing  to  the  fact  that  the  company  has  two 
side  windows  and  an  island  window  in  the 
centre.  In  addition  to  their  continuous  display, 
the  toys  are  given  space  in  the  newspaper  ad- 
vertising, and  both  forms  of  publicity  have 
proved  very  effective  in  pulling  business  and  es- 
tablishing the  firm's  reputation  as  dealers  m. 
this  line. 

It  may  be  fairly  asked  :  What  influence  has 
a  toy  department  on  the  other  sections  of  trade 
it  has  resulted  in  considerable  business  for  the 
operated  by  the  firm?  Miss  Clarke  states  that 
it  has  resulted  in  considerable  business  for  the 
furniture  and  other  lines  carried  by  the  com- 
pany. Customers  who  purchase  toys  will  often 
make  enquiries  for  furniture,  wallpaper,  etc.,  and 
the  furniture  buyers  are  also  attracted  to  pick 
up  toys. 

Another  development  has  followed  the  ex- 
pansion of  the  toy  business.  As  the  result  of 
repeated  enquiries,  the  company  has  established, 
on  the  same  floor  and  as  part  of  the  department, 
a  section  for  the  sale  of  children's  clothes.  It  is 
of  course  limited  in  scope,  but  is  of  a  character 
which  fits  in  with  the  class  of  trade  transacted. 

The  toy  and  game  department  of  Holland's, 
the  company  states,  has  proved  to  be  not  only  a 
profit-maker  itself  but  also  a  valuable  asset  in 
building  up  the  business  of  the  company  as  a 
whole. 


What  Shall  I  Feature  for  Christmas 

Trade  ? 


The  Range  of  Appropriate  Gift  Merchandise  is 
Very  Wide,  as  Indicated  by  the  Following  List 


FURNITURE 


Bedroom  suites 
Benches 
Book  cases 
Book  racks 
Cabinets 
Cedar  chests 
Chairs 

Chesterfields 
Chesterfield  tables 
Child's  furniture 
Costumers 
Curates 
Davenports 
Dining-room  suites 
Fern  stands 
Foot  rests 
Jardiniere  stands 
Kitchen  cabinets 
Library  tables 
Linoleums 


Magazine  stands 
Medicine  cabinets 
Music  cabinets 
Newspaper  racks 
Piano  benches 
Record  cabinets 
Screens 
Secretarys 
Settees 

Sewing  cabinets 
Smoking  sets 
Taborettes 
Tea  tables 
Tea  Wagons 
Telephone  tables 
Umbrella  stands 
Wastepaper  baskets 
Wicker  furniture 
Wine  cabinets 
Writing  desks 


ACCESSORIES 


Andirons 
Baby  carriages 
Book  ends 
Brass  goods 
Candle  sticks 
Carpets 

Carpet  sweepers 
China  ware 
Coal  boxes 
Curtains 
Cushions 
Cushion  covers 
Doll  carriages 
Eiderdowns 
Electrical  appliances 
Electric  cleaners 
Electric  washers 
Fireplace  screens 
Floor  lamps 
Floor  Waxers 


Grand-father  clocks 
Grates 

Hand  sleighs 

Hobby  horses 

Jardinieres 

Kiddie  cars 

Mattresses 

Mirrors 

Phonographs 

Pictures  (Framed) 

Picture  frames 

Pottery 

Refrigerators 

Rugs 

Statuary 

Table  lamps 

Table  pads 

Tapestries 

Toilet  ware 

Waxes  and  polishes 
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FURNITURE  WORLD 


Prominent 

Furniture 

Men  of 

Canada 

DANIEL  KNECHTEL 

Daniel  Knechtel  is  one  of  the  two  surviving 
|)ioneers  of  the  fvirniture  manufacturing  indus- 
try of  Canada.  Having  commenced  the  manu- 
facture of  furniture  in  1866,  he  is  the  daddy  of 
the  industry,  being  continuously  active  in  the 
])usiness  for  57  years. 

He  was  born  at  Roseville,  near  (lalt,  in  the 
County  of  Waterloo,  Ontario,  on  Dec.  20th., 
1843.  Roseville  was  a  Scotch  settlement  and 
both  his  grandfather  and  father  acquired  Eng- 
lish  with   a   strong  Scotch  il)urr   accent  which 


Daniel  Knechtel 

is  still  noticeable  in  the  si)eech  of  Daniel 
Knechtel. 

At  the  age  of  80  he  is  still  hale  and  hearty 
and  active  in  a  number  of  successful  enter- 
prises he  promoted.  Me  is  the  founder  and 
l)resident  of  the  Knechtel  l''urniture  Company 
I  imited,  which  has  factories  at  llano\;T.  W'alk- 
e  ton  and  Snuthampion  and  a  hr  ge  distri])ut- 
ing  warehouse  at  \\'innipeg. 

The  New  Sales  Tax 

In  connection  with  the  new  Sales  Act  which 
gcjes  into  efifect  Januar_\-  1,  ]'>24,  manufacturers 
and  wholesalers  are  reminded  in  a  CM. A.  c  r- 
cular  that  those  who  desire  to  make  application 
for  deduction  of  the  sales  tax  paid  on  materials 
on  hand  on  the  first  day  of  January,  1924,  in 
respect  of  goods  which  have  been,  are  being,  or 
are  to  'be  used  in,  wrought  into  or  attached  to 
articles  to  be  manufactured  or  purchased  for 
sale,  which  articles  are  subject  to  sales  tax,  shall 
signify  their  intention  of  so  doing  in  writing  to 


the  C(;llector  of  Customs  on  or  before  the  1st 
day  of  December,  1923,  and  shall  submit  an  in- 
ventory in  duplicate  to  the  Collector  of  Customs 
at  the  port  in  which  the  business  is  located,  not 
later  than  March  31,  1924.  In  connection  with 
refunds  of  sales  tax  on  returned  goods,  the  de- 
l)artment  of  Customs  announces  that  where 
goods  are  returned  as  unsatisfactory  or  damaged 
in  transit  and  where  goods  of  the  same  value 
are  supplied  in  exchange,  no  charge  being  made 
for  the  goods  so  supplied,  no  tax  is  chargeable 
on  the  goods  supplied  in  exchange.  Where  the 
articles  supplied  in  exchange  are  of  greater 
value,  sales  tax  is  collectible  only  on  the  dififer- 
ence  in  value.  Where  the  goods  supplied  are 
of  less  value,  the  amount  of  tax  on  the  differ- 
ence will  be  refunded.  If  the  returned  goods 
are  not  replaced  the  whole  of  the  tax  will  be 
refunded.  In  the  case  of  goods  being  damaged 
necessitating  their  destruction,  a  refund  of  the 
tax  will  be  made  but  goods  to  rei)lace  those  de- 
stroyed will  be  subject  to  the  usual  tax. 

Furniture  for  the  Craftsman 

"l^\irniture  fur  tlic  Craftsman"  is  an  inter- 
esting b(  M  ik  by  I'aul  D.  Potter,  now  in  its  sec- 
ond edititjn  by  the  C.  P.  C.  Book  Company,  239 
West  39th  Street,  New  York.  It  is  a  manual 
for  the  student  and  mechanic,  co\ering  the 
design,  construction  and  finishing  of  practically 
all  articles  used  in  the  furn  shing  and  equip- 
ment of  the  modern  home,  porch  and  grounds, 
with  hints  on  upholstering. 

Interested  Guessers 

The  Marshall  Ventilated  Mattress  Co.,  Ltd., 
Toronto,  created  a  good  deal  of  interest  in  their 
mattress  by  their  guessing  contest  at  the  Cana- 
dian National  Exhi])ition.  The  contest  w-as  to 
guess  the  weight  of  a  mattress.  The  exact 
weight  was  guessed  by  six  ladies  on  different 
days.  It  is  said  that  8,000  guesses  were  received 
and  that  the  guesses  ranged  all  the  way  from 
1,000  lbs.  2  ozs.  to  5  lbs.  14  ozs.  The  exact 
weight  was  49  lbs.  10  ozs. 


A  Fine  Catalogue 

The  Bell  Furniture  Co..  Ltd.,  Southam])ton, 
(  )nt.,  manufacturers  of  bedroom  and  dining 
Kium  funrture,  have  just  issued  a  handsome 
new  catalogue  illustrating  their  various  lines. 
The  catalogue  measures  12"  x  19",  providing 
large  pages  for  illustrating  the  various  suites  in 
full.  Some  of  the  handsomest  furniture  ever 
turned  out  by  the  Bell  Company  is  shown  in 
these  pages,  including  solid  oak,  walnut,  birch 
and  elm  construction.  An  exceedingly  attrac- 
tive page  is  that  one  given  over  to  the  child's 
suite.  This  suite  is  finished  either  in  old  ivory 
or  white  enamel  with  decorations  in  brown  or 
blue.  The  decorations  consist  of  birds.  Mother 
Goose,  squirrels,  cats,  etc.  A  page  is  given  over 
to  novelty  tables  all  in  solid  walnut,  some  with 
fixed  tops  and  others  with  tilter  tops. 
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He's  on  the  Right  Track! 

Mr  J.  S.  Barthohmievv,  Jr.,  proprietor  of 
Home  Furniture  Co.,  712  Fort  St.,  Victoria, 
B.C.,  writes  that  he  is  very  much  interested  in 
a  topic  that  Furniture  World  has  been  giving 
considerable  attention  to,  namely,  ''Interior 
Decoration."  Mr.  Bartholomew  was  anxious  to 
get  a  numl^er  of  good  books  dealing  with  this 
sul^ject.  Many  of  our  other  readers  will  doubt- 
less be  interested  in  this  subject  too  and  we 
give  below  a  list  of  sufficient  range  to  meet  the 
reciuirements  of  the  average  house  furnisher. 
The  list  was  obtained  from  two  sources.  No.  1 
was  obtained  from  conversations  and  discus- 
sions with  a  number  of  practical  interior  decora- 
tors who  advised  out  of  their  own  personal 
experience.  No.  2  is  a  sug-g"estion  of  books 
offered  by  the  Flouse  Beautiful  Publishing  Co. 
The  prices  are  approximate. 

LIST  No.  1 

Practical  Book  of  Interior  Decoration,  by  Eberlein. 
McClure  &  HoUoway,  $s.5(). 

Color  Schemes  for  the  Home  and  Model  Interiors, 
by  Henry  VV.  Frohne,  A.  F.  &  D.  Jackson,  $4.50. 

Principles  of  Interior  Decoration,  by  Bernard  C. 
Jackway. 

Inside  the  House  of  Good  Taste.  By  Richardson 
Wright,  $2. .5(1. 

Inside  the  House  Beautiful.  By  Henrietta  Pea- 
body,  $3.00. 

Decoration  and  Finishing  of  Apartments.     By  D. 

Russell  Hertf. 


Interior  Decoration — Principles  and  Practice.  By 
Professor  Parsons,  $4.00. 


LIST  No.  2 

Color  Schemes  for  the  Home  and  Model  Interiors, 

by  Henry  W.  Frohne  and  Alice  F.  and  Bettina  Jack- 
son, $4,50. 

Be  Your  Own  Decorator,  l)y  Emily  Burbank,  $3.00. 
The    Effective    Small    House,    liy    Lillian  Bayliss 
Green,  $1.75. 

Furnishing  the  House  of  Good  Taste,  by  Lucy 
Abbott  Throop,  $4.50. 

Home  Furnishing,       George  Leland  Hunter,  $3.00. 

House  Furnishing  and  Decoration,  by  Abbott  Mc- 
Clure and  H.  D,  El:)crlcin,  $2.50. 

The  House  of  Good  Taste,  bv  Elsie  DeWolfe, 
$4.00. 

Inside  the  House  Beautiful,  l)y  Henrietta  C.  Pea- 
body,  $3.00. 

Inside  the  House  of  Good  Taste,  by  Richardson 
Wright,  $2.50. 

Interior   Decoration,   liy  Frank  .Mvah  Parsons,  $4.00. 

Interior  Decoration  for  Modern  Needs,  by  Agnes 
Foster  Wright,  $3.50. 

Interior  Decoration  for  the  Small  House,  bv  Amv 
L.  Rolfe,  $1.75. 

Lighting  the  Home,  by  M.  Luckiesh,  $2.00. 

Making  Curtains  and  Hangings,  by  .'Vgnes  Foster, 

75c. 

The  New  Interior,  hy  Hazel  H.  Adler,  $4.50. 

Practical  Book  of  Furnishing  the  Small  House  and 
Apartment,  by   Edward  S.  Holloway,  $0.50. 

Practical  Book  of  Interior  Decoration,  by  El^erlein, 
Holloway  &  McClure.  $8.50. 

Principles  of  Interior  Decoration,  by  Bernard  C. 
Jackway,  $2.50. 


Merchandise  With  the 

Gift  Appeal 
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FURNITURE  WORLD 


In  the  Ontario  Furniture  Markets  i 

General  Improvement  in  Nearly  all  Lines  Experienced  Durinj<  September 
— Novelty  Goods  in  Particular  Feel  Stimulus  Many 
Plants  Employ  Full  Staff 


'riie  month  of  Septenil)er  lias  broug-ht  a  gen- 
eial  iniprovemenl  in  the  furniture  industry  in 
Kitchener  and  Waterloo,  practically  every  in- 
dustry being  operated  In  some  extent  and  the 
number  of  orders  growing  daily.  The  im])rove- 
ment  which  began  early  in  the  month  has  every 
indication  of  being  the  lUre-runner  of  a  good 
fall  and  winter  bn-im  -^-.  The  fact  that  the  great 
majoiity  of  the  nianuiarturers  are  sharing  in  the 
imjiroxed  trade  conditions  wliich  are  based  on 
a  growing  demand  in  Ontario  and  Quebec 
among  retailers,  even  if  orders  are  still  small, 
gives  ground  for  the  belief  that  the  crest  of  the 
hill  has  been  co\ered. 

The  revival  has  been  exi^erienced  in  the 
majority  of  lines  but.  contrary  to  expectations, 
the  demand  for  case-goods  has  not  yet  sliown 
any  im])rovement.  Novelties  and  li\ing  nioni 
];.o(lucts  occu])y  first  place.  In  the  matter  of 
case-goods  the  retailers'  supply  is  still  ample  for 
the  demands  and  it  is  expected  that  several 
weeks  will  elapse  before  any  change  will  be 
noticeable.  1die  increasing  number  of  sales  of 
novelty  products  is  in  keeping  with  the  advance 
of  the  season.  Retailers  are  preparing  for  the 
Christmas  period  and  are  placing  orders  even 
if  as  yet  in  very  limited  quantities.  The  present 
revival  in  this  branch  of  the  industry  as  com- 
pared to  the  continued  quieter  conditions  in  the 
greater  number  of  the  ordinary  lines  is  in 
keeping  with  past  experience.  Last  spring 
manufacturers  of  novelty  lines  had  compara- 
tively little  work  wdiile  other  furniture  men  were 
well  supplied  with  orders.  Now  that  conditions 
are  reversed  manufacturers  see  only  the  usual 
course  in  the  business  and  anticipate  the  adjust- 
ment that  has  always  followed  in  the  past.  In 
the  living  room  lines  there  seems  to  be  a  fair 
demand  for  medium  priced  articles,  the  number 
of  orders  increasing  from  w^eek  to  week  and 
lieing  confined  to  no  particular  sectiftns  of  the 
two  provinces. 

Salesmen  Active 

Business  that  is  coming  to  local  factories 'is 
the  sequel  to  the  depletion  of  stocks  in  the  retail 
stores  and  to  efforts  made  by  the  sales  staffs, 
the  latter  claiming  the  larger  percentage  of  the 
orders.  The  period  of  caution  exercised  by  the 
retailer  apparently  has  not  yet  passed  but  the 
atmosphere  breathes  of  optimism  in  view  of 
the  fact  that  sales  men  are  able  to  transact  busi- 
ness. ilVIanufacturers  in  cjuite  a  number  of 
instances  believe  that  t  hey  have  successfully 
undertaken  the  development  of  business  and, 
now  that  the  pendulum  has  been  given  a  good 
start,  conditions  in  the  trade  will  soon  prove 


themsehes  ])ernianently  improved.  \  number 
of  ])roniinent  manufacturers  have  added  to  their 
sales-force  this  year  and  the  increased  business 
to  date,  from  the  stand])oint  of  the  number  of 
sales,  indicates  that  trade  generally  coni])ares 
fa\'oral)ly  v\'ith  the  conditions  in  previous  years. 
There  is  naturally  a  tendency  following'  the 
l)eriod  of  (|uiet  of  the  last  two  months  to  harbor 
a  false  impression  with  regard  to  the  present 
year.  iManufacturers,  it  is  true,  have-  not  en- 
joyed the  continued  How  of  orders  that  they 
experienced  in  previfuis  years  and  financially 
the  operation  of  the  factories  to  date  has  not 
been  encouraging.  Nevertheless  the  prospects 
are  that  the  business  done  last  winter  and  last 
spring,  with  the  anticijiated  business  this  fall, 
will  ])ut  the  1923  total  up  to  the  normal,  based 
not  on  the  high  jjeaks  of  the  war  and  post  war 
periods,  but  on  peace  time  conditions.  In  several 
instances  the  number  of  sales  this  year  is  the 
e(|ual  to  that  in  any  year  since  the  close  of  the 
war.  The  lull  of  the  ])asl  two  months  has  not 
altered  the  expectations  of  these  manufacturers 
with  regard  to  the  showing  for  the  whole  year. 
As  stated  however  when  the  point  at  issue  is 
the  financial  side  of  operations  the  returns  for 
the  year  to  date  assume  a  different  aspect.  Keen 
competition  and  large  overhead  expenses  in  a 
period  when  retailers  hesitated  to  purchase  have 
altered  the  situation  and  from  that  standpoint 
the  year  is  below  the  preceding  years  even  in 
the  case  of  those  manufacturers  who  for  one 
reason  or  another  have  l)een  enjoying  a  fair 
number  of  orders. 

Building  Operations  Stiil  Active 
The  extent  of  the  building  operations  in  Can- 
ada in  certain  lines  is  still  reflected  in  the  con- 
tinued busy  period  in  those  plants  that  are 
devoted  to  the  manufacture  of  office,  church,  and 
school  furniture  and  fixtures.  The  demand  by 
builders  on  these  manufacturers  started  early  in 
the  summer  and  has  continued  steadily  with  no 
indication  of  a  curtailment  in  the  next  few 
vyeeks,  although  it  is  expected  that  in  another 
month  the  demand  will  ease  considerably.  The 
many  new  business  Idocks,  Init  particularly 
schools  and  churches,  many  of  wdiich  are  not 
yet  completed,  are  claiming  furnishings  and  fit- 
tings. The  high  class  lines  that  are  going  out 
of  the  factories  indicate  that  the  Canadian  peo- 
ple are  inclined  to  instal  the  best  for  purposes 
of  education  and  religious  w^orship.  The  activity 
in  these  industries  is  confined  i)rincipally  to 
Ontario  but  Quebec  and  the  Maritime  Provinces 
also  claim  a  fair  share  on  the  order  list.  The 
demands   on    manufacturers   at   intervals  have 


OCTOBER,  1923 


57 


htcn  so  insistent  that  the  regnlar  staffs  have 
had  to  be  added  to  in  order  to  supply  and  instal 
the  fittings  on  scheduled  time.  The  full  staffs 
are  still  engaged  and  will  probably  be  kept  on 
for  sometime,  there  being  even  a  belief  among 
some  that  in  the  coming  winter  ])]ants  will  l)e 
well  occupied. 

Working  Full  Staffs 

The  revival  in  the  industry  generally  began 
about  three  weeks  ago  when  the  majority  of  man- 


Shown  by  the  Chesley  Chair  Co. 

ufacturers  called  l)ack  practically  their  whdle 
staffs  who  were  enjoying  a  holiday.  Out  of 
the  dozen  and  a  half  plants  in  Kitchener  and 
Waterloo  there  were  only  about  four  exceptions. 
Barring  these  four  none  of  the  plants  had  been 
completely  closed,  a  limited  numlier  of  hands 
having  been  kept  on  and  being  able  to  take  care 
of  the  orders.  Recently  the  increase  in  the  num- 
ber of  orders  warranted  a  resumption  of  normal 
operations.  It  is  true  that  operations  in  many 
cases  are  confined  principally  to  filling  out  of 
depleted  lines  but  the  depletion  is  the  result  of 
the  demand  in  the  trade.  Since  the  start  of  the 
revival  there  has  been  nothing  to  indicate  that 
it  will  l)e  temporary.  The  facts  stand  out  that 
factories  which  resumed  operations  on  a  normal 
scale  two  or  three  weeks  ago  are  still  being  kept 
in  operation  by  staffs  which  are  nearly  the  ecjual 
to  what  they  were  early  in  the  year  and  that 
the  operating  hours  per  Aveek  are  only  five  hours 
shorter  than  they  were  in  spring  and  winter. 


Is  Furniture  Too  High  in  Price? 

Calgary,  Alberta. 

Editor,  Furniture  World: 

We  are  very  much  interested  in  the  conclu- 
ding observation  of  an  Editorial  headed  "Fur- 
niture Manufacturers  Discuss  Conditions"  as  set 
out  in  your  September  issue. 

The  paragraph  referred  to  reads :  "The  indus- 
try in  general  is  working  to  about  65  per  cent, 
capacity,  but  it  is  probably  true  that  few  of  the 
manufacturers  are  making  money,  owing  to  the 
low  level  of  prices." 

Technically  this  is  correct  but  a  child  could 
easily  make  the  deduction  that  were  their  prices 
high  enough  they  would  make  money.  Would 
it  be  good  business,  however,  for  the  manufac- 


turers to  have  the  prices  at  a  higher  level  than 
at  present  even  if  it  were  possible? 

The  manufacturer  knows  that  the  prices  were 
raised  about  March  of  this  year,  which  raise  had 
a  very  depressing  effect  on  trade,  and  now  he 
has  receded  to  the  January  level.  The  merest 
student  of  economics  knows  that  the  solution  is 
not  the  ]30()sting  of  prices  but  rather  the  oppo- 
site, in  order  to  get  the  volume,  thereljy  lower- 
ing the  tremendous  overhead  which  has  a  very 
damaging  effect  on  a  small  output. 

We,  as  a  representative  retailer,  take  this 
opportunity  of  expressing  our  humble  opinion 
that  furniture  at  the  present  is  entirely  too  high 
in  price,  and  we  do  not  lay  it  solely  at  the  door 
of  the  manutacturer.  The  retailers  cost  of  dis- 
tribution is  absolutely  out  of  proportion,  large- 
ly due  to  our  sparsity  of  population,  and  the 
surplus  number  of  quasi-dealers  who  have  been 
started  up  chiefly  through  the  instrumentality 
of  the  manufacturer. 

When  the  manufacturers  make  their  next 
yacht-cruise  it  would  be  well  for  them  to  take 
a  survey  of  the  Western  retailers  and  their  fin- 
ancial condition.  They  are  already  aware  that 
many  of  us  are  hanging  on  by  our  eyelashes, 
trying  our  ])est  to  dispose  of  goods  with(^ut  the 
element  oi  profit  entering  very  materiallv  into 
the  transaction.  The  other  side  of  the  picture 
is  the  manufacturer  getting"  out  a  price  list  in 
March  last  advancing"  some  articles  a  mere 
twenty-five  cents  to  protect  himself. 

Price,  we  are  aware,  is  not  the  deciding  fac- 
tor, but  under  present  conditions  we  are  con- 
\'inced  that  more  business  could  be  done  if  the 
salesman  could  conscientiously  feel  that  the 
value  was  in  the  goods. 

Yours  truly, 
The  Neilson  Furniti:re  Co.  Ltd. 
R.  L.  Glover, 

Managing  Director. 


An  appropriate  gift  piece  shown  by  J.  B.  Watson  Co. 
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News  of  the  Furniture  Industry 


The 
dealers, 


firm  ()t  \L 
Shawinigan 


Sauvageau  Co.,  furniture 
Falls,  is  reported  dissolved. 


Ottawa  St.  \., 
at  this  address 


ITaiii- 
duriii" 


llenderson  Bros.,  373 
ilton,  opened  for  l)usiness 
September. 

The  Relia])le  l'"urniture  C  o.,  is  the  name  of  a 
firm  recently  estal)lished  at  1010  Wyandotte  .St., 
W  indsor.  ( )nt. 
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Dundas  St 
a  hrancli 


West.  ' 
stnre  at 


( ir- 
3.^0 


Geo.  Stotl 
onto,  Ont..  lias  oi)ene( 
Oakwood  Avenue. 

L.  I*.  Fontaine  opened  a  store  at  624  Fullum 
St..  Montreal,  Que.,  during  .September.  He  will 
specialize  in  floor  coverings  and  linoleums. 

Horace  Weston  has  taken  over  the  inisiness 
of  Weston  &  Wilkie,  furniture  and  undertaking, 
the  arrangement  dating  from  early  in  August. 

1*".  Schecter,  house  furnishings,  65  Notre 
Dame  St.,  Lachine,  Que.,  is  moving  to  the  south 
east  corner  of  Notre  Dame  and  8th  Ave.,  Mont- 
real, about  October  1  and  will  require  some  new 
stock. 

The  furniture  business  operating  in  Inger- 
soll  since  1908  under  the  iirm  name  of  the  ''Mc- 
Intyre  House  Furnishing  Company''  is  now 
operating  under  the  name  "Fred  W.  Keeler." 
Mr.  Keeler  has  been  proprietor  of  this  business 
since  May  1,  1919,  and  a  partner  since  1908. 
The  business  was  originally  established  in 
Ingersoll  70  years  ago  by  the  late  James 
Mclntyre. 

O.  Langlois.  formerly  of  .St.  John,  Que.,  has 
opened  a  store  for  the  sale  of  furniture  and  fur- 
nishings at  143  St.  Catherine  St.  East,  Mont- 
real. 

Mr.  Flarry  Krug,  son  of  Mr.  and  IVfrs.  W'm. 
Krug,  of  Chesley,  Ont..  was  married  recently  to 
Miss  Marjorie  Elaine  Pearson,  youngest  daugh- 
ter of  Mr.  and  Mrs.  J.  C.  Pearson,  Toronto. 

The  death  of  a  well-known  Kitchener  furni- 
ture man  occurred  .September  17  when  Henry 
Arnold,  a  member  of  the  W'under  Furniture 
Company  Ltd.,j  Kitchener,  .passed  away  \in 
his  67th  year  after  an  illness  of  about  two  weeks. 
Mr.  Arnold  was  among  those  who  organized 
the  company  about  eighteen  years  ago  and  had 
been  actively  connected  with  it  ever  since,  lacing 
foieman  of  the  cabinet  making  department. 

W .  H.  Stul)bs,  manager  of  the  Canadian  house 
of  the  J.  M.  Card  Lumber  Company,  manu- 
facturers and  wholesalers  of  veneers,  which  is 
located  in  Kitchener,  has  returned  from  his 
cjuarterly  trip  to  the  head  office  in  Chattanooga, 
Tenn.  "Conditions  in  the  furniture  industry  on 
the  other  side  of  the  line  have  been  much  the 


same  as  here  and  there  is  every  indication  that 
business  there  will  be  brisk  this  fall.  Quite  a 
number  of  orders  are  l)eing  receivcfl  in  the  Chat- 
tanooga office  either  fmm  salesnuMi  i  ir  by  mail. 
The  slum])  in  the  building  trade  caused  by  the 
abnormally  high  ])rices  affected  certain  lines  of 
the  furniture  and  woodworking  industry  but 
conditions  in  all  lines  of  the  industry  had  been 

Furniture  World.  Cana- 
'reported   imi)r(i\-ing  and 
ii])inion  arc  that  tlic  fnr- 
lUt  tile  cnuntrv  will  have 
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dull,"  he  said 
dian  l)nsiness 
the  iiidit'atii  Ills 
niture  i)laiits  tl 
a  busy  fall. 

Harry  ( i.  Pugli,  formerly  manager  of  the 
Marvel  Manufacturing  Co.,  Welland,  has  assum- 
ed his  duties  as  instructor  in  the  woodworking 
classes  at  the  new  vocational  school  erected  in 
conjunction  with  the  new  collegiate  institute  by 
the  Kitchener  and  W'aterloo  High  School  Board. 
Mr.  Pugh  was  also  formerly  connected  with  the 
McLagan  ITirniture  Company  and  the  Allis 
Chalmers  Company,  both  located  in  Stratford. 
The  classes  in  the  woodworking  section  have 
an  attendance  of  over  200.  WHiile  the  first  year 
in  the  new  school  will  be  devoted  to  a  general 
industrial  course,  s])ecialization  in  the  various 
courses  will  be  the  rule  in  the  second  year. 
From  present  indications  there  will  be  many 
students  who  will  take  advantage  of  it  and  learn 
some  of  the  principles  of  cabinet-making.  The 
results  of  the  course  will  be  watched  with  inter- 
est by  the  furniture  industry  throughout  the 
country  as  Kitchener  and  Waterloo's  ste])  is  in 
a  field  heretofore  not  ventured  upon. 
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The  Gift  Shop 


An  Old  Story  with  a 
Modern  Setting 


A  Furniture  Dealer's  Wife 
Makes  a  Discovery 


A  Business  Woman's 
Suggestion 
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Tapestries  Velours  Damask 

New  fall  line  is  now  ready  and  will  be  shown  in 
Canada  at  an  early  date.  There  are  many  new 
and  pleasing  designs  and  colorings.  Stocks 
carried  at  Montreal.  All  goods  sold  F.  0.  B. 
Montreal,  duty  paid  by  us. 

Samples  and  quotations  upon  request  to  New 
York  office. 

Gobelin  Textile  Company,  Inc. 

Foreign  Vpholstery  Drapery  Fabrics 
141-47  Fifth  Avenue  NEW  YORK 


You  Use 

Tags  and  String  Tickets 

Pricing  Tags  and  Tickets  of  all  kinds.    Special  Sale 
Tags,  Shipping  Tags,  any  size  and  color. 

Made  in  England.    The  prices  are  better  and  the 
goods  have  real  quality. 

Why  not  submit  us  samples  of  your  tickets  for 
quotations. 

J.  H.  WALKER  LIMITED 

Manufacturers  Direct  Representatives 

32  FRONT  STREET  WEST          —  TORONTO 
Our  Lines  are  Different. 
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Isn't  it  attractive — a  corner  in  a  Hamilton,  Ont.,  gift  siiop 

For  Christmas  Turnover 

A  Gift  Shop  in  Every  Furniture  Store 

Is'nt  there  the  Closest  Possible  Relationship  between 
Furniture  Proper  and  the  Items  in  the  Store  Illustrated? 
What  Purchaser  of  Furniture  would  not  be  Interested 
in  this  Collection!  What  Possibilities  of  Furniture  Sales 
to  the  Hundreds  of  Extra  Customers  this  Collection 
Would  Bring  Into  your  Store? 


Now  its  Christmas  buying  and  selling  that 
occupies  the  minds  of  merchants  throughout  the 
length  and  breadth  of  the  Dominion.  The  Can- 
adian National  Exhibition  has  once  more  been 
successfully  staged — bigger  and  better  than  ever 
in  every  possible  sense  of  that  hackneyed 
phrase.  The  sharp  tang  in  the  morning  and 
evening  air  bids  us  prepare  for  winter ;  the  sud- 
den drawing  in  of  the  evenings,  now  that  Day- 
light Saving  has  again  run  its  course,  is  in  it- 
self a  reminder  that  during  the  longer  evenings 
we  have  much  to  do  to  get  ready  for  the  greatest 
Gift  Giving  Season  of  the  year.  Manufacturers 
of- fancy  needlework  and  allied  lines  tell  us  that 
there  is  a  decided  demand  for  all  their  goods, 
and  every  indication  points  to  a  very  busy  fall. 


This  class  of  trade  is  generally  well  patron- 
ized for  Christmas  Gift  giving;  so  is  the 
jewelry  trade,  and  many  others.  Does  the  re- 
tailer of  furniture  get  his  share  of  this  business? 
Does  he  do  his  utmost  to  see  that  he  gets  it? 
Or  does  he  content  himself  with  saying-  that 
"Oh !  Christmas  doesn't  make  much  difference 
in  our  line.  Folks  don't  give  suites  of  furniture 
for  Christmas  presents,"  or  does  he  think  "Peo- 
ple are  too  busy  buying  Christmas  presents  to 
be  bothered  about  furniture?"  To  any  merchant 
who  has  this  thought  at  the  back  of  his  head,  let 
us  say  he  is  overlooking  one  of  the  most  profit- 
table  sources  of  Christmas  business.  See  to  it 
that  your  store  contains  those  things  that  are 
suitable  for  g-ifts ;  there  are  so  many  articles 
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that  can  be  handled  to  ad\antage  l)y  the  turni- 
ture  dealer,  nay,  that  would  seem  to  find  their 
natural  sphere  there  in  his  store,  that  quite  apart 
from  furniture  sales,  Christmas  turnover  should 
amount  to  no  inconsiderable  sum. 

Let  us  see  just  how  long  a  list  we  can  com- 
pile of  articles  eminently  suitable  for  Christmas 
Gifts  whose  logical  home  is  in  the  furniture 
store: — Lamps — standard,  chesterfield  and  read- 
ing— rugs,  draperies,  vacuum  cleaners,  pictures, 
pottery,  china,  statuary,  eiderdowns,  cushions, 
brassware,  mirrors — this  is  but  the  beginning; 
we  refer  to  a  more  complete  list  on  another 
page.  '  What  a  vista  is  opened  up  from  contem- 
plation of  even  the  few  mentioned  above.  And 
if  there  is  one  place  better  suited  than  another 
for  the  display  of  just  such  articles  it  is  the 
furniture  store. 

Get  People  into  the  Store 

People  may  not  even  intend  to  buy  furniture 
for  Christmas,  but  isn't  one  of  the  chief  prob- 
lems of  any  merchant  that  of  getting  people 
inside  the  store.  Your  attractive  showing  of 
cushions,  for  instance,  may  just  be  the  necessary 
straw  to  break  the  camel's  back  of  resistance  to 
the  urge  for  a  chesterfield.  Daughter  may  take 
a  fancy  to  that  lovely  midnight  blue  silk  cushion 
that  reposes  on  a  blue  and  black  or  two  tone 
blue  chesterfield,  and  decide  to  ibuy  it  for  mother. 
Father ,  is  helping  her  with  her  shopping  and 
feels  compelled  to  order  the  setting — to  wit  the 
chesterfield — that  for  so  long  he  has  been  secret- 
ly contemplating,  or  that  mother  herself  has 
been  heard  io  remark  "would  just  finish  of¥  the 
living  room." 

Note  the  difiference.  You  set  out  to  l)uy  a 
cushion.  Enter  a  dry  goods  store.  Oh  !  yes,  we 
liave  cushions  today — lots  of  them,  but  they  are 
piled  up  in  a  heap — beauties  most  of  them,  but 
when  you  have  bought  a  cushion — well,  there's 
nothing  more  to  be  done,  there  is  nothing  to 
suggest  further  purchases.      That's  where  the 


fiu'niturc  merchant  scores,  lie  can  call  up  at 
will  a  regular  Aladdin's  Palace — com])letely  fur- 
nished. One  of  the  most  noticeable  exhibits  of 
furniture  at  the  Canadian  National  Exhibition 
was  that  which  employed  rugs  and  draperies  to 
decorate  the  walls,  rugs  to  partly  hide  the  heavy 
linoleum  that  covered  the  floor  of  the  booth, 
cushions  to  complete  the  comfortable  lofjk  and 
a])i)cal  of  the  chesterfields,  lamps,  animal  skins, 
ferns,  ])ottery  etc.,  to  still  further  add  to  the 
homelike  a])pearance  of  the  exhibit.  Who  would 
not  feel  impelled  to  ibuy  a  chesterfield  set  after 
having  a  picture  of  this  kind  presented  to  his 
view?  And  all  these  articles  can  be  sold — they 
are  not  fixtures,  with  the  single  exception  of  the 


— Courtesy  G.  L.  Irish 

fern.  In  this  respect  the  furniture  dealer  is 
singularly  fortunate;  his  outlay  for  actual  fit- 
tings is  so  small.'  Most  of  his  decorations  can 
be  drawn  from  his  actual  stock. 

Truly,  Christmas  is  the  season  for  the  fur- 
niture dealer  who  has  initiative,  who  is  really 
out  to  get  a  share  of  the  business  which  is  to  be 
had  at  the  one  big  time  of  year  when  everyone 
is  on  the  same  quest — suggestions  for  Christmas 
(iifts.  . 
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Mother  Was  Tired — 

The  Old,  Old  Story 

A  Christmas  Story  with  a  Modern  Setting 
— Good  Wishes  at  this  Festive  Season  backed 
by  Practical  Evidence  —  Emancipation  of 
Household  Slavery  in  the  Hands  of  Our 
Furniture  Merchants 


It  was  Christmas  Eve,  and  the  tired  house- 
wife wondered  if  it  were  worth  all  the  trouble 
and  work  that  she  had  expended  to  prepare  the 
house  and  all  the  good  things  to  eat  that  were 
expected  by  her  husband  and  family — so  much 
labor  for  a  single  meal.  Not  that  she  was  a 
grumbler — far  from  it — hadn't  she  married  John 
when  his  salary  was  so  small  that  one  almost 
had  to  employ  a  microscope  to  see  it  each  week 
end.  Hadn't  she  done  every  bit  of  washing  and 
sewing  for  the  children,  saving  and  skimping,  so 
that  in  time,  when  the  slim  salary  grew  with  the 
years  of  service,  they  might  launch  forth  in  the 
world  o?  ibusiness.  Hadn't  she  stinted  herself 
during  those  early  years  that  every  available 
dollar  should  remain  in  the  business,  and  never 
complained'? 

No,  certainly  she  could  not  'be  called  a  grum- 
bler. But  she  was  just  tired — not  any  great 
wonder  when  you  stop  to  consider  that  the 
children  were  all  grown  up  now,  some  old  enough 
to  bring"  home  their  friends  for  the  great  Christ- 
mas holiday;  most  of  them  earning  a  good  li\- 
ing,  but  also  spending  the  larger  portion  of  their 
earnings  on  dress,  in  the  case  of  the  girls;  on 
another  girl,  or  girls,  in  the  case  oi  the  iboys. 
And  mother  was  tired. 

Everything  was  ready  for  the  morrow;  the 
turkey  lay  all  ready  for  the  oven,  the  pudding 
had  been  ready  for  the  last  two  weeks  ;  the  last 
pie  had  been  ibaked,  the  last  cake  iced;  Norah 
was  delivering  the  Christmas  Gifts  she  had  work- 
ed SO"  long  and  cheerfully  to  prepare  ;  father  was 
entertaining  some  friends  at  the  club — business 
associates  with  whom  one  must  keep  on  friendly 
terms,  and  to  whom  the  Christmas  season  means 
late  nights  and  festivities.  Everyone  had  his  or 
her  duties  or  pleasures  to  attend  to  on  that  last 
night,  but  mother  had  finished  in  readiness  for 
the  great  day,  and  as  a  consequence  reaction  set 
in.  She  felt  worn  out,  dispirited,  too  brave  to 
show  it  before  the  family,  but  glad  they  were 
all  out  and  she  could  steal  away  to  bed. 

Sleep  soon  closed  her  eyelids,  but  rest — well ! 
that  was  another  question.  Have  you  ever  spent 
a  strenuous  day  gathering  raspberries?  Don't 
you  remember  how,  immediately  you  closed 
your  eyes,  you  had  visions  of  huge  bunches  of 
enormous  fruit,  much  larger  than  the  reality? 


Then  perhaps  you  can  appreciate  how  this  poor 
mother  felt.  Over  and  over  again  the  events  of 
the  last  few  days  passed  in  review.  Now  she 
was  vig'orously  sweeping  the  carpet,  but  some- 
thing always  happened  to  prevent  its  g'etting 
finished.  Then  she  was  trying  so  hard  to  get  to 
the  pantry  for  something  she  needed  "fcr  her 
cooking,  but  the  distance  was  either  intermin- 
able, or  something  held  her  back  and  prevented 
her  making  the  attempt.  Then  she  was  putting 
the  upstairs  rooms  in  order  and  the  phone  rang; 
she  hurried  to  answer  it,  failed  to  make  the 
stairs,  and  came  down  headlong — waking  her- 
self with  a  start. 

What  noise  was  that?  Oh!  the  family  had 
returned,  and  seemed  to  be  making  enoug'h  noise 
for  a  regiment.  She  called  out  to  know  what 
was  the  matter,  received  a  reassuring  response 
and  settled  down  to  sleep  again. 

The  Scene  Changes 

This  time  her  dream  changed.    She  was  go- 


Mother  was  tired 

ing  alKHit  her  housework  with  the  utmost  ease. 
Everything"  seemed  to  flow  as  smoothly  as  a 
river.  She  was  quite  familiar  with  the  vacuum 
cleaner  advertisements  that  showed  a  happy 
young  house-wife  sweeping  her  carpets,  herself 
nicely  dressed  the  while,  but  the  marvel  was 
that  SHE  had  taken  the  place  of  the  young 
woman,  SHE  was  handling  a  \acuum  cleaner 
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as  though  she  had  never  drained  away  her  ener- 
gy by  using  old  fashioned  methods.  She  went 
into  the  kitchen  to  restore  it  to  its  place — 
strangely  enough  it  seemed  that  she  knew  the 
exact  place  for  it — and  passed  the  kitchen 
cabinet  in  doing  so.  That  also  seemed  to  be- 
long, for  it  was  not  long  before  she  was  baking 
and  saving  such  hundreds  of  steps  from  kitchen 
to  pantry,  back  and  forth.  Then  she  turned  to 
the  stove,  but  no  longer  was  she  troubled  to 
know  if  the  supply  of  coal  would  be  sufficient, 
for  there  stood  the  electric  stove  that  she  had 
visualized  so  often,  and  she  just  knew  how  to 
Avork  it  from  having  read  the  advertisements  and 
watched  more  fortunate  friends. 

The  sound  of  something  boiling  had  wakened 
her  this  time.  She  realized  that  she  had  been 
dreaming  again,  found  that  her  husband  had 
returned  and  was  peacefully  sleeping,  and  so 
once  more  resumed  her  broken  rest. 

No  dreams  visited  her  this  time.  Morning 
found  her  rested  and  ready  to  continue  "the 
daily  round,  the  common  task."  But  what  won- 
ders can  be  wcjrked  in  a  single  night,  especially 
when  aided  by  the  earnest  endeavors  of  a  family 
just  awakened  to  its  responsibility  to  a  parent 
who  has  given  all  and  asked  nothing. 

Why  was  everyone  getting  up  at  the  same 
time?  Usually  mother  had  the  kitchen  to  her- 
self a  full  hour  before  the  first  child  made  its 
appearance  downstairs.  Ah !  this  morning  was 
different.     Wasn't  it  C'liristnias,  and  wasn't  it 


She  was  familiar  with  the  advertisements 

just  the  very  best  Christmas  they  had  ever  ])lan- 
ned  for  mother?  Not  one  speck  of  the  surprise 
and  pleasure  mother  was  sure  to  display  could 
hit  missed  ])y  the  family.  Even  father  after  his 
late  night,  was  ready  to  slip  into  a  dressing 
gown  and  go  down  at  the  same  time. 

Surely  she  was  dreaming  again.  Yes!  there 
stood  the  kitchen  cabinet — positively  just  as  she 
had  seen  it  during  the  night.  Hadn't  she  passed 
it  with  the  vacuum  cleaner?  That  would  soon 
show  her  whether  or  not  she  was  "seeing  things." 
Yes!  just  round  the  corner  stood  the  vacuum 


cleaner,  and  yes!  the  electric  stove  too.  Seeing 
things  she  certainly  was,  but  that  crowd  of  hap- 
])y  faces  had  not  been  present  in  her  vision  of 
llu-  night.  Soon  they  cnnvded  round  her  with 
good  wishes  and  a  rare  hub-bub  of  explanations, 
lladn't  they  .seen  how  she  struggled  on  without 
conveniences  for  their  sakes?  lladn't  their  sel- 
(islmess  been  brought  home  to  them  and  resulted 
in  this  wonderful  surprise?  Now  did  she  knovv 
why  they  had  made  so  much  noise  last  night? 

I'ather  had  been  the  donor  of  the  electric 
s(()\e.  (We  wouldn't  suggest  for  a  minute  that 


Yes  there  stood  the  kitchen  cabinet 

his  dislike  of  waiting  for  Sunday  dinner  had 
influenced  his  choice  of  a  gift.)  The  girls  had 
pooled  their  money  and  bought  the  kitchen 
cabinet,  and  the  boys  had  followed  suit  and 
invested  in  the  vacuum  cleaner. 

Is  it  any  wonder  there  had  been  commotion 
in  the  house.  Fortune  had  favored  them  to  an 
unex|)ected  extent  when  mother  decided  to  retire 
early.  .\ll  the  presents  had  been  delivered  next 
door  (blessed  be  the  next-door-neighbor  at  such 
times)  but  the  chance  to  actually  get  them  in 
])lace  was  not  to  be  overlooked — hence  the  trans- 
formed kitchen. 


i 


1 


Baby   li;iih  sli 


Stiirgis   Baby   Carriage  Co. 
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The  Wife  of  a  Man  Who  Sells  Tables 
and  Chairs  Makes  a  Discovery 

Learns  Where  to  get  the  Little  Things  She  has  Been 
Seeking  to  Furnish  her  own  Home  — Her  Husband 
and  Her  Home  Town  Both  Profit — Things  "Cert- 
ainly did  Look  Different" 


In  a  Certain  Big  City  there  lived  many 
]\Iaidens  who  scare  knew  what  to  do  with  their 
Time.  It  Dragged — just  Dragged.  They  or- 
ganized Many  Meetings  and  met  on  Many 
Afternoons,  but  although  each  one  Dressed  In 
Her  Best  and  Struggled  to  Outdo  Her  Neigh- 
])our  in  the  Matter  of  providing  Something  New 
and  Exciting  many  were  the  days  which  found 
them  Dis])irited,  and  tired  with  their  Efforts  to 
Amuse  Themselves. 

Somewhere  back  in  the  Dim  Ages  there  was 
a  Game  called  Bridge  that  used  to  occupy 
Their  Leisure.  The  Latest  Fad  was  a  Chinese 
Game  called  Mah  Jongg.  It  was  the  Only  Thing 
that  kept  them  from  being  Completely  Bored. 

It  was  during  the  Great  Bazaar,  the  Canadian 
National  Exhibition,  that  these  Maidens  lan- 
guidly gathered  for  a  session  of  the  Latest  Fad. 
Perhaps  Things  would  be  more  Exciting  today 
as  Many  were  expected  from  Distant  Cities  and 
would  at  least  provide  Subject  for  Conversation 
even  were  it  only  to  Criticise,  for  doubtless 
Their  Dress  would  be  at  least  a  Month  Behind 
the  Latest  Fad  in  the  World  of  Fashion. 

Now  when  All  were  assembled  and  the  Play- 
ers had  been  allotted  to  the  Various  Tables  a 
Strange  Thing  Happened.  Some  of  the  Visitors 
from  Distant  Cities  actually  appeared  to  find 
more  Enjoyment  in  telling  What  They  Had 
Seen  than  in  Playing  the  Latest  Fad.  Some  of 
them  had  never  previously  heard  of  Mah  Jongg. 
Back  in  Their  LTnenlightened  Land  they  still 
played  Bridge. 

Scraps  of  Conversation  ibegan  to  make  them- 
selves heard.  Many  of  the  Maidens  had  learned 
the  Rule  of  Three  under  the  same  Stern  Master ; 
Many  of  them  were  no  longer  Maidens,  but  had 
entered  into  that  Bondage  called  Matrimony — 
this  being  the  Principal  Reason  for  Time  Hang- 
ing Heavily  on  Their  Hands.  A  few,  however, 
were  Kept  Busy  in  their  Distant  Homes,  and 
this  was  an  Occasion  that  only  presented  Itself 
at  Long  Intervals — the  Occasion  of  Exchanging 
Ideas  with  their  Friends  who  still  resided  in  the 
City  of  the  Great  Bazaar. 

Said  She  Who  Had  Wed  and  gone  to  reside 
in  a  City  called  Rantford : — "Oh!  Today  I 
Found  that  for  which  I  have  Searched  every 
Corner  in  my  Home  Town  vainly."  And  She 
W3io  Dragged  out  her  Existence  in  the  City  of 
the  Great  Bazaar  pricked  up  Her  Ears  thinking" 
there  Was  Still  Somethino-  New  to  Hear.    "Yes ! 


today  I  found  just  the  Very  Thing  for  that  Dark 
Hall  that  has  been  the  Fly  in  the  Ointment  of 
my  Furnishing  Scheme — a  Long-  Mirror  that 
will  Completely  Transform  the  Dark  Hall  and 
turn  it  into  a  Vision  of  Delight.  And  the  Mer- 
chant showed  me  just  how  to  Arrange  Lights 
on  the  Frame  so  that  Night  or  Day  the  Vision 
will  Remain." 

Then  spoke  She  who  Resided  in  Camilton : — 
"Such  Things  are  not  to  be  had  in  any  Bazaar 
in  our  City.    I  must  Order  One  while  in  the 

City  of  the  Great  Bazaar."  And  Several 

Others  were  heard  to  make  Sotto  Voce  remarks 
that  meant  much  the  Same  Thing. 

Then  Spoke  up  Another  who  Lived  still  Fur- 
ther Away: — "What  do  you  think  I  found  in 
this  Big  City?  Why  a  Benares  Tray  that  I 
should  have  possessed  Ages  Ago,  only  not  one 
of  the  Bazaars  in  Dondon  think  of  Offering  them 
for  Barter." 

And  She  who  was  the  Wife  of  the  Village 
Doctor  in  a  Small  Town  spoke  up  and  said  that 
During  Her  Visit  to  the  City  of  the  Big  Stores 
she  had  Bought  all  her  Christmas  Presents  for 
there  was  no  Merchant  Near  Them  who  ever 


They  were  all  assembled 


Stocked  Gifts  she  might  send  to  any  one  of  her 
Seven  Sisters.  For  One  she  had  purchased  a 
Pair  of  Book  Ends,  for  another  a  Pair  of  Candle- 
sticks. A  Picture  would  Delight  a  Third;  the 
Fourth  would  receive  a  Piece  of  Statuary ;  the 
Fifth  was  to  be  overjoyed  by  the  Gift  of  China; 
the  Sixth  was  provided  with  a  Handsome  Cu,sh- 
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Avondale  Cotton  Rugs,  Cocoa  Mats 
and  Jute  Mats  for  Profitable 
Christmas  Trade 


AVONDALE  COTTON  RUGS  are 
made  up  in  a  wide  range  of  distinctive  de- 
signs in  pink,  blue  and  green.  These  rugs 
are  easily  washed,  wear  well  and  always 
look  neat  and  attractive.    Sizes — 18"  x  30", 


24"  X  28",  21"  X  54",  36"  x  63",  4i/^'  x  ly^' 
6'  X  9'.  They  make  excellent  Christmas 
Gifts  and  can  always  be  depended  upon  to 
create  brisk  business  at  this  season. 

COCOA  MATS  also  make  acceptable 
Christmas  Gifts.  The  Coir  yarn  used  in  the 
Cobourg  line  are  the  choicest  and  most  dur- 
able it  is  possible  to  obtain.  Woven  so 
compactly  and  evenly,  these  mats  are  prac- 
tically indestructible. 

Get  full  details  of  our  complete  line 
NOW,  and  prepare  for  a  busy  Christmas 
Season. 


The  Cobourg  Matting  &  Carpet  Co.,  Limited 

Cobourg,  Ontario 


Lowest  Rates  per 

Interested  Reader 

Where  this  guarantee  of  worth  is  to 
be  found : — 


Hu^h  C.  Maclean  Publications 


LIMITED 


WHAT 
I  WOULD  DO 


□cziczi  I 


>  by  W.  J.  I.MlIf.lIT 


If  I  were  a  MANUFACTURER  of  furniture  or  fitting^s 
suitable  for  Hotels,  Apartments,  Institutions,  Public  or  Amuse- 
ment Buildings,  I  would  start  a  sales  campaign  to  secure  such 
business  as  soon  as  work  was  started  on  new  buildings  of  that 
nature.  I  would  get  the  necessary  information  from  MacLean 
Building  Reports,  Ltd.,  (345  Adelaide  Street  West,  Toronto) 
because  their  reports  give  the  names  and  addresses  of  the  owner, 
architect,  and  general  contractor,  or  the  committee  responsible 
for  the  purchase  of  such  furnishings.  They  would  keep  me 
advised  as  to  the  progress  of  each  job  and  I  could  plan  my 
sales  calls  accordingly. 


Christmas  Will  Soon  Be  Here 

Don't  delay  any  longer  in  completing  your  stock 
—order  NOW  ! 

Our  line  of  Mirrors,  Pictures,  Trays,  etc.,  make 
exceptionally  fine  gifts. 

MATTHEWS  BROTHERS  LIMITED 

The  Big  Canadian  Moulding  Manufacturers 
1906  Dundas  Street,  West  TORONTO,  ONT. 
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ion,  and  the  Seventh  would  get  that  Screen  that 
was  such  a  Boon  when  Entertaining. 

One  there  was  Among  that  Gathering  who 
Listened.  And  as  She  Listened  there  was  Born 
in  Her  Mind  an  Idea.  She  it  was  Who  Had 
Wied  the  Merchant  who  Sold  Chairs  and  Tables, 
and  Other  Things  made  of  Wood  for  the  Fur- 
nishing of  a  House.  She  it  was  Who  Some- 
times Wondered,  for  Times   were  Sometimes 


Sold  tables  and  chairs 

Slow,  and  Her  Business  Training  was  not  Con- 
tent that  it  should  be  so. 

Mali  Jongg  receded  further  from  Her 
Thoughts.  Her  Partner  Maiden  failed  to  arouse 
Interest  in  the  Game,  and  Soon  Came  the  Wel- 
come Relief  of  Slaves  entering  with  Mild  Lic|uid 
Refreshment,  which  is  the  Signal  for  Dispersal 
in  (jathering's  of  This  Kind. 

Now  the  Idea  was  This : — If  all  the  Maidens 
who  Had  Spoken  could  have  Done  So,  they 
Would  Have  Spent  Their  Money  in  Their  Own 
Bazaars.  Something  was  Missing  in  the  Scheme 
of  Things.  What  was  It?  And  Straightway 
there  came  to  her  the  Answer : — "It  is  a  Gift 
Shop."  A  Shop  where  She  of  the  Seven  Sisters 
could  have  Satisfied  all  her  Desires ;  where  She 
Who  Desired  Light  for  a  Dark  Hall  could  have 
been  Served  ;  where  the  Maiden  with  a  Penchant 
for  Brassware  would  Have  Delighted  to  Enter ; 
where  the  Studious  One  could  have  been  Sup- 
plied with  Her  Book-Ends;  the  Plome  Builder 
with  her  Draperies,  and  Multitudinous  Others 
catered  for. 

In  Course  of  Time  she  Journeyed  back  to 
the  One  Who  Sold  Chairs  and  Tables  and  re- 
counted to  Him  all  the  Wondrous  Things  she 
had  Seen  and  Heard  in  the  City  of  the  Big  Baz- 
aar. But  the  Big  Idea  had  Taken  Root  and  the 
Maiden  made  a  Proposal  to  the  Man.  This  was 
It.  That  They  start  the  Gift  Shop  in  the  Store 
that  held  the  Chairs  and  Tables  and  Other 
Things  made  of  Wood.  "But,"  said  Her  Lord 
and  Master,  "that  will  Spoil  the  Look  of  Things 
made  of  Wood,  and  They  are  But  Small  Fry 


Anyway."  "Nay,  Lord,"  replied  the  Maiden, 
"Leave  All  Things  to  Me.  Do  but  Order  What 
I  shall  require,  and  the  Transformation  of  the 
Dark  Hall  shall  be  Nothing  in  Co'mparison." 

Soon  arrived  mysterious  Bales,,  strange 
shaped  Boxes,  and  a  State  of  Excitement  pre- 
vailed among  the  Other  Merchants.  But  that 
was  as  Nothing  compared  with  the  State  of  She 
Who  Had  Listened.  For  there  was  a  Sense  of 
Adventure  in  Starting  Something,  almost  equal 
to  that  felt  when  furnishing  The  Home  of  her 
Lord.  AVith  the  Skill  of  Knowledge  of  her  Sub- 
ject and  Faith  in  the  Experiment  she  proceeded 
to  Entirely  Change  the  Aspect  of  the  Bazaar 
where  were  displayed  Things  Made  of  Wood, 
until  He  scarce  could  believe  this  was  the  Same 
Chill  Bazaar  that  sent  Shivers  down  his  Spine 
on  Dull  Days.  For  low,  here  was  a  Cushion  in 
a  Chair — Did  Man  ever  Hear  of  Such  a  Thing? 
A  Book  Rest  on  a  Stand  ;  a  Lamp  on  a  Table — 
lighted  too.  Pictures  on  Walls.  Tapestries 
hanging  from  Portiere  Rods.  Candlesticks  on 
desks.  BUT  was  it  a  Place  in  which  to  Barter? 
Was  it  not  one  of  the  laws  of  the  Medes  and 
Persians  that  a  Place  of  Business  should  be 
Gloomy  and  Uncomfortable?  Nevertheless,  she 
Who  had  Listened  must  be  humored  some- 
times, and  the  Things  Made  of  Wood  certainly 
Did  Look  Different  somehow. 

He  began  to  Feel  Proud  of  the  Experiment. 
Other  Merchants  dropped  in  to  see  the  Trans- 
formation, and  They  who  Shopped  for  the  Mer- 
chant's Homes  also  found  it  a  Pleasant  Place. 
Then  when  the  Money  Bags  began  to  Expand 
with  the  Gleanings  from  the  Small  Fry,  He-who- 
Sold-Chairs-and-Tables  learned  from  She-Who- 


Other  merchants  came  to  admire 


Had-Listened  to  arrange  them  just  as  Skilfully 
as  She,  to  take  the  Same  Pride  in  Brighten- 
ing a  Dark  Corner  with  a  Mirror,  in  Setting  off 
a  Settee  with  a  Handsome  Cushion  and  Shaded 
Lamp,  and  lo,  the  Gift  Shop  was  merged  in  the 
Bazaar  where  were  sold  Things-Made-of-Wood. 

Thus  did  the  Gathering  of  the  Maidens  re- 
sult in  Profit  for  She-Who-Had-Listened  and 
her  Lord  also. 
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"RED  SEAL"  Cedar  Chests 

LOOK  AHEAD! 
CHRISTMAS  WILL  SOON  BE  HERE 

'I  hc  coming  of  Christmas  and  the 
l)uyin,^'  of  presents  are  two  sure 
tilings  \\m  can  ccjiint  on.  But 
ycni  must  l)e  prepared  in  order 
to  utih'/.e  the  opportunity  to  th? 
full.  And  this  calls  for  making 
])lans  XCHV — ^and  selecting  the 
right  merchandise. 

Ked  .Seal  C  edar  Chests  make  ideal 
gifts.  Order  NOW  from  our 
large  range  of  Period  and  Mod- 
ern designs:  in  all  cedar  or  in 
Walnut— cedar  lined. 


No.  363 


The  H.  E.  Furniture  Co.  Limited 


Milverton 


Ontario 


Can  we  be  of  service  to  you? 


We  want  our  subscribers  to  feel  that  the  FURNITURE  WORLD  is 
published  in  their  interests  and  it  is  their  right  to  command  our  services  free 
of  charge. 

There  may  be  certain  articles  which  you  cannot  find  in  these  advertising 
pages  that  you  would  like  to  have  information  on. 

You  may  want  manufacturers'  or  jobbers'  catalogues,  price  lists,  etc. 

You  may  want  other  information,  so  please  do  not  hesitate  to  use  this 
form. 

All  that  the  FURNITURE  WORLD  asks  in  return  for  any  service  it 
may  render  is  that  subscribers  buy  from  its  advertisers  and  mention  the 
FURNITURE  WORLD  when  buying. 


INFORMATION  WANTED 

The  Editor,  Furniture  World 

347  Adelaide  St.  West,  Toronto  ^  ^   

Date   19. 

Please  tell  mc  

Name   

Address  
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Booth  of  Parkhill  Bedding  Go.  at  Twin  Cities  Annual  Exhibition 


The  Twin  Cities  of  Fort  William  and  Port 
Arthur  held  their  annual  exhibition  during  the 
last  week  of  August.  The  photograph  above 
represents  the  booth  of  Parkhill  Bedding,  Lim- 
ited, which  was  one  of  the  most  attractive  in 


the  exhibition.  The  local  merchants  who  handle 
Parkhill  Products  are  I.  L.  Matthews  Company. 
Limited,  Port  Arthur ;  Wightman's  Furniture 
Limited,  Fort  William  and  W.  S.  Piper,  Fort 
William. 


Tea  Wagon  by  F.  E.  Coombc  Furniture  Co.;  "Reedcraft" work  table  in  centre;  Fern  Stand  by  New  Hamburg  Furniture  Co. 
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No.  43248— Glass  Size  lOy^"  x  18" 
"Daybreak" — by  Maxfield  Parrish 

in  three  sizes 
6"  X  10"— 101/^"  X  18" 
18"  X  30" 

llllllllllllllllllll;lllllllllllllll!llllllll!llll!lllllllll!IIIIIIIIIIIIIIIIIIIIIIMIIII:llii:illlllllllllll!lllllH 


For  Your 
Xmas  Trade 

This  artistically  framed  reproduction  ot  the  new 
Maxfield  Parrish  masterpiece  "Daybreak"  placed 
in  your  store  window,  will  brighten  your  whole 
display  and  transform  ])assers-by  into  customers. 
Watch  for  our  circular  giving  full  jjarticulars. 

Are  you  using  our  Free  dealer  helps?  If  not,  write 
for  a  supply  to-day. 


wrapper 


PHILLIPS  MFG.  CO. 

LIMITED 

TORONTO        —  CANADA 


All  types  of  curtain  rods  can  also  be  furnished  with 
combination  brackets 


Notice  the  compact  bracket  of  the  double  rod 


The  triple  rod  provides  for  more  elaborate  window  draping 
Friction  here 


Friction    here   /  Friction  here 

The  Kant  Fall  Bracket  with  Bulldog  Grip 


The    Rant  t ALL 
Curtain  Rod 


Display  our  Sample  Board'  of  Kant 
Fall  Rods.  They  are  attractive  and 
their  high  (|uality  is  self-evident.  One 
look  will  do  more  to  convince  vour 
customers  than  half  an  hour's  talk. 
When  you  have  sold  them  on  the  qual- 
it}'  of  Kant  Fall  rods  the  attractive 
price  will  clinch  the  sale. 

Kant  h^ill  Rods  can  1)e  used  at  the 
bott(jm  of  a  curtain  or  shirred  valance 
as  well  as  at.  the  top.  It  makes  no 
difference  whether  there  is  an  up-pull 
or  a  down-[)ull  on  a  Kant  h'all  Rod. 
Xo  special  attachments  are  required. 
Dro])  a  line  today  for  full  particulars 
and  prices. 


STURGIS  BABY  CARRIAGE  CO.  LTD. 


•iiiiiiiiiiiiiiiiiiiiiiiliiiiii!iiiiiiiiiiiiiiiiiiiiiiiNinn:iijiiiiiiiiiiMiiiiiiini[iiiiiiiiiiiiiiitiiii 


iiiniiiiiiiiiiiiiiiiiMiiiiiiiniiiiii 


■  iiliiiiiiiiiiiliiliil 


345  Sorauren  Ave.  " 

TORONTO,  ONT.  \ 

iiniiiliiiiiBiiiiiini:iiiiiiiiiiiiiiiiiniiiiiiiiiiiiiiiiiiiiiiiiiT. 


OCTOBER,  1923  ' 

Boxing  the  Christmas  Comforter 

An  Additional  Incentive  to  Purch- 
ase Found    in  Attractive  Boxing 

A  Business  Woman's  Suggestion 
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One  has  only  to  visit  a  few  friends  during- 
the  Christmas  week  to  be  convinced  of  the  fact 
that  practical  g'ifts  are  on  the  increase,  and  are 
infinitely  more  appreciated  than  articles  of 
greater  value  that  are  impractical.  Notice  the 
difference  in  the  manner  in  which  something 
that  fills  a  real  need  is  displayed  for  your  ad- 
miration, and  that  in  which  you  are  told  "Oh! 
yes,  I  had  eight  boxes  of  chocolates  too"  or  note 
the  mingling  of  pride  of  possession  and  disap- 
pointment at  not  being  able  to  use  some  elab- 
orate gift  that  has  been  donated  without  the 
least  consideration  of  whether  the  recipient  will 
be  able  to  use  it  or  not. 

Last  Christmas  time  I  visited  a  household 
where  there  are  four  daughters  ;  three  of  them 
go  to  business,  the  fourth  stays  at  home  and 
helps  the  mother  keep  house.  All  of  them  have 
their  own  rooms  and  take  a  pride  in  keeping 
them  furnished  according'  to  their  individual 
tastes.    Quite  expensive  gifts  were  exchanged 


The  comforter  had  been  boxed 

by  the  members  of  the  family,  and  one  of  those 
that  met  with  the  most  enthusiasm  was  a  hand- 
some eiderdown  which  was  displayed  with  a 
great  deal  of  pride.  I  fully  agreed  that  it  was 
a  splendid  present  to  receive,  and  made  a  mental 
reservation  at  the  moment,  resolved  to  put  it  in 
practice  when  the  occasion  offered. 

A  Suggestion 

That  comforter  had  been  boxed — note  I  say 
had  been.  A  very  elaborate  Holly  Box  had 
added  to  its  attractiveness  when  sent  out  from 
the  store.  But  when  I  saw  it,  the  box  was 
crushed  beyond  any  hope  of  recovery,  and  it  was 
just  so  much  wasted  money.  Don't  you  think 
it  would  be  advisable  to  enclose  expensive  pre- 
sents in  boxes  that  can  l)e  put  to  some  good  use 
afterwards.  They  are  quite  an  item  and  add  to 
the  .  cost  of  the  article  contained.  Why  not 
spend  just  the  little  more  necessary  to  make  the 


dift'erence  between  the  flimsy  box  and  one  that 
could  be  used  as  a  hat  box  for  the  rest  of  the 
year?  The  additional  sum  that  would  have  to 
be  tacked  on  to  the  comforter,  for  instance, 
would  hardly  be  noticed. 

Then  again,  there  are  so  many  attractive  cov- 
erings for  boxes  that  could  be  substituted  for 
the  Holly  Box  and  would  be  so  much  more  like- 
ly to  tone  in  with  a  color  scheme  of  a  bedroom. 
Everyone  likes  to  see  holly  boxes  at  Christmas 
time,  but  how  many  are  there  who  would  care 
to  have  one  on  exhibit  all  the  year?  It  seems 
to  me  that  a  selection  of  boxes,  even  if  the  cus- 
tomer were  asked  to  pay  a  little  extra  for  the 
one  of  her  choice,  would  be  a  big  pulling  card 
in  the  sale  of  comforters  for  Christmas  g-iving-. 


Two  Letters  to  the  Editor 

A  Profitable  Department 

AVinnipeg',  Canada 
Editor,  Furniture  World:  ' 

We  have  featured  g-ift  furniture  for  some 
years.  AVe  have  set  out  a  prominent  place  on 
our  main  floor  where  we  have  featured  the  many 
lines  of  novelty  furniture.  By  keeping  this  before 
the  people  we  have  worked  up  a  very  good  de- 
mand and  have  become  recognized  as  the  best 
store  in  the  West  for  novelties  in  furniture. 

The  department  has  always  been  profitable 
to  us  and  we  believe  that  other  stores  could 
profit  from  a  Gift  Department,  providing  the 
proper  display  was  given  and  good  attention 
paid  to  management. 

Yours  very  truly, 
Edgar  Roberts, 
President,  Leslies  Limited 


Good  Work 

P.  W.  Read,  St.  Thomas  Furniture  Companv. 
London,  also  writes : 

"Have  been  very  busy  with  the  AVestern  Fair 
exhibit  and  again  today  when  we  ran  out  100 
floor  lamps  in  a  few  hours." 


-Courtesy  J.  B.  Watson  Furniture  Co. 
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FALL  BUYING 

Our  goods  will  boost  your  sales. 

Serving  Trays,  Floor  Lamps, 
Silk  Shades,   M  rrors, 
Pictures,  Statuary 


Write  Today 

G.  L.  IRISH 


499  Queen  St.  West, 


Toronto 


j 

KEEP  THIS  DISPLAY  ON 
YOUR  COUNTER 

riK-  "GLIDE-EASY"  CUP  CASTER  new  advertising 
ciiiipaign  is  bringing  results.  People  are  asking  for 
this  new  caster.  It  is  ousting  wheel  casters  from  the 
market.  Keep  the  attractive  display  prominent.  When 
people  sec  them,  they'll  buy  them.  Made  of  rolled, 
pressed  steel,  nickel  plated,  they  cannot  break — and 
;vill  not  rust. 

No  need  to  carry  heavy  stocks.  "GLIDE-EASY"  come 
in  five  sizes  that  will  fit  any  furniture.  Metal  bed  sockets 
are  sold  separately.  Your  customers  can  select  what 
they  want  from  the  display  box.  If  your  jobber  can- 
not supply  you,  write 

Canadian  Selling  Agents 

G.  S.  Whitaker  &  Co.       8  Colborne  St.,  Toronto 

Made  by  Sanitary  Caster  Corp.,  Newark,  N.J. 


MOTHS  CONQUERED 

GUARANTEED 
QUEEN  CITY 
MOTH-PROOF 

CHESTERFIELD  SUITES 


We  guarantee  this  furniture 
against  destruction  by  moths. 

Moreover,  we  guarantee  the 
frames  to  be  strong;  the  materi- 
als used  in  filling  to  be  absolutely 
new  (not  second-hand)  and 
hygenic;  each  chesterfield,  ac- 
cording to  size,  to  contain  from 
368  to  524  high  tempered  japan- 
ned wire  springs. 


We  are  now  manufacturing  MOTH  PROOF  up- 
holstered Furniture,  attaching  a  Guarantee  Tag 
(shown  herewith)  to  every  suite. 
High,  moderate  and  low  priced  suites  in  various 
designs  and  coverings  to  meet  the  demand  of  all 
customers. 

Drop  a  line  today  for  catalogue  and  full  partic- 
ulars. 

THE  QUEEN  CITY  FURNITURE  COMPANY,  LTD. 

27-63  Vine  Street  —  West  Toronto 


OCTOBER,  1923 
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ELLIS  HIGH  GRADE 

Buoyant  Upholstered  Furniture 

"Quality"  has  always  been  the  first  and  last  We  are  now  in  our  thirty-fifth  year  of 
characteristic  of  furniture  built  by  the  Ellis  manufacturing  Upholstered  Furniture  for 
Furniture  Company.  the  benefit  of  the  trade  in  Canada  and  we 

can  assure  the  trade 
that  they  will  receive 
every  consideration  in 
the  matter  of 

QVALITY 

AND 

SERVICE 


Established  1888 


I  ELLIS  FURNITURE  CO.  -  INGERSOLL,  ONT.  | 

rdiiiiiiiiiiiiniiiiiiiiiiniiiiiiiniiiiiiiiiaiiiiiiiiiiiiiiiiiiKiiiiiiiniHiniiiiiiiiiiiiiiiiniiiiniiiiiiiiiiiiiiiiiiiHiniiiiiiiiiiKiii^ 
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I  GANFEALINE  | 

I  —the  name  of  ournew  FIVE-PLY  MATTRESS—  | 

I  has  proven  entirely  satisfactory  j 

I  It  is  a  new  construction  in  Kapok  Mattresses  whereby  each  seven  inches  of  Kapok  | 

I  is  enclosed  in  a  pocket  of  closely  carded  lambs'  wool — preventing  it  from  spreading  = 

I  — and  has  brought  Kapok  mattresses  to  a  standard  of  perfection  never  before  dreamed  | 

I  of.    Any  weakness  they  ever  had  has  been  completely  overcome,  and  we  guarantee  | 

I  our  new  Kapok  mattress  to  be  the  highest  standard  in  comfort,  lightness  and  lasting  | 

I  quality  yet  attained  in  mattress  construction.    While  it  costs  more  to  manufacture,  ^ 

=  we  are  selling  them  for  the  same  price  as  our  old  standard  lines.  | 

=  You  know  our  lines.  These  are  much  better.    Do  not  hesitate,  but  place  your  sample  | 

I  orders  either  through  our  representative  or  direct.  | 

I  With  Agava  hair  shipments  coming  in  more  freely  and  by  increasing  our  staff  we  hope  = 

I  to  catch  up  with  our  orders  for  Agava  hair  mattresses  within  a  couple  of  weeks.  From  | 

i  then  on  we  believe  we  will  be  in  a  position  to  fill  orders  as  received.  | 

The  Canadian  Feather  &  Mattress  Company 

i  LIMITED  [ 

i  TORONTO  and  OTTAWA  I 


riliiiiiiiiliiiMiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiniiiiiiiniiiiiiniiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiniiiiiiiiigNiniiiiiiiiiDigniiiiiiiiiiiiii^ 
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Rishel  Sanitary 
"Ventibestos"  Table  Mats 

Orden  Filled  Promptly  by  Express  or  Freight 

We  make  any  size  or  shape  without  additional 
expense.    Send  us  your  patterns. 


The  ONLY  Mat  with 
a  centre  of  CORRUGAT- 
ED ASBESTOS. 

Our  mats  are  five  ply 
consisting  of  one  heavy 
sheet  of  corrugated  as- 
bestos b  e  t  w:  e  e  n  two 
heavy  shets  of  wool  felt. 
These  are  firmly  quilted 
together  and  enclosed  in 
a  removable  flannel  cov- 
er. The  cover  consists 
of  white  cotton  flannel 
on  one  side  and  green 
Kearsage  Plush  on  the 
other.  There  is  no  pos- 
sibility of  marring  the 
table  top  when  our  Ven- 
tibestos   mats    are  used. 

Round  or  square  are  the 
same  price.  Unless 
specified  will  always  ship 
round  mats. 

Orignated  and  sold 
only  by  us.  This  Solid 
Fumed  Oak  Display 
Rack  absolutely  free  to 
our  dealers.  Write  us 
for  particulars. 


100  per  cent  Efficient 
The  Silent  Salesman 


Special  attention  given  to  Canadian  orders. 

J.  K.  RISHEL  FURNITURE  CO. 

WILLIAMSPORT,  PA. 
Dining  and  Bed  Room  Suites 

"We  make  all  our  own  Chairs  and  Dining  Tables." 


Sell — 

BALL  CHAIRS 


The  name  "Ball"  on  a 
chair   guarantees  cor- 
rectness and  comfort  of 
design,  perfec- 
tion  of  crafts- 
manship and 
beauty   of  fin- 
ish. 

It  also  guaran- 
tees saleabiUty 
for  these  are  the 
qualities  your 
customers  de- 
mand in  a  chair. 

One  order  will 
prove  it. 


T 


99A 


Ball  Furniture  Co.,  Ltd. 

Hanover    -  Ontario 


If  you  let  your  customers  make  a  mistake — 
you  will  certainly  be  blamed 


I  A  Mattress  made  from  second  hand  materials  | 

I  — apart  from  its  Unsanitary  Features — cannot  | 

I  give  first  hand  satisfaction  | 

I  "National'*  Mattresses  are  Guaranteed  | 

I  100%  New  Materials  | 

I  There  are  no  better  mattresses  made  in  Canada —  You  can  recommend  them  with  confidence  | 

I  The  National  Mattress,  Felt  &  Batting  Co.  | 

I  TORONTO                340  Gerrard  St.  E.  ONTARIO  I 


-iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^^  iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^ 
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Xmas  Gifts  Worth  While 


The  K.  F.  Trade 
Mark,  the  sign 
of   square  deal. 


The  Knechtel  Line  has  more  sales  feature,  more  points  of 
superiority  with  which  to  command  the  attention  of  your 
customer. 

It  makes  no  difference  what  particular  feature  there  is  in 
furniture  which  catches  the  fancy  of  your  most  discrim- 
inating customers — the  Knechtel  Line  possesses  that 
feature. 

Unapproachable  workmanship ;  superior  design ;  high  qual- 
ity— all  at  prices  that  meet  present-day  demands. 


Don't  wait  until  the 
last  minute  to  place 
your  order.  Get  the 
goods  on  your  floor 
and  catch  the  early 
birds. 


If  you  are  not  fam- 
iliar with  our  com- 
plete line  of  dining- 
room  and  bedroom 
furniture,  etc.,  write 
for  catalogue  and 
prices  today. 


No.  511  CENTRE  TABLE 

Red  Gum,  Walnut  or  Mahogany, 
satin  finish.     Top  86  x  26  inches. 


Tables,  Chairs,  Taborettes 
Smokers'  Stands,  Music  Cabinets,  Etc. 

THE  KNECHTEL  FURNITURE  CO, 

LIMITED 

HANOVER  ONTARIO 
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An  Exceptional  Suite 


at  an  Exceptional  Price 


No.  734 


P^VEN  the  most  canny  customer  will 
admit  the  extraordinary  value  of- 
fered by  this  Dining-room  suite  made 
in  Birch  with  two-tone  Walnut  finish, 
Satin  or  Velvet. 

Cast  Brass  Trimmings.  Buffet  with 
or  without  mirror.  And  its  low  price 
is  not  its  only  outstanding  feature. 

Workmanship  and  distinctiveness  of 
design  are  also  very  much  in  evidence. 
We  say  it  sincerely — "This  suite 
should  be  on  your  floor ! ' ' 

Have  you  our  catalog 
on  file  ? 


THE  KNECHTEL  FURNITURE  COMPANY 

LIMITED 

HANOVER        -        -         -        -  ONTARIO 


NOVEMBER,  1923 


KITCHENER  —  WATERLOO 


BUSINESS  WEATHERVANE 

Bankers  and  business  men  are  unanimous  in  the  belief  that  good,  sub- 
stantial business  conditions  will  prevail  throughout  the  winter. 

Good  Furniture  Magazine 
October,  1923 


IS  PRICE  YOUR  ONLY  SALES  ARGUMENT? 

There  are  many  lines  of  merchandise  in  which  price  is  the  only  Sales  Argument.  Some 
lines  of  goods  are  standard  in  quality  and  analysis,  so  that  price  is  practically  the  only 
argument  possible,  except  that  of  service. 

But  in  F'urniture,  as  well  as  in  practically  all  lines  of  House  Furnishings,  many  factors 
are  more  important  than  the  price,  so  that  the  price  argument  alone  is  insufficient.  It  is, 
undoubtedly,  unfortunate  that  the  price  argument  is  often  the  only  sales  argument  employ- 
ed when  the  more  important  factors  of  value  in  design  and  construction  should  be  the  basis 
of  satisfactory  selling. 

Price  is  a  good  Sales  Argument,  but  it  never  should  be  the  only  argument.  It  should 
not  be  used  unless  the  price  is  the  only  factor  to  consider.  Honest  merchandise  at  fair 
prices,  placing  the  argument  on  the  merit  of  the  merchandise,  with  the  price  in  relation  to 
the  merit  of  the  goods,  is  good  merchandising  and  good  business  policy. 

Furniture  with  merit  built  in,  at  fair  prices,  is  the  basis  of  our  policy.  We  would  like 
the  opportunity  of  demonstrating  the  results  of  this  policy  to  you. 

ANTHES  BAETZ  FURNITURE  COMPANY,  LIMITED. 

Designers  and  Builders  of  Dining  Room  and  Chamber  Furniture 

BAETZ  BROTHERS  FURNITURE  COMPANY,  LIMITED. 
Living  Room  Furniture. 

BAETZ  BROTHERS  SPECIALTY  COMPANY,  LIMITED. 
Portable  Electric  Lamps  and  Shades 


Managing  Director 


Kitchener,  Ont.,  November,  1923. 


THE  SILENT  SABBATH 
Donald  was  hammering  away  at  the  bottom  of  his  barrow  when  his  wife  came  to 
the  door. 

"Mon",  she  exclaimed,  "you're  making  muckle  clatter.     What  will  the  nesbours 
say?" 

"Never  mind  the  neebours,"  rephed  the  busy  one.    "I  maun  get  ma  bara  mendit." 
"Oh.  but  Donald,  it's  vera  wrang  to  wark  on  Sabbath!"  expostulated  the  wife. 
"Ye  oup-ht  to  use  screws.." 

"Canada's  Greatest  Furniture  Centre'' 
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VALVE  versus  PRICE 

It  is  quite  apparent  to  those  who  watch  the  trend 
of  public  buying  that  the  public  have  to  be  shown 
the  value  of  the  goods  they  buy. 

Whilst  price  is  a  strong  factor,  salesmanship, 
as  a  general  rule,  wins  out.  Malcolm  and  Hill 
goods  have  the  value  at  the  right  price,  work- 
manship and  finish.  This  is  the  season  to  carry 
stock  having  the  selling  qualities. 


::;!;;:];::;=;::: 


MALCOLM  &  HILL,  LTD, 

KITCHENER,  ONT. 


I 


^'Canada's  Greatest  Furniture  Centre 
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The 

Quality 
Line 




The  H.  Krug  Furniture  Company 

Limited 

Kitchener  -  Ontario 
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KITCHENER  —  WATERLOO 


A  Trade  Mark 

That  Means  Something 


Your  average  customer's  ability  to  judge  furniture  is  not  very 
keen.  In  most  instances,  he  must  take  your  word  that  the  fur- 
niture he  is  1)uying  is  good  and  represents  honest  value. 

With  Beaver  furniture,  conditions  are  changed.  lie  needn't 
take  any  chances — 'Our  guarantee  goes  with  every  suite.  This 
is  the  method  that  invariably  results  in  more  sales  for  the  dealer. 

BEAVER  FURNITURE  COMPANY  LIMITED 


KITCHENER 


—  CANADA 


Permanent  Showrooms — DeLuxe  Factory,  Gaukel  Street 


The  Fischman  Ventilated  Spring  Mattress  is  now  recognized  as  the 
standard  in  its  field.  In  construction,  it  is  unique,  in  comfort  and  dur- 
ability unrivalled.    Made  in  five  standard  sizes,  also  to  order. 

Other  Fischman  products  include  Ventilated  Box  Springs,  Ventilated 
Spring  Pillows,  Spring  Upholstering  Cushions,  Upholstering  Construc- 
ions.  Auto  Seats,  Spring  Rosettes,  Chair  Pads,  etc. 


REMEMBER: 


'THE  TEST  OF  QUALITY  IS  SERVICE." 


Fischman  Spring  Company 

Kitchener,  Ontario 


"Canada's  Greatest  Furniture  Centre'' 
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Furniture  for  Your  Holiday  Trade 

Consult  the  ^'Wonder  Line''  Before  Filling  Your 
Requirements  for  the  Coming  Season 


□□□□□□ 


Write  us  Regarding  Our  Line  of  Novelties — Appealing 
Designs  With  Guaranteed  Construction  and  Finish 


□□□□□□ 


THE  WUNDER  FURNITURE  MFG.  CO.,  LTD. 

KITCHENER,  ONTARIO 


Give  them 

what  they  want 

Practical  experience  combined  with  advertising  has  shown  that  the  logical  footwear  for  furniture 
is  that  which  protects  carpets,  floors  and  the  furniture  itself  from  injury,  improves  the  latter's 
appearance  and  makes  moving  the  heaviest  piece  an  easy  job.  That's  why  your  customers  want 
furniture  fitted  with 

ONWARD 


SLIDING 
FURNITURE  SHOES 


Have  you  got  this  sign  yet? 

Size  13"  X  36"  beautifully  printed  in  several  colors 
this  window  cut  attracts  favorable  notice  to  your 
store.     Write  us  about  it.     It  is  free. 


Leading  Canadian  Hotels  have  chosen  "ONWARDS"  for 
their  furniture  because  they  had  to  have  the  best.  The  best 
is  none  too  good  for  YOUR  customers. 

Tell  your  manufacturer  you  must  have  ONWARD 
SLIDING  FURNITURE  SHOES  fitted  on  all  the 
furniture  you  order  from  them.  Keep  a  stock  on 
hand  yourself.  Made  in  all  styles  and  sizes,  glass 
base   or   smooth   metal  base. 

ONWARD  MANUFACTURING  CO. 

Kitchener,  Ont. 


s  FURNITURE  WORLD 
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REED  FERNERIES 

Now  is  the  Time  to  Order 

NABCO  Reed  Ferneries  are  just  the  thing  for  brightening  up  the  home 
during  the  winter  months.  And  now  is  the  time  when  they  are  being 
purchased.  Get  your  share  of  this  business.  Make  a  nice  profit  for 
yourself  and  please  your  customers.  Besides,  they  make  ideal  Christmas 
Gifts. 

We  offer  you  a  large  range  of  patterns,  low  prices  and  prompt  delivery. 


No.  5300 


The  North  American  Bent 


OWEN  SOUND 
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Made  of  Five  Ply  Birch  Veneer  \ 

Our  No.  1300  Suite  (the  Dresser  of  which  is  illust-  | 

rated  above)  is  proving  one  of  the  most  popular  we  | 

have  ever  offered  to  the  trade.    As  with  all  our  | 

birch  suites,  it  is  made  of  five  ply  rotary  cut  veneer.  | 

Each  top,  front  and  end  is  made  with-  | 

out  a  joint,  insuring  a  uniformity  of  | 

color  impossible  with  sohd  birch.  | 

Walnut  finished  or  enamel  polished.  | 

Prices  and  further  particulars  on  request,  ' 

DROP  A  LINE  NOW.  | 

Chair  Company,  Limited  I 

ONTARIO  I 
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A  New  Design— Just  Right  for 

Holiday  Trade! 


This  charmins>  desii^ii  is  featured  by 
the  finest  workmanship  it  is  possible 
to  prochicc.  \'()U  can,  therefore,  offer 
"1  to  your  best  trade — although  its 
UK 'derate  i)rice  actually  places  it  with- 
in the  reach  of  practically  every  purse. 
All  <n-ders  will  be  given  IMMEDIATF, 
attention. 


am 


The  Canadian  Rattan  Chair  Company  Ltd< 


Victoriaville 


Quebec 


With  which  is  affiliated  The  Eastern  Townships  Furniture  Mfg.  Co.,  Arthabaska,  Quebec 

J.  D.  GAGNE,  President 


NOVEMBER,  192S 


An  Attractive  Suite  in  Old  English 
 or  Italian  Oak 

The  workmanship,  materials  and  finish  of  this 


No.  695— Table 


No.  695-1— Chair  No.  695— China  Cabinet  No.  695— Chair 


The  Stratford  Chair  Company 

Stratford    ■  Ontario 
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KROEHLER 

THE  name  KROEHLER  creates  confidence  in  the  mind  of  the 
purchaser.  Through  all  our  national  advertising,  we  have  con- 
s'stently  stressed  the  quality  idea,  and  we  as  manufacturers 
cannot  afford  to  disappoint  a  KROEHLER  Davenport  Bed  owner. 
All  materials,  therefore,  are  selected  with  infinite  care,  and  any  of 
a  doubtful  nature  are  immediately  discarded.  The  workmanship,  too, 
is  of  the  finest. 

Our  efforts  to  give  our  dealers  a  first  class  product — backed  up  by 
National  Publicity — gives  you  an  attractive  line  on  which  to  con- 
centrate your  sales  efforts. 

Ask  us  for  full  particulars. 


The  Kroehler  Mfg.  Company  Limited 

Stratford         —  Ontario 


NOVEMBER,  192.1 
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PRODUCTS 


"T/ie  most  popular  bookcases  in  America 

ECONOMY 

BOOKCASE 


$27 


with 
doors 

50 

•Li»t 

Usual 
Liberal 
Discount 

without 
doors 

$21.?« 

Usual 
Liberal 
Discount 


Inside  height 
of  smallest 
section,  9 
inches;  medi- 
um 11  inches; 
largest  13 
inches.  Inside 
depth  of  each 
10  inches  and 
length,  32  in- 
ches. 


The  new  Economy  leads  all  in  a  combination  of  value,  workmanship 
and  perfect  lines.  Only  remarkable  production  makes  possible  these 
low  prices.  Made  both  with  and  without  doors.  No.  195  p!ain  oak 
fumed  finish.  No.  199  plain  oak  golden  finish.  Made  also  in  quart- 
ered oak,  fumed  or  golden  finish  and  in  imitation  walnut  or  mahog- 
any at  $31.50  List  with  doors  or  $25.50  List  without  doors. 

Wire  orders  or  use  the  coupon 

Sectional  Bookcases 


STRATFORD 


The  Globe-Wernicke  Co.  Ltd. 
Dept.  F.  W.-  10 
Stratford,  Ont. 

Pleate  send  immediate  information  on  your  new 
Economy  Style,  with  and  without  door*. 


Name 


Add 


ress 
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Variety 


Variety  is  the  force  that  accelerates 
business  in  the  rattan  furniture  trade. 
And  variety,  backed,  of  course,  by 
honest  value,  is  the  outstanding  fea- 
ture of  the  Imperial  line. 

If  it's  new,  and  different,  you'll  find 
it  here. 


The  Imperial  Rattan  Company 


Stratford 


Limited 


Ontario 


Order  Now  for  Christmas  Trade ! 


No.  87 — Lower  left.  Plain 
Solid  Oak  Fumed  finish,  34 
inches  high.  Drawer  and 
Pigeon    Holes.    Each  $7.50. 


No.   79 — Lower   right.  Plain 
Solid  Oak.     Each  $1,775. 
This  Chair  goes  with  No.  87. 


No.  139 — Upper  right.  Junior 
Spinet  Desk— Width  24 
inches.  Depth  14"  Heighth 
26".  Has  lock  on  folding 
top.  Finished  Brown  Ma- 
hogany.    Each  $10.00 


No.  138— Stool,  Natural  Fin- 
ish. Goes  with  No.  137 
desk.     Each  40c. 


No.  137— Desk,  centre.  23 
inches  high.     Each  $3.25. 


Other  Children's  items  include:  Costumers,  Play 
Yards,  Toy  Sweepers,  Black  Boards.  Shoo  Fly  Rock- 
ers  and    Kindergarten   Sets.     Immediate  shipment. 

The  Stratford  Manufacturing  Company,  Ltd, 

Stratford  -  Canada 


NOVEMBER,  1921 
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Where  Quality  is  Never 
Disputed 

No  one  ever  disputed  the  quality  of  a  piece 
of  Andrew  Malcolm  furniture.  And  no 
one  ever  will.  For  we  have  never  made  any- 
thing that  was  not  deserving  of  the  highest 
class  of  trade. 

If  that  is  the  type  of  furniture  you  would  like 
to  sell,  get  in  touch  with  us  now  for  full 
particulars. 

The  Andrew  Malcolm  Furniture  Co. 

Limited 

Kincardine      -  Listowel 


mw 


No.   177'',  Chair 


FVRNITl'RH  WORLD 


Canada^s  Premier  Line  of 
Reed  Furniture 

In  every  line  of  industry  there 
is  a  leader  whose  work  is  the 
standard  by  which  all  others 
are  judged.  In  the  REED 
furniture  field  this  leadership 
is  generally  acknowledged  to  be 
held  by  ''REEDCRAFT. " 

And  the  prestige  and  profit  to 
be  gained  by  handling  this  line 
is  a  factor  no  shrewd  merchant 
can  afford  to  overlook. 

Have  you  sent  in  your  Christmas 
order  yet  ? 

Tables,  Chairs,    Rockers,  Settees, 
Foot  Rests,  Ladies'  Desks,  Lamps, 
Smokers'  Stands,  Pedestals,  Fern- 
eries, etc. 


Goderich  Art  -  Craft  Furniture 

Company  Limited 

Goderich         -  Ontario 


NOVEMBER,  1923 
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He  simply  safeguards  his  interests  in  giving  full 
satisfaction  to  his  hundreds  of  customers  who  are  equipped  with  "Best  for  Rest" 
St,  Louis  Bedding. 

There  is  a  wide  range  of  styles  in  Mattresses,  Springs,  Sliding  Couches  and  Cozy 
Corners  to  suit  every  class  and  trade. 

Keep  yourself  fit  to  meet  the  heavy  demand  for  our  exclusive  lines.  Place  your 
orders  early. 


Our  Star  Seller 


NON-SWAY 

Genuine  Patent  Side  Coil  Spring  as  pictured 


I 


SOLD  ON  30  DAYS'  FREE  TRIAL,  AND  20  YEARS'  GUARANTEE 

FREE  ^^'^^y  FREE 

=        full  size  sample  spiing     

OUR  MOTTO:— ''Service  with  a  Smile"  - 

St.  Louis  Bedding  Company  -  ^^c'^'^f'^T^'''^ 
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Upholstery  Fabrics 

Mohairs  of  all  Descriptions 

Printed,  Cut,  Embossed,  Indegaufrable  and  Plain 

Imported  Tapestries  and  Damasks 
Velours  and  Drapery  Materials 


Mail  orders  promptly  attended  to'' 


I. 


anl 


G.  NOEL  &  COMPANY 


30  St.  John  Street 

MONTREAL 


TN  a  word    Dominion"  furniture  is  characterized 
by  originality  of  design,  thoroughness  of  work- 
manship and  surprisingly  moderate  prices — a  high- 
class  line  within  the  reach  of  all. 

With  an  enviable  record  for  saleability,  and 
yielding  an  attractive  margin  of  profit,  it  is  a  line 
that  should  command  your  immediate  attention. 
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A  Combination 
Chair  and  Telephone  Stand 

This  is  just  one  of  innumerable 
Gift  Pieces  in  the  Mundell  range  that 
merchants  are  featuring  (Un-ing  the 
Christmas  season.  Each  piece  you  will 
find  delightfully  different  in  design  and 
treatment,  thoroughly  dependable  in 
workmanship,  and  yet  moderately 
priced.  Exclusive  but  not  expensive — 
they  mean  more  business  and  bigger 
profits  for  you  1 

John  C.  Mundell 

&  Co.  Limited 
ELORA, 

ONT. 


560  Telephone  Stand  and  Chair  Combined. 
Oak  any  finish,  (shown  closed) 
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Guaranteed 
Furniture 
for  your 
Christmas  Trade 


Chesterfields, 
Easy  Chairs, 
Living  Room 
Tables,  Chairs, 
etc. 


If  you  have  not  received  our  catalogue  and 
particulars  of  our  new  lines,  drop  a  card  today. 

W.  J.  ARMSTRONG,  LIMITED 

GUELPH,  ONTARIO 


NOVEMBER,  1923 
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Solid  Walnut  Living  Room  Furniture 

in  Attractive  Designs 

Suitable  for  Useful  Christmas  Gifts 


ELMIRA  FURNITURE  COMPANY  LIMITED 

ELMIRA        -        -  ONTARIO 
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29-42 


Christmas 

is  almost  here! 

— and  people  are  already  '  shopping  around".  If  you 
want  to  get  full  benefit  from  the  Christmas  season, 
you  must  send  in  your  order  for  these 

TENNESSEE  RED  CEDAR  CHESTS 

immediately. 

Do  not  delay.    Write  us  now  while  it  is  in  your  mind. 

The  Chesley  Chair  Company  Ltd. 


Chesley 


Ontario 


/llPresentsan  Exceptional 
Xmas  Suite 


The  success  of  this  seven-piece 
children's  "suite"  has  been  so  sen- 
sational that  we  urge  our  dealers 
to  get  their  orders  in  immediately. 

The  time  is  short  till  Christmas 
and  production  is  therefore  limited. 
Act  now! 


The  Bell  Furniture  Company  Limited 


SOUTHAMPTON 


ONTARIO 


Rigidity 


Peerless  and  Neii)  Elite 


The  talking  point  in  a  Folding  Table. 

Everyone  knows  the  handy  convcnicr.cc  of  a  folding  table — 

But  it's  the  tal)lc  that  will  stand  still  without  trembling  that  interests 

them  most. 

Remember  both  th.e  Elite  and  Peerless  Tables  have  no  nervous  habits 
and  support  the  heaviest  load  without  shaking. 

You  can  obtain  the  round  or  square  top  models  finished  in  Fumed,  Early 
English,  Golden  Oak  and  Mahogany  with  tops  in  green  felt  or  leather- 
ette.   Sizes  range  24  inches  to  48  inches. 

Hourd  &  Co.  Limited  Jt^rr..,  London,  Ont. 


NOVEMBER,  1923  23 


Birch  or  Walnut 


For  every  family  who  can  afford  a  suite  of 
genuine  Walnut  furniture,  there  are  a 
dozen  others  who  can't.  And  for  those  who 
can't,  we  have  developed  Meaford  Walnut. 

Meaford  Walnut  is  made  of  Birch,  yet 
almost  defies  detection,  so  perfect  is  our 
process  of  finishing. 

Sell  the  one  family  Walnut  by  handling 
Walnut  furniture-BUT  GET  THE  BUSI- 
NESS OF  THE  OTHER  TWELVE  BY 
HANDLING  MEAFORD  WALNUT. 


o 
o 


Meaford  Walnut 

Order  a  trial  suite  of  this 
beautiful  furniture  today. 
Put  it  on  your  floor  and  see 
how  quickly  it  sells,  how  it 
pleases  your  customer  and 
how  it  swells  your  profits. 

Quotations  upon  Request 


The  Meaford  Manufacturing  Co.,  Limited 

Meaford  —  Ontario 
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THE  WATSON  LINE 

Contains  Ideal  Xmas  Gifts 


TURNITURE. 


Tables,  Chairs,  Chaises  Lounges,  Day  Beds,  Foot  Rests,  Settees,  Rockers,  Bird  Cages,  Telephone 
Tables,  Desks,  Baskets,  Ferneries,  Davenports,  Floor  Lamps,  Table  Lamps,  Smoker's  Stands. 


No.   7536  Fernery 


The  J.  B.  Watson  Furniture  Co.,  Limited 

Kincardine       —  Ontario 


Christmas  Gift  Furniture 

Coombe  Furniture  in  hand  decorated  Japanese  and  Egyptian  de- 
signs, ptomise  to  be  a  feature  of  this  year's  Christmas  season.  We 
strongly  urge  every  dealer  to  have  at  least  a  few  of  these  pieces 
on  hand. 

The  time  is  short.  If  you  have  not  yet  done  so,  make  up  your 
order  now  and  mail,  phone  or  wire  it  in  at  once. 

The  F.  E.  Coombe  Furniture  Co. 

Limited 

Kincardine       -  Ontario 


No.  2289'^ 
Telephone  Set 


Send  for  our  hand- 
some illustrated 
catalogue. 


No.   2320  Book  Rack 


NOVEMBER.  192S  25 
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Have  you  investigated  our 

Matched  Quarter-Cut  Oak 
Dining  Room  Suites 

in  Italian  Brown  Finish  ? 


This  is  the  line  that  appeals  to  all  class- 
es of  customers.  The  Italian  Brown 
Finish  is  exceptionally  well  suited  to 
Oak,  has  a  very  attractive  appearance, 
is  serviceable  and  economical.  It  offers 
you  the  chance  to  make  excellent  pro- 
fits and  at  the  same  time  create  a  very 
favorable  impression  upon  your  trade. 


If  you  have  not  received  our  new 
catalogue  write  us 


Chesley  Furniture  Co.,  Limited 

Chesley,  Ont. 

Specializing  in  Extension  Tables,  a  large 
variety  of  styles  to  select  from  including 
the  well  known  TILT  TOP  and  TWIN 
PEDESTALS. 


Elmira  Furniture  Co.,  Limited 

Elmira,  Ont. 

Specializing  in  Dining  Room  Chairs  of  the 
better  kind  with  special  features.  Numer- 
ous designs  in  all  the  popular  finishes. 


Orillia  Furniture  Co.,  Limited 

Orillia,  Ont. 

Specializing  in  Buffets  and  China  Cabinets 
in  a  good  range  of  specially  neat  designs. 


Permanent  Show  Room,  Kitchener,  Ont 

145  King  St.  E. 
Centrally  Located 
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Useful  Xmas  Presents  are  Most  Appreciated 


No.    105  Screen 


No.  105  Screen 

Frame  Finished  White 
Enamel.  Filling — Kind- 
ergarten Chintz  on  Strong 
Card  Filler. 

Height  60",  Width  58  ". 

Joy  Box 

Clear  Basswood,  covered 
with  Kindergarten  Chintz 
to  match  Screen. 

Size  15  X  15  X  28  inches. 


Catalog  59  shows: 

Screens  filled  with 
Silkaline 
Single  Burlap 
Double  Burlap 

Card  Tables 


Non-Tip  Folding 
Chairs 


Pedestals 


Costumers 


Bed  Trays 
Back  Rests 
Invalids'  Tables 
Smoker  Stands 
Umbrella  Stands 


OTTERVILLE  Manufacturing  Co.  Limited 

Otterville  —  Ontario 


<:dIIlB^»<vell 
MATTRESSE§r^l 


Bothwdl  MifaGo. 

(Bedding)^  : 

BothwellOnt. 


spRiNes 


Best 


CRIBS 


< 

z 


It's  Worth 

the  Difference 

Bothwell  beds  cost  a  little  more  than 
the  ordinary  kind — of  course.  But  the 
extra  comfort,  better  appearance  and 
greater  durability  more  than  make  up 
for  it. 

The  customer  quickly  sees  the  point, 
the  sale  is  easily  made,  and  bigger  pro- 
fits are  yours. 

A  Card  will  bring  you  full  particulars 


No.  582 

Pillars    2"    continuous.      Filling    Z's".      Cross    Rails.      1  1/16" 
Perforated  Steel  Panel.     Head  50":  foot,  35" 
Sizes;  3'  3",  4'   0",  4'  6" 


i     BOTHWELL  MANUFACTURING  CO.,  LTD.   BOTHWELL,  ONT. 

^I|ll|llfll|ll|ll|H|ll|ll|ll|ll|ll|ll|ll|M|M|ll|!l|ll|ll|ll|ll|;l|h|ll|ll|liril>lll|M|ll|llllllllllllll|ll!lllll!ll|ll|ll|ll|ll||||llll 
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=   LLOYD  LOOM  PRODUCTS 


No.  738A— Bab}'  Carriage 


THE  IDEAL  BABY  CARRIAGE 

One  of  the  favourite  patterns  from  the  famous  Lloyd  Loom  with  all  the  latest  features 
including  the  endless  wicker  woven  body.  This  baby  carriage  should  be  a  favourite 
because  of  its  strength  and  beauty. 

Made  By  and  For  Canadians 

HEYWOOD-WAKEFIELD  CO. 

OF  CANADA,  LIMITED 

Manufacturers  of  Lloyd  Loom  Products 

ORILLIA  ONTARIO 

Doll  Carriages  Wicker  Furniture  Baby  Carriages 


LLOYD  LOOM  PRODUCTS 
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The  Spring 
that  Defies  Competition 


Have  you  noticed  how 
Springs  may  come 
And  Springs  may  go — 
But  the  Progress  is  here  forever." 

Why?  Simply  because  the  patented 
"Anti-Sway"  device  is  an  exclusive 
feature  of  the  Progress  spring  and 
can't  be  copied. 

Twenty  years  guarantee.  Thirty 
nights  free  trial. 

What  could  be  more  convincing? 


Progress  Spring  Bed  Manufacturing  Co. 


Establiihed  1905 


ANTI- 

\  SWAY 


Head  Office  :   146-154  Gadieux  St.,  MONTREAL 
Branch:    590  King  St.  West,  TORONTO 
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NEW  HAMBURG 


Grace  and  Beauty  in  These 

Distinctive  Fern  Stands 


OT  only  do  these  pieces  make  excellent  trade 
^   at  the  Christmas  Season,  but  they  are  also 
steady,  year  'round  sellers  that  no  merchant  should 
overlook.    Al  quality  and  most  attractive  prices. 


The  New  Hamburg  Furniture  Co.  Ltd. 

New  Hamburg    -  Ontario 
Successors  to  Schierholtz  Furniture  Company,  Limited 
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With  the  Editor 


,      .  Any  dtillness  that  exists  m 

How  the  Auto-  ,      ,      .         ,  . 

,   ,  the   furniture   business  to- 

motive  Industry  ,      .  , 

.  „ _       „       ,/  day  is  not  due  to  saturation 

Affects  Spenaine  /   ,  ,  , 

■*  ^01    the    consumer  market. 

There  is  scarcely  a  home  one  enters  that  is  com- 
pletely and  adequately  furnished,  where  articles 
of  comfort,  beauty  and  utility  could  not  be 
placed  to  advantage.  Mighty  few !  People  to- 
day are  simply  trying  to  overlook  the  recj[uire- 
ments  of  their  homes  in  order  that  they  may 
spend  their  money  in  other  directions. 

Inevitably  we  revert  to  the  automobile.  It 
has  become  almost  monotonous  as  a  topic  of 
conversation  in  the  furniture  trade,  but  it  is 
doubtful  whether,  for  all  our  talking,  we  fully 
realize  what  a  profound  influence  it  has  exerted 
on  the  life  and  habits  of  the  community.  In  Can- 
ada, as  a  whole,  there  is  one  automobile  to  every 
seventeen  persons,  according  to  official  figures- 
In  Ontario  there  is  one  automobile  to  every 
twelve  of  population.  Inasmuch  as  the  percen- 
tage of  cars  in  the  cities  is  undoubtedly  higher 
than  in  the  rural  sections,  it  is  pretty  safe  to 
place  the  proportion  in  cities  like  Toronto  at  one 
car  to  every  ten  persons.  The  average  number 
of  persons  to  a  home,  as  used  for  purposes  of 
ofiicial  calculation,  is  five.  So  it  is  evident  that 
in  the  larger  cities  of  Canada  every  other  home 
has  an  automobile. 

Now  consider  the  annual  expenditure  this  in- 
volves. Five  Hundred  Dollars  is  probably  a 
very  conservative  estimate  of  the  average  out- 
lay, even  taking  into  consideration  the  number 
of  car-owners  who  act  as  their  own  mechanics. 
Five  Hundred  Dollars  used  to  'be  considered  a 
livable  salary  for  a  man  with  a  family.  Now  in 
fifty  per  cent,  oi  our  city  households,  that 
amount,  on  the  average,  is  directed  into  a  chan- 
nel which  twenty-five  years  ago  was  non-exist- 
ent. Taking  it  for  the  whole  of  Canada,  both 
rural  and  urban,  and  including  all  homes,  not 
those  of  car-owners  merely,  the  average  auto- 
mobile outlay  per  household  may  be  roughly 
figured  out  at  $150  annually.  And  a  consider- 
able proportion  of  this  outlay  is  diverted  from 
the  funds  that  would  otherwise  be  set  aside  for 


expenditure  on  the  improvement  and  beautifica- 
tion  of  the  home. 

It  behooves  the  furniture  trade  to  consider 
the  eft'ects  of  this  diversion  of  buying  power,  in 
all  its  phases.  The  fact  is  that  the  industry  is 
faced  with  a  new  situation,  which  it  has  not  yet 
thoroughly  grasped  and  to  which  it  has  not  yet 
been  able  to  fully  adjust  itself. 


Place  the  Facts 
Before  the 
Public 


The  Mail  Order  business  is 
growing  rapidly  and  there 
is  no  concerted  effort  on  the 
part  of  retailers  to  prevent 
this  growth.  Yet  it  is  a  serious  menace  in  many 
localities.  Would  it  not  be  well  for  the  mer- 
chants in  every  town  in  Canada  to  talk  the  mat- 
ter over,  so  to  speak,  with  their  customers? 
There  are  many  phases  of  the  question  that  pro- 
bably have  never  occurred  to  the  average  citi- 
zen. Has  he  ever  considered  what  his  home 
town  would  be  like  if  all  the  merchants  closed 
their  doors?  Has  he  considered  that  the  retailer 
renders  an  absolutely  essential  service  to  the 
community?  He  has  to  use  superhuman  dis- 
crimination in  an  endeavor  to  forecast  public 
taste.  If  he  misses  the  mark  he  must  sell  his 
goods  at  a  sacrifice.  He  maintains  his  prem- 
ises, and  employs  his  stafi^  to  the  benefit  of  the 
town  in  which  he  lives.  He  pays  taxes.  Gener- 
ally he  is  an  honorable  man  of  whom  his 
fellow  citizens  are  proud,  who  takes  an  inter- 
est in  public  affairs  and  does  his  share  in  further- 
ing the  various  interests  and  activities  of  the 
town.  In  a  word  his  interests  are  not  merely 
individual  and  selfish.  He  is,  on  the  contrary, 
an  essential  integral  part  of  a  little  community 
that  is  made  up  of  just  such  parts — he  is  a  mem- 
ber of  the  body  politic. 

Compare  with  this  the  mail  order  house. 
Where  are  its  interests?  At  some  far  away 
point.  AVhat  are  its  interests?  Mercenary,  pure- 
ly personal  and  selfish.  AVhat  does  it  contri- 
bute to  the  support  of  the  little  community? 
Nothing. 

Wouldn't  it  be  a  good  move  if  the  merchants 
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in  every  community  l)rouf>lit  these  facts  to  the 
attention  o^  their  fellow  citizens?  i'"orm  a  com- 
mittee, set  the  facts  out  plainly  and  as  l)rief]y 
as  may  be,  and  pass  them  alun^"  to  your  custum- 
ei  s  through  the  local  i)apers.  'i"hc  ])u])lic  wants 
to  l)e  fair.  Most  mistakes  are  made  through 
lack  of  knowledge  of  the  facts. 


Boost  Merchand- 
ise that  Competes 
with  Automobile 


The  automobile  is  here  to 
stay  because  people  want 
it.  It  was  l)ound  to  l)e  popu- 
lar, but  its  i)opularity  has 
been  enhanced  and  its  universal  acceptance 
greatly  hastened  by  powerful  publicity  and  re- 
markable sales  energy- 

There  is  scarcely  an  industry  that  has  not 
l)een  affected  in  one  way  or  another  by  the  rise 
of  the  automobile.  The  furniture  industry  has 
been  affected  adversely  and  has  become  keenly 
aware  of  automotive  competition,  in  meeting 
that  competition,  it  is  necessary  to  consider  what 
particular  lines  of  merchandise  will  e.xercise  the 
strongest  counter-appeal.  How  can  pen])lr  be 
induced  to  live  more  in  their  homes  and  less  in 
their  motor  cars?  By  adding  to  the  means  of 
])leasure  and  entertainment  in  their  homes.  The 
furniture  man  may  be  under  the  delusion  that 
those  who  sell  gramaphones  and  player  piantis 
and  radio  receiving  sets  are  com])etitors  of  his. 
On  the  other  hand,  they  are  workers  together 
with  him.  The  more  of  these  goods  are  sold, — 
the  furniture  store  should  sell  many  of  them — ■ 
tlie  more  time  will  people  spend  in  their  homes, 
and  the  more  time  they  spend  in  their  homes, 
the  more  interested  will  they  l)e  in  making  them 
comfortable  and  beautiful.  Dancing,  parties 
and  concerts  in  the  home  are  all  com])etitors  of 
motoring,  and  any  equipment  that  hell)s  to  make 
these  indoor  ])astimes  more  popular  is  helpful 
to  tile  furniture  business  and  deserves  its  co- 
operation. Don't  even  overlook  such  novelties 
as  Mah  Jongg;  the  craze  for  the  oriental  game 
going  to  help  sell  more  furniture. 

It's  a  good  motto  for  the  furniture  industry: 
Boost  every  idea  that  will  tend  to  popularize  the 
home. 


^.  .  fwj  J  ^^ne  obstacle  to  the  pur- 
Disposina  of  Used,  r      ^,  i 

^      .  chase  of  new  furniture  hy 

Furniture  a  ,  ,  ,  ..i 

_    , ,  the  consummg  pul)lic  is  the 

Problem  .-rr       ,  r        l  C 

difficulty  of  disposmg  ot 
the  old  furniture  they  have  in  their  homes.  It's 
not  only  that  they  find  it  difficult  to  get  a  reason- 
able price,  l)ut  that  in  many  instances  they  can 


scarcely  get  rid  of  the  articles  they  have  on  hand 
at  any  price,  or  no  price-  The  average  citizen  in 
a  better  class  home  has  no  very  intimate 
accpiaintance  with  junk  shops,  nor  does  he  wish 


to  cultivate  one.  How  then  is  he  going  to  dis- 
])ose  of  furniture  that  he  wishes  to  replace? 
.Some  of  it  he  might  burn,  but  in  many  cases  this 
is  impracticable,  apart  inmi  a  natural  feeling 
against  unnecessary  waste.  A  second-hand 
dealer  might  l)e  glad  enough  to  take  it,  but  then 
so  many  ])eople  don't  know  even  where  to  locate 
a  second  hand  dealer  and  may  have  no  liking  for 
barg'aining  with  him  in  any  event.  They  may 
resort  to  the  refuse  men,  l)ut  even  here  they 
may  not  find  the  solution.  A  case  came  to  our 
attention  recently  where  a  home  owner  tried  to 
get  rid  of  a  child's  bed.  He  left  it  out  for  the 
refuse  man,  and  the  refuse  man  refused  to  take 
it.  He  then  tried  to  give  it  away,  and  in  order 
to  do  so  finally  had  to  deliver  it  at  the  house  of 
the  recipient. 

.\  child's  l)ed  is  not  perhaps  an  article  that  is 
likely  to  be  re])laced,  Init  this  case  is  undoubt- 
edly typical  of  the  inconvenience  that  prevents 
a  large  number  of  people  from  getting  rid  of 
their  old  furniture  to  make  room  for  new.  Furn- 
iture does  not  as  a  rule  wear  out.  and  one  can 
go  on  using  it  indefinitely  long  after  he  is  in 
a  position,  financially,  to  substitute  something 
better.  .So  many  people  are  lazy,  and  the  trouble 
of  disposing  of  the  goods  they  have  is  just  suffi- 
cient to  prevent  them  reaching  the  decision  to 
refurnish. 

Here  is  a  problem  that  should  engage  the 
attention  of  the  furniture  trade. 


People  are  inherently  lazy  and  the  more  you 
do  for  them  the  more  they  are  inclined  to  buy  in 
your  store.  Following  out  this  idea,  a  good  plan 
is  to  label  the  various  articles  in  such  a  way  as  to 
indicate  for  whom  they  are  the  most  suitable 
gifts.  This  may  be  accomplished  by  placing  near 
each  article  in  your  window  display,  a  small  card 
bearing  the  words  "For  Mother,"  "For  Father," 
"For  Sister,"  and  so  on.  Some  dealers  make  a 
good  deal  more  of  it  than  this,  by  pasting  the 
cards  on  the  glass  of  the  windo\<r  (inside)  and 
run  streamers  back  to  the  article  mentioned.  Peo- 
ple like  this  because  it  starts  their  imaginations 
working.  They  picture  so-and-so  in  the  posses- 
sion of  such  an  article  and  if  there  is  the  least 
glimmer  or  intention  on  their  part  to  give  a  pres- 
ent of  this  kind,  the  window  display,  the  appear- 
ance of  your  store,  and  the  little  show  card,  fan  it 
into  action. 
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Big  Montreal  company's  "White"  Truck 

Cutting  Down  the  Overhead 


Delivering  Furniture  by  Motor 


Discussion  of  Cost  of  Operation,  Maintenance  and 
the  Economical  Life  of  Trucks — The  View-Point 
of  Canadian  Retailers  is  all  in  Favor 


An  address  of  the  greatest  interest  to  every 
dealer  who  is  operating  a  truck,  or  a  fleet  of 
trucks,  was  delivered  at  a  recent  convention  of 
the  Retail  Distribution  Association  in  Chicago 
by  Mr.  Walter  Rosenbaum,  of  the  Rosenbaum 
Co.,  Pittsburgh,  Pa.  While  the  Rosenbaum  Co. 
operates  on  a  scale  many  times  greater  than 
does  the  average  furniture  dealer,  nevertheless 
the  facts  and  figures  which  this  firm  have  gath- 
ered as  a  result  of  a  close  study  of  truck  opera- 
tion costs  over  a  considerable  period  cannot 
fail  to  be  of  interest  to  every  merchant,  whether 
in  a  large  or  small  way  of  business,  who  is  deal- 
ing with  the  delivery  problem.  Mr.  Rosenbaum 
raises  the  question  of  "W;hen  does  it  pay  a  store 
to  scrap  its  vehicular  equipment?"  and  answers, 
for  his  own  concern,  "during  the  40,000  to  50,000 
miles  of  operation."  Their  reasons  for  arriving 
at  this  conclusion  are  given  in  the  paragraphs 
which  follow : 

"The  policy  of  scrapping  vehicles  has  been 
brought  up,  to  the  best  of  my  memory,  at  every 
convention  of  this  Association.  It  is  a  subject 
that  has  been  foremost  in  the  minds  of  all  store 
delivery  truck  fleet  operators,  and  it  seemed  as 
though  in  the  discussion  no  definite  conclusion 
was  ever  arrived  at.  It  seems  to  have  been,  and 
to  be,  sort  of  an  unwritten  law  that  once  a  truck 
is  bought  it  is  constantly  being  overhauled  and 
repaired  in  an  efl^ort  to  keep  it  in  as  good  con- 
dition as  possible — and  that  fleet  owners  hesi- 
tate to  make  the  large  additional  investment 
which  would  be  required  in  the  installation  ne- 
cessary to  convert  the  fleet  of  used  trucks  into  a 


fleet  of  brand  new  trucks.  In  some  cases  the 
fig'ure  would  be  so  large  as  to  look  prohibitive. 
Possibly  our  experience  in  reference  to  the  pol- 
icy of  scrapping  vehicles  might  help  and  guide 
you  in  arriving  at  a  decision  for  yourself. 

Save  in  Repair  Bills 

"The  owner  of  a  pleasure  car  usually  adopts 
the  policy  or  trading  in  his  car  after  he  feels 
it  has  gotten  to  such  a  point  that  repairs  are  bur- 
densome— and  what  is  his  idea?  He  knows,  and 
we  know,  that  when  he  trades  his  old  car  in  and 
gets  a  new  car  he  is  going  to  have  practically  no 
expense  with  his  new  car.  Is  it  unfair  to  make 
a  similar  comparison  between  a  truck  and  a 
pleasure  car  on  this  basis?  I  believe  you  will 
all  agree  that  you  will  have  less  repairs  on  a 
brand  new  truck  than  you  have  year  after  year 
with  your  used  trucks — therefore  we  can  take 
this  point  for  granted. 

"I  don't  know  whether  our  experience  dift'ers 
materially  from  the  experience  of  others ;  I  don't 
know  whether  you  consider  our  maintenance 
costs  excessive  or  conservative ;  I  don't  know 
whether  you  think  we  run  our  fleet  efficiently  or 
not — but  I  do  know  that  as  a  result  of  the  way 
we  actually  run  our  fleet,  and  our  actual  experi- 
ence therewith  in  the  light  of  considerable  past 
experience,  I  have  arrived  at  the  conclusion  that 
I  now  have  a  definite  policy  for  ourselves  for  the 
scrapping  of  vehicles. 

"I  have  found  for  ourselves  that  our  policy 
shall  be  to  sell  our  trucks  approximately  dur- 
ing their  40,00i0  to  50,000  miles  of  operation,  de- 
pending in  a  large  measure  upon  the  condition 
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of  the  truck,  either  at  the  beginning  or  the  end 
of  that  mileage. 

Character  of  Roads  an  Important  Factor 

"In  arriving  at  the  ]:)rofitable  truck  Hfe,  the 
most  important  factor  to  consider  is  the  char- 
acter of  the  roads  that  your  trucks  travel  over. 
In  Pittsburgh  we  believe  that  one  of  our  miles 
is  equal  to  from  two  or  three  truck  miles  in 
other  cities,  on  an  average — and  on  some  of 
our  roads  be  believe  that  the  wear  and  tear 
on  these  triicks  is  ecjual  to  four  or  five  miles 
in  comparison  with  level  Iroads.  Tiherefore 
you  must  also,  in  arriving  at  your  decision,  bear 
in  mind  the  topography  of  your  truck  roads. 

"We  started  by  analyzing  our  actual  truck 
costs  in  units  of  10.000  miles.    In  going  over 


Buckley's,  Niagara  Falls,  one  ton  Ford 

our  records  we  found  that  after  a  car  has  run 
its  first  10,000  miles,  the  cost  of  maintenance 
mounts  up  in  an  increasing  proportion.  The 
first  10,000  miles  of  the  life  of  a  car  we  find 
costs  us  on  an  average  of  1.9  cents  per  mile  f'or 
labor  and  parts,  including  tires,  oil,  gas,  mech- 
anic's salary,  etc.,  but  without  any  overhead 
whatsoever.  In  other  words,  the  difference  be- 
tween keeping  that  truck  in  dead  storage,  as  it 
were,  absolutely  stationary  and  without  spend- 
ing any  time  or  money  on  it  for  work  or  sup- 
plies, and  the  actual  cost  of  running  that  truck 
for  10,000  miles,  excluding  the  driver's  and  help- 
er's salaries,  would  l)e  1.9  cents  per  mile. 

Costs  per  Mile 

"During  the  second  10,000  miles  we  would 
have  to  start  to  do  work  on  the  truck — and  for 
that  second  10,000  miles  our  cost  was  4.7  cents 
per  miles  as  against  1.9  cents  per  mile  for  the 
first  10,000  miles.  The  work  done  the  second 
10.000  miles  would  not  be  altogether  necessary 
and  for  the  third  10,000  miles  it  would  not  be 
cjuite  so 

"We 
the  first 
•find  our 
to  be  9.5 
traveled 
you  are 
that  you 
continue 
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expensive. 

find  that  our  average  cost  per  mile  for 
40,000  miles  is  3.4  cents  per  mile.  W'e 
average  cost  for  the  next  40,000  miles 
cents  per  mile.    The  third  40,000  miles 
cost  us  9.8  cents  per  mile  average.  Here 
face  to  face  with  figures  that  demand 
arrive  at  a  decision.    Are  you  going  to 
with  a  cost  of  9.8  cents  per  mile,  or 
going  to  travel  with  a  cost  of  3.4  cents 


])er  mile?  C)ur  figures  were  obtained  from  cars 
that  have  actually  traveled  these  mileages. 

"We  found  that  the  average  of  twenty-four 
y^-Xon  White  package  trucks  for  the  year  1922, 
excluding  all  overhead,  but  charging  labor,  parts 
and  supplies,  such  as  tires,  gasoline,  mechanic's 
salary,  was  $1,309  per  car.  The  average  cost  on 
the  same  basis  for  1921  was  $2,715  per  car.  The 
average  cost  fcjr  six  2-ton  White  furniture  trucks 
for  1922  was  $1,394  per  car;  for  1921.  $2,040. 

Maintenance  Bills  Reduced  40  Per  Cent. 

"The  total  maintenance  of  our  package  and 
furniture  trucks  for  1920  was  $91,200;  for  1922, 
$46,200,  which  figures  show  a  reduction  of  about 
50  per  cent,  in  upkeep  over  1920,  when  all  prices 
for  labor  and  parts  were  at  their  peak,  and  show 
a  reduction  of  40  per  cent,  over  1921  prices. 

"We  bought  our  new  fleet  in  May,  1922. 
Deliveries  were  made  as  quickly  as  possible,  but 
the  com])lete  new  fleet  was  not  in  full  operation 
until  about  the  middle  of  November,  1922.  The 
reduction  mentioned  above  would  have  been  still 
greater  had  we  operated  the  full  fleet  for  the  full 
year.  However,  the  great  savings  shown — al- 
though they  would  actually  have  been  much 
larger  with  a  new  fleet  for  the  whole  year — are 
sufficient  for  the  purpose  of  argument. 

"\'ou  ask  why  our  cost  was  less  in  1922, 
even  though  w^e  didn't  have  the  new  cars  all  the 
time.  I  answer  l)y  saying  that  inasmuch  as  we 
knew  that  we  were  going  to  trade  in  our  old  cars 
and  consequently  we  did  no  work  on  them,  re- 
placed no  parts  except  what  were  absolutely  ne- 
cessary to  keep  them  going,  and  even  such  re- 
placements were  in  excess  of  the  replacements 
that  would  have  been  necessary  had  they  been 
new  cars  instead  of  our  trying  to  keep  the  old 
cars  moving.  Naturally,  we  traded  in  the  worst 
of  the  old  cars  first  and  kei)t  holding  on  to  the 
I)etter  ones  until  the  last  moment. 

Interesting  Figures 

"Our  total  figures  will  jjrol^ably  give  you  a 
better  idea  of  the  savings  we  ef¥ected,  and  which 
were  verified  by  the  results  attained. 

"Our  cars  were  from  five  to  nine  years  old. 
This  fleet,  some  of  which  we  depreciated  at  the 
rate  of  20  per  cent,  per  year  in  1922,  was  carried 
on  our  books  at  $23,500,  which  represented  the 
total  in  value  and  the  values  on  improvements 
made  to  date  after  all  depreciation.  An  ap- 
])raisal  made  by  the  American  Appraisal  Co.,  on 
lanuary  31,  1920,  showed  our  reproduction  value 
of  the  fleet  on  that  date  to  be  $123,000.  In  1920 
our  maintenance  cost  was  $91,000.  In  1921  it 
was  $79,000;  in  1922  the  cost  would  have  again 
risen,  because  it  would  have  required  a  most 
thorough  and  complete  overhauling  of  all  cars 
stripped  down  to  the  frames. 

"The  year  1921  showed  a  reduction  over 
1920,,  because  so  much  necessary  work  was  done 
in  1920  which  helped  to  reduce  the  1921  cost,  as 
such  work  is  always  reflected  in  the  following- 
year's  economy  of  operation;  and  also  in  trying 
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to  practise  in  1921  the  strictest  economies, 
owing  to  the  business  depression,  the  cars  were 
well  run  down,  and  it  would  have  cost  us  at 
least  $90,000  during  1922  to  put  the  fleet  again  in 
good  condition.  At  the  end  of  1922  we  would 
have  carried  the  fleet  on  our  ibooks  at  about  $20,- 
000,  with  all  cars  one  additional  year  older,  and 
a  still  further  substantial  reduction  in  their 
trade-in  value. 

Increase  in  Book  Value 

"Our  new  fleet,  consisting  of  twenty-seven 
%-ton  White  Trucks,  six  2-ton  White  Trucks, 
one  3-ton  Commercial  Electric  Truck,  two  34- 
ton  Commercial  Electric  Trucks,  all  svmdries, 
body  repairs,  accessories  such  as  wind-shields, 
Hubodometers,  fire  extinguishers,  extra  tires, 
rims,  tubes,  etc.,  less  depreciation  for  an  arbi- 
trary figure  of  for  one-third  of  a  year,  which  we 
figured  would  be  a  fair  avei^age  for  the  entire 
new  equipment;  also  including  two  new  large 
Exide  Electric  Storage  Batteries,  one  Eord 
Touring  Car  and  one  White  Emergency  Shop 
Car,  and  two  of  the  best  chassis  of  the  old  fleet 
which  we  did  not  trade  in  because  we  figured  we 
could  get  more  by  selling  them  ourselves,  had  a 
value  to  us  of  $100,786  on  our  books.  Deduct- 
ing- from  this  figure  the  value  of  the  old  fleet  as 
carried  on  our  books,  namely,  $23,500,  leaves  an 
increase  in  the  book  value  of  our  fleet  of  $77,286. 

"The  total  actual  outlay  in  money  for  our 
new  equipment,  less  credit  for  chassis  turned  in, 
and  less  credit  for  $1420  worth  of  excess  parts 
on  hand,  leaves  a  net  cost  figure  to  us  of  $75,- 
753.  I  might  state  here  that  the  credit  men- 
tioned for  returned  parts  was  due  to  the  fact 
that  we  no  longer  had  any  necessity  for  carry- 
ing such  a  large  stock  of  parts  on  hand  because 
the  new  fleet  would  not  justify  this  and  we  could 
buy  parts  over  again,  as  needed.  Our  Asset 
V^alue,  less  depreciation  for  1922,  therefore,  now 
stands  at  $100,786  instead  of  at  $23,500,  or  an 
increase  of  $77,286,  as  mentioned  previously, 
over  what  it  was  with  the  old  fleet. 

The  Actual  Saving 

"In  addition  to  this,  we  have  brand  new 
trucks,  which,  on  account  of  purchasing  a  new 
fleet  in  1922  and  not  keeping  up  our  old  fleet, 
(which  was  even  more  than  if  we  had  an  entirely 
new  fleet  for  the  entire  year)  showed  a  reduction 
in  up-keep  from  1921  of  from  $79,400  to  $46,400 
or  an  actual  saving  of  $33,000'  in  favor  of  the 
new  fleet  proposition. 

"Comparing  this  figure  of  saving,  $33,000  in 
1922,  with  the  outlay  of  $75,753,  which  was  m- 
curred  by  then  ew  fleet,  shows  a  saving  in  one 
year,  1922,  of  almost  one-half  the  outlay  for  our 
entire  new  fleet. 

"For  the  year  1923  we  arrived  at  an  arbi- 
trary figure,  in  order  to  be  on  the  safe  side,  and 
in  which  we  wanted  to  be  extremely  conserva- 
tive, that  our  costs  will  be  10  per  cent,  more  than 
in  19.?2.  This,  however,  should  not  be  the  case, 
because  at  the  end  of  1923  our  fleet  will  be  only 


a  little  over  one  year  old  and  new  trucks  should 
not  require  much  to  be  done  to  them.  Our  fig- 
ure for  1923,  therefore,  should  not  exceed  $51,- 
000  for  up-keep.  Had  we  retained  the  old  fleet 
for  1923  it  would  have  cost  us  approximately 
$80,000'  for  up-keep.  This  again  leaves  a  differ- 
ence, in  our  favor,  between  $80,000  and  $51,000 
for  1923,  amounting  to  $29,000,  also  saved  by 
virtue  of  having  the  new  fleet. 

"Our  savings,  therefore,  for  1922  and  1923, 
total  alone  $62,0'0O  against  an  outlay  of  $75,753, 
and  an  increase  in  Asset  Value  of  $77,286,  less 
one  extra  year's  depreciation.  For  1924,  there- 
fore, there  remains  to  be  saved  only  $13,000,  in 
order  to  get  back  the  outlay  for  our  new  fleet, 
and  in  addition  we  will  have  an  increase  in 
Asset  Value  of  $65,000  to  $75,000,  over  what  it 
would  have  been  had  we  retained  our  old  fleet. 

Appearance  Has  Advertising  Value 

"These  figures  are,  to  us,  impressive ;  they 
have  a  tremendous  significance.  In  addition  to 
the  mere  dollars  and  cents  value  from  an  invest- 
ment point  of  view,  there  are  other  values  which 
are  significant.  Our  delivery  system  was  brand 
new  ;  the  trucks  were  a  credit  to  the  store,  and 
on  account  of  their  new  appearance  had  a  con- 
siderable advertising  value  in  this  respect ;  we 
have  had  no  breakdowns  and  no  delays ;  the 
drivers  have  just  cause  to  be  proud    of  their 


Adams  Furniture  Go's.  "White"  Truck 

trucks — these  trucks  work  perfectly,  and  they 
are  enabled  to  give  uninterrupted  service  to  de- 
liveries and  to  our  customers. 

"We  figure  that  we  will  have  made  a  profit- 
able investment  for  five  years  by  l^uying  the 
new  fleet.  We  figure  the  life  of  our  trucks  on 
a  mileage  basis  instead  of  on  a  yearly  basis.  Our 
policy  will  be  to  turn  in  such  trucks  continually 
on  which  the  cost  of  maintenace  seems  to  go  up 
mto  a  prohibitive  figure,  and  we  know  that  those 
trucks  having  the  worst  roads  to  travel  will  re- 
quire rejjlacement  oftener  than  those  that  travel 
roads  not  so  hard  on  them. 

"In  1922  our  package  trucks  averaged  15,000 
miles  per  year ;  our  furniture  trucks  averag'ed 
13,020  miles  per  year.  Our  package  trucks  aver- 
aged for  the  year  161  packages  per  day,  and  thev 
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traveled  50  miles  per  day,  average.  Possibly 
some  other  figures  might  l)e  interesting. 

Mileage  Per  Gallon 

"Our  mileage  per  gallon  of  gasoline  was  as 
follows : 

Package  Trucks 

1920  •■  6.6  miles  per  gallon 

1921   ■  ...  .7.3  miles  per  gallon 

1922   S.7  miles  per  gallon 

Furniture  Trucks: 

1920  ,  S    miles  per  gallon 

1921   •■  6.8  miles  per  gallon 

1922   (S    miles  per  gallon 

"This  increase  in  mileage  is  not  necessarily 
due  to  new  trucks,  but  is  due  to  our  having 
introduced  and  standardized  a  certain  mixture 
of  gasoline  and  benzol,  which  we  find  to  l)e  the 
most  efficient,  and  which  mixture  was  used 
consistently  during  1922.  whereas  in  the  other 
years  there  was  more  or  less  experimenting 
done  to  try  to  find  the  best  mixture.  Our 
mixture.  I  might  mention  at  this  time,  is  75 
per  cent.  ]:)enzol  and  25  per  cent,  motor  gasoline, 
h'or  every  hundred  gallons  of  this  mixture, 
therefore,  our  State  gasoline  tax  is  only  25 
cents,  whereas  if  we  had  used  one  hundred 
gallons  of  straight  gasoline,  it  w^ould  have  been 
$1.  This  we  accomplish  by  the  fact  that  we  do 
(lur  own  l)lending. 

'"The  following  figures  are  significant: 
Cost  of  Maintenance  per  Mile 
Package  'l^rucks: 

■  1920   22.7  cents 

•    1921   '..   19.2  cents 

1922   12.2  cents 

Furniture  Trucks: 

1920   26  cents 

1921     21.5  cents 

1922   10.9  cents 

"The  great  reduction  in  the  furniture  truck 
cost  ]jer  mile  between  1922  and  1920  again  justi- 
fies our  position,  as  this  is  the  result  of  having 
an  entire  fleet  of  new  furniture  trucks  in  opera- 
tion for  at  least  a  full  half  year,  which  was  not 
the  case  with  the  package  trucks,  although  the 
reduction  in  the.  package  trucks  was  46  per  ceni. 
over  1920  where  the  furniture  truck  reduction 
was  60  per  cent. 

Total  Cost  of  Maintenance  of  Fleet 

1920   $91,000 

1921   $79,000 

1922   $46,400 

"In  1922  our  cars  delivered  3.3  packages  per 
mile,  which  shows  the  distance  the  trucks  have 
to  go,  because  we  do  not  have  many  apartment 
houses  and  deliveries  are  separated  instead  of 
being  condensed. 

"As  a  result  of  the  new  fleet,  also,  we  have 
other  interesting  information  : 


Our  tire  cost  ])er  mile  for  1920  was  5.7 
cents  i)er  car  mile,  or  1.4  cents  ])er 
tire  mile. 

Our  tire  cost  i)er  mile  for  1921  was  4.1 
cents  ])er  car  mile,  or  1  cent  ])er  tire 
mile. 

Our  tire  cost  per  mile  for  1922  was  1.1 
cents  per  car  mile,  or  0.3  cents  i)er 
tire  mile,  due  to  the  fact  that  we  had  no 

troubles,  excejjt  in  rare  cases,  with  blowouts, 

])unctures,  and  delays. 

No  Spring  Trouble  for  Two  Years 

"Another  advantage  is  that  for  ai)i)roxi- 
mately  the  first  two  years  you  will  have  no 
spring  trouble  whatever,  whereas  with  cars  two 
years  old  spring  trouble  commences  to  be  bur- 
densome. 

"Then,  too,  after  a  certain  length  of  time 
your  demountable  rims  wear  out — they  be- 
come loose,  the  bolts,  lugs  and  ecpiipment  re- 
quire constant  watching  and  replacement.  With 
the  new  fleet  this  expense  and  annoyance  is  en- 
tirely eliminated,  and  in  addition  we  have  the 
benefit  i)f  the  new  im[)rovements  in  demount- 
able rims  which  are  furnished  with  the  new  cars. 

"There  are  many  other  things  1  might  men- 
tion merely  in  passing  which  help  to  emphasize 
the  value  of  new  equipment.  The  manufactur- 
ers have  now  built  their  trucks  to  take  improved 
tires  which,  on  account  of  heavier  construction, 
permit  increased  tire  mileage,  thereby  saving 
adapting  dUI  wheels  to  these  new  tires. 

Items  of  Economy 

"Tremendous  savings  are  effected  by  elimin- 
ating many  of  the  following  items  which  would 
])e  required  with  the  old  fleet: 

Replacing  wornout  bodies. 
Repairing  frames. 

Rec(jring  and  renewing  jiractically  all 
radiators. 

Renewing  and  repairing  springs. 

Renewing  and  replacing  mud  guards, 
drip  pans,  engine  hoods,  brake  drums, 
oil  bearings,  carbureters,  mufiflers,  mag- 
netos, differential  gears  and  parts,  trans- 
mission gears,  bearings  and  parts,  pistons, 
connection  rods,  piston  rings,  .shoulder 
blocks,  valves,  timing  gears,  clutches  and 
all  parts,  s])in(lles,  bushings,  relining 
brakes,  etc. 

"I  might  mention  that  the  renewing  of  brake 
drums  and  relining  of  brakes  would  have  been  a 
considerable  expense  and  trouble  with  the  old 
cars;  with  the  new  fleet  this  trouble  is  entirely 
eliminated  for  the  first  six  months,  and  then 
with  some  it  would  mean  only  an  occasiunal  re- 
newal of  the  brake  lining. 

"The  question  now  resolves  itself  dnwn  to 
thi.s — in  view  of  our  figures,  were  we  justified  in 
buying  a  new  fleet?  I  think  that  we  were. 
What  do  your  figures  show  ?" 
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What  Furniture  Merchants  Think 
of  the  Motor  Truck 

Cuts  Overhead,  Pleases  Customers,  Increases  Turn- 
over and.  Generally,  Speeds  up  Business— Well 
Maintained  Truck  a  Splendid  Advertisement 


Some  furniture  dealers  when  discussing-  this 
matter  have  expressed  the  opinion  either  that 
business  is  too  slow  to  justify  the  purchase  of 
a  motor  delivery  truck  or  their  turnover  is  not 
big  enough. 

The  logical  answer  seemed  to  be — Why  not 
buy  a  motor  so  as  to  increase  the  turnover  and 
put  more  pep  into  the  business?  However,  the 
editor  wanted  to  make  sure  that  this  was  the 
logical  answer  so  he  sent  out  a  few  letters  of 
inquiry  asking  retailers  if  they  used  trucks  and, 
if  they  did,  what  they  thought  of  them.  A  pile 
of  replies  came  back  and  it  is  quite  remarkable 
that  not  one  spoke  against  the  use  of  motor 
delivery.  The  following  quotations  are  taken 
at  random  from  these  letters : 

"It  would  be  impossible  to  do  Inisiness  without  one." 

"Will  buy  one  in  spring." 

"Capable  of  doing  the  work  of  two  teams." 

"Our  turnover  was  only  $43,000  in  1917  when  we 
bought  our  truck;  now  it  is  almost  three  times  that." 

"We  are  able  to  make  delivery  to  country  points 
and  there's  a  big  saving  of  time  in  local  deliveries." 

"It  is  a  good  advertisement." 

"I  can  give  prompt  delivery  and  better  service." 

"Can  make  quick  long-distance  deliveries." 

"The  chief  advantages  are  rapid  delivery  and 
economy." 

"One  truck  is  about  equal  to  two  single  horse 
drawn  wagons." 

"Improved  method  of  delivering  furniture;  larger 
carrying  capacity." 

"Our  costs  show  the  sum  of  $375.00  per  year  _  as 
operating  cost  of  Ford  truck  including  gas,  oil,  repairs, 
interest  and  depreciation." 

"Keep  of  team  including  feed,  bedding,  shoeing, 
ordinary  veterinary  attention,  $450.00  per  year,  as  com- 
pared with  gas,  oil,  tires,  repairs,  $300.00,  exclusive  of 
depreciation." 

"Saves  time,  especially  outside  the  village." 

"No  overhead  while  idle." 

"Operates  at  small  cost." 


"My  opposition  uses  one,  so  we  can't  get  along 
without  it." 

"We  use  horses  in  winter  but  in  summer  they  go  on 
a  farm  and  earn  their  keep." 

"Experience  has  taught  us  that  the  the  better  ser- 
vice we  render  to  our  customers  cannot  be  figured  in 
dollars  and  cents.  Prompt  delivery  helps  to  make  a 
satisfied  buyer.  We  employ  men  as  drivers  who  can 
do  all  repair  work  necessary." 

"Delivers   the  furniture   in   better  shape." 

"Quicker  and  better  service;  also  a  good  advertise- - 
ment." 

and  so  on.  The  refrain  is  the  same  always: 
couldn't  be  bothered  with  horses  any  more;  too 
slow.  Most  of  the  dealers  have  the  smaller  type 
of  truck  with  about  one  ton  capacity. 

We  also  asked  what  volume  of  turnover 
would  justify  the  purchase  of  a  truck  and  the 
opinions  vaiied  from  $5,000  to  $100,000.  One 
of  the  dealers  said  "I  bought  my  truck  to  build 
my  turnover."  This  seems  to  put  the  whole 
matter  in  a  nutshell.    Other  opinions  were: 

"To  our  mind  it  is  not  so  much  the  turnover  that 
allows  a  man  to  use  a  truck;  service  is  what  counts, 
and  prompt  delivery." 

"I  do  not  know,  but  our  turnover  in  1932  was 
.$.■',3,000. " 

"Depends  largely  on  class  of  business." 

"Our  turnover  was  onl}'  $33,000  the  year  we  bought 
the  truck  (1917)  and  it  is  now  almost  three  times  that" 
(this  is  a  city  of  less  than  30,000). 

"We  did  not  consider  our  turnover  but  bought  a 
truck  so  that  we  might  get  a  turnover  worth  while." 

Finally  a  live  dealer  in  Hamilton  sums  up 
this  way : 

"We  spend  a  lot  of  monev  in  putting  trucks  out 
that  are  a  credit  to  us  with  our  name  and  slogan  paint- 
ed on  them,  and  we  build  large  wooden  tops  that  will 
carry  any  quantity.  Our  truck  today  is  on  a  trip  of 
150  miles.  Last  week  we  were  in  Welland;  another 
day  at  Niagara  Falls.  In  fact  we  have  had  trips  just 
lately  to  Windsor  and  our  country  trade  has  grown 
because  we  deliver  the  goods  right  to  our  customer's 
doors.  This  is  appreciated  by  people  who  are  not  near 
a  railway  station  and  it  saves  us  crating  the  goods 
which  costs  a  lot  of  monev." 
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Early  17th  Century  English 

Oak  timbered  room  with  plaster  walls  and  ceiling, 
Pine  floor,  Hand  Wrought  Iron  lighting  fixtures,  stone 
fire  place ;  to  the  left  of  fire  place  the  oak  pipe  rack,  side 
table  and  Lancashire  rocking  chairs  are  all  original 
pieces.  To  the  right,  oak  corner  cupboard  also  orig- 
inal. Tudor  fire  screen  decorated,  barrel  chair  in 
crewel  work.  Chesterfield  in  plain  wool  tapestry 
backed  by  an  antique  Italian  Table  of  the  15th  Cen- 
tury. Jacobean  stools  and  coffee  tables  are  re- 
productions, also  console  table  by  the  window.  Two 
Windsor  chairs,  fall  leaf  table,  pewter  vases,  candle 
sticks,  are  'original.  Rugs,  oriental — Exhibit  by  T, 
Eaton  Co.  at  Canadian  National  Exhibition. 
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Eighteenth  Century  Bed-Room 

This  Bedroom  is  a  modern  adaptation  of  a  late  18th 
Century  chamber.  The  set  is  an  English  classic  with 
a  pronounced  French  influence  as  interpreted  by  John 
Shearer ;  mahogany  with  panels  inlaid  with  tulip  wood, 
and  hand  decorated,  showing  glowing  flower's  sub- 
dued by  mastic  varnish.  Side  lights  are  from  Paris 
in  antique  brass,  Louis  XII  Period.  Chaise  Longue  in 
glazed  chintz,  hair  and  down  filling — Shown  by  T. 
Eaton  Co.,  at  Canadian  National  Exhibition. 
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Doesn't  This  Look  Like  a  Real  Sale? 

And  it  Was — Adams  Half-million  Dollar  Trade  Expansion 
Sale  Surpassed  All  Expectations — Demonstrates  the  Fact 
that  the  Public  will  Buy  When  Convinced  of  Values 


Trade  had  l)ecn  rinmins;-  along  fairly  well  with 
the  Adams  h'urniture  L'n.  in  Toronto  during  the 
early  part  of  tlie  fall,  hut  then  it  began  to  lose 
its  "pep"  and  it  ]o<rkL'd  as  if  it  might  get  worse 
instead  of  better.  So  it  was  decided  that  a  dose 
of  some  sort  of  medicine  was  required  to  set  it 
u|)on  its  feet  again.  .\  consultation  was  held 
and  the  remedy  i)rescribed  was  the  "Half  Mil- 
lion Dollar  Trade  I'lx|)ansion  Sale." 

Dealers  may  ask  themselves  what  was  the 
significance  of  this  name.  Adams'  frankly  ad- 
mit that  it  had  no  significance  other  than  they 
wanted  more  business  and  they  didn't  want  to 
use  any  of  those  ripe  old  chestnuts  about  hav- 
ing to  raise  a  Hundred  Thousand  Dollars  within 
a  week-  Such  headline  excuses  are  not  condu- 
cive to  increased  prestige  and  have  a  decidedly 
antique  flavor  about  them  that  has  lost  its 
ai)peal  to  the  public  taste.  So  it  was  a  question 
of  giying  it  a  name,  witht)ut  a  hard  luck  excuse, 
and  the  "Half  Million  Dollar  Trade  Expansion 
Sale"  was  decided  upon. 

Adams'  believe  in  advertising  and  they  back- 
ed up  their  belief  with  a  big  appropriatiim  for  a 
two  week's  campaign.  A  firm  needs  to  have  the 
courage  of  its  convictions  when  it  comes  to  lay- 
ing out  several  thousands  of  dollars  in  a  few 


days  on  something  so  intangible  as  newspaper 
space.  But  in  this  case  their  faith  was  certainly 
justified  by  the  results. 

They  started  off  on  Monday  three  days  be- 
fore the  sale,  with  a  ""teaser"  advertisement 
which  ga\e  no  definite  information  regarding 
what  was  to  come,  but  simply  stated  that  in  an 
early  issue  the  Adams  Furniture  Company  would 
make  an  announcement  of  keen  interest  to  the 
])u])lic  of  'J'oronto  and  asked  the  readers  to  be 
on  the  look  out  for  it.  The  following  evening 
an  advertisement  appeared  which  stated  that  the 
store  would  be  closed  all  the  following  day  for 
the  purpose  of  marking  down  all  the  goods  in 
the  store  in  prei)aration  for  a  big  sale.  Then  on 
Wednesday  a  two-page  spread  was  inserted  in 
both  evening  newspapers,  which  featured  the 
o[)ening  of  the'  sale  on  Thursday  morning  and 
listed  a  large  number  of  offerings  at  reduced 
])rices.  The  results  of  that  announcement  are 
shown  in  the  above  photograph.  An  hour  before 
the  store  opened  the  crowds  had  gathered  around 
the  doors  and  it  was  necessary  to  have  a  police- 
man on  duty  to  handle  the  trafific.  Several  times 
during  the  day  the  doors  had  to  be  closed  as  the 
crowd  in  the  premises  was  interfering  with  the 
efficient  handling  of  the  business. 

During  the  ten  days  f';)llowing  Adams  con- 
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tinned  their  feature  advertising".  Advertisments 
appeared  every  evening  in  both  newspapers, 
generally  full-i)age  space,  and  the  momentum  oi 
the  sale  was  kept  up  almost  to  the  last  day. 

Sales'  Staff  Trebled 

The  business  secured  was  far  in  excess  of 
what  had  been  expected,  and  the  facilities  of  the 
store  were  strained  to  the  limit  in  the  handling 
of  it.  However  preparations  had  been  made  for 
emergencies  and  the  organization  was  overwork- 
ed, but  not  overwhelmed.  The  sales'  staff  was 
trebled  for  the  event,  and  every  man  had  his 
hands  full.  The  chief  difficulty  arose  in  the  de- 
livery department,  where  the  same  flexibility  ot 
expansion  was  not  possible  owing  to  the  limited 
warehouse  and  loading  facilities.  In  order  to 
overcome  this  as  far  as  possible  and  place  the 
furniture  in  the  homes  of  the  customers  within 
a  reasonable  time  after  purchase,  a  night  shitt 
was  put  on,  and  the  goods  were  delivered  from 
the  earliest  hours  in  the  morning  to  the  latest 
hours  at  night  that  admittance  could  be  gained 
without  disturbing-  the  rest  of  the  householders. 

The  credit  department,  too,  had  quite  a  prob- 
lem on  its  hands.  Close  on  a  thousand  new  ac- 
counts were  opened  up  and  the  proper  investi- 
gation of  these  in  a  short  space  of  time  involved 
a  great  rush  of  work.  Consequently  every  mem- 
ber of  the  sales'  staff'  that  had  any  experience  in 
credit  work  was  conscripted  for  duty  in  that 
department. 

The  Results  of  the  Sale 

Discussing  the  results  of  the  sale  with  the 
"Furniture  World,"  Mr.  Godard,  advertising 
manager  of  the  company,  stated  that  in  eight 
business  days  more  than  $250,000  worth  of  furn- 
itu-e  was  sold.  "Why  such  remarkable  buying 
activity  developed  is  a  little  difficult  to  under- 
stand. The  fact  is,  I  think,  that  the  public  had 
got  into  a  mood  of  procrastination  and  was  put- 
ting- off  its  purchases  of  furniture  from  week  to 
week  and  from  month  to  month.  The  trade  was 
dammed  up  and  it  needed  a  pretty  powerful 
charge  of  dynamite  in  the  form  of  publicity  to 
break  a  gap  in  the  dam,  but  when  that  was  done 
the  demand  came  through  with  a  rush.  Some 
may  say  that  a  sale  of  this  kind  is  bound  to  have 
a  reaction  on  future  business,  but  from  the  after- 
effects I  am  convinced  rather  that  it  has  been 
instrumental  in  opening  up  business  and  loosen- 
ing purse  strings  to  the  general  advantage  of 
the  trade-  A  most  satisfactory  phase  of  the 
situation  was  the  large  percentage  of  the  pur- 
chase price  which  the  average  customer  paid 
down  in  his  first  deposit  showing  money  was 
plentiful  enough.  The  credit  department  report 
the  condition  in  this  regard  as  very  satisfactory. 

"Today  we  find  ourselves  with  close  on  a 
thousand  new  accounts  on  our  books,  with  our 
stock  cleaner  and  l(_)wer  than  it  has  been  for  a 
long  time,  with  our  business  for  the  last  month 
increased  one  hundred  per  cent,  over  what  it 
would  normally  have  been,  and  with  no  unfav- 
orable reactions  from  our  big    campaign,  but 


rather  a  freer  flow  of  business  than  before  it. 
It  looks  to  me  like  a  remarkable  commentary 
on  the  power  of  advertising-" 


150,000  Saw  it  in  One  Week 

The  Thomas  Furniture  Co.,  Ltd.,  London, 
hit  on  a  novel  plan  for  impressive  advertising 
during  the  recent  Western  Fair  in  the  new 
Manufacturers'  building,  in  that  city. 

Not  being  permitted  to  actually  take  space 
themselves,  the  Thomas  people  induced  several 
manufacturers  to  apply  for  space,  with  the  result 
that  a  long  unbroken  show  of  furniture  came 
into  being,  redounding-  not  only  to  the  credit  of 
Thomas  but  to  the  several  manufacturers  as 
well. 

F>efore  the  new  building  was  completed 
Thomas  had  all  arrangements  completed,  realiz- 
ing that  the  splendid  new  structure  would  cre- 
ate more  than  the  usual  interest  in  the  AVestern 
Fair. 

All  in  all  over  2,300  square  feet  of  space  was 
utilized.  In  one  place  nine  manufacturers 
exhibited,  making  an  unbroken  chain  not  even 
marred  by  unsightly  booth  dividers.  The  main 
exhibit  was  placed  along  the  outer  wall ;  the 
windows  were  draped  with  taupe  colored  denim. 

Handsome  Settings 

On  the  big  day  of  the  fair  no  less  than  50,000 
visitors  viewed  with  ]:»leasure  the  comprehensive 
showing,  as  it  embraced  all  lines.  The  first 
space  was  occupied  by  the  Heywood-Wakefield 
Company,  where  six  carriages  were  set  upon  a 
made  up  green  lawn,  with  a  path  lined  with 
stones.  A  large  fern  set  in  an  imitation  flower 
garden  lent  reality  to  the  whole  scene.  A  model 
of  a  six-year-old  girl  was  seen  to  be  pushing  a 
lovely  doll  cab.  Naturally  this  exhibit  stopped 
thousands  of  mothers  and  kiddies. 

The  next  space  was  taken  by  the  Elgin 
Davenport  Co.,  Toronto,  in  which  divanettes  in 
tapestry  and  leather  were  shown  both  open  and 
closed.  Alongside  this  latter  exhibit  the  Andrew 
Malcolm  Company.  Kincardine,  showed  a  lovely 
walnut  suite  in  Italian  Rennaissance  design. 

Then  came  two  spaces  occupied  by  the  De- 
Luxe   L;pholstering   Company   with    two  large 


Why  not  Have  Old  Santa  in  Your  Slore? 

It  would  be  too  big  an  undertaking  for  the 
average  furniture  store  to  stage  a  Santa  Claus 
parade  on  its  own  account,  but  with  several  stores 
working  in  conjunction  it  has  been  carried  out 
most  effectively.  Big  department  stores  general- 
ly arrange  it  so  there  are  a  number  of  novel  floats, 
representing  various  animals  perhaps,  leading  the 
parade,  while  Santa  Claus  brings  up  the  rear  in  a 
decorated  car.  When  he  reaches  the  store,  he 
may  climb  a  ladder  and  enter  by  a  top  story  win- 
dow. Several  concerns  might  co-operate  on  a 
scheme  of  this  sort,  which  would  undoubtedly 
arouse  public  interest — particularly  the  interest 
of  the  younger  folks. 
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mohair  suites.  The  Kreiner  l''uriiiture  Co., 
manufactured  the  chesterticl  tables  and  desks  in 
this  exhibit.  'i\vo  models,  a  lady  and  a  ^^cntle- 
man  sittinj^  in  quite  natural  ])ositions  created  no 
little  interest. 

Next  in  line  came  a  lovely  walnut  dining 
suite  by  the  Beaver  Furniture  Co.,  of  Kitchener, 
consisting  of  11  ])ieces,  including  a  serving  table 
and  a  large  mirror. 

As  the  thousands  wended  their  way  down  the 
broad  aisle  they  next  came  to  the  exhibit  ot 
Farquharson  and  Clifford,  Stratford,  who  made 
quite  a  hit  with  their  Avalnut  finished  Nufold 
Bed  with  mohair  covering,  to  say  nothing  of  the 
taupe  chesterfield  suite,  a  new  American  design. 
The  last  space  in  this  row  displayed  an  ivoiy 
bedroom  suite  turned  out  l)y  Andrew  Malcolm. 
Kincardine. 

Opposite  the  main  display  a  handsome  four- 
posted  bed  carried  the  Fischman  mattress. 
These  mattresses  were  particularly  well  display- 
ed, since  one  was  shown  dissected. 

.\nother  sjiace  was  taken  up  by  a  complete 
display  of  kiddies  toys,  automobiles,  dolls,  etc.. 
and  attracted  thousands  of  the  little  folk. 


In  another  i)art  of  the  building  but  on  the 
same  floor  the  Thomas  people  had  set  u])  a 
model  kitchen  with  Sellers  kitchen  cabinets  the 
main  attraction.  The  new  Sellers  model  lady- 
stopped  thousands  and  made  the  good  house- 
wives envious. 

In  the  pure  food  section  Thomas  also  set  up 
a  c()m])lete  dis])lay  of  Congoleum  Rugs.  The 
cut-out  of  a  man  pointing  to  the  gold  seal  got 
over  in  a  big  way,  with  a  result  that  there  were 
hundreds  of  inquiries  for  these  ])opular  rugs. 

Downstairs  a  display  of  stoves  drew  a  large 
crowd  of  prospects  for  the  Harrison  Stove  Com- 
pany, which  line  is  controlled  in  London  l)y 
Thomas.  Then  again  the  Maxwell  people  of  St. 
Marys  had  a  very  nice  dis])lay  of  washing  ma- 
chines which  are  also  handled  by  Thomas. 

Throughout  the  whole  series  of  exhibits  Con- 
gcjleum  Rugs  were  used  to  cover  the  floor  with 
the  exception  of  the  elaiborate  dining  or  living- 
room  suites,  when  Wilton  Rugs  were  ])laced  on 
top  but  still  showing  Congoleums. 

Di.splay  cards  were  all  uniform.  All  in  all 
it  was  a  wonderful  show.  ])erhai>s  the  greatest 
ever  attempted  by  anv  one  lirm  in  a  citv  the 
size  of  London. 
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Business  Courtesy — The  Basis  of  Salesmanship 


By  DAVID  ANDREWES 


In  Lanuary  issue  of  the  Furniture  World,  the 
writer  contributed  an  article  under  the  heading 
of  "Make  a  Friendship  every  sale."  Some  of 
the  points  em]:)hai/.ed  were  "know"'  and  "like" 
your  merchandise,  don't  be  aPraid  of  work,  and 
the  great  i)ossil)ilities  in  sale  of  modern  furni- 
ture. 

The  writer  has  had  a  very  wide  and  general 
merchandising  experience.  A.t  the  age  of  nine- 
teen Avas  travelling  \\'estern  Ontario  as  repre- 
sentative of  a  manufacturing  concern.  We  sold 
all  we  could  for  cash.  However,  if  a  customer 
was  short  of  cash,  the  writer  would  (|uite  often 
trade,  taking  cloth,  dress-goods,  linen,  shoes, 
etc.  If  butter  and  eggs  were  customers'  chief 
stock-in-trade,  we  took  butter  and  eggs.  Busi- 
ness Courtesy  was  just  as  big  a  factor  then,  as 
now.  What  is  courtesy?  The  way  the  diction- 
arv  describes  it  is  "Kindness  or  Civility."  The 
writer  w-ould  like  to  add  to  this  definition 
'^'Honesty  of  jiurpose  in  merchandising"  or  in 
other  words  "Business  Courtesy."  The  writer 
had  at  that  time,  many  very  good  customers 
who  would  say  "look  through  my  stock  your- 
self, and  if  I  need  anything  in  your  line  'bring  it 
in."  In  those  days  we  carried  made  up  stock 
along,  driving  from  town  to  town.  The  custom- 
ers' confidence  was  never  betrayed,  the  writers- 
earnest  endeavor  was  always  to  sell  as  much 
merchandise  as  jjossible  but  in  so  doing  to  sell 
goods  that  would  meet  customers'  requirements, 
and  in  quantities  that  could  be  sold  in  a  reascm- 


able  time.  Many  young  salesmen  spoil  for  all 
time  what  might  |)ossibly  have  been  a  good 
steady  customer  by  once  over-loading  him  or 
selling  him  a  large  (piantitv  of  merchandise 
whit'h  was  unsuitalde  to  his  trade. 

Were  you  Courteous? 

Courtesy  has  many  phases.  The  courtesy  of 
Manager  to  Staff.  '1  he  courtesy  of  .Staff'  to 
Manager.  The  courtesy  oil  Sales  people  to  each 
other,  and  last  but  not  least,  the  courtesy  of  all 
concerned  to  the  customer,  for  to  a  very  greai 
extent  business  success  depends  on  courteous 
treatment  of  prospective  customers.  Occasion- 
ally a  salesman  will  meet  with  a  customer  so 
discourteous  that  there  arise  doubts  in  his  mind 
as  to  the  necessity  of  being  courteous.  My  ques- 
tion has  always  been  "Were  you  courteous?"  If 
so  you  have  done  your  part.  If  not,  you  have 
much  to  learn. 

.Sijeaking  of  courtesy  of  nianager  to  staff',  one 
of  the  most  pleasing  recollections  that  the  writer 
has  of  his  first  job  was  the  cheery  wholehearted 
"Ciood  Morning"  received  from  the  boss.  He 
was  a  hustler,  every  one  had  to  travel  fast,  the 
hours  were  long,  and  the  pay  small,  but  his  good 
morning,  would  make  you  forget  and  forgive  a 
lot,  and  make  the  day  seem  very  much  brighter. 
Let  the  past  be  past,  it  w-as  a  new  day,  and  the 
old  world  not  such  a  bad  place  in  which  to 
live. 
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How  to  Advertise  a  Furniture  Store 

No.  4 — Institutional  and  Prestige  Advertising 

By  OWEN  GURNEY 
Burroiighes  Furniture  Company,  Ltd.,  Toronto,  Ont. 


This  is  the  fourth  of  a  series  of  articles  specially  prepared  for  the  "Furni- 
ture World"  by  Mr.  Gurney.  The  aim  is  to  deal  with  the  advertising  pro- 
blems of  the  smaller  merchant,  in  particular,  beginning  with  the  elementary 
principles  of  lay-out  and  copy  and  working  up  to  the  more  advanced  phases 
of  the  art  of  publicity.  Our  readers  are  invited  to  submit  enquiries  and  an 
endeavor  will  be  made  to  supply  helpful  answers  in  every  case. 


Some  furniture  stores  confine  their  adver- 
tising to  sensational  bargain  announcements 
featuring,  prices  set  in  big'  type  and  challenging 
competition.  Other  concerns  concentrate  their 
advertising  efforts  in  creating  a  feeliiig  of  con- 
fidence in  their  store,  the  service  which  they 
give  and  their  merchandise. 

The  institution  which  enjoys  the  widest  pat- 
ronage is  that  which  judicially  combines  pres- 
tige advertising  with  copy  that  ofl:ers  convincing 
bargains.  It  reaches  and  appeals  to  all  classes. 
The  family  that  does  not  have  to  study  price 
sees  that  furniture  of  unusual  merit  may  -be 
bought  at  that  store  and  the  bread-winner  in 
receipt  of  but  a  meag're  income  finds  he  can 
obtain  very  special  values  at  about  the  price  he 
is  willing-  to  pay. 

When  a  store  frequently  publishes  high-grade 
institutional  copy  it  adds  more  weight  to  its  bar- 
gain offers.  The  institution  has  gained  the 
confidence  of  the  public  through  its  well  written, 
refined  advertising  and  naturally,  when  it  comes 
out  with  a  bargain  announcement  it  is  g'oing  to 
carry  a  convincing  message  to  its  readers. 

Sometimes  the  whole  advertisement  may  be 
given  to  institutional  copy,  or,  if  the  space  is 
large,  prices  may  be  featured  in  the  greater  part 
and.  a  certain  section  reserved  for  dealing  with 
the  policy  of  the  store  or  in  describing  some 
extra  good  or  unusual  type  of  Ourniture.  Let  us 
examine  a  few  examples  of  prestige  advertising: 

(A)  The  advertisement  of  the  Pasadena  Fur- 
niture Co.,  is  one  of  the  most  beautiful  that  has 
come  to  the  writer's  attention.  The  art  work  is 
exceptionally  good,  and  the  whole  layout 
although  ver}^  simple,  is  in  absolute  harmony 
and  the  copy  is  easy  to  read. 

Note  the  Italian  atmosphere  imparted  by  the 
light  background  sketches  of  the  coliseum,  tem- 
ple ruins,  gondolas,  etc.  These  are  merely  sug- 
gested so  as  not  to  over-shadow  the  furniture 
pieces,  which  are  of  course  the  most  important. 
If  Ave  were  not  acquainted  with  the  Pasadena 
furniture  stores,  just  a  glance  at  that  advertise- 
ment Avould  impress  one  with  the  feeling  that 
here  is  a  first-rate  firm  conducted  upon  lines  of 
high  business  ideals.  Copy  of  this  nature,  if  run 
occasionally,  will  do  a  whole  lot  to  create  pres- 


tige. If  your  eyesight  is  good,  or  with  the  aid  of 
a  magnifying  glass  you  will  be  able  to  read  the 
body  matter.  Note  how  well  it  is  written — clear, 
conservative  sentences  avoiding  superlatives  and 
extravagant  adjectives,  yet  withal  leaving  an 
impression  of  superlative  quality. 

(E)  Another  specimen  of  a  beautifully  de- 
signed advertisement  is  shown  in  the  reproduc- 
tion of  a  full-page  masterpiece  from  the  House 
of  Howald.  Not  a  price  is  mentioned.  It  was 
not  written  to  ])ull  Imsiness  along  certain  lines 
within  a  few  hours  of  the  publication  of  the 


Ten  Floors  in  a  Locition  That  Enables  Us  to  Sell  for  l.t 


r 


I  l^es  from  Italian Ji$lor)r| 


To  ih<i\e  I' 

rhc  Tcnnd  Styles  m  hirniture  h.nc  an  .ippc.il 
aside  Irom  rhcir  decnr.imc  \<»Kic,  comlorr  ut 

Utllll> 

The  (inum  n(  these  dosiens 
IS  very  mtcrcstme  and  otten 
rom.intic.  Sometimes  their 
inrroduction  marl^s  a  phase 
of  uorld  progress  that  has  a 
distinct  mllucnce  on  affairs 
o(  today, 

erly  found  only  m 
homes  of  the  \try  rich.  Pe- 
riod style  furniture  is  today 
iitable  fo. 


Desi],'ns  of 
the  Italian 
Renaissance. 
su£b  as<eh<isc 
pictured  lure 
and  (uund  in  our 
comprehensive  dis- 
plays, arc  rich  in 
historic  association 
and  artisnr  ch 


83-91  North  Raymond  Avenue 


Phone  Colorado  82(Mt 
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announcement.  Its  preparation  was  with  the 
object  of  impressing  the  pulblic  with  the  excel- 
lent service  and  dependability  of  the  Howald 
store,  and  because  of  such  publicity,  when  that 
concern  does  run  a  cut-price  sale  advertisement, 
it  must  undoubtedly  pull  (better  than  the  aver- 
age. 

If  the  copy  had  been  condensed  a  little  and 


Freight  Paid  to 
Alt  Shipping 
Point,  in  U.  S. 


f2^\^^  Charge  Accoun.. 
%/'/         Opened  for  tt.e 


of^tiknlTandsco 
GeaQT Street,  bet.  Sti)rk±ousadI>awtll 


Conyeniencc  of 
Our  Cuslomcra 


Gateleg  Table  aind  Four  Giciirs 

ill  mahogany  finish 

$69.00 

—The  Jolin  Breunrr  Co,  of  San  Fr.^r.Ko  Mock  o(  mcrch.in- 
dljc.  including  as  it  do«,  much  moderate  pnccd  furniture, 
makra  small  outlay  go  a  long  way. 

 By  rca5on  of  this  sloit's  rcpotabon  (or  fine  tumishinp  many 

oome  seeking  quality  and  find  low  pncc  as  well.  As  an 
example  we  present  the  above  tabic  and  chairs. 

 Forty-two  mches  in  diameter  u  the  size  of  tlie  table  lop 

wticn  the  leaves  are  raised.'  There  is  also  a  drawer  for  napery 
and  mIvct  Chairs  are  of  ihr  quaint  Windsor  typ« — properly 
coo-.tnictcd  and  nicely  finished  m  Tudor  to  match  table 


A  Revision  of  Price 

on  th<^  larger  portion  of         line  of 

A-B  Gas  Ranges 

Formr.Hy  Now 

-  rn.imcl  A-B  Ranje  S90.00  375.00 

c  CTiund  A-B  KanKc  125  00  9r.,<>0 

!  oiamd  A  B  Range  200.00  167.50 

L  aaiDd  A-B  Range  MO  00  ft7.00 

1  «isfTK:l  A-B  Range  70.00  57. 50 

t  and  bl«k  cnamd  A-B  Rwgt..  ^0.00  70.00 

c  enamel  A-D  Ransr:  275.00  23S.0O 

c  pod  blatk  enamel  A^B  Ranst,-  90  00  70.00 

I  oianitl  A-B  Range                  65.00  47. 50 

:  enamel  A-B  Ranse  110  00  95.0O 

t  enamel  A-B  Range  160.00  135.0O 

J  indaJe  leflmg  op  anJ  amrteAig  m  yoar  bonv. 


Thi«  Qiesl 

(  made  of  oak.  cxqi 


illustialcd  l>cloi 
cJiromed  and  iinished.    It  is  a  copy  c 
an  old  Florentine  bndal  chest, 
— Mur.ty  records  tell  us  that 
chests  of  this  character  were 
extensively  used  for  slonng 
rare  tapestries  and  laces — 
^also  ai  seals,  and 
lor  their  dccoi 

■ — 1 1  IS  a  type  of  furniture 
rarely  thought  of  by  those 
ivho  arc  furnishing  at  the 
present  day.  yet — it  will 
often  Fill  a  space  i 
m  a  way  that  no  other  ob- 
lect  can  attomplish. 


Worthwhile  Reductions 
in  Fine  Dining  Room  Furniture 


,.1„B  di.m 


lOlJMxe  oak  "dJ  wibut  dinms  i< 
1C4j«m  va\Dtit  duimg  luiW--. 

7-pte«  wilmji  dmuig  luirtt  

lO^iww  wilniil  iljQing  •JJ'"  

l(^]W:f  Tuican  wslmtf  dininB  ■ 


..$1  son,  DOW  9050 

...$730.  now  9500 

.  »)20  now  »35« 

 5625  now  HOO 

,.__SS2S.oowe3T5 


of  all  States  that  "The  Brunswick  Phonograph 
completes  the  Home  Ideal."  That  statement 
should  not  be  applied  in  both  instances.  It  mars 
an  otherwise  splendidly  written  piece  of  copy. 

(C)  Although  the  advertisement  of  the  John 
Breuner  Co.  of  San  Francisco,  quotes  prices  in 
most  instances,  the  manner  in  which  it  is  written 
and  illustrated  characterises  the  store  as  toeing 
one  of  exceptional  integrity  and  an  institution 
that  offers  services  as  well  as  merchandise.  It 
is  a  long  way  removed  from  the  usual  style  of 
publicity  that  shrieks  bargains.  This  is  indeed 
a  fine  example  of  an  advertisement  that  speaks 
oi  good  values  as  well  as  emphasizing  quality. 

The  sketch  of  the  gate-leg  tatole  and  AVindsor 
chairs  is  attractive,  but  that  of  the  old  Floren- 
tine bridal  chest,  although  good  in  the  original 
new-spaper  print,  cannot  be  clearly  distinguished 
in  the  reduced  copy. 

"By  reason  of  this  store's  reputation  for  fine 
furnishings  many  come  seeking  quality  and  find 
low  price  as  well,"  reads  the  middle  paragraph 
referring  to  the  gate-leg  table  and  chairs.  A 
splendidly  constructed  sentence  with  a  great 
deal  of  meaning.  That  section  of  the  advertise- 
ment dealing  with  chests  appeals  strongly  to  the 
imagination.  Romance,  beauty  and  utility  are 
the  important  factors  that  make  a  strong  impres- 
sion with  cultured  people.  No.  prices  are  quoted 
in  this  chest  copy.  The  size  of  the  John  Breuner 
advertisement  is  4  columns  wide  by  17^-2  inches 
deep. 

Most  of  the  illustrations  used  in  the  forego- 
ing examples  were  undoubtedly  drawn  specially 
for  the  occasion.  This  is  of  cotirse  only  within 
reach  of  the  large  stores.  The  small  st(ire  how- 
ever, can  obtain  some  really  good  illustrations 
through  a  high-grade  mat  or  cut  service.  The 
best  services  usually  charge  according  to  the 
size  of  the  town  in  -which  the  dealer  is  located. 
This  enables  the  proprietor  of  a  furniture  store 
in  a  small  town  to  buy  a  splendid  service  for 
very  much  less  than  a  merchant  in  a  large  city 
would  be  charged  for  exactlv  the  same  thing'- 


the  first  two  or  three  paragraphs  set  in  12  point 
instead  of  10  point,  it  would  lead  the  reader 
more  easily  into  the  toody  matter.  x\lso  note 
that  one  paragraph  starts  off  with  the  statement 
that  "Draperies  and  Rugs  complete  the  furnish- 
ing of  the  ITome  Ideal"  and  the  last  paragraph 


The  "Color"  Appeal 

One  way  to  stimulate  interest  in  your  child- 
ren's gift  department  is  to  get  hold  of  a  little 
negro  boy,  dress  him  up  in  a  fancy  suit  and  silk 
hat,  if  available,  and  use  him  as  a  sort  of  novelty 
demonstrator.  He  can  be  used  part  of  the  time 
outside,  if  weather  permits,  patrolling  the  side- 
walk in  front  of  your  store  in  a  toy  automobile,  as 
well  as  in  the  window  and  in  the  gift  department 
itself.  If  he  can  sing,  "Yes!  We  have  no  Ban- 
anas," or  "Barney  Google,"  he'll  make  a  hit.  A 
live,  novelty  attraction  of  this  sort  has  proved  a 
remarkable  crowd-producer.  The  costume  is  a 
very  important  point — it  should  be  striking  and 
pretty. 
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Just  Sparkling  with  Ideas 


Another  Little  Batch  of  Suggestions  that 
Will  Help  the  Merchant  Who's  Out  to  Get 
His  Share  of  the  Christmas  Business 


Offer  a  Christmas  prize  for  the  best  essay  on, 
"Hov/  to  make  a  Home  beautiful,"  written  by  any 
boy  or  girl  under  a  certain  age  limit,  say  four- 
teen years.  The  prize  for  the  boy  might  be  an 
artillery  car  or  toy  automobile,  and  for  the  girl,  a 
doll's  carriage  or  small  sewing  cabinet.  The  con- 
test could  be  carried  out  most  successfully 
through  the  co-operation  of  the  school  teachers 
which  should  be  readily  forthcoming.  Some  of 
the  teachers  might  be  asked  to  act  as  judges,  and 
also  your  newspaper  editor,  in  case  the  teachers 
might  be  thought  prejudiced. 

Such  a  contest  would  undoubtedly  arouse  the 
interest  of  the  parents  as  well  as  the  chi'dren, 
and  would  naturally  tend  to  make  them  think 
more  about  furniture  and  home  furnishings.  The 
very  fact  of  your  offering  a  Christmas  gift  from 
your  stock  would  also  help  to  advertise  your  store 
as  a  place  to  secure  gift  merchandise..  Perhaps 
the  best  arrangement  with  regard  to  the  prize 
would  be  to  make  it  known  that  the  winner  could 
pick  any  article  he,  or  she,  liked  from  the  child- 
ren's gift  department. 


Are  You  Prepared  to  Give  Complete 
Service  in  Delivery? 

It  will  help  to  get  more  Christmas  gift  busi- 
ness for  your  store  if  your  customers  know  that 
you  are  prepared  to  give  them  good  service  in  the 
matter  of  delivery.  A  great  number  will  want 
to  send  gifts  out  of  town  and  if  you  will  undertake 
the  responsibility  of  packing,  mailing  and  express- 
ing goods  for  them,  it  is  going  to  be  quite  a  fac- 
tor in  persuading  them  to  make  their  purchases 
from  you.  This  involves  some  extra  trouble,  of 
course,  but  if  you  want  the  business  you  have 
got  to  give  service.  You're  up  against  the  com- 
petition of  merchants  in  other  lines  who  do  so 
and  let  their  customers  know  about  it  in  their 
advertising.  That  last  is  an  important  point.  If 
you  have  any  special  service  to  offer,  you've  got 
to  make  it  known  to  the  public. 


Little  Conveniences  Customers  Appreciate 

A  successful  plan  used  by  several  dealers  last 
year  for  the  holiday  season  consisted  of  giving 
a  Christmas  card  with  every  article  sold.  The 
cards  were  of  good  design  and  quality  and  there 


was  such  a  selection  that  customers  did  not  hesi- 
tate to  use  them  with  the  gifts.  The  cards  were 
signed  and  enclosed  with  the  goods.  The  deal- 
ers who  used  this  plan  report  that  it  was  an 
excellent  builder  of  good-will,  many  customers 
remarking  that  it  was  a  real  convenience. 


How  a  Rubber  Stamp  May  Help 

Have  a  rubber  stamp  made  bearing  the  words, 
"Christmas  Gifts  for  the  home — Buy  them  at 
Blank's."  Arrange  with  a  local  news  agent  to 
let  you  stamp  every  paper  and  magazine  he  has 
in  stock  with  this  stamp.  Thus  your  message 
will  come  to  the  attention  of  everyone  who  buys 
a  newspaper  or  magazine  from  the  agent  and 
cannot  fail  to  have  beneficial  results.  It  is  true 
that  the  stamping  requires  considerable  time,  but 
it  should  be  worth  one  trial.  The  newsdealer 
may  not  be  quite  favorable,  but  he  may  be  won 
over  with  the  gift  of  an  artillery  car  for  the  use 
of  his  delivery  boy. 

The  rubber  stamp  will  also  come  in  useful  for 
stamping  advertising  material  supplied  by  the 
manufacturers,  where  such  material  does  not  al- 
ready bear  the  dealer's  name. 


The  Christmas  Tree  Truck 

There  is  an  old  stunt  that  has  been  in  use  so 
long  one  would  think  that  practically  every  pro- 
gressive dealer  would  use  it..  The  stunt  is  good 
but  so  far  as  we  know,  there  is  only  an  odd  one 
here  and  there  that  takes  the  trouble  to  do  it.  It 
consists  in  buying  a  small  Christmas  tree — a  real 
one — and  fixing  it  upright  in  the  delivery  truck. 
A  sign  is  attached  telling  the  Christmas  buyers 
that  at  Johnston's  store  is  the  very  best  place  to 
buy  Christras  gifts.  The  owner  puts  the  tree  on 
the  truck  early  in  the  season  and  wherever  it  goes 
about  the  city  on  any  jobs,  delivering,  or  what- 
ever else  it  may  be,  there  goes  the  tree  with  the 
sign  attached.  There  is  not  the  least  doubt  that 
this  device  has  attracted  a  good  deal  of  atten- 
tion and  one  dealer  claims  that  besides  results 
which  he  could  not  definitely  trace,  there  were 
many  customers  who  came  in  and  stated  that  they 
were  attracted  by  the  novelty  of  the  idea.  Of 
course,  if  everybody  uses  it,  it  won't  be  a  novelty 
any  more,  but  it  is  worth  a  trial  anyhow. 
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In  the  Ontario  Furniture  Markets 

A  Notable  Improvement  Registered  in  Living  Room  and  Novelty 
Lines  —  Approach  of  Christmas  Season  Stimulates  Activ- 
ity—Labor Well  Employed  in  General 


Furniture  manufacturers  in  the  district  are 
steadily  engaged  in  meeting  oideis  or  in  prepar- 
ing for  the  anticipated  Christmas  trade,  the  lat- 
ter applying-  to  the  novelty  line.  Conditions 
continue  to  be  on  the  improvement  but  on  the 
whole  there  is  little  change  as  compared  with 
last  month.  Present  orders  are  ample  to  keep 
the  wheels  in  in  the  majority  of  plants  running 
for  some  weeks  and  there  are  indications  that 
the  demand  will  continue  until  winter  with  fair 
prospects  of  a  good  business  after  the  annual 
exhibition  in  January.  Taking  conditions  gener- 
ally into  consideration  the  industry  this  fall 
compares  favorably  with  that  a  year  ago. 

A  notable  improvement  is  seen  in  the  living- 
room  lines  which  are  identified  with  the  furn- 
ishing of  new  homes  that  were  built  in  the  past 
few  months  and  which  are  now  being  ecjuipped. 
Novelty  and  special  lines  also  are  appealing  to 
the  consumer,  judg'ing  by  the  increasing  num- 
ber of  orders  that  are  coming  in.  There  is  a 
tendency  on  the  part  of  householders  to  limit 
their  purchases  to  lighter  lines  and  medium 
grades  especially  in  the  case-goods  department. 
This,  with  the  large  stocks  on  hand,  has  still 
kept  the  case-goods  lines  comparatively  quiet. 
Stuffed  lines  as  a  rul-e  are  still  not  in  as  heavy 
a  demand  as  they  formerly  were  although  sev- 
eral manufacturers  are  meeting  with  cjuite  a 
number  of  orders  from  all  over  the  province  and 
eastern  Canada.  The  apparent  preference  of  the 
householder  for  medium  grades  in  itself  would 
create  a  demand  on  the  manufacturer  but  the 
policy  of  many  in  the  past  to  carry  a  fairly  larg'e 
stock  of  the  higher  priced  lines  has  resulted  in 
dealers  not  (having-  an  ample  supply  of  the 
medium  articles  with  the  result  that  the  present 
demand  on  the  manufacturer  is  accentuated. 

From  present  indications  the  tendency  of 
manufacturers  in  general  to  eliminate  higher 
grade  lines  will  sooner  or  later  be  taken  advan- 
tage of  by  others  who  believe  in  going  contrary 
to  the  stream.  The  latter  see  in  this  reversal  of 
policy  opportunities  which  must  be  met  by  some 
one,  if  the  call  for  high  grade  products  here  and 
there  throughout  the  country  is  to  be  met. 
While  it  is  not  anticipated  that  the  situation  will 
be  taken  advantage  of  immediately  by  them  the 
adoption  of  the  new  policy  by  the  man  who  be- 
lieves in  going-  ofif  the  beaten  path  is  a  probabil- 
ity next  season.  Already  it  has  been  put  into 
et¥ect  in  some  lines,  including  living  and  draw- 
ing room  furniture.    The  isolated  demands  by 


the  consumer  for  wdiat  is  novel  and  special  as 
well  as  for  sets  which  can  be  secured  without 
having  to  expend  much  money  are  being  catered 
to  by  some. 

The  approach  of  the  Christmas  season  con- 
tinues to  give  occasion  for  a  steady  turn  of  the 
wheels  in  numerous  shops.  However  while  there 
is  a  noticeable  demand  for  articles  by  the  re- 
tailer the  majority  of  the  manufacturers  of  these 
lines  are  still  operating  in  anticipation  of  lousi- 
ness to  come  within  the  next  two  months,  which 
fact  is  another  indication  of  their  optimism.  This 
work,  with  the  demand  for  more  stable  lines, 
has  resulted  in  a  full  operation  of  the  plants. 

In  recent  weeks,  however,  there  has  been  an 
improvement  in  the  case-goods  line,  practically 
all  manufacturers  specializing  in  these  experi- 
encing an  increasing-  demand  throughout  Ont- 
ario and  Quebec.  A  considerable  portion  of  this 
business  has  been  the  result  of  special  efforts  but 
a  considerable  part  also  has  come  voluntarily 
from  retailers,  this  being-  a  further  sign  of  the 
steady    improvement  in  the  trade.  Practically 


Solid  Mahogany  Ash  Tray — Stratford  Mfg.  Co. 


all  manufacturers  in  this  line  are  again  opera- 
ting their  plants,  the  majority  being  well  up  to 
the  post-war  normal.  Anticipations  arc  still 
harbored  by  leading  manufacturers  that  the 
year's  output  of  products  will  compare  favor- 
ably with  that  in  the  big  year  1920,  although  the 
value  may  not  be  as  high. 

Owing  to  the  advance  of  the  season  manufac- 
turers of  bedding  are  busy,  there  being  an  in- 
crease in  the  demand  for  mattresses  and  allied 
articles,  the  experience  of  manufacturers  har- 
monizing with  that  of  local  retailers  who  have 
experienced  a  great  demand  on  the  part  of  the 
public  for  these  lines  with  prospects  that  the  de- 
mand will  continue  until  well  on  in  the  season. 


48 


FURNITURE  WORLD 


Busy  since  the  l)cginning  of  the  month, 
plants  have  been  engaj^ed  on  orders  witli 
hopes  for  the  rest  of  the  year. 

In  the  scliool  fixture  line  tliere  is  still 


local 
hi-h 

con- 


October.  1894 


(ktober.  1923 


FURNITURE 

CARPETS 

LINOLEUMS 

DRAPERIES 

HEDDIXG 


ESTABLISHED  by  the  l;itc  Hu«h  Neilson  in  1894. 
this  store  has  seen  Calf>ary  grow  from  a  small  towa 
to  a  great  city  with  miles  of  pavement  and  street  rail- 
wiay,  large  industries,  magnificent  buildings,  fine  stores 
and  beautiful,  well-furnished  homes. 

JUST  how  large  a  part  in  furnishing  these  homes 
Neilson's  have  had  cannot  be  told.  Certain  it  is 
considerable.  For  twenty-nine  years  it  has  been  our 
aim  to  provide  furniture  and  other  home  furnishings 
worthy  of  Calgary's  homes,  and  to  assist  with  every 
possible  service  in  furnishing  them. 

EVERY  year  people  express  a  keener  appreciation 
of  the  value  of  beauty  and  comfort.  The  furniture 
(if  today  is  as  vastly  different  from  that  of  1894  as  is 
our  idea  of  home  comfort.  The  modem  idea  Ls  to 
furnish  your  home— every  room  in  it— for  family  use. 
It  is  the  furnishings  in  your  home  that  make  it  not 
merely  a  house,  but  a  HdMrL  of  hospitality  and  comfort 

WITH  people's  ideals  of  what  constitutes  home 
comfort  advancing,  the  demand  for  .services  is 
more  exacting.  Hence  it  becomes  our  habit  to  give  you 
home  furnishing  service  commensurate  with,  and  even 
beyond  your  needs  and  expectations.  Not  merely  to 
sell  you  the  things  you  want  to  buy.  but  to  be  of  real 
help  in  furnishing  the  home  you  desire. 


eHHLSONFURNITUREfc 

COMKETE  Hons  fVUmSHCDS 

nft-BD  a^AvF  6-  Calgary.  AiaecrrA. 


A  fine  example  of  "prestige"  advertising  which  was  used  by  the 
Neilson  Furniture  Co.  in  the  Fortieth  Anniversary  Number 
of  the  Calga-y  HerSld 


siderable  activity,  numerous  big  orders  being  on 
the  books  and  having  still  to  be  filled.  New 
buildings  also  have  to  be  furnished,  although  the 
demand  from  this  source  has  eased  recently  as 
has  also  that  from  churches-  The  Kitchener  dis- 
trict has  figured  prominently  on  the  order  book 
owing  to  the  erection  of  new  schools  and  civic 
])uildings,  the  building  activity  in  the  commun- 
ity having  been  projjortionately  greater  than  it 
has  in  the  majority  of  cities  in  the  province.  The 
indications  are  that  the  factories  engaged  in  this 
line  of  work  will  be  fairly  well  occui)ied  for  an- 
other month  at  least. 

The  fact  that  all  labnr  in  the  furniture  indus- 
try is  well  employed  and  thai  there  are  few  cases 
where  employes  are  looking  for  work  also  re- 
flects the  extent  of  the  activity  in  the  industry. 
Eight  hours  a  day  and  five  days  a  week  is  the 
rule  in  most  cases.  A  number  of  shops  how- 
ever find  it  necessary  to  operate  the  additional 
half  day  Saturdays  with  prospects  that  they  will 
do  so  until  the  end  nt  the  year  as  was  the  case 
last  vear. 


World  Furnishing  Company's  Display 

At  the  Orillia,  (  hit.,  I'^all  l'\'iir,  a  particularly 
pleasing  display  was  staged  by  the  World  Fur- 
nishing Co.,  of  that  town.  As  the  center  of  at- 
traction in  the  exhibit  they  showed  a  handsome 
mohair  chesterfield  featuring  the  fall  shades.  On 
the  floor  was  an  oriental  rug,  which,  while  at- 
tracting attentinn  thnnigh  its  own  beauty,  set 
ofif  the  chesterfield  tn  advantage.  A  fine  walnut 
chesterfield  table  completed  the  group.  A  novel- 
ty which  aroused  considerable  interest  among 
the  sight-seers  was  a  telephone  settee.  This  is 
quite  a  new  piece.  It  combines  a  seat  with  a 
box  at  one  end  in  which  to  keep  the  telephone. 
AVhen  in  use,  the  'phone  is  taken  out  and  rested 
on  the  top  of  the  box.  A  variety  of  draperies 
was  shown,  including  new  designs  in  English 
cretonne  hand-blocked  and  genuine  oil  stencilled 
Madras.  Many  visitors  were  so  attracted  by  the 
display  that  they  made  their  way  to  the  store  to 
see  the  firm's  complete  stock. 


Meeting  The  Cautious  Buyer 

A  large  class  of  people  hesitate  to  buy  Christ- 
mas gifts  unless  they  are  sure  that  the  recipient 
can  change  them  if  they  are  not  suitable.  A  good 
way  to  attract  these  people  is  to  let  them  know 
that  you  will  take  back  for  exchange  anything 
that  may  be  duplicated,  or  which  for  some  other 
reason,  it  is  desired  to  change.  Of  course,  a  time 
limit  must  be  set  but  the  scheme  is  very  practical 
and  adds  many  a  dollar  to  the  Christmas  turnover 
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NEWS  OF  THE  FURNITURE  INDUSTRY 


dealers  of  Paris, 
during-   the  latter 


The  British  h'urniture  Store  and  the  Globe 
Furnishing-  Co.,  both  of  Regina,  have  discon- 
tinued their  business. 

Cornwall  Oilcloths,  Ltd.,  has  just  been  incor- 
porated in  iCornwall,  Ont. 

The  Sorel  Wicker  Goods  Ltd.,  has  been  in- 
corporated in  Sorel,  Que. 

Huson   &   Son,  iiurniture 
Ont.,    dissolved  partnership 
part  of  Septem'ber. 

The  Lantz  Furniture  Co.,  Ltd.,  Toronto,  has 
obtained  a  charter. 

The  Classic  Upholstery  Co.,  Toronto,  has 
recently  been  registered. 

Brisk  Furniture  Exchange,  Montreal,  has 
been  registered. 

Diamond  Furniture  Co.,  Montreal,  registered 
by  AVilliam  Diamond. 

Joseph  Allen,  furniture  dealer,  Bulyea,  Sask., 
suffered  fire  loss  recently.  Insured. 

L.  S.  Mitchell,  of  the  furnishings  house  of 
Mitchell-Holland  &  Waring  Gillow,  Ltd.,  Mon- 
treal, died  recently. 

Old  English  Furniture  Store,  Toronto,  regis- 
tered. 

Supplementary  letters  patent  have  been 
issued  to  W.  J.  Armstrong,  Limited,  Guelph, 
increasing  the  capital  stock  of  the  company 
from  $50,000  to  $LSO,000. 

Early  in  October  the  Windsor  Bedding  Com- 
pany's plant  was  somewhat  damaged  by  a  blaze, 
but  the  operation  of  the  factory  was  not  seriously 
affected. 

L.  G.  Fournier,  senior  member  of  the  firm  ot 
L.  G.  Fournier  &  Co.,  prominent  Ottawa  furni- 
ture dealers,  died  on  Oct.  13  at  his  home,  160 
Lyon  St.,  Ottawa,  following  an  extended  illness. 
The  late  Mr.  Fournier  was  one  of  Ottawa's  pio- 
neer business  men,  and  was  held  in  high  esteem 
in  the  commercial  circles  in  the  Capital. 

W.  J.  Marsh,  a  furniture  dealer  of  Iroquois, 


Ont.,  and  one  of  the  town's  leading  citizens, 
dropped  dead  of  heart  disease  recently.  His 
whole  business  life  was  spent  in  Iroquois,  where 
he  is  survived  'by  a  grown-up  family. 

The  Ontario  College  of  Art  has  acquired  a 
new  building  in  Grange  Park,  Toronto,  which 
wil  be  called  Craft  House  and  used  for  the 
study  of  handicraft  work  of  all  kinds. 

The  Eraser  Valley  Furniture  Brokerage  has 
been  opened  at  605  Front  St.,  New  Westminster, 
B.  C,  by  T.  \.  Lewis. 

James  Oliver  &  Sons  were  recently  awarded 
the  contract  for  supplying  the  furniture  for  the 
library  in  the  Glebe  Collegiate  Institute,  Ottawa, 
their  tender  being  $168. 

Greenfield's  Exchange,  Edmonton,  Alta.,  held 
a  big'  furniture  sale  on  the  occasion  of  the  open- 
ing of  their  new  premises,  which  contain  15,000 
square  feet  of  showroom  space.  The  bankrupt 
stock  ofl  the  Calgary  Furniture  Store,  Limited, 
was  advertised  as  included  in  their  oft'erings. 

Lionel  Rawlinson  Ltd.,  649  Yonge  St-,  Tor- 
onto, are  making  extensions  to  their  business 
and  will  take  over  647  Yonge  St. 

Arthur  Flail,  furniture  dealer  at  1321  St.  Clair 
Ave.  West,  Toronto,  is  opening  a  branch  Inisi- 
ness  at  988  St.  Clair  Ave.,  West. 

B.  T.  .Saunders  is  opening  a  furniture  store 
at  1775  Danforth  Ave.,  Toronto. 

Mrs.  C.  Semister,  33  Wood  St-,  Toronto,  is 
starting  a  furniture  store  at  1226  Danforth  Ave- 
nue. 

G.  F.  Skinner,  undertaking  and  furniture, 
Schomberg,  Ont.,  will  open  a  branch  business  in 
Port  Credit,  about  December  1. 

The  Chesterfield  Furniture  Company,  Kit- 
chener, which  was  organized  tw^o  months  ago 
and  which  specializes  in  upholstered  li.nes  is 
making  good  progress,  having  quite  a  number  of 
orders  on  hand  and  adding  to  its  staff  continu- 
ally- 

Malcolm  Hill,  the  Jacques  Furniture  Co.  and 


The  Evolution  of  Sleep 


A  striking  piece  of  window  publicity  staged  by  the  T.  Eaton  Co.,  Winnipeg.  As  the  illustration  indicates,  there  were  four  adjoining'  displays,  which 
represented,  respectively;  the  cave-man's  couch  of  bracken  and  skins  (prehistoric  age);  Typhonic  couch  of  King  Tut-Ankh-Amen  (B.C.  3400); 
Early  Enghsh  bed,  mahogany  with  rope  fabric  (A.  D.  1750)  ;  and  the  modern  metal  bed  fitted  with  the  most  comfortable  spring  mattresses  man's 
invention  has  been  able  to  produce. 


50 


FURNITURE  WORLD 


the  Canada  Furniture  Company,  manufacturers 
of  case-goods  lines,  liavc  resumed  ()i)erat;ons 
after  undergoing  repairs  in  tlie  (|uiet  i)eri(>(l. 

E.  (3.  Weber,  Ltd.,  Waterloo,  have  added  a 
number  of  novelty  and  special  li\ing  room  arti- 
cles to  their  lines.  The  Kitchener  factory  which 
has  been  overhauled  is  ])eing  devoted  to  the 
manufacture  of  such  lines,  and  the  finishing 
operations  are  carried  out  in  the  tinishing  de- 
partment of  the  Waterloo  plant. 

Malcolm  &  Hill  have  received  numerous  en- 
ciuiries  from  dealers  in  France  wlio  liave  been 
impressed  with  their  products  shown  in  the 
Made-In-Canada  exhibition  in  that  country. 
These  are  being  followed  up,  though  the  cost 
of  transportation  is  proving  a  handicaj)  in  busi- 
ness with  the  republic. 

The  Fischman  Spring  Co.,  manufacturers  of 
patented  cushions  and  mattresses  are  laisy,  busi- 
ness having  taken  a  sudden  ui)-turn  early  last 
month. 

While  business  in  the  furnituie  industry  is 
largely  confined  to  Ontario  and  Quebec,  there  is 
a  growing  volume  in  the  western  i)rovinces. 
There  is  an  improvement  in  collections  in  the 
latter  following  the  big  harvest  although  the 
time  when  the  full  benefit  of  the  crop  will  l)e 
seen  has  not  yet  arrived- 

Among  manufacturers  who  have  joined  the 
ranks  of  those  who  have  a  permanent  exhil)ition 
are  Reitzel  Brothers,  of  Waterloo,  who  have  a 
handsome  display  on  the  top  floor  of  the  Kit- 
chener Furniture  Company's  building,  where  a 
number  of  outside  comi^anies  are  showing. 


Kitchener  Manufacturers  to  be  Repre- 
sented at  Britsh  Empire  Exhibition 

Canadian  industry  will  be  given  sui)port  by  a 
number  of  Kitchener  manufacturers  in  the  way 
of  exhibits  in  the  Canadian  section  of  the  British 
luTipire  exhibition  in  1924  in  England.  Direc- 
tor McGibbon  of  the  Canadian  Manufacturers 
Association,  who  is  in  charge  of  the  Canadian 
section  was  in  the  city  recently  and  it  is  under- 
stood induced  a  number  of  manufacturers  to 
agree  to  exhibit  at  the  exposition,  the  furniture 
industry  being  represented.  It  is  not  expected 
or  hoped  by  the  furniture  men  to  secure  much 
business  in  distant  parts  of  the  world  owing  to 
transportation  costs,  the  decision  to  exhibit  be- 
ing largely  arrived  at  out  of  a  sense  of  duty  to 
Canada  and  the  Empire  and  in  the  ho])e  that 
there  will  be  indirect  results. 

The  same  incentive  is  found  in  this  decision 
as  that  which  prompted  another  company  which 
has  a  furniture  industry  in  Kitchener,  to  display 
its  goods  in  the  Made-In-Canada  exhibition  in 
France  this  year  and,  which  has  aroused  consid- 
erable interest  according  to  the  numerous  en- 
quiries that  have  been  received  from  that  coun- 
try by  the  local  company.  The  interest  shown 
by  the  French  people  in  the  Canadian  product  is 
taken  as  an  indication  of  the    high  standard 


attained  by  Canadian  furniture  ])rr)ducts,  which 
fact  is  considered  a  ])articular  reason  why  the 
Canadian  manufacturer  should  not  allow  the 
British  Empire  exposition  to  go  hy  without  be- 
ing represented  when  the  opportunity  offers  and 
the  ])atriotic  sense  of  duty  issues  a  call. 


Largest  Bass  of  the  Season  at 
Puslinch  Lake 

T'uslinch  Lake  near  llespeler  and  Gait  was 
tlie  scene  of  another  piscatorial  battle  recently 
when  a  5  3/4  lb.  large  month  Black  Bass  meas- 
uring 22  inches  came  out  second  best.  The  suc- 
cessful fishermen  were  Fred  J.  Menhenick,  supt. 
of  The  Jacf|ues  Turn.  Co.  I^td.,  Kitchener,  and 
his  brother-in-law  l-'rank  lulge,  saw  manufac- 
turer of  Grand  Rai)ids,  Mich.  These  men  are 
])oth  expert  casters  and  have  landed  a  number 
of  large  fish  on  artilicial  lures  during  the  season. 
This  last  record  Bass  has  been  mounted  and 
placed  permanently  in  the  rotunda  of  the  Pus- 
linch Lake  Hotel. 


Iron  Bridge  Lamp — Stratford  Mfg.  Co.  • 


Boost  Business  With  a  Slogan 

"Christmas  Gifts  for  the  Home"  seems  to  be 
about  as  good  a  slogan  as  a  furniture  dealer  can 
choose  for  boosting  his  Christmas  trade.  It  would 
be  particularly  effective  if  embodied  in  an  attrac- 
tive outside  sign,  hung  across  the  front  of  the 
store..  Such  a  sign  might  cost  a  fair  amount  of 
money,  but  could  be  used  year  after  year..  The 
slogan  should  also  be  employed  in  all  the  store's 
Christmas  publicity. 
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One  Hundred  Floor  Lamps 
Before  Noon 


Draperies  in  the  Temple 


Guiding  the  Customer's  Choice 


An  Opportunity  to  Help  the 
Housewife 


A  Money-making  Corner 


Advertising  Folder  Suggestions 


^'^hat  do  You  Know  About  Color 
Fundamentals 
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One  Hundred  Floor 
Lamps  Before  Noon 


Thomas,  London,  Ont.,  Make  a  Profitable 
Experiment — First  Time  Campaigning 
Lamps — Good  Values,  Good  Ad- 
vertising, Good  Displays,  Did  it 


By  P.  W.  READ 
Advertising  Manager,  Thomas  Furniture  Co. 


W'e  certainly  surprised  ourselves  when  100 
Hour  lamps  were  sold  before  noon  one  rainy  day 
a  few  weeks  ago.  Since  it  was  largely  an  experi- 
ment we  waxed  into  high  glee,  for  never  before 
had  we  campaigned  floor  lamps. 

It  is  |)Utting  it  too  strongly  to  say  they  were 
all  sold  before  noon.  Let's  say  that  over  half 
were  gone  by  noon  and  we  were  certain  of  suc- 
cess by  the  time  the  lunch  hour  came  round. 
What  actually  did  happen  was  that  '^S  good 
ladies  of  London  had  purchased  them  before 
six  o'clock.  Those  that  purchased  in  the  morn- 
ing had  seen  the  windows  and  had  made  a  defi- 
nite choice  through  that  medium  and  came  in 
early  to  consummate  the  deal. 

Indeed  the  sale  was  such  a  success  that  we 
made  a  vigorous  endeavor  to  withdraw  the  sec- 
ond advertisement  but  were  tf)o  late.  It  would 
seem  that  any  merchant  is  in  a  position  to  emu- 
late our  plan  ;  that  is  if  he  lives  where  electricity 
is  supplied.  The  lami>s  were  offered  complete 
at  $1  down,  with  results  showing  that  the  aver- 
age first  payment  was  a  trifle  over  $4  <lown. 

The  special  sale  price  was  $19.95  and  did  not 
carry  the  usual  mark-up  but  we  were  more  than 
satisfied  with  the  quick  turnover.  There  was  a 
choice  of  four  standards,  in  either  walnut  or 
mahogany  finish.  There  were  six  distinct  shades 
from  which  to  choose  in  all  the  wanted  colors. 

To  give  the  whole  story  in  a  nutshell,  the 
lamjis  were  sold  ^before  the  peo])le  came  for  you 
know  the  old  saying  that  goods,  well  displayed 
are  half  sold.  First  of  all  they  were  wonderful 
value.  Setting  up  every  lamp,  they  were  placed 
single  file  the  entire  leng'th  of  the  store — which 
is  200  feet — and  each  one  was  lighted.  Together 
with  the  window  this  showing  was  irresistible 
and  convinced  a  lady  the  moment  she  hit  the 
store. 

It  re(|uired  half. a  day  for  two  men  to  set  the 
lamps  up ;  $50  was  the  advertising  expense  in 
addition  to  one  window  card.  Of  course  the 
thing  was  planned  two  months  ago,  but  there  is 


100  Lovely  Floor  Lamps  In 
Remarkable  Sale  -At  Thomas 


ALL  ONE  PRICE 


Only 
Weekly 


$19.95 


Thursday  Morning  See»  the  Start  of  This  Remarkable  Lamp  Sale 


lots  of  time  for  any  lu  e  merchant  to  step  right  in 
and  try  out  the  scheme  any  time  between  now 
and  Christmas. 

W  c  were  amazed  at  the  numl)er  of  ladies  that 
wanted  lamps  and  the  possibilities  seem  unlimi- 
ted. The  whole  venture  certainly  was  a  treat. 
Not  at  all  difficult  to  handle.  To  make  it  more 
attractive  about  half  the  shades  were  adorned 
with  chenile  fringe,  the  balance  in  silk. 


Couite.sy  North  American   Bent  Chair  Co. 
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The  Mormon  Temple  at  Cardston.  Alberta 


This  is  One  of  the  Most  Beautiful 
Temples  in  the  World 

The  Draperies  were  Provided  and  Installed  by  the 
Thornton  -  Smith  Co.,  Toronto,  to  Whom  We  are 
Indebted  for  this  Brief  Description 


To-day,  when  we  study  our  churches  we  see 
reflected  influences  of  by  -  gone  days,  of 
our  gothic  forefathers  from  the  times  of  Norman 
churches  to  the  perpendicular  gothic  and  occas- 
ionally we  lig"ht  upon  a  church  of  renaissance 
times.  Before  us  are  many  examples  of  the 
pointed  arch,  the  vaulted  interior,  the  spire,  and 
the  steep  sloping  roof,  all  examples  of  hereditary 
gothic  that  exclaim  "this  is  a  church."  But. 
recently  and  contrary  to  tradition  a  new  and  un- 
precedented type  of  Temple  has  been  erected, 
reminiscent  of  Grecian  massiveness,  a  Peruvian 
touch,  that  is  similar  only  to  recently  discovered 
ruins  of  ancient  temples.  It  is  the  Church  of 
Jesus  Christ,  Latter  Day  Saints  at  Cardston,  Al- 
berta- An  exterior  view  of  this  remarkable 
building  is  shown  above. 

The  Architect  conceived  a  plan  in  shape  of  a 
Maltese  cross,  built  up  a  huge  pile  efl^ect  in 
white  masonry  of  impressive  vertical  lines,  long 
windows,  pillars  and  immense  buttresses.  It  is 
situated  on  a  pronounced  elevation,  on  the  upper 
plains.  It  is  a  landmark,  glistening  as  a  dia- 
mond in  a  setting  of  emerald  green.  All  that 
could  'be  obtained  from  the  foremost  painters, 
craftsmen,  and  decorators'  skill  was  gathered  to 
add  to  this  great  achievement  in  architecture. 

As  splendidly  massive  is  the  exterior,  so 
equally  impressive  is  the  interior.  Again  con- 
trary to  tradition  there  is  no  auditorium,  but  a 


series  of  lesser  rooms,  baptismal,  creation  and 
assembly  rooms  in  which  are  performed  the 
functions  of  the  Mormon  shrine.  They  are  dec- 
orated in  lavish  manner,  precious  woods  brought 
from  African  forests,  bronze  and  marble  statu- 
ary, pure  gold  mural  paintings,  rich  rugs  and 
the  finest  of  draperies.  Many  of  the  rooms  con- 
tain wall  panels  depicting  biblical  history  of  the 
world  and  different  phases  in  the  world's  pro- 
gress. 

The  assembly  room  walls  are  panelled,  all 
woodwork  being  of  natural  colored  oak,  with 
very  little  inlay.  The  ceiling  is  beautifully 
tinted,  and  the  walls  are  artistically  designed, 
mural  decorations  comprising  a  deep  frieze  of 
many  life-sized  figures. 

Possibly,  the  Celestial  Room,  typifying  the 
Celestial  Glor}^  of  Heaven,  is  the  most  interest- 
ing. This  room  lavishly  furnished,  is  some 
forty  feet  square  with  high  ceiling  ornamentally 
plastered  and  decorated  in  gold  leaf  and  stencil 
work.  The  wood  used  is  African  mahogany  with 
inlays  of  ebony,  rose,  maple  and  tulip  woods- 
The  wainscoting  is  of  polished  Utah  onyx  of 
dark  variegated  brown  on  a  baseboard  of  small 
squares  of  marble.  On  each  side  of  the  room  is 
a  semi-circular  arched  recess,  the  upper  portion 
in  gilded  steel  g'rillwork,  the  lower  portion  being- 
curtained,  as  illustrated-  The  drapes  are  car- 
ried out  in  velour,  the  side  drapes  and  festoons 
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This  sketch  shows  the  general  arrangement  of  the  draperies 


are  purple.  The  valence  is  of  purple  and  gold 
brocade  and  the  background  in  draw  curtains  of 
gold  velour,  appliqued  in  nile  green  and  purple 
ornaments. 

In  many  cases  the  drapes  are  specally  of  in- 
terest, in  delightful  colors  such  as  putty,  corail, 
fawn,  vert  antique,  plum,  blue  faience  and  g<ild. 
Each  of  the  portieres  have  shaped  and  fringed 
valences  rather  narrower  than  the  customary 
])roportion  of  one  sixth  the  height,  a  difference 
which  is  counteracted  by  the  use  of  heavily  bro- 
caded and  galooned  silk.  The  drapes  are  similar 
in  design,  the  subsidiary  rooms  and  drapes  of 
less  importance  being  accordingly  modified.  A 
rather  unusual  .color  scheme  was  arranged  by 
l)lue  faience  velour  enriched  with  blue  and  silver 
applique  (M-naments  and  fringes  with  tassels  to 
match. 

One  outstanding  feature  of  this  art  treasury, 
that  although  carried  out  in  the  most  generous 
manner  by  lavish  ornamentations,  there  is  an 
impressive  refinement  and  dignity  of  feeling 
throughout  the  entire  interior,  that  reveals  the 
distribution  of  careful  decoration  by  the  experi- 
enced artist. 


Valuable  Gobelin  Tapestry  Stolen  from 
Versailles 

A  Paris  cable  reports  that  two  Gobelin  tapes- 
tries, each  valued  at  1,000,4-14  francs,  were  stolen 
on  October  21st  from  the  Versailles  Palace, 
'i  hese  tapestries,  which  represent  the  Siege  of 
Douai  and  the  entry  of  Louis  XIV  into  Dunkirk, 
were  part  of  the  Louis  XIV  collection,  woven 
between  1660  and  1679. 

The  burglars  entered  the  north  wing  of  the 
palace,  after  cutting  a  window  pane  Avith  a  dia- 
mond. Making  their  way  to  the  Salle  de  Mir- 
roirs,  where  the  tapestries  were  hanging  with  a 
third,  representing  the  defeat  of  the  Spaniards 
at  Bruges,  they  removed  them  with  great  care. 
Then  they  carried  the  heavy  booty,  which  weigh- 


ed some  300  ])ounds,  through  the  gardens  to  the 
I'oulevard  de  la  Peine,  where,  it  is  believed,  an 
automobile  was  waiting  for  them.  However,  as 
the  thieves  left  finger  prints  on  the  window  pane, 
and  the  French  system  of  collecting  finger  prints 
is  very  comprehensive,  it  will  not  he  surprising 
to  hear  that  some  clue  has  been  obtained  to  the 
perpetrators  of  the  daring  act,  and  that  these 
valuable  works  of  art  mav  soon  be  recovered. 
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A  Group  of  Attractive  Fabrics— A  Satin 
Damasky  a  Velvet  and  a  Jacquard 
Needle-point  Tapestry 


Courtesy  The  Orinoka  Mills 
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A  Money -Making-  Corner 

in  Any  Furniture  Store 

Especially  At  Christmas 

A  gift  display  such  as  the  furniture  dealer  may 
carry  at  Christmas  (or  any  other  time)  contains  a 
wider  variety  of  medium  priced  articles  than  may  be 
found  in  any  other  retail  store.  The  shop  illustrated 
above  is  situated  on  Bloor  St.,  Toronto,  and  caters 
to  an  expensive  trade.  Even  at  that  the  prices  are  not 
beyond  the  pockets  of  hundreds  of  customers.  The 
list  includes  mirrors,  ictures,  lamp  shades,  lamps  (read- 
ing, wall  and  hanging,)  pottery,  floating  flower  bowls, 
cushions,  throws  for  couches,  candle  sticks,  book  ends, 
waste  paper  baskets  (suitable  for  boudoir,)  foot  rests, 
small  tables,  work  baskets  table  covers,  library  scarfs, 
china  tea  sets,  etc.,  and  the  prices  range  from  one 
dollar  to  a  hundred  dollars — all  for  the  Home  to  make 
it  more  attractive. 
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Courtesy  Phillips  Mfg-.  Co. 


Dealer  Should  be  Capable  of  Guiding  Cus- 
tomer in  Choice  of  Gift  Merchandise 

Windows  and  Mirrors  May  be  Things  of  Beauty  in  a  Room  or 
Splotches  of  L^gliness  According  to  the  Taste  Used 
in  Selecting  Them  for  Their  Particular 
Surroundings 


Have  you  ever  fully  considered  the  prospects 
of  Christmas  sales  of  mirrors  and  pictures?  And 
also  your  responsibilities  to  the  general  public 
in  selecting  such  a  line  as  will  add  to  the  artistic 
appearance  of  the  home  and  not  prove  a  blot  and 
an  eyesore?  Not  everyone  who  comes  to  make 
a  purchase  is  possessed  of  that  taste  which 
chooses  the  thing  best  calculated  to  provide 
harmony  in  the  home.  And  by  that  I  mean  har- 
mony of  spirit  as  well  as  of  furnishing,  for  it  is 
an  accepted  truth  that  everyone  is  affected  iby 
surroundings. 

Take  for  example  the  case  of  a  child  of  seven 
on  a  lengthy  visit  to  relatives  of  mature  years 
and  highly  respectable  environment.  She  adapts 
herself  to  their  ways,  is  content  to  be  dressed  up 
all  day,  be  taken  for  walks,  and  generally  com- 
port herself  in  a  grown-up  and  prim  manner. 
Of  course  there  are  lapses,  but  general  condi- 
tions of  living  do  not  provide  the  opportunity 
for  such  lapses  frequently.  Then  comes  the  re- 
turn home  to  the  company  of  other  children,  the 
freer  life  of  younger  associates  and  open  coun- 
try. The  prim  and  proper  child  disappears  and 
in  her  place  you  have  the  tomboy  who  cares  not 
a  hoot  whether  her  dress  be  clean  or  dirty, 
whether  she  wears  socks  or  not.  What  stronger 
argument  can  you  have  for  the  influence  of  en- 
vironment? 

It  is  even  so  in  the  case  of  selling  pictures, 
pictures  more  particularly  than  mirrors,  for 
there  are  more  glaring  atrocities  in  the  first 
na'med  line.  Isn't  there  far  more  pleasure  to 
the  salesman  in  disposing  of  a  copy  of  an  old 


master,  or  a  modern  work  of  merit,  than  in  the 
merely  x'wnd  daubs  that  pass  for  pictures  at 
times?  And  they  may  be  had  now-a-days  so 
very  reasonably  too. 

Within  the  last  few  days  we  visited  a  res- 
taurant that  was  well  decorated.  Think  of  it ! 
The  walls  and  panelling  were  in  good  taste. 
Fine  windows  were  well  draped  ;  the  seating  and 
table  appointments  were  all  that  could  be  de- 
sired. But,  (how  often  there  is  a  but)  on  each 
of  the  long  walls  hung  oil  paintings  about  3  ft. 
X  4  ft.  that  were  a  disgrace  to  the  picture  fram- 
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ers'  art.  'I'he  subjects  were  iKit  impossiljle.  sea 
and  landscapes,  ^btit  the  frames  were  of  hideous 
g-ilt  ji^raining  and  must  have  measured  <S  inches 
in  depth  all  round,  ])erfectly  flat.  It  may  have 
l^een  the  fault  of  individual  taste  in  purchasing 
such  pictures.  1)Ut  why  cater  to  such  a])palling 
lack  of  taste?    Why  manufacture  such  things? 

The  Dealer's  Responsibility 

Much  lias  been  written  recently  on  the  sul)- 
jcct  of  the  dealer's  responsibility  to  the  cus- 
tomer; his  part  in  furnisliing  the  home,  not 
merely  selling  a  piece  of  furniture  without  refer- 
ence to  its  surroundings,  and  it  would  seem  that 
here  is  a  most  fertile  field  on  which  to  try  the 
effects  of  better  knowledge  and  taste. 

Some  time  ago  when  the  writer  contemplated 
the  ])urchase  of  a  ])icture,  a  remark  passed  by  a 
friend  resulted  in  a  quick  reversion  of  choice. 
It  was  this: — "Don't  fnrget  that  you  will  have 
to  live  with  it — see  it  every  day  for  the  next 
twenty  years  or  so." 

ITelj)  your  customer  to  make  an  intelligent 
choice.  Suggest  the  best  shape  for  the  space  to 
he  iilled.  h^ind  out  which  room  it  is  intended 
for,  if  possible.  Or  it  may  be  that  a  mirror  with 
an  old  master  picture  at  the  top  of  the  panel  will 
l)e  more  suitable.  The  possi'bilities  in  this  field 
are  enormous.  One  has  only  to  visit  a  few 
houses  to  realize  this  point.  Most  of  them  con- 
tain pictures  that  were  inflicted  on  them  as  wed- 
ding presents,  having  been  bought  without  the 
least  consideration  for  the  recipient's  taste.  One 
of  the  greatest  mistakes  in  buying  for  another 
is  that  of  indulging  one's  own  taste  instead  of 
considering  theirs. 

A  window  display  showing  how  a  small 
room  may  be  made  to  appear  larger  by  the 
judicious  use  of  mirrors  ;  how  a  dark  corner  may 
l)e  brightened;  how  welcome  such  a  gift  would 
be  to  the  young  married  cou])le  who  have  not 
completely  furnished  the  guest  room  and  have 
to  loan  a  hand  mirror  Avhenever  the  guest  room 
is  occupied;  how  a  long  mirror,  or  cheval  glass, 
would  be  treasured  by  the  well  dressed  woman 
who  likes  to  make  sure  that  her  toilet  is  correct 
in  every  detail,  and  how  even  mere  man  appreci- 
ates a  mirror  in  the  hall — one  that  can  be  seen, 
not  one  that  is  cluttered  up  with  coats  and  hats 
on  the  hall  stand,  all  these  little  hirlts  will  find 
a  mark  when  everyone  is  on  the  lookout  for 
suggestions  for  Christmas  Gifts. 


Eiderdown  to  be  Produced  in  Canada 

.Some  of  our  h'nglish  contempories  have  been 
devoting  sjjace  of  late  to  the  cjuestion  of  raising 
eiderdown  in  commercial  quantities  in  Canada, 
the  following  c|uotation  being  taken  from  "The 
Inirnishing  Trades'  Organizer"  of  September: — 
"Investigations  carried  on  in  the  gulf  of  St 
Lawrence  and  more  northern  parts  of  Canada 
have  brought  to  light  the  possibility  c)f  an  indus- 
try of  considerable  magnitude  in  the  production 

of  eider-down  ■" 

"It  is  <|uite  ])ossible  experiment  will  show 
that  with  protection  of  the  birds  and  the  ado])- 
tion  (if  modern  methods  of  collecting  the  down, 
the  eider-duck  colonies  within  the  usual  range 
of  the  species  on  Canada's  coast  could  be  made 
to  prodttce  a  substantial  addition  to  the  supjily 
from  other  sources." 

October  issue  of  the  same  publication  also 
speaks  of  Canada  as  a  possible  source  of  supply, 
and  welcomes  the  suggestion  in  view  of  the  in- 
al)ility  of  Russia  to  produce  on  pre-war  basis, 
and  an  a])i)arent  weakness  in  the  Chinese  mar- 
ket, which  has  filled  the  demand  to  some  extent 
during  the  i)eriod  of  Rttssia's  inactivity  in  the 
field  of  ccimmerce. 

A  canvass  of  the  Ontario  manufacturing 
trade  fails  to  elicit  any  information  on  the  pro- 
jected industry,  and  the  Department  of  Game 
and  Fisheries  for  the  Province  of  Ontario  is  also 
w^ithout  news.  If  any  of  our  readers  are  in  pos- 
session of  details  of  the  in\'estigations  referred 
to,  we  shall  be  glad  to  hear  from  them. 

While  the  term  "Eider-down"  is  generally 
used  in  connection  with  articles  filled  with  down, 
the  fact  that  the  filling  is  "down"  being  stiffi- 
cient  for  the  majority  of  both  the  manufacturing 
and  consuming  public.  In  conversation  with  one 
large  manufacturer,  it  was  pointed  out  that  the 
eider-duck  with  its  propensity  for  living  in 
colder  climates  was  supplied  with  a  thicker  coat 
of  down  than  the  duck  inhabiting  warmer 
climates,  but  its  claim  to  popularity  lies  not  so 
much  in  the  better  (|uality  as  in  the  greater 
quantity  to  be  secured  owing  to  the  larger 
amotint  necessary  to  "clothe"  a  resident  of  the 
colder  regions. 

Canadian  manufacturers  of  comforters  and 
r)ther  down  filled  articles  are  not  vitally  inter- 
ested in  the  j)roduction  of  eider-down  in  Can- 
ada at  present,  assuring  us  that  they  can  get 
more  than  sufficient  down  for  all  their  needs. 


Tapestry  table  runner — Stratford  Mfg.  Co. 
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Winter  Dullness  Must 
Be  Relieved 

An  Opportunity  to  Help 
the  Housewife 

Daintiness  and  Flimsiness  of  Mus- 
lins, Scrims,  Marquisettes  and 
Madras  Make  Successful  Appeal 

Curtains  of  lace  are  receiving  more  attention 
of  recent  months  than  for  some  time  j^ast,  and 
may  be  expected  to  become  still  more  popular 
with  the  approach  of  winter's  dull  days.  This 
revival  may  be  traced  back  to  several  different 
sources,  chief  of  which  will  probably  be  found  in 
the  more  attractive  designs  which  are  being  set 
forth  for  the  delectation  of  the  public.  Notting- 
ham manufacturers  have  improved  their  pro- 
duct noticeably,  and  some  of  the  new  season's 
lines  are  of  a  fineness  that  simulates  real  lace. 
Several  new  notes  are  struck  in  scallops  and 
sharp  points,  some  of  them  being  finished  with 
a  narrow  lace  edge ;  others  show  the  taped 
effects. 

Panels  are  the  big  sellers  today,  doubtless 
due  to  the  ease  with  which  they  can  'be  adapted 
to  either  French  window,  regulation  window,  or 
dividing  doors.  Bullion  and  tassel  fring'e  are 
being  used  to  a  great  extent  as  a  finish  for  this 
class  of  curtain,  especially  when  developed  in 
fish  net,  marquisette  or  scrim,  and  some  strik- 
ing bands  of  insertion  in  varying  widths  add  to 
the  general  effectiveness. 

AVhile  nottingham  lace  panels  undoubtedly 
show  many  striking-  designs  and  are  greatly  in 
demand  for  the  lower  and  medium  class  trade, 
there  is  a  noticeable  difference  between  them 
and  the  Swiss  net  which  is  shown  in  the  accom- 
panying illustration.  Swiss  net  is  of  a  very 
firm  strong  weave,  alibeit  fine,  and  the  border 
effect  varies  very  little  as  a  g'eneral  rule,  design- 
ers preferring  to  concentrate  on  interior  woA 
to  charm  the  consumer.  The  quality  of  net  also 
allows  large  spaces  to  be  left  clear  of  design 
and  its  wearing  qualities  are  household  words, 
where  the  requisite  care  is  used  in  laundering. 
Recently  a  case  came  to  our  knowledge  where  a 
pair  of  Swiss  net  curtains  had  been  in  use 
twenty  years  and  were  still  fairly  presentable. 
Current  prices  for  net  curtains  run  about  $11. 
per  pair,  wholesale  and  from  80  cents  to  $2  for 
single  panels. 

Marquisette  is  favored  to  the  exclusion  ot 
scrim  everywhere ;  the  few  cents  difference  in 
price  is  not  of  vital  importance.  Bordered  with 
either  tape  edge,  the  more  elaborate  striped 
border,  or  showing  hem-stitched  effect,  these 
form  quite  dainty  draperies  and  are  sold  all  the 
way  from  11  cents  to  32^  cents  per  yard. 

Voile  is  in  demand  in  the  finer  g-rades  and 
some  very  pretty  curtains  are  seen  with  diamond 
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shaped  Venetian  lace  insets  at  intervals  along 
the  edges,  connected  by  a  bar  of  heavy  stitching. 
Wide  insertions  of  filet  lace  and  larrow  lace 
edging  were  the  outstanding  features  of  one  very 
handsome  pair  fashioned  from  marquisette 
which  are  wholesaled  at  $3.75. 

Fish  nets  are  popular,  with  every  indication 
of  the  demand  continuing.  It  is  remarked  thai, 
while  it  is  the  finer  meshes  that  are  in  greatest 
favor,  these  are  only  to  be  had  in  36  in.  width, 
while  the  greater  width  must  ibe  taken  in  the 
larger  mesh  in  spite  of  the  fact  that  popular 
demand  calls  for  the  smaller  mesh  wherever  pos- 
sible. Not  only  plain  nets,  or  nets  with  inser- 
tions, but  those  carrying  heavy  designs  also  are 
greatly  in  request. 

Just  at  the  moment  interest  in  colored  mar- 
quisettes is  quiet,  but  they  have  'been  good  sell- 
ers for  summer  trade,  and  a  revival  is  confident- 
ly expected  for  next  season.  Tapestry  repro- 
ductions in  great  variety  are  utilized  in  their 
designing  and  a  large  quantity  of  birds  are  in- 
troduced in  a  multitude  of  colorings.  Large 
bold  figures  would  seem  to  be  most  favored  in 
this  class  of  window  drapery,  but  for  quieter 
taste  there  is  a  range  of  subdued  colors  and 
more  conventional  patterns. 

Some  striking  new  samples  of  Scotch  colored 
madras,  in  45  in.  width,  are  available  to  the 
retailer  at  $1.30  per  yard.     The  colors  are  of 
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No.  910 
SWING  FRAME 
Assorted  sizes  and  finishes 


Swing  Photo  Frames 

For  price,  appearance  and  saleability,  specify 
our  No.  910  when  ordering  swing  frames. 

This  special  number  is  carried  in  stock  in 
three  finishes  and  five  sizes  for  prompt  ship- 
ment. 

Our  circular  tells  the  story — watch  for  it. 


on  every 


wrapper 


PHILLIPS  MFG.  CO.,  Ltd. 

258-326  Carlaw  Ave. 
TORONTO  —  CANADA 


Kant  Fall 

CURTAIN  RODS  prominently 
displayed  SELL  THEMSELVES. 
In  order  to  help  you  get  your 
share  of  the  curtain  rod  business 
we  supply  you  with  a  very  at- 
tractive sample  board  for  your 
counter. 

Quantity  production  permits  us 
to  market  this  rod  at  a  very  at- 
tractive price. 

KANT  FALL  rods  can  be  used 
equally  as  ^yell  at  the  bottom  as 
at  the  top  of  curtains. 

Drop  a  line  today 
for  particulars. 


All  types  of  curtain  rods  can  also  be  furnished  with 
combination  brackets 


Notice  the  compact  bracket  of  the  double  rod 


The  triple  rod  provides  for  more  elaborate  window  draping 

Friction  here 


Friction  here 


Friction  here 


The  Kant  Fall  Bracket  with  Bulldog  Grip 


STURGIS  BABY  CARRIAGE  CO.  LTD. 


345  Sorauren  Ave. 

TORONTO,  ONT. 
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airesting  tones  eml^racing  the  deeper  blue,  gold, 
brown,  green,  etc.,  and  are  chiefly  carried  out 
in  bold  designs. 

Frilled  muslin  and  marquisette  occupy  a  well- 
entrenched  position  in  public  favor  and  are  in 
steady  demand.  The  variety  of  ways  in  which 
the  changes  are  rung  between  spots  and  bars 
astonishes  one.  Same  will  have  plain  bars ; 
othei^s  plain  spots;  ag'ain  each  barred  square  will 


of  the  covers  blow  away  or  the  little  occupant 
get  chilled  before  the  mother  returned — that 
from  the  mother's  point  of  view;  and  from  the 
merchant's  viewpoint — the  front  of  the  store 
remained  clear  of  obstruction  and  window  gaz- 
ers were  ensured  a  close-up  view. 

ft  was  a  psychologist  who  first  thought  out 
this  plan,  with  probably  a  pronounced  streak 
of  the  humanitarian.    Haven't  you  often  seen  a 
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contain  a  single  spot  either  in  the  centre  or 
grouped  in  corners  to  form  patterns  with  neigh- 
bouring spots.  There  is  only  a  very  moderate 
demand  for  colored  spots.  C3f  a  heavier  fabric, 
also  cross-barred,  and  almost  approximating  to 
linen,  there  is  fashioned  a  very  attractive  cur- 
tain, ideal  for  archway  or  drape  where  the  desire 
is  to  continue  the  light  effect.  White,  ivory  and 
beige,  the  old  stand-bys,  continue  to  hold  popu- 
lar favor. 


Catering  to  His  Majesty  the  Baby 

Not  all  the  credit  for  service  is  monopolised 
by  the  largest  departmental  stores  in  the  largest 
cities.  Entering  a  store  in  a  smaller  Ontario 
city  a  few  weeks  ago  I  was  struck  with  the  idea 
that  space  down  the  centre  of  the  main  aisle  was 
used  for  the  display  of  baby  carriages  until 
something  about  the  "contents"  caused  me  to 
take  another  look,  and  then  I  discovered  that  thq 
carriages  belonged,  not  to  the  store,  'but  to  its 
customers,  and  the  centre  of  the  aisle  was  really 
a  Baby  Car  iage  Park.  A  neat  little  card  in  the 
window  invited  mothers  to  "bring  baby  inside" 
and  a])i:)arently  full  advantage  had  been  taken 
of  the  suggestion.    No  fear  here  of  having  any 


lusty  youngster  sitting  in  its  "pram"  out  side  a 
departmental  store — often  screaming  its  head 
oft — or  perhaps  a  sickly  little  thing  whimpering 
for  its  mother  who  scarcely  realized  the  length 
of  time  it  would  take  to  reach  the  desired  de- 
])artment  and  then  get  served;  or  else  just  the 
line  of  disordered  carriages. 

How  much  better  it  is  to  provide  space  inside 
and,  better  still,  provide  a  welcome.  Its  a  sure 
way  of  attracting  the  mothers  to  your  store,  and 
even  if  the  wheels  do  make  tracks  on  the  floor 
covering,  isn't  it  worth  while  if  the  customer  can 
shop  at  leisure — free  from  all  care  as  to  the 
safety  of  either  baby  or  its  coach? 


CKurte^y.   Cobourg  Mattrng  Co. 


A  position  wanted  by  licensed  embalmer  of  good  expei-ience. 
Reliable  at  all  times.  Apply  Box  250,  "Furniture  World",  347 
Adelaide  Street  West,  Toronto,  Ont.  11 
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^^Cobourg''  Cocoa  Mats  and  Matting 


I    The  Cobourg  Matting  &  Carpet  Co.,  Limited 


:♦;  


V. 


>' 

>; 
>; 
>; 

:♦: 

Cobourg  Cocoa  Matting  provides  a  safe  and  economical  cov- 

ering  for  verandah  and  door  steps  during  the  wintry  months 

>i  when  snow  and  ice  make  them  extremely  dangerous.  A 

!*;  Cobourg  Door  Mat  also  proves  extra  valuable  at  this  time, 

IJj  preventing  much  of  the  snow  and  ice  from  being  tracked  into  >! 

5J«  the  house.  it: 

:♦:  >i 

'§  Also  get  full  particulars  of  our  other  lines — Seamless  Porch  >: 

it;  Rugs,  Cotton  Bath  Rugs,  Wool  Dhurry,  Jute  Carpetings,  ;t: 

jtj  Jute  Mats,  Jute  Webbing,  Stair  Pads,  etc.   Prompt  delivery  ;t- 

>v  assured.  :t: 

:♦:  >: 
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;t;  Cobourg,  Ontario  | 
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This  Chesterfield 
is  Moth-Proof 


Now  that  it  has  been  proved  that  Chesterfield  Suites 
can  l)e  rendered  moth-proof,  one  of  the  first  ques- 
tions a  customer  asks  is,  "Is  it  moth-proof?" 

Of  ccHU'se,  you  will  want  to  be  al)le  to  say  "Yes!"  in 
order  to  close  the  sale. 

Stock  up  now  on  "Oueen  City". 


THE  QUEEN  CITY  FURNITURE  COMPANY,  LTD. 

27-63  Vine  Street  —  West  Toronto 
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Prepare  a  Little  Folder  Like  This 


CHRISTMAS  GIFT  SUGGESTIONS 


X  01   luic  iTXdii  yji- 

For  the  Lady  of  the  House 

1 

[ 

r  or  trip  Vrkiino 

the  House 

Folks 

—  and  Her  Daughter 

\ 

the  chap  "in  rooms" 

Sewing  Cabinet 

Andirons 

1 

(from  Baby  up) 

Library  Table 

Tea  Wagon 

Curate 

Toboggans 

Book  Rack 

Bridge  Lamp 

Chaise  Longue 

Toy  Automobiles 

Smoking  Set 

Console  Table 

Vacuum  Cleaner 

Kiddie  Cars 

Secretaire 

Telephone    Table  & 

Carpet  Sweeper 

Velocipedes 

Easy  Adjustable 

Chair 

Carpets  &  Rugs 

Child's  Furnitiu'e 

Chair 

Fireside  Bench 

Footstool 

Doll's  Sets 

Wine  Cabinet 

^     Spinet  Desk 

Tapestry    Square  or 

1  ^ 

%c 

Doll's  Carriages 

Card  Table 

2     Art  Mirror 

Runner 

,2 

Gramaphones 

Reading  Lamp 

f?    Jardiniere  Stand 

Pictures 

\^ 

Ping  Pong  Sets 

Chiffoniere 

Magazine  Table 

Fire  Screen 

Hand  Sleighs 

Hutch  Desk 

Boudoir  Lamp 

Bedside  Lamp 

Hobby  Horses 

Book  Ends 

Cushion  Cover 

Bedside  Table 

Children's    Desks  . 

Chesterfield  Chair 

Art  Candlesticks 

Set    of  Chesterfield 

Book  Racks 

Grandfather  Clock 

Pottery 

Cushions 

Workboxes 

Oriental  Rug 

Fernery 

Easy  Chair 

Pictures 

Mah   Tongg  Set 

Book  ends 

Brass  Tray  or 

Nursery  Lamps 

Brassware 

Kitchen  Cabinet 

Plaque 

"Animal"  Rvigs 

Newspaper  Rack 

Doll's  Trays 

Foot  Rest 

Ping    Pong  Table 

The  Blank  Furniture  Go. 

Ju.venile  Chinaware 
Doll's  Beds 

Gramaphone 
Pictures 

Gift  Dept.  Main  Floor  61  King  St. 

Mah   Jongg  Sets 
Baby  Carriage 

With  an  Outside  Cover  Like  This 


A  little  folder  of  this  type  hand- 
ed out  to  every  customer  who 
comes  into  the  store  during  the 
next  few  weeks  will  help  to  make 
your  store  known  as  a  Christmas 
Gift  Shop.  It  will  also  be  use- 
ful for  distribution  through  the 
mail. 
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Tapestries  Velours  Damask 

New  fall  line  is  now  ready  and  will  be  shown  in 
Canada  at  an  early  date.  There  are  many  new 
and  pleasing  designs  and  colorings.  Stocks 
carried  at  Montreal.  All  goods  sold  F.  0.  B. 
Montreal,  duty  paid  by  us. 

Samples  and  quotations  upon  request  to  New 
York  office. 

Gobelin  Textile  Company,  Inc. 

Foreign  Upholstery  Drapery  Fabrics 
141-47  Fifth  Avenue  NEW  YORK 
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Repeat  Orders  for 

AGAVA  HAIR  MATTRESSES 

Have  so  far  exceeded  our  most  sanguine  expectations  that  we  are  still 
behind  in  filling  sample  orders.  However,  we  are  in  a  position  to  fill 
all  repeat  orders  promptly.  As  many  of  our  customers  have  dropped 
the  sale  of  Felts  and  depend  on  Agavas  to  supply  their  trade,  we  are 
giving  special  attention  to  filling  repeat  orders.  We  have  added  new 
machines  for  their  manufacture,  making  the  quality  better  than  ever, 
as  well  as  increasing  our  capacity. 

GANFEALINE 

The  Kapok  Mattress  with  the  Kapok  enclosed  in  pockets  of  Lamb's 
Wool,  to  keep  them  from  spreading,  is  positively  the  last  word  in 
Kapok  quality.    Orders  for  these  filled  promptly. 

The  Canadian  Feather  &  Mattress  Company 

LIMITED 
TORONTO  and  OTTAWA 
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Rishel  Sanitary 
"Ventibestos"  Table  Mats 

Orders  Filled  Promptly  by  Express  or  Freight 

We  make  any  size  or  shape  without  additional 
expense.    Send  us  your  patterns. 


The  ONLY  Mat  with 
a  centre  of  CORRUGAT- 
ED ASBESTOS. 

Our  mats  are  five  ply 
consisting  of  one  heavy 
sheet  of  corrugated  as- 
bestos between  two 
heavy  shets  of  wool  felt. 
These  are  firmly  quilted 
together  and  enclosed  in 
a  removable  flannel  cov- 
er. The  cover  consists 
of  white  cotton  flannel 
on  one  side  and  green 
Kearsage  Plush  on  the 
other.  There  is  no  pos- 
sibility of  marring  the 
table  top  when  our  Ven- 
tibestos   mats    are  used. 

Round  or  square  are  the 
same  price.  Unless 
specified  yiiW  always  ship 
round  mats. 

Orignated  and  sold 
only  by  us.  This  Solid 
Fumed  Oak  Display 
Rack  absolutely  free  to 
our  dealers.  Write  us 
for  particulars. 


100  per  cent  Efficient 
The  Silent  Salesman 


Special  attention  given  to  Canadian  orders. 

J.  K.  RISHEL  FURNITURE  CO. 

WILLIAMSPORT,  PA. 
Dining  and  Bed  Room  Suites 

"We  make  all  our  own  Chairs  and  Dining  Tables." 


We 


can 


SAVE  YOU  MONEY 

on  your  Tags  and  Tickets 


Send  samples  and 
let  us  quote  you 

Pricing  Tags,  Special  Sale  Tags, 
Shipping  Tags,  String  Tickets,  etc. 

Highest  Quality  Any  size — Any  color 

Made  in  England 

J.  H.  Walker  Limited 

Manufacturers'  Direct  Representatives 

32  Front  Street  W.        -  Toronto 

Our  Lines  are  Different 


For  Your  Xmas  Trade 

Our  goods  will  boost  your  sales. 

Bookends,  Candle  StichSf  Serving 
Trays,  Floor  Lamps,  Silk  Shades, 
Mirrors,  Pictures,  Statuary 

Write  Today 

G.  L.  IRISH 


499  Queen  St.  West, 


Toronto 


/Iff  A  f  OC  EVERY 
Lnilllf  lU  P  U  R  P  O  S  E 


QUR  27  years 
specialized  ex- 
perience in  the 
production  of 
chairs  enables  us 
to  give  the  trade 
an  unrivalled  ser- 
vice 

Before  placing 
your  next  order, 
be  sure  to  look 
over  the  Ball  line. 


Ball  Furniture  Co.,  Ltd. 


Hanover 


Ontario 


Iiiiiiiiiiiiiniiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiisiiiniiiiiiiiiiiiii!iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii9iiiiii!iiiii 


66 


FURNITURE  WORLD 


ELLIS  HIGH-GRADE 

Buoyant   Upholstered  Furniture 


"Quality"  has  always 
been  the  first  and  last 
characteristic  of  furni- 
ture built  by  the  Ellis 
F  u  r  n  i  t  u  r  e  Company. 
We  are  now  in  our 
thirty-fifth  y  e  a  r  of 
manufacturing;-  Uphol- 
stered h'urniture  for 
the  I)enefit  of  the  trade 
in  Canada  and  \vc  can 
assure  the  trade  that 
they  will  receive  every 
consideration  in  the 
matter  of  dependable 
workmanship  and  mat- 
erials. 


Service  and  Quality 


l-slahlisheil  ISSS 


ELLIS  FURNITURE  GO. 

INGERSOLL  ONTARIO 


STANDARD  MATTRESSES 

sell  themselves  many  times  over 

Appearance  may  sell  an  article  but  it  must  have  genuine  quality  be- 
hind it  to  bring  the  customer  back  for  more.  That  is  the  way  with 
''STANDARD"  Mattresses — the  inherent  quality  in  each  and  every 
one  brings  customers  back  and  prompts  them  to  recommend  the 
''STANDARD"  to  their  friends. 

If  it's  repeat  sales  you  want,  sell  the  "STANDARD." 


Standard  Bedding  Co.,  27-29  Davies  Ave.,  Toronto 


Advertising  is  based  on 
principles  centuries  old, 
it  is  an  innovation  only 
as  the  radio  is  a  new  way 
of  communicating  an  idea. 


All  advertising  is  based  on  something  written — then  circulated 
Publications  simply  multiply  the  original  draft  and  results  are  based  solely 
upon  sound  ideas  in  properly  chosen  words  presented  in  a  manner  that 
will  demand  the  attention  of  the  man  you  wish  to  reach.  A  Business  News- 
paper represents  the  most  practical  and  efficient  means  of  sending  a  sales 
message  to  an  entire  industry — and  in  a  manner  that  will  demand  the 
attention  of  the  leaders  in  that  industry. 


The  Leading  Business  Paper  in  Your  Field  is  the 

Furniture  World 

349  Adelaide  St.  West,  Toronto 


FURNITURE  WORLD 


Jacobean  Character  and  Dignity 

People  who  want  Oak  furniture  always  like  Jacobean 
designs.  And  you  will  find  this  suite  one  of  the 
most  appropriate  offerings  you  can  make  to  such 
customers.  In  design  and  sturdy  construction  this 
is  one  of  the  best  examples  of  the  application  of 
the  Jacobean  tendencies. 

Beautifully  finished  in  dark  Old  English  with  just 
enough  high  lighting  to  relieve  it,  this  suite  will 
give  a  lifetime  of  service;  the  choice  of  many  brides 
this  year.  It  is  shown  in  colors  on  page  3  of  our 
new  catalogue. 

Dining  Room  Suite  iVo.  181. 

North  American  Furniture  Go.  Limited 

Owen  Sound,  Ontario 


furniture 


Volume  XIII 
Number  12 


Greetings  to  the  Trade^  1923 


FURNITURE  WORLD 


1923-24 


WITH  the  close  of  an- 
other year,  we  are  re- 
minded of  the  many 
pleasant  associations  the  past 
twelve  months  have  afforded 
us,  and  it  is  a  pleasure  to 
once  again  greet  our  friends 
in  the  trade  with  every  wish 
for  a  joyous  Christmas  sea- 
son and  a  prosperous  year  to 
come. 


mi 


m 


m 


e  H.  Krug  Furniture  Co,  Limited 

Kitchener,  Ontario 


DECEMBER,  1923 


3 


A  Merry  Christmas  to  You 

1923  1924 


Dresser,  Top  21  x  46,  Mirror 
26  X  34    Height  69" 


A  Louis  XVI  Design  in  Walnut 
That  is  Selling  Particularly  Well 

This  walnut  bedroom  suite,  No.  90,  is  a  handsome  ex- 
ample of  the  Louis  XVI  design,  Redwood  Burl  Panels 
— Inlay  on  Mirror  Frame  and  Bed  are  Redwood  and 
Holly.  It  is  unusually  well  proportioned  and  has  silver 
trimmings.  We  recommend  it  as  a  suite  which  will  please 
every  class  of  trade,  for  it  represents  unusual  value.  Let 
us  send  you  our  catalogue  describing  the  entire  Jacques 
line.  A  card  will  bring  it. 

Jacques  Furniture  Co.  Limited 

Kitchener,  Ont. 
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GREETINGS 


To  our  many  friends  in  the  trade,  we 
extend  our  hearty  thanks  for  their 
business  courtesies  and  friendship. 

We  toast  your  health  and  prosperity  for 
nineteen  hundred  and  twenty  four. 

May  we  have  the  pleasure  of  your  company  at 
our  showrooms,  36  King  St.  West,  Jan.  7-19124 


Wunder  Furniture  Mfe  Co.  Limited 


Kitchener,  Ontario 


Can  we  be  of  service  to  you? 


We  want  our  subscribers  to  feel  that  the  FURNITURE  WORLD  is 
published  in  their  interests  and  it  is  their  right  to  command  our  services  free 
of  charge. 

There  may  be  certain  articles  which  you  cannot  find  in  these  advertising 
pages  that  you  would  like  to  have  information  on. 

You  may  want  manufacturers'  or  jobbers'  catalogues,  price  lists,  etc. 

You  may  want  other  information,  so  please  do  not  hesitate  to  use  this 
form. 

All  that  the  FURNITURE  WORLD  asks  in  return  for  any  service  it 
may  render  is  that  subscribers  buy  from  its  advertisers  and  mention  the 
FURNITURE  WORLD  when  buying. 


INFORMATION  WANTED 

The  Editor,  Furniture  World 

347  Adelaide  St.  West,  Toronto 


Date 


Please  tell  me 


19. . 


Name  .  . 
Address 


DECEMBER,  1923 


iiiiiiiiiiiiiniiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiNiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiniiiii! 


lllllllllllllllllllllllllllllllllllNllllllllllNlllllllli 


iiiiiiiiiiiiiiiiiiii 


BUSINESS  WEATHERVANE 


gllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllUIIIIIHIIIIIIIIIIIIIIIIIig 


I  Canada's  Pulpwood  Market  Dominates  the  Continent.  | 

I  Huge  Mincing  Machines  Making  Spruce  Logs  into  Pulp  and  Paper  | 

'1  Are  Tearing  Financial  Pessimism  into  Shreds.  i 

I  A  Capacity  Now  of  4,000  Tons  Daily.  | 

I  1923  Exports  Will  Reach  $120,000,000  Mark.  | 


Toronto  Star 


illllllllllllillll: 


IIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIINIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIII 


IIIIIIIIIIIIIIIIIIII 


iiiiiiiiiiiiiiiiiiiiiiiiiiiii: 


iiiiiiiiiiiiiiiiiiiii 


iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii 


IS  YOUR  STORE  JUST  A  STORE? 


Some  Furniture  Stores  are  just  stores — Furniture  is  just  stored  there, 
to  be  shown  to  customers  needing  Furniture,  and  delivered  to  them  on  payment 
of  the  necessary  consideration,  just  the  same  as  a  grocer  selling  sugar  to  a 
customer  coming  into  the  store,  who  buys  it  because  the  home  stock  is  ex- 
hausted.  Is  your  store  one  of  these? 

House  Furnishers  should  be  more  than  mere  Merchandisers  or  Store- 
keepers. They  have  an  opportunity  of  service  to  their  customers  and  com- 
munity no  other  line  of  business  has.  When  you  sell  furniture  you  are  selling 
the  makings  of  a  home,  something  which  will  have  an  influence  on  everyone 
in  that  Home  and  Community. 

Make  your  House  Furnishing  Store  more  than  a  business.  Where  it  has 
been  done  in  the  right  way,  the  house  furnisher  is  the  leader  in  that  com- 
munity, an  influence  for  good  that  is  recognized  by  everyone  in  that  commun- 
ity and  beyond. 

Study  your  business  from  a  service  standpoint — study  it,  improve  it,  learn 
to  serve,  and  make  a  Home  Furnishing  Service  Station  of  your  Store. 

Come  to  the  Factories  in  January  and  see  the  lines  suggested  to  help  you 
serve  your  customers  best. 


BAETZ  BROTHERS  FURNITURE  COMPANY,  LIMITED. 
Builders  of  Living  Room  Furniture 

ANTHES  BAETZ  FURNITURE  COMPANY,  LIMITED. 
Dining  Room  and  Chamber  Furniture 

BAETZ  BROTHERS  SPECIALTY  COMPANY,  LIMITED. 
Portable  Electric  Lamps  and  Shades 


Managing  Director 


Kitchener,  Ont.,  December,  1923. 


iiii|i[iiiiiNii!iiiiiniiii!:iiiiiiiiiiiiiiiii;iiiiiiniiiiiiiiiiiiiiiiiii 
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JANUARY  FURNITURE  EXHIBITION 


As  usual  our  show  rooms  will  be  at  their  best  with  new  lines  and   "  iiiiiiiiiiiiiiiiiiiiiiiiiiiii  iiiiiiiiiiiiiiiiiiiiiiif 

I    effects.    Exhibition  dates  are  January  7  to  19,  1924  and  the  Exhibition  | 
I    is  in  the  Anthes  Furniture  Building,  Kitchener. 


FURNITURE  WORLD 


The  Art  Line  Will  Increase  Your  Sales  in  1924 

.  The  problem  of  offering  really  fine  furniture  at  prices  consistent 
with  the  demand  of  the  masses  has  its  solution  in  the  Art  line. 

Art  Furniture  will  satisfy  your  every  demand. 

The  Snasori^s  Best  Greetings 

We  wish  you  one  and  all,  a  Christmas  full  of  happiness  and  good 
cheer  with  a  year  of  prosperity  to  follow. 


Art  Furniture  Company  Ltd. 


Kitchener,  Ont. 


Christmas  Greeting 

May  you  enjoy  in  full  measure  the  Spirit  and  Good 
Cheer  of  Christinas.  May  the  coming  year  be  one 
of  unsurpassed  health  and  happiness  for  you  and 
yours,  and  may  all  your  business  efforts  be  crowned 
with  success.  For  your  past  patronage  we  thank 
you.  and  hope  to  continue  serving  you  in  1924. 


Spring 
Company 


Kitchener,  Ontario 


I  HAT  the  New  Year 
'  m       niay  usher  in  an  era 
I       of  lasting  prosperity 
'    I  for  all  our  friends  is 
the  sincere  wish  of  Malcolm  & 
Hill  Limited.     We   wish  you 
health,  happiness  and  a  generous 
share  of  the  best  that  Nineteen 
Twenty-four  holds. 


MALCOLM  &  HILL,  LTD 

KITCHENER,  ONT. 


FURNITURE  WORLD 


Best  Wishes 
1924 


No.  540  ^ 


The  Andrew  Malcolm  FurnitureCo.,Ltd. 

Kincardine  (Head  Office)  Listowel 


DECEMBER,  1923 


Season^s  Greetings 


pT  this  happy  season,  when  joyful  greetings 
/l\  ^  are  the  order  of  the  day,  an  opportunity 
I  is  afforded  of  expressing  our  goodwill  to 
the  trade  and  our  unqualified  appreciation  to  those 
dealers  in  particular  who  have  favored  us  with 
their  patronage  during  the  past  year. 

May  Health,  Happiness  and  Prosperity  crown  your 
efforts  during  the  coming  year,  and  may  this 
Christmas  be  a  happy  and  joyful  one  for  you  and 
yours. 

THE  KROEHLER  MFG.  CO.,  LIMITED 

STRATFORD  -  .  ONTARIO 


^0 


FURNITURE  WORLD 


Greetings 


WV.  wclcnnu'  tin's  oppcirtnnity  nl  cxijrcs- 
siiii;  to  oiir  many  friends  in  the  trade 
an  appreciative  word  tor  the  business 
])laeed  witli  ns  dru'in.^'  the  closini;'  year.  At 
the  same  lime  we  extend  our  cordial  wishes 
to  all  a  bounteous  Xmas  and  a  prosperous 
New  ^  ear. 


mi 

.1  in^) 


The  Imperial  Rattan  Company 


Stratford 


Limited 


Ontario 
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Greetings- 
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We  thank  you  for  your  patronage  during 
1923.    May  you  have  a  Happy  Christ- 
mas with  a  year  of 
joy  and  prosper- 
itv  to  follow. 


No.    151  Tray 


The  Stratford  Manufacturing  Company,  Limited 

Stratford  •  Canada 


[ 

L 

No.  75  Smoker  No.  58   Kindergarten   Set  No.  222  Work  Basket 


DECEMBER,  1923 


Greetings 


ND  now  a  little  re- 
spite from  our  daily 
endeavors,  to  hail  an- 
other Christmas  and 
to  wish  our  many  good  friends 
through  the  Furniture  Trade  a 
Yuletide  of  good  fellowship  and 
cheer. 

During  1924,  may  you  enjoy  a 
full  measure  of  health,  happiness 
and  prosperity. 


3be  SloW^tDieke  CcSt^. 

STRATFORD  ONTARIO 
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I  WINDSOR  CHAIRS 


for  quick  shipment 


Workmanship  and 
Finish  Excellent. 

See  catalogue  for 
complete  line;  if 
you  haven't  a  copy 
write  today. 


No.  1362 


THE  TRADE-MARK  OF  QUALITY 


No.  1392 


i  The  North  American  Bent 

I  OWEN  SOUND 

iiiiiiiiiiiii  I  I  I  I  iiiiiiiiiii  nil  iiiiiiiiiiiiiiiiiiiiiiiiiiiii  iiiiiiii  iiiiiiiiiii  iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii  iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^   mil  iiiiiiiiiiiiiiiiiiiiiiiii  iiiiiiiiuiiiiiiiiiiiiiiiiiiiii  iiiiiiiiii  iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii 
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A  REAL  SELLER  I 


Our  No.  1300  Queen  Anne 
Bedroom  Suite  (two  pieces 
illustrated)  made  of  Five 
Ply  Rotary  Cut  Veneer  is 
proving  a  wonderful  seller 
wherever  displayed.  Each 
top,  front  and  end  is  made 
without  a  joint,  insuring  a 
uniformity  of  color  im- 
possible with  solid  woods. 


No.  1300 


No.  1300 


!l!llllll!|illi1ll!:iI|l|l!i:ii!IIIIIIIIIIHIINIIIIIIIII!lll!nillllllllllllllllllllllllllll!lll1:lll[lllllllll!^^ 

We  wish  to  extend  our  thanks  to  the 
Trade  for  the  many  kind  favors  we 
have  received  during  1923,  and  sincere- 
ly hope  you  will  have  a  I\lcrry  Christ- 
mas and  a  New  Year  of  Prosperity. 

llll'lill!lllllllllllllll{llllllll|l|llllllllllllllllilli;illl:lillllll!l!NIIIIII|l:l[llllii:illi;illNJ[^ 


Chair  Company,  Limited 


ONTARIO 
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FURNITURE  WORLD 


No.  734 

THIS  handsome  dining  room  suite  has  "class"  written 
all  over  it,  yet  it  sells  at  a  remarkably  low  price. 
Made  in  Birch  with  two-tone  Walnut,  satin  or  velvet 
finish.  Cast  brass  trimmings.  Buffet  with  or  without 
mirror. 

This  suite  meets  the  demand  for  furniture  of  good  ap- 
pearance moderately  priced.  It  will  prove  an  excellent 
drawing  card  on  display. 


Xmas 


Wishes 
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The  Knechtel  Furniture  Co. 


Limited 

Hanover,  Ontario 


DECEMBER,  1923 


Yuletide 
Greetings 

We  extend  again  the  old,  old  wish— 
A  Merry  Christmas  to  you  with  Sue 
cess  throughout  the 
coming  New  Year, 


Write  for  copy  of  our 
catalogue  to-day.  A  card 
will  bring  it  without  delay. 


Baskets,  Ferneries,  Daven- 
ports, Floor  Lamps,  Table 
Lamps,  Smokers'  Stands, 
Telephone  Tables. 


No.  2005 — 2  light  Electric  Lamp 


The  J.  B.  Watson  Furniture  Co. 

Limited 

Kincardine    -  Ontario 


FURNITURE  WORLD 


Success  and  Prosperity 
in  the  New  Year 


E  wish  to  extend  to  you 
and  yours  our  Sincere 
Wishes    for    A  Happy 
Christmas  and  a  Prosper- 
ous New  Year. 

We  appreciate  your  many  courtesies 
during  the  past  year,  and  hope  to 
merit  a  continuance  of  your  business 
during  1924. 


For  1924  we  offer  a  wide 
range  of  Chesterfields, 
Living  Room  Furniture, 
Tables,  Chairs,  Pedes- 
tals, etc.,  including  many 
new  and  popular  de- 
signs. Every  piece 
shows  the  most  thor- 
ough workmanship  and 
all  are  priced  close. 
No.  1208  Pedestal  and 
No.  1203  Fernstand 
shown  are  examples. 


Write  for  catalogue  of  our  line  today. 


The  New  Hamburg  Furniture  Co.  Limited 

New  Hamburg    -  Ontario 
Successors  to  Schierholtz  Furniture  Company,  Limited 


DECEMBER,  1923 


m 


C.E.O. 

COMBINED  LINES 


Wish  You  All 


ArO€RRf€ 
CHRISTCOAS 


NOTHER  year  is  fast  drawing  to  a  close. 
Don't  let  it  pass  without  investigating  our 
Matched  Quarter-Cut  Oak  Dining  Room 
Suites  in  Italian  Brown  Finish.  These 
suites  are  wonderful  value— only  made  pos- 
sible through  specialization.  If  you  have  not  received 
a  copy  of  our  new  catalogue  write  for  one  without 
delay. 


Chesley  Furniture  Co.,  Limited  Elmira  Furniture  Co.,  Limited 


Chesley,  Ont. 

Specializing  in  Extension  Tables,  a  large 
vai'iety  of  styles  to  select  from  including 
the  well  known  TILT  TOP  and  TWIN 
PEDESTALS. 


EI 


mira, 


Ont. 


Specializing  in  Dining  Room  Chairs  of  the 
better  kind  with  special  features.  Niuner- 
ous  designs  in  all  the  popular  finishes. 


Orill  ia  Furniture  Co.,  Limited 

Orillia,  Ont. 

Specializing  in  Buffets  and  China  Cabinets 
in  a  good  range  of  specially  neat  designs. 

You  are  cordially  invited  to  visit  our  Exhibit  shown  in  Our  Permanent  Showroom, 
145  King  St.  East,  Kitchener,  Ont.  Jan.  7th-Jan.  19th. 

New  Designs — New  Oak  Finish— Something  that  is  different  in  Extension  Tables. 

We  would  appreciate  an  opportunity  of  showing  these  to  you.    Our  representatives  will  be  here. 


IS 


FURNITURE  WORLD 
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Your  Stock  Needs  Brightening  Up 
During  the  Winter  Months 

Small  reed  pieces  with  their  bright  coverings  are  just  the  thing  to  give  life  to 
your  window  and  floor  displays  during  the  dark  winter  months.  Every  home, 
too,  has  a  niche  or  corner  that  can  be  made  doubly  attractive  with  one  of  these 
pieces.  Your  customers  will  quickly  appreciate  their  beauty  and  value  if  they 
are  Reedcraft  and  your  sales  generally  will  be  helped. 


Settees,  Chairs,  Rock- 
ers, Chaise  Lounges, 
Tables,  Ladies'  Desks, 
Phonograph  Cabinets, 
Pedestals,  Foot  Rests, 
Smoker  s'  Stands, 
Lamps,  Ferneries,etc. 


No.  76  Stonl 


i 


No.  77  Stool 


gittered 


'Mill  f 


Christmas 
Wishes 
1923 


No.   1771^  Chair 


No.  54  Table 


We  take  this  opportunity  of  thanking  our  customers  for  their 
patronage  during  the  past  year  and  of  wishing  one  and  all  a  very 
Merrv  Christmas. 


Goderich  Art-Craft  Furniture  Co.,  Ltd. 

Goderich        —  Ontario 
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SUCCESSFUL 
MERCHANTS 
NEVER  MISS 


THE  MARKET 


CAGO  FURNITURE 


"Here  is  another  invitation  to  the 
Chicago  Furniture  Market.  When 
I  started  in  business  they  didn't 
have  such  things.  If  they  didn't 
need  them  then,  why  should  I  spend 
my  time  and  money  going  now?" 


"A  big  factor  in  the  success  of  this 
business  has  been  my  regular  trips 
to  market.  When  I  think  of  the 
crowd  of  big,  successful  merchants 
who  regularly  go  to  Chicago  I  often 
wonder  how  men  conduct  furniture 
stores  who  have  never  been  to 
market.  How  do  they  know  values? 
What  confidence  can  their  custom- 
ers place  in  their  knowledge  of 
styles  and  designs,  and  the  latest 
method   of  construction?" 


Methods  of  1892  will  not  bring  success  in  1924.  The  merchant 
who  started  in  1910  making  regular  trips  to  market  gained  sup- 
erior knowledge  about  his  own  business  ,that  enabled  him  to 
outstrip  his  competitor  many  times.  This  is  the  story  that 
happens  in  practically  every  town  in  the  United  States  and 
Canada.  Old  established  houses  stay  in  the  rut;  progressive  men 
start  years  later  and  soon  outdistance  them  in  the  race  for 
success. 

January  1,  1924,  brings  another  opportunity  to  get  in  line  with 
the  leaders  of  the  retail  furniture  field.  Put  this  great  market  to 
work  to  help  you  build  a  greater  business. 

Chicago  Furniture  Market 

January  1st  to  31st,  1924 

Chicago  Furniture  Market  Association 

Chicago,  Illinois 


FURNITURE  WORLD 


Everybody  Likes  This  New  Design 

This  new  suite  has  already  become  immensely 
popular  and  promises  to  be  one  of  the  best  sell- 
ers we  have  yet  introduced.  The  design  is 
particularly  pleasing  and  the  workmanship 
perfect.  You  will  find  it  a  timely  offering  for 
boudoirs  and  sunrooms.    Investigate  today. 

The  Season  5  Best  Wishes 

To  all  our  friends  and  customers  we  wish  to 
tender  our  sincere  thanks  for  their  patronage 
during  the  year  just  drawing  to  a  close.  May 
you  have  a  Merry  Christmas  and  a  Prosperous 
New  Year. 


The  Canadian  Rattan  Chair  Company  Ltd. 

Victoriaville      -  Quebec 

With  which  is  affiliated  The  Eastern  Townships  Furniture  Mfg.  Co.,  Arthabaska,  Quebec 

J.  D.  GAGNE,  President 
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We  take  this  opportunity  to  thank 
our  many  friends  in  the  Trade  for 
their  patronage  during  1923  and 
to  extend  our  best  wishes  for  a 
Merry  Christmas  and  a  New  Year 
of  Happiness  and  Prosperity, 

The  Bell  Furniture  Co.,  Limited 

Southampton,  Ontario 


Associated  with  the  making 
of  good  cedar  chests  is  the 
Heirloom  Trade  Mark 


29-42 


Whether  in  solid  walnut  lined  with  cedar,  or  made  of  selected 
cedar  alone,  all  chests  in  the  HEIRLOOM  line  are  warranted  to 
please  you  and  your  customers. 


Write  us  for  suggestions  and 
sales  plans 


The  Chesley  Chair  Co., 

Limited 

Chesley,  Canada 
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E.  0.  Weber,  Limited 

Waterloo.  Ont. 

Charles  F.  Ott,  General  Manager, 
George  H.  Aletter,  Vice-President. 


UR  permanent  Show- 
Rooms,  consisting  of 
three  Complete  Floors 
of  our  Waterloo  Plant 
will  contain  some  forty 
additional  new  de- 
signs, many  of  which  are  entirely 
different  to  what  has  been  offered  on 
the  Canadian  market.  You  will  be 
interested  in  this  display,  while  you  are 
in  our  midst  during  January. 

We  wish  you  a  Merry  Christmas  and  a  Very 
Happy  and  Prosperous  Neiv  Year. 
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URING  the  year  which  is  Rear- 
ing its  close  we  have  enjoyed 
a  liberal  share  of  business  and 
we  take  this  opportunity  to 


thank  our  many  friends  for  their  kind 
patronage. 

May  your  Christmas  be  Joyful  and  the 
New  Year  be  one  of  Happiness  and 
Prosperity. 


HEYWOOD-WAKEFIELD  CO. 

OF  CANADA,  LIMITED 

Manufacturers  of  Lloyd  Loom  Products 

ORILLIA  ONTARIO 

Doll  Carriages  Wicker  Furniture  Baby  Carriages 


LLOYD  LOOM  PRODUCTS 


Z4: 
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Greetings  to  the  Trade 


We  thank  our  many  friends  throughout  Canada 
for  their  generous  patronage  during  the  closing- 
year.  It  is,  we  feel,  a  tribute  to  the  high  quality 
of  our  line.  We  want  to  extend  to  each  one  of 
you  our  sincere  wish  that  the  coming  Xmas  will 
yield  you  a  full  measure  of  its  good  things  and 
that  the  New  Year  will  make  for  you  another 
rung  in  the  ladder  of  success. 


John  C.  Mundell  Co.,  Limited  ontarIo 

Living  Room  Furniture,  Breakfast  Sets,  Chairs.  Tables,  Telephones  Stands,  Smoker's  Cabinets,  etc. 


We  extend  our  best  wishes  for  a  Merry 
Christmas  and  may  the  New  Year  serve 
to  cement  the  many  friendships  we  have 
made  and  yield  Health  and  Prosperity  to 
all. 


W.  J.  ARMSTRONG,  LTD., 


GUELPH, 
ONTARIO 


Hespeler's  Buffet  No.  303 


l^^g  OR  the  coming  year  it  will  be 
our  endeavor  to  continue  the 
making  of  beautiful  and  lasting 
furniture  at  a  price  acceptable 
to  all.  Inspection  is  courted 
and  a  hearty  welcome  assured  those  who 
visit  our  permanent  showrooms  at  the 
factory. 

The  Season's  Greetings 

To  our  many  friends  in  the  Dominion  we  extend 
our  best  wishes  for  a  Merry  Christmas  and  a 
Joyous  New  Year. 

The  Hespeler  Furniture  Co.  Ltd. 

Hespeler,  Ontario 
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We  Extend  to  You  —  Our  Sincere  Wishes 

For  a  Joyous  Xmas  and  a  Bright  and 
Prosperous  New  Year 


No.  348  Book  Trough 

Made  in  one  finish  only — • 
Combination  Brown  Ma- 
hogany and  Wahiut. 
Top — 11  X  22  inclTes. 
Height  26  inches. 
Used  as  End  Table  and 
Book   Trough  comI)ined. 
Packed  one  in  a  crate. 


Seasonable  Sellers 

Screens  filled  with  Silkaline 
"     Single  Burlap 
"     Double  Burlap 
Folding  Card  Tables — 4  Styles 
Non  Tip  Folding  Chairs 
Pedestals — Costumers — 
Bed  Trays — Back  Rests — 
Invalids  Adjustable  Tables — 
Smoker  Stands — Umbrella 
Stands 

Book  Troughs — Folding  Book 


No.  348 


Stands 

Your  enquiries  will  be  appreciated 


OTTERVILLE  Manufacturing  Co.  Limited 


Otterville 


Ontario 
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Coombe  Creations — The  Better  Quality 


New  designs — new  touches — and  new 
lines  of  harmony  give  to  Coombe  pro- 
ducts an  originality  above  all  others. 

Comprising  a  large  range  of  large  and 
small  pieces  the  Coombe  line  will  create 
added  interest  in  any  store  and  work  a 
decided  increase  in  business. 


We  wish  to  take  this  opportunity  of  ex- 
pressing our  goodwill  to  the  trade. 

May  Health  and  Prosperity  be  yours 
and  may  the  New  Year  help  to  cement 
the  happy  relations  between  us. 


The  F.  E.  Coombe  Furniture  Company  Limited 

Kincardine      -  Ont. 
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Grand  Rapids  Market  Association 

"'Promoting  the  Grand  Rapids  Market" 


j^^^'aiSliouifiusli^dfair 


Yale  Bedding  Co.     290  Guy  St.,  Montreal 


Wishes 


That  our  many  friends  may 
have  an  enjoyable  Christmas 
and  a  New  Year  of  Health, 
Happiness  and  Prosperity  is 
the  sincere  wish  of 


The  Canadian  Feather  &  Mattress  Co.,  Ltd. 


TORONTO 


OTTAWA 


Lambs  Wool,  Kapok,   Cation  Felt  Mattresaes,  Comforters,  Cushions,  Pillows,  etc. 
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Meaford 
Walnut 

for  the 

Average 
Home 


No  other  line  of  furniture  has 
ever  made  such  an  appeal  to  the 
average  home-lover.  Meaford 
Walnut  is  built  of  Birch  and  is 
specially  processed  to  closely  re- 
semlile  the  linest  Walnut  veneer. 
In  workmanship  and  finish  it 
invites  comparison  with  much 
costlier  furniture.  Ask  us  about 
it. 


f 

V 

■r  ft 

\  I 

Christmas  Greeting 


We  wish  to  extend  our  thanks  to  the  Trade  for 
the  many  kind  favors  we  have  received  during 
the  past  year.  It  is  our  sincere  wish  that  your 
Christmas  be  Merry  and  your  New  Year 
Happy  and  Prosperous. 

The  Meaford  Manufacturing  Co.^Ltd. 

Meaford       —  Ontario 
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Thirty-Five  Years  of  Quality  and  Service 

Our  constant  striving  for  superior  construction  since  we  were  established 
in  1888  has  led  to  a  degree  of  i)erfection  in  our  furniture  that  is  rarely 
e(jualled.  The  trade  has  come  to  rely  on  Ellis  Upholstered  Furniture 
for  its  exceptional  quality  and  value.   Ask  us  about  our  new  lines. 

ELLIS  FURNITURE  CO.    -    Ingersoll,  Ont. 
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Greetings 

As  the  year  192:j 
draws  to  a  close, 
we  extend  our 
sincere  thanks  to 
our  friends  in  the 
trade  for  their 
valued  patronage. 
We  wish  them  the 
merriest  of  Christ- 
mases — and  when 
the  New  Year 
dawns  may  it  find 
t  ii  e  m  o  n  t  h  e 
thresiiold  of  a 
l)i,LC.L;\'r.  1)  c  t  t  e  r 
year  of  business 
than  they  have 
vet  known. 


KLo„%^a~rPrre=  °'   BRANTFORD  WILLOW  WORKS 

BRANTFORD  —  ONTARIO 
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Comparison  Proves 
the  "Anti-Sway"  Best 

Take  an  ''Anti-Sway"  and  place  it  side  by 
side  with  an  ordinary  bed  spring.  Test  them. 
See  how  the  exclusive  "Anti-Sway"  device 
prevents  sagging.  Remember  that  this 
spring  is  guaranteed  for  20  years  and  comes 
on  a  30  night  free  trial.  Then  decide  which 
spring  YOU  would  rather  own,  which  one 
you  would  rather  sell. 

Use  Your  Own  Judgment 

We  know  you'll  choose  the  "Anti-Sway"  as 
hundreds  of  other  dealers  have.  Its  the  way 
to  bigger  profits.  Write  today. 

Progress  Spring  Bed  Manufacturing  Co. 

Established  1905 


Head  Office  :    146-154  Cadieux  St.,  MONTREAL 
Branch:    590  King  St.  West,  TORONTO 
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It's  not  so  much  where  we  stand,  but  in  what  direction  we  are  moving — that  counts. 
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No.  95 — Top  42  x  52  in  Quartered 
Oak,  Golden,  Fumed  or 
Old  English  Finish 


We  Are  Table  Specialists 

Through  long*  experience  and  specialization  in  the  man- 
ufacture of  tables  we  make  it  possible  for  you  to  buy 
the  tables  you  need  to  match  any  standard  finish  and 
design,  at  a  price  that  means  a  real  advantage  to  you. 
Write  today  for  particulars  and  prices  and  see  what  we 
can  save  you  on  that  next  order. 

Season^ s  Greetings 

We  take  the  opportunity  offered  at  the  Christmas  Sea- 
son to  heartily  thank  our  friends  from  Coast  to  Coast 
for  their  continued  patronage  throughout  another  year. 

The  Lucknow  Table  Co.,  Ltd. 

Lucknow      -  Ontario 
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With  the  Editor 


Must  the  Smaller  Furniture  Dealer 
be  Driven  Out  of  Business? 


In  a  numl^er  of  industries  to-day  there  are 
certain  dangerous  tendencies  becoming  evident, 
which,  if  they  continue  to  develop,  may  jeopard- 
ize the  existence  of  the  smaller  merchant.  In 
the  furniture  trade,  not  less  than  any  other,  are 
these  tendencies  making  themselves  felt.  This 
is  due  not  merely  to  comjietition  in  puint  ol 
service,  selections,  adxertising  and  merchandis- 
ing initiative  generally — which  is  perfectly  legi- 
timate and  healthful — but  to  uneijual  cumpcti- 
tiiin  in  the  matter  of  price,  which  is  unfair  and 
destructive.  This  price  competition  is  under- 
mining the  retail  furniture  trade  in  many  locali- 
ties to-day. 

Fills  an  Essential  Place  in  Community 

Canada's  great  departmental  establishments 
have  become  an  integral  and  important  part  of 
the  commercial  structure  of  the  country.  The 
citizens  are  proud  of  them.  They  rank  among 
the  foremost  merchandising  institutions  in  the 
world  and  stand  a  monuments  to  enterprise, 
vision  and  service.  But,  when  all  is  said,  they 
fill  no  such  essential  place  in  the  life  of  the 
community  as  does  the  great  host  of  individual 
retail  stores,  scattered  throughout  every  town 
and  village  from  coast  to  coast.  Our  mammoth 
department  stores  are  but  a  recent  development 
resulting  from  phases  of  modern  life  which  may 
be  passing.  The  small  merchants  have  been 
doing  business  since  the  dawn  of  civilization. 
And  without  all  these  small  links  in  the  chain 
of  distribution,  the  business  of  the  country  can- 
not be  satisfactorily  carried  on  and  the  public 
at  large  efficiently  served  with  the  great  variety 
of  commodities  which  go  to  make  up  the  neces- 
sities of  present-day  existence. 

It  is  probable  that  the  big  store  is  here  to 
stay.  Through  the  mail  order  catalogue,  the 
widely-distributed  city  newspapers,  radial  lines, 
good  roads,  the  automobile,  and  improved  trans- 


portation generally,  plus  its  ever  increasing 
business  services  and  amusement  facilities,  the 
city  is  thrusting  out  its  roots  through  great  areas 
of  territory  and  drawing  to  itself  the  resources 
which,  in  former  days,  went  more  largely  into 
the  building  up  of  towns  and  villages.  This 
condition  seems  inevitable.  The  size  of  the  city 
and  the  size  of  its  great  business  houses  exercise 
an  irresistible  magnetic  attraction. 

Hut  the  question  which  the  furniture  manu- 
lacturers  of  Canada  must  face  and  which  has 
not  been  fairly  and  squarely  faced  by  many  up 
to  the  present  time  is  this:  Is  it  wise  to  stimu- 
late and  encourage  this  centralization  of  retail 
business  at  the  expense  of  the  smaller  merchant? 
Have  the  big  stores  and  big  cities  not  enough 
natural  and  legitimate  advantages  without  offer- 
ing them  artificial  and  illegitimate  advantages, 
which  assist  them  in  sapping  the  life  blood  from 
the  retail  trade  in  the  smaller  towns? 

Again  and  again,  in  calling  on  furniture  mer- 
chants in  some  of  the  smaller  places,  particular- 
ly those  within  the  vicinity  of  the  large  centres, 
we  have  heard  this  complaint:  "The  big  houses 
in  the  city  are  selling  goods  cheaper  than  we 
can  buy  them.  How  are  we  to  hold  our  cus- 
tomers? They  are  shopping  around,  comparing 
prices,  and  are  losing  confidence  in  our  values." 

Discrepancies  in  Furniture  Prices 

There  is  no  question  but  that  furniture  has 
been  sold,  and  is  being  sold  to-day  to  big  buy- 
ers as  much  as  25  per  cent,  cheaper  than  the 
average  retailer  can  buy  the  same  goods.  Some 
will  place  the  percentage  still  higher.  But,  at 
any  rate,  the  discrepancy  is,  in  many  cases, 
much  greater  than  can  possibly  be  written  olif 
against  the  saving  in  expense  in  handling  a 
large  order  as  compared  with  a  small  one. 
When  one  buyer  has  to  pay  $135  for  the  same 
suite  for  which  another  buyer  only  pays  $100, 
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even  tlidUt^h  tlie  li  inner  he  tmly  a  small  dealer 
and  the  latter  the  l)igfi;'est  huyer  in  the  land, 
there's  something  unsound  in  the  state  of  the 
furniture  l)usiness.  It  stands  to  reason  that  a 
lirm  with  great  eapital  hehind  it  and  a  vvide- 
si)read  market  for  the  d!s])osal  of  its  goods  will 
always  he  able  to  ])Uy  to  better  advantage  tiian 
can  a  local  retailer  with  low  volume  and  very 
limited  financial  resources,  because  one  order 
for  a  hundred  articles  is  worth  more  to  a  mantt- 
facturer  than  twenty-five  orders  for  four  articles. 
T.arge  orders  might  enable  a  manufacturer  to 
cut  down  his  expenses  by  say  five  to  ten  ])er 
cent,  as  compared  with  small  orders,  but  that 
the  large  discrepancies  in  wholesale  lurniture 
prices  to-day  can  be  balanced  by  these  savings, 
the  individual  dealer  does  not  believe. 

It  is  not  stiggesled  that  the  nianntacturer> 
are  overcharging  the  small  retailer,  but  a  Imst 
of  dealers  claim — and  they  submit  cimxincing 
evidence — that  manufacturers  are  "ivin^  furni- 


Misuse  of 
Tra  de- marke  d 
Merchandise 


'".A  serious  disadvantage  in 
the  handling  of  trade-mark- 
i-d  merchandise  has  recent- 
ly been  de velo])ing,"  said  a 
well-known  furniture  dealer  recently  in  conver- 
sation with  ■■  I'urniture  World.''  "We  ha\e 
found  that  cut-])rice  dealers  are  using  trade- 
marked  articles  as  a  means  of  trying  to  demon- 
strate to  the  pul)lic  that  their  prices  are  lower 
than  can  be  secured  elsewhere.  In  their  cut- 
throat tactics  they  concentrate  on  these  standard 
lines,  because  it  enables  definite  comparisons  to 
be  made.  If  it  is  any  other  than  a  trade-marked 
article,  neither  the  dealer  nor  the  customer  is  in 
aposition  to  assert  detinitely  that  e.xactly  the 
same  goods  are  being  shown  in  another  store  at 
a  difi'erent  figure.  Of  course  manufacturers  of 
tr.'ide-marked  lines  will  cl.-iim  lh;it  they  enforce 
;i  fixed  resale  ])rice,  but  legall\'  the\-  cannot  dn  it. 
as  I  understand  it.  and  at  any  rate  it  isn't  being 
di  me  in  man  v  instances. 


''Furniture  World''  Wishes  You  and  Yours 
a  Merry  Christmas  and  a  Happy  and 
Prosperous  New  Year 


ture  to  the  big  houses  at  prices  w  hich  are  unpro- 
fitable to  themselves  and  which  subject  their 
smaller  customers  to  ruinotis  comj)etition.  Put- 
ting it  baldly,  certain  of  the  manufacturers  are 
ai)i)arently  getting  their  turnoxer  (Jut  of  the  big- 
buyers  and  their  margin  out  of  the  small  ones.^ 
WHiere  is  this  policy  going  to  lead  to? 
Worked  out  to  its  inevitable  conclusion  will  it 
not  mean  that  the  retail  furniture  business  of 
Canada  will  be  concentrated  in  tlie  hands  oi  a 
few  big  houses?  Is  that  a  condition  the  manu- 
facturers are  anxious  to  bring  about?  Will  it 
be  to  their  advantage  and  that  of  the  consuming 
public  ? 

We  leave  that  question  with  the  furnittire 
manufacturers  of  Canada.  It  is  a  question  that 
demands  an  answer.  Where  will  this  policy 
land  the  furniture  industry  five,  ten  or  twenty 
years  hence? 


rile   Canadian  .Manufactur- 
Sales  Tax  Renul-       .      .        ..  , 

^       ers      Association  recently 
ation  Arouses  ,  ^ 

^        .  .  circularized   their  members 

Opposition  ... 

regarding  the  new  sales  tax 

regulations  efi^ectix  e  January  1.    Replies  received 

revealed  the  fact  that  itver  ninet}  -five  per  cent,  of 

the    members   of   the    association    are  strongly 

opposed  to  including  and  hiding  the  sales  tax  in 

the  ])rice  of  goods  and  demand  that  they  should 

be  allowed  to  show  the  tax  as  a  separate  item  on 

the  invoices.    At  the  time  of  writing,  the  return 

of  the  iMinister  of  Customs  and  Excise  who  has 

been  travelling  in  Western  Canada,  is  shortly 

expected,  and  it  is  announced  that  his  decision  as 

to  whether  or  not  he  will  withdraw  the  de])art- 

mental   regulation    in    this   connection    will  be 

given  out  in  the  near  future.    The  reason  for  this 

regulation  is  not  clear  and  the  trouble  it  involves 

does  not  seem  to  be  justified. 
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Running  a  Furniture  Store 
According  to  Hoyle 

With  Only  a  "Couple  of  Deuces"  at  the  Outset,  James 
Hoyle  of  Hamilton  has  Stuck  with  the  Game  and 
Made  a  Glean-up  on  More  than  One  "Full  House" 
—  He's  "Sitting  Pretty"  this  Ghristmas 


One  does  not  always  have  to  turn  to  the  big- 
retail  organizations  for  examples  of  merchandis- 
ing efficiency  and  initiative.  Frequently — though 
not  frequently  enoug"h — one  finds  these  business 
attributes  exemplified  in  most  creditable  fasliion 
])y  relatively  small  establishments. 

Tn  Hamilton,  recently,  "b'urniture  World" 
had  the  pleasure  of  visiting  a  concern  of  the  lat- 
ter type,  Hoyle's  House  Furnishings — a 
l)aby  organization,  whicii  has  only  entered  upon 
the  third  year  of  its  existance  this  fall,  but  which 
has  grown  rapidly  since  the  outset  and  shows 
all  the  signs  of  continued  healthy  develoi)ment. 

Hoyle's  House  Furnishings  started  out 
in  life  as  Hoyle's  Bedding  House.  Mr.  Jas. 
Hoyle,  the  proprietor,  had  gained  his  experience 
in  furniture  and  furnishings  with  the  Right 
House,  Hamilton.  He  began  With  th^t  con- 
cern as  an  elevator  boy  and  worked  his  way  up 
into  the  curtain  and  drapery  section.  He  re- 
mained for  five  years  in  that  department  as  an 
inside  salesman,  and  then  spent  five  years  on  the 
outside  as  a  contract  salesman.  His  experience 
was  finally  rounded  out  by  five  years  in  the  fur- 
niture department,  after  which  he  felt  he  was 
equipped  to  start  in  business  for  himself.  He 


began  in  July,  1921,  in  a  very  small  way  and 
with  very  limited  capital,  in  the  same  premises 
where  he  is  located  today,  384  Ottawa  St., 
Hamilton. 

Beds  and  Bedding  the  Backbone  of  the  Business 

"Why  did  you  start  up  as  a  bedding  house?" 
he  was  asked.  His  reply  was:  "My  experience 
with  the  Right  House  showed  me  that  heds  and 
bedding'  moved  in  larger  and  steadier  volume 
than  any  other  line  in  the  department.  What- 
ever other  items  ofi  furniture  people  may  do 
\vith()ut,  thev  will  have  l)eds.  Consequently,  not 
having  the  money  to  invest  in  a  widely  varied 
stock  at  the  outset,  I  decided  to  put  in  the  line 
for  which  there  was  the  most  constant  demand 
and  then  gradually  broaden  out." 

Beds  and  bedding  still  form  the  backbone  of 
Hoyle's  business.  The  demand  is  largely  for 
the  metal  type  of  beds,  and  Mr.  Hoyle  was  ra- 
ther taken  by  surprise  as  to  the  (|uality  of  goods 
demanded.  A  cheap  line  which  he  had  thought 
would  be  a  fast  mover  with  the  class  of  trade 
catered  to — mainly  the  workingman  and  his 
family — proved  difficult  to  sell,  while  better 
grades  of  beds  sold  much  more  freely.  Alxjut 
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$30.00  for  a  l)e(l.  sprint^  and  mattress  outlil.  is  a 
l)()pular  price.  The  stock  carried  is  compara- 
tively small,  just  sufficient  to  provide  a  variety 
for  the  customer  to  choose  ("rom — for  Mr.  lloyle 
l)elieves  in  letting  the  wholesale  houses  carry 
the  stock  as  far  as  possible.  Mattresses,  wool 
and  flannelette  blankets,  and  down  and  cotton 
comforters  in  various  grades,  are  also  carried 
and  are  steady  movers  during  this  season  <il  the 
year. 

Playing  up  Floor  Coverings 

Other  protitable  lines  have  gradually  been 
added.  Floor  coverings  were  one  of  the  first — 
linoleum,  Congoleum  and  axminster  rugs.  The 
linoleum  sells  mostly  in  the  i)iece  goods  and  the 
congoleum  in  tlie  rugs.  The  i)rominent  place 
which  these  have  come  to  take  in  the  Inisiness  is 
indicated  by  the  display  shown  in  the  photo- 
gra])h  reproduced.     Ouite  an  effective  jiublicity 


Mr.  Jas  Hoyle 

stunt  was  used  in  this  connection.  A  |)iece  of 
linoleum  was  cut  out  to  fit  the  entrance  vesti- 
bule and  also  to  extend  part  way  across  the  side- 
walk. ( )n  it,  painted  in  large  red  lettering,  was 
the  following  invitation:  "Visit  our  oil-cloth  and 
linoleum  department  in  the  ])asement.''  This 
message  was  repeated  three  times,  so  as  to  be 
legible  from  different  directions.  Whether  the 
pedestrian  was  coming  from  the  north  or  south 
it  greeted  his  eye,  or  if  he  looked  across  from  the 
other  side  of  the  street,  the  wording  in  the  vesti- 
bule was  plainly  visible.  In  the  windows,  lino- 
leum and  congoleum  in  a  wide  variety  of  pat- 
terns were  displayed  and  some  axminster  rugs 
were  included' 

There  is  a  fair  demand  for  axminster  rugs  in 
the  smaller  sizes.  Hearth  rugs  sell  quite  freely 
at  prices  running  from  around  $3.00  up  to  about 
$7.00  or  $8.00.  Animal  designs  priced  at  $.=;.2.S 
are  popular.  Rag  rugs,  too,  are  in  good  demand, 
as  are  also  the  verandah  varieties. 


Resourcefulness  in  Use  of  Limited  Space 
Tlie  lloor  covering  dei)artment  is  in  the  base- 
ment. It  does  not  (x-cupy  the  entire  area,  i)art  ot 
it  being  taken  up  by  a  stock  mum,  which  is  par- 
titioned of¥.  The  department  is  therefore  (|uite 
limited  in  space,  but  nevertheless  attractive,  for 
it  is  well  lighted,  clean  and  dry.  It  is  boarded 
all  arf)Und — walls,  floor  and  ceiling.  The  ceil- 
ing is  low,  but  not  so  low  as  to  cause  inconven- 
ience to  anyone  unless  an  individual  of  abnormal 
height,  and  the  lighting  has  'been  thoughtfully 
arranged  in  ceiling  bowls  which  are  set  right 
into  the  ceiling  and  protrude  below  it  very  little. 
Thus  the  electric  lam])s  and  those  who  might 
come  in  contact  with  them  are  ])rotected  from 
damage.  There  are  six  of  these  ceiling  bowls 
and  six  one-hundred  watt  lami)s  are  used,  pro- 
viding ample  and  ev^enly-distributed  illumina- 
tion. At  one  end  oi  the  dei)artment  is  a  large 
table  which  is  used  for  cutting  blinds.  Along 
the  right  hand  side,  on  coming  down  the  stairs, 
-xre  the  rolls  of  floor  coverings  and  on  the  left 
hand  side  are  some  piles  of  rugs  and  bedding 
and  what  little  extra  .space  is  left  is  given  over 
to  children's  furniture.  On  the  floor  sufficient 
s])ace  remains  for  unrolling  the  linoleum  and 
congoleum  for  the  cutomers  to  see  the  patterns. 

W'e  just  cite  these  details  as  an  instance  rif 
how,  through  cleanliness,  neat  arrangement 
and  the  use  of  proper  lighting  fixtures,  a  very 
limited  space  may  ibe  turned  to  excellent  ad- 
vantage. 

The  Drapery  Department 

Mr.  Hoyle's  experience  in  the  drapery  end  of 
the  business  naturally  led  him  to  install  a  drap- 
ery department  very  soon  after  he  ojjened  up  for 
himself,  and  this  end  of  the  business  takes  up  a 
considerable  portion  of  his  time.  lie  carries 
window  shades  and  a  good  range  of  materials 
f<ir  curtains,  o\er(Ira])es  and  portieres.  The 
(kwelopment  of  demand  for  window  shades 
lequires  considerable  outside  work,  and  Mr. 
Hoyle  spends  about  fifty  per  cent  of  his  time 
digging  u\)  prosi>ects  in  the  surrounding  district, 
closing  contracts  and  installing  shades.  Apart 
from  the  profit  that  results  directly  from  this 
work,  it  proves  an  excellent  means  of  making 
new  connections.  When  a  customer  is  satisfied 
with  the  ser\ice  rendered  on  window  shades,  he 
often  proves  a  good  j)rospect  for  a  substantial 
order  of  draperies  and  furniture.  The  most 
fruitful  field  to  work  on  outside  is  new  homes 
and  apartment  houses,  and  of  course  wher; 
houses  or  apartments  already  in  use  change 
hands  there  is  frequently  an  opening  created  for 
the  sale  of  furnishings  of  one  kind  or  another. 
Mr.  Hoyle  has  found  it  good  policy  to  keep  in 
touch  with  local  real  estate  concerns  and  he 
works  very  closely  with  one  or  two  firms, 
through  whose  remommendations  cjuite  a  quan-. 
tity  of  business  has  come  his  way. 


What  Feature  of  This  Issue  Do  You  Like  Best? 
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The  making  up  of  the  draperies  is  placed  in 
the  hands  of  an  experienced  woman,  who  does 
all  this  kind  of  work  for  the  stofe. 

While  Mr.  Hoyle  is  out  getting  after  new 
business,  his  brother  who  is  working  with  him, 
is  in  charge  of  the  store,  and  customers  are  thus 
always  assured  of  fesponsi'ble  service. 

The  limited  size  of  the  premises  does  not 
allow  of  carrying  a  large  stock  of  furniture, 
but  a  few  complete  dining  room  and  bedroom 
sets  are  carried.  There  is  no  demand  from  the 
trade  in  the  district  for  anything-  very  expensive 
or  elaborate,  and  $100  to  $150  is  about  the  price 
limit  at  which  a  suit  can  readily  be  sold.  Wil- 
low furniture  has  proved  popular  and  is  featured 
fairly  strongly. 

Gift  merchandise  is  now  definitely  taking 
the  place  of  prominence  in  the  store,  and  from 
their  experience  the  last  two  years,  Hoyle's  feel 
it  deserves  to  be  played  up  very  energetically. 
All  such  lines  as  standard  lamps,  boudoir  lamps, 
candle  sticks,  fancy  mirrors,  smokers,  curates, 
serving  trays,  sewnng  cabinets,  wall  tapestries, 
cushion  covers,  etc.,  are  brought  to  the  front 
and  given  the  centre  of  the  stage.  Children's 
gift  lines,  too,  have  proved  exceptionally  strong- 
sellers.  Last  year  Hoyle's  put  in  50  doll's  sets 
in  sea  grass,  consisting  of  two  chairs,  a  table  and 
a  settee,  priced  at  $2.00.  This  line,  which  was 
more  or  less  experimental,  was  cleaned  out  in 
short  order  and  continued  in  demand,  but  it 
was  impossible  to  replenish  the  stock  owing  to 
the  fact  that  the  wholesaler  likewise  was  short. 
Doll's  beds  sold  equally  well,  and  also,  of  course, 
doll's  carriages. 

In  order  to  boost  the  Christmas  business 
Hoyle's  have  started  a  Christmas  Club.  There 
is  no  red  tape  to  this  scheme.  It  simply  means 
that  a  customer  starts  making  small  deposits  and 
has  the  privilege  of  having  merchandise  of  his 
selection  set  aside  for  him.  Some  don't  even  ask 
to  have  any  particular  goods  held  for  them,  but 
just  use  the  club  as  a  means  of  saving  up  for 
Christmas. 

Hoyle's  policy  is  to  follow  very  closely  the 
seasonal  requirements  of  their  customers,  and 
its  success  is  proved  by  the  fSict  that  last  year 
they  secured  a  stock  turn  of  between  five  and  six 
times.  This  year  they  expect  to  beat  that 
record  and  also  to  increase  their  total  volume  ol, 
business  i)y  25  to  40  yitr  cent.  Up  to  September 
this  year  they  had  already  equalled  last  year's 
total,  so  that  their  expectations  appear  to  be 
quite  justified. 

Asked  as  to  how  he  accounted  for  this  very 
substantial  gain,  Mr.  Hoyle  said :  "Of  course 
there  is  the  increase  which  results  from  the 
natural  growth  of  the  business.  Apart  from  that, 
I  feel  that  the  steady  gain  is  clue  to  our  success 
in  holding-  customers,  and  this  has  been  made 
possible  through  our  extreme  care  in  every  de- 


tail of  service.  In  my  experience  previous  to 
starting  up  for  myself,  I  had  been  impressed 
with  the  number  of  complaints  that  developed 
from  little  things,  things  seemingly  insignifi-» 
cant,  but  which  often  took  time  and  trouble  to 
readjust  and  which  undoubtedly  caused  some 
soreness  among  the  customers — furniture  deliv- 
ered in  a  slightly  damaged  condition,  bedposts 


Get  Our  Price 


Window  Shades  Made  to  Order 

Best  Quality — Lowest  Price — Expert  Workmen 
Call  us  by  Phone.  We  do  the  rest 

Hoyle's  House  Furnishing 

Quality  and  Service 


'According  to  Hoyle" 


Gar.  535  J 


384  Ottawa  St.  N. 


A  little  advertising  card  that  Hoyle's  have  used  to  good  advantage 

with  the  enamel  chi]:)ped  off,  soiled  siderails,  and 
so  forth.  It  seemed  to  me  that  troubles  should 
ne\'er  l)e  allowed  to  develop  from  these  sources; 
that  they  should  never  come  to  the  attention  of 
the  customer.  And  my  policy  has  been  to  al- 
ways send  furniture  or  furnishings  out,  as  near- 
ly as  possible  ready  to  be  put  into  immediate 
use  in  the  home,  without  even  the  flick  of  a 
duster.  Everything  is  clean  when  it  leaves  the 
store  and  is  carefully  gone  over  to  see  that  it  Is 
in  no  way  marred  or  scratched.  We  have  no 
delivery  van  of  our  own,  but  we  are  fbrtunate 
in  having  a  connection  with  a  good  man  who  is 
prompt  and  careful  in  his  handling  of  the  goods. 
Through  these  precautions  we  have  managed  to 
avoid  complaints.  In  the  two  and  a  half  years 
we  have  'been  operating  this  business,  never  one 
complaint  of  service  or  merchandise  has  come 
to  us,  and  so  far  as  we  know,  we  have  never  lost 
a  customer. 

'"Then,  again,  we  advertise  consistently. 
There  is  a  live  local  sheet  circulating  in  this  dis- 
trict, and  we  have  our  ad.  in  it  every  week.  W e 
give  close  attention  to  our  windows,  for  we  have 
proved  to  our  own  satisfaction  that  they  are  by 
far  the  most  eiTective  pul)licity  medium  we  have. 
Displays  are  changed  twice  a  week,  and  we  al- 
ways aim  to  keep  them  interesting. 

"This  policy  of  careful  service,  consistent 
advertising  and  the  thorough  canvassing  of 
prospects  in  our  locality  has  certainly  produced 
results.  When  I  opened  up  in  the  first  place, 
the  total  inventory  of  the  stock  at  retail  prices 
was  $1,200.  Since  then,  the  inventory  has  at 
times  run  as  high  as  $10,000,  and  at  the  same 
time  the  turnover  has  been  maintained  at  a 
rapid  rate." 


Send  the  Editor  Suggestions  or  Criticisms 
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Plans  for  Christmas  Selling 

Representative  Furniture  Merchants  Tell  How  They  are 
Tackling^  the  Holiday  Sales  Campaign— Optimism  Pre- 
vails  Regarding?  the  Prospects  —  A  Batch  of  Useful 
Merchandising  Ideas 


Halifax,  N.  S. 

l'".(lit(u-,  P^urniturc  World: 

l''(ir  tlie  C  lirismas  season,  we  lia\  e  laid  in  a 
large  su])i)ly  of  useful  lines  (toys  that  last)  such 
as  Autnniohiles.  Velocipedes,  Rocking  Morses, 
fingle  Cars,  Doll  Carriages,  Kindergarten  Sets, 
'Teddy  Bears,  Shoo  i'ly  Rockers,  etc.,  which  we 
feel  will  meet  with  ready  sale,  as  our  prices  are 
most  popular  and  self-selling;  besides  this  line, 
we  are  well  stocked  in  Smoking  Stands,  Card 
Tables,  Spinet  Desks  and  a  good  selection  of 
Moliday  h'urniture.  Comforters,  Blankets,  etc., 
as  well  as  a  complete  line  of  everyday  recpiire- 
ments. 

i  r(im  present  indications,  we  ex])ect  to  real- 
ize the  best  Christmas  trade  in  several  years,  as 
there  appears  to  be  a  reasonable  supply  of  ready 
money,  notwithstanding  what  pessimists  term 
"the  general  de])ression." 

We  have  great  hopes  and  the  fullest  con- 
lidence  in  Halifax  trade  at  this  Christmas  season. 

Vours  very  truly, 

'P.  H .  iK:  T.  Francis. 


l"lditor,  I'^urniture  World: 

l*"or  the  last  few  years,  we  have  o]K'ned  our 
Christmas  cam})aign  about  Dec.  1st,  on  a  Satur- 
day if  possible,  using  a  full  page  advertisement 
in  the  local  daily  ])ai)er  and  having  tiie  same 
matter  printed  as  a  sale  sheet  for  distribution 
from  house  to  house.    This   recpiires  about  2.0(iO 


news  ])rint.  The  space  is  about  equally  divided 
between  children's  goods,  gift  furniture,  and 
special  cut-])rice  bargains.  I'or  this  sale  we  use 
on  the  store  windows  nicely  painted  banners, 
with  a  Christmas  appeal,  and  ])ictures  of  Santa 
Claus,  or  some  other  Christmas  design,  and  ol 
course  trying'  to  make  very  effective  window  dis- 
])lays  at  the  same  time,  althnugh  we  lease  our 
real  Christmas  window  until  the  last  ten  days 
before  Christmas.  One  ]ioint  we  try  to  drive 
home  is  that  "a  deposit  will  hold  goods  for  de- 
livery Christmas  Eve,"  and  we  have  found  that 
we  have  been  able  to  induce  the  people  to  do  a 
large  part  of  their  Christmas  Inlying  early  in  the 
month,  before  our  competitors,  the  fancy  goods 
and  toy  stores,  jewelry  and  dry  goods  people  get 
into  their  stride.  There  is  a  whole  lot  in  getting 
the  ]ieo])U'  into  our  store  first  before  they  have 
si)ent  all  their  money  elsewhere,  and  you  know, 
making  it  "look  like  Christmas"  is  a  l)ig  part  of 
the  battle.  It  is  (|uite  a  tax  on  the  brain  trying 
to  devise  novel  window  displays,  that  can  be 
carried  out  without  excessive  cost,  we  don't 
mean  "stunts,'."  but  displays  that  wmU  arrest  at- 
tention and  show  the  goods  up  to  advantage. 
\Vc  have  some  little  novelties  in  view  for  this 
season  but  ha\e  not  got  them  all  licked  into 
shape  yet,  and  we  think  you  could  make  a  most 
interesting  department  in  your  pai)er,  with  ideas 
for  disi)lays  suitable  for  the  smaller  stores,  and 
not  forgetting  the  methods  and  wherewithal  to 
carr_\'  these  ideas  out. 

Vernon  cK:  Co. 


i 


Shown  by  Peppier  Bros. 


sheets.  These  are  made  up  with  a  Christmas 
or  Santa  Claus  border,  and  printed  in  red  and 
l)lack  (jii  a  good  (|uality  of  book  jiaper.  which 
sliows  the  cuts  u])  far  better  than  the  common 


.Sherbrooke.  Hue. 

h.diti  ir,  I'  urnilure  W  i  irld  : 

In  re])lv  to  your  recpiest  of  the  Uith  inst.  re. 
our  plans  for  the  Christmas  trade. 

We  are  making  more  i^reparatioiis  this  year 
than  ever  before  for  the  holiday  trade.  We 
instinctively  feel  that  more  and  more  i)eo])le  are 
interested  in  the  ])ossil)ilities  and  practical  value 
of  furniture  as  a  Christmas  gift  and  one  that 
has  a  lasting  value.  It  behooves  the  merchants 
selling  furniture  and  when  possible  the  manu- 
facturers making  it,  to  educate  the  public  along 
these  lines  and  to  make  a  direct  appeal  to 
Christmas  shoppers  in  showing  them  through 
store  and  window  displays  and  advertising  the 
value  of  such  gifts  and  the  great  range  of  same 
to  suit  all  people  and  purses. 


We   have  remo\-ed 


ail 


luniiture    trum  our 
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ground  floor  measuring  37'  x  90'  and  are  dis- 
playing" thereon  a  range  of  livings-room  furni- 
ture, tables,  lamps,  smokers,  phonographs,  etc., 
etc.,  which  are  in  great  demand  for  furniture 
gifts.  Since  the  middle  of  this  month  we  have 
given  over  both  of  our  large  display  windows  to 
featuring  such  gifts,  using  appropriate  show 
cards,  putting  prices  on  these  articles  and 
changing  the  windows  frecjuently. 

During  the  coming  month  we  intend  adver- 
tising more  than  ever,  the  advantages  of  furni.- 
ture  as  Christmas  gifts  and  we  are  making 
arrangements  with  other  leading  furniture  stores 
in  this  City  to  run  one  or  more  combined  adver- 
tisements in  our  local  English  and  French 
papers  in  conjunction  with  articles  by  these 
papers  to  further  interest  the  public  in  furniture. 
We  feel  confident  that  our  extra  efforts  this 
year  should  be  fruitful  of  encouraging  results 
and  if  all  furniture  dealers  would  stress  this  mat- 
ter during  the  months  of  November  and  Decem- 
ber every  year,  the  furniture  industry  would  no 
doubt  reap  noticeable  benefit  from  such  com- 
bined efiforts. 


prepared  to  store  goods  sold  until  Christmas 
Eve  delivery. 

Yours  truly, 

(Signed)    D.  H.  Bernhardt 


Richmond,  Que. 

Editor,  Furniture  World: 

We  are  sending  out  Mystic  Pads  with 
Christmas  gift  suggestions.  With  our  adver- 
tisement as  a  heading',  pad  is  hung  in  a  conspicu- 
ous place  for  instant  use  as  a  daily  reminder. 
We  also  give  a  Christmas  present  to  anyone 
purchasing  goods  to  the  amount  of  $25.00.  Our 
card  space  in  our  weekly  paper  reads : 
"Ride  a  cock  horse  to  Richmond  town, 
"They  tell  me  the  prices  for  Christmas  are  all 

marked  down. 
"To  Barrie's,  to  Barrie's,  to  buy  Mother  a  nice 

chair. 

"Home    again,  home    again,    with    change  to 
spare." 

Yours  truly, 
(Signed)   J-  L.  Barrie  &  Co. 


Emphasizes  the  Better  Furnished  Home  Idea 

Walkerville  ,Ont. 

Editor,  Furniture  World: 

Believing  that  the  home  life  of  our  people 
has  a  great  deal  to  do  with  the  future  of  our 
great  country  and  that  the  younger  generation, 
if  brought  u])  in  good,  comfortably-furnished 
homes,  will  be  better  prepared  to  go  out  and 
start  homes  of  their  own,  we  have  been  for  some 
time  pointing  all  our  advertising  to  the  Better 
Furnished  Homes  idea,  and  when  you  ask  for 
our  plans  for  Christmas  selling,  we  have  still 
the  above  idea  in  mind,  with  the  additional 
slogan,  "The  Useful  Gift  is  Doubly  Welcome." 
We  believe  our  windows  are  our  best  advertis- 
ing medium  and  we  have  them  regularly  dressed 
twice  a  week  with  suggestions  that  cannot  help 
but  attract  trade. 

We  are  pushing  the  shop  early  idea  and  are 


Coaticook,  Que. 

Editor,  Furniture  World : 

Although  entirely  burned  out  last  March,  we 
have  fully  re-established  ourselves,  having  erec- 
ted a  large  new  building  on  the  old  site  and  in- 
stalled a  complete  stock  of  the  better  class  of 
goods.  For  the  Christmas  trade,  we  are  carry- 
ing some  recent  novelties  as  well  as  new  lines 
of  the  more  utilitarian  type — not  too  much  of 
any  particular  line,  but  a  large  assortment  at 
prices  suited  to  the  purses  of  our  customers. 
We  have  cjuite  a  large  show  room  now  and  it  is 
a  great  advantage  in  making  our  special  Christ- 
mas displays.  We  are  thoroughly  sold  ourselves 
on  furniture  f(.)r  Christmas  gifts  and  believe  we 
can  sell  nur  customers.  The  times  demand  a 
useful  gift. 

Yours  trul3^ 

(Signed)   J.  II.  Knapp. 


Features  Special  Store  Decorations 
Another  progressive  merchant  writes: 
We  opened  our  store  last  April  and  have  the 

largest  and  nicest  furniture  store  in  S  .  We 

expect  to  do  a  big  Christmas  trade,  for  which 
we  have  all  kinds  of  furniture  and  toys.  We 
buy  our  goods  in  nearly  every  factory  in  Can- 
ada. For  our  first  year  in  business  we  are  going 
to  give  a  special  discount  nn  Christmas  gifts. 
We  are  having  a  special  man  decorate  our  store 
the  first  week  in  December  and  will  keej)  it 
decorated  until  Feb.  1.  We  have  sold  cjuite  a  lot 
of  Christmas  goods  already,  and  we  have  adver- 
tised that  a  small  deposit  will  hold  any  article 
until  Christmas. 


Brantford  Willow  V/orks 
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Imagination  is  the  Life  of  Advertising— 
Not  inconsistent  with  Truth 


"Some  people  think  that  writers  who  ])ut 
enough  imagination  into  their  copy  to  appeal  to 
the  human  emotions  are  liars,  confidence  men 
crooks  who  spend  their  energies,  after  the  in- 
sertion of  the  advertising,  in  keeping  out  of  jail 
— but,  as  I  see  it,  all  efifective  and  creative  ad- 
vertising must  appeal  to  human  emotions." 

This  was  the  text  ui)on  which  was  based  a 
striking  address  before  the  retail  session  of  the 
Associated  Advertising  Clubs  of  the  World  at 
Atlantic  City,  by  W.  R.  Hotchkin,  advertising 
director  for  one  of  the  big  fm-niture  houses  of 
the  East. 

Mr.  Hotchkin  believes  that  there  will  be 
great  developments  along  this  line,  that  the  ad- 
vertising of  the  future  will  be  incomparably 
more  appealing  and  ef¥ecti\e  than  the  advertis- 
ing of  to-day.  As  the  flickering  candle  of  yes- 
terday is  to  the  1,000-watt  nitrogen  bulb  that 
now  floods  our  great  thoroughfare  with  light,  so, 
he  visions,  will  be  the  power  of  the  ])ul)licity 
that  is  to  be  compared  with  our  present  efl^orts, 
crude  and  sterile  as  they  often  are. 

The  Story  that  Sells 
"All  my  life,"  he  says,  "1  have  thought  more 
about  live  copy  than  any  other  phase  of  adver- 
tising production,  such  copy  as  Mr.  Jordan  writes 
about  his  "Play-Boy" — not  the  technical  facts 
about  the  cylinders  and  wheel  base,  the  horse 
power  and  gas  consumi)tion.  His  story  is  about 
the  thrill  of  the  open  road — the  powder  of  speed 
that  the  Play-Boy  gives  to  the  body  of  the  man 
or  woman  at  the  wheel — the  great  outdoors 
where  dull  care  cannot  follow.  That  is  what  the 
pent-up  man  and  woman  want — the  outdoors  on 
the  wings  of  the  morning,  or  under  the  rays  of 
the  golden  moon.  That  is  what  sells  more  cars, 
and  makes  one  yearn  for  the  car  that  is  so  writ- 
ten about. 

"Or  the  Kroehler  Davenport  bed.  Listen: 
"  'Night  time,  the  big  Kroehler  Davenport 
before  the  open  fire.  Beauty  in  its  flowing- 
graceful  lines.  Elegance  in  its  rich  subdued  col- 
orings. Lazy,  luxurious  comfort  in  its  deep, 
soft  cushioning. 

"  'Flickering  light  and  dying  embers.  The 
closed  book  and  the  sleepy  yawn.  Then  sleep. 
Deep,  restful  slumber ;  in  a  wide,  soft,  luxuri- 
ously comfortable  bed.  Concealed  in  daytime — 
ready  at  a  moment's  need.' 

Imagination — not  Exaggeration 

"But  the  advertising  profession  seems  to  be 
full  of  people  who  cannot  dif¥erentiate  between 
imagination  and  exaggeration — between  the 
glorious  truths  of  what  the  right  accessories  of 
happiness  can  supply  and  the  deceptive  lies  that 
weak  and  dishonest  writers  use  because  they 
never  were  intended  for  writers. 


"Think  of  the  things  that  dear  old  motlier 
t'lld  us  about  Santa  Claus,  in  order  io  give  us 
that  wonderful  thrill  on  Christmas  morning. 
Would  you  call  that  false  and  misleading  adver- 
tising? 

"Why  it  is  imagination  that  marks  our  chief 
difference  from  the  brutes.  It  is  imagination 
that  has  caused  the  development  of  civilization. 

"What  is  it  that  makes  you  yearn  for  that 
deep,  cozy  davenport  before  the  open  fire?  Im- 
agination. The  longing  to  sit  there  in  the  flow- 
ing warmth  on  a  cold  winter  night  and  dream. 

"W'ho  would  try  to  sell  a  dog  by  describing 
him  as  having  one  head,  four  legs,  two  ears,  one 
nose,  two  eyes  and  a  short  tail? 

"Yet  that  is  the  way  that  nine  writers  out  of 
every  ten  describe  everything  from  house  dresses 
to  i)ianos. 

"How  hard  it  is  to  stimulate  the  sale  of  a 
standard  soap.  l-iut  what  an  infinite  appeal 
there  is  in  'that  school-girl  complexion' — the 
youthful  bloom  kept  through  the  years. 

Appeal  to  Emotions 

"To  i)ul  the  breath  of  life  into  your  advertis- 
ing, you  must  write  something  that  makes  its 
appeal  to  human  emotions,  whether  it  be  to  the 
mother's  desire  to  have  her  children  find  great- 
est haj)piness  in  the  pleasures  of  their  own  home, 
or  the  stimulation  of  i)ride  in  her  kitchen  on  the 
[)art  of  the  good  housekeeper. 

"Some  people  will  fight  to  buy  the  things 
they  need,  whether  you  advertise  them  or  not — 
because  they  know  that  they  need  them.  But 
the  stores  of  today  cannot  live  on  the  business 
done  with  people  who  know  for  themselves  that 
they  need  thing.s — neither  can  our  great  Ameri- 
can industries  secure  the  necessary  quantity  pro- 
duction to  keep  them  and  their  employees  pros- 
perous when  limited  to  the  sales  that  come  from 
the  limited  demand. 

"To  keep  business  at  top  volume  and  produc- 
tion at  maximum  speed,  an  enormously  increased 
desire  must  be  stimulated. 

"And  desire  can  only  be  stimulated  by  a  con- 
stant and  powerful  appeal  to  the  human  emo- 
tions. We  must  make  people  want  things — 
even  if  they  had  never  thought  of  wanting  them 
until  they  had  read  our  advertising. 

"You  can't  make  a  man  want  an  automobile 
I)V  telling  him  that  your  car  is  the  biggest  seller 
of  1923,  that  it  has  46  H.P.  on  the  brake  and  the 
fourth  seat  fits  snugly  under  the  hood. 

"If  you  want  to  make  your  advertising  sell 
more  goods,  so  that  you  can  increase  production 
and  make  more  profit  at  a  lower  price,  put  the 
breath  of  life  into  your  advertising,  so  that  peft- 
ple  will  read  it  with  interest  and  have  the  emo- 
tion of  desire  for  your  goods  created  bv  the 
reading." 
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Charming  living  room,  showing  full  walnut  panels  and  furniture 

--Courtesy  American  Walnut  Manufacturers'  Assn. 


The  Animal  Called  "Advertising" 

The  Writer  of  this  Article  Thinks  that  the  Treatment  to  Which  This  "Animal" 
is  Subjected  in  the  Retail  Furniture  Business  Today  Calls  for 
Action  by  the  S.  P.  C.  A.  —Do  You  Agree  ? 


By  J.  S.  BASE 
AdvertiiSing-  Manager,  The  Great  West  Furniture  Co 

We  have  him  co; ailed  and  snubbed  to  a  post; 
we  twist  his  tail  and  tell  him  to  do  certain  stunts 
called  "Magic'';  and  somehow  or  other  we  really 
think  he  can  do  it;  and  we  get  darned  sore  at 
him  if  the  magical  trick  doesn't  work  and 
promptly  club  him  over  the  head.  "Advertis- 


Saskatoon,  Sask. 


Where  he 


ing,  what  crimes  are  wrought  in  thy  name." 

There  is  a  certain  city  in  the  West  where 
exist  certain  dei)artmental  stores.  .  .  .  and  others. 
There  flourishes,  also  a  newspaper,  and  it  gets 
rich  on  the  wasteftilness  of  other  commercial 
institutions — just  as  they  say  a  large  mustard 
factory  in  England  thrives  upon  the  wastefulness 
of  those  who  use  its  product. 

Twentieth  Century  Magic 

Recently  there  appeared  to  the  children  of 
this  city  two  alarmingly  contradictory  state- 
ments about  Santa  Claus.  Now,  there  is  only 
one  Santa  Claus,  according  to  the  best  of  juve- 
nile philosophy  and  legend,  and  how  on  earth 
he  can  be  the  personal  property  of  each  of  two 
big  stores  is  beyond  all  reason.  Yet  this  is  what 
two  separate  and  distinguished  stores  are  claim- 
ing.   Magic !    Each  infers  in  glaring  headlines 


that  there  can  only  be  (jne  Santa, 
really  belongs  is  quite  obvious. 

iiack  of  all  this,  beyond  the  limited  under- 
standing (_)f  the  childien,  there  is  the  one  idea — 
big  business  during  the  Christmas  Season  by 
offering  the  children  of  the  city  some  trumped 
up  conception  of  the  generosity  of  leather  Christ- 
mas (and  Mrs.  -Christmas). 

Call  it  an  Advertising  Stunt  if  you  wish.  Call 
it  whatever  you  can  lay  your  tongue  to.  .But 
d'Du't  call  that  sort  of  thing  advertising  because 
it  isn't.  Advertising  is  an  economic  force  which 
is  ])iactical  and  above  all  Truthful — and  it  cer- 
tainly is  not  a  bunch  (jf  gaudy  tinsel  decorating 
a  llimsy  structure  of  cute  and  cheesy  nonsense. 

As  one  reviews  the  vast  mileage  of  news- 
paper ads  these  days,  especially  in  Western  Can- 
ada and  the  United  States,  there  cannot  help  but 
escape  from  all  those  who  realize  the  truth 
about  advertising,  a  htig-e  sign  of  condemnation 
and  regret. 

Some  suppose — they  must  do  it  seems — that 
they  have  only  to  print  a  screechy  bunch  of 
"junk"  in  orcier  to  get  the  mass  (if  people  to 
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come  their  way.  The  l^ig  idea  seems  to  be  that 
the  "impulse  to  buy''  is  ni  some  miraculous  way 
stirred  into  mighty  action  by  the  mere  reading 
of  some  hbellous  and  illegible  headline  and  queer 
grou])ing  of  subheads,  claiming  vague  nothings 
aljout  '"  rhe  Best  Bargains  In  The  World." 

When  business  drops,  and  turnover  is  alarm- 
ingly low,  the  man  who  has  had  some  experience 
with  the  yXnimal  Advertising  in  days  when  peo- 
ple naturally  had  to  buy  furniture  and  homes 
were  going  up  every  day  by  the  dozen,  that  man 
"twists  the  tail"  and  hollers,  "Now  then,  wake 
up  and  ])ring  a  l)unch  of  people  to  this  store  to- 
morrow." lie  drojjs  his  prices  a  notch  or  two 
admitting  thereby  that  he  really  can  sell  for  less 
if  necessary  to  get  turnover;  he  donates  some 
two  hundred  dollars  to  the  newspaper,  and  be- 
cause the  next  day  finds  the  turnover  where  it 
would  have  been  if  he  had  not  advertised  at  all, 
he  gives  the  Animal  Advertising  a  kick  in  the 
ribs  and  tells  him  he  doesn't  earn  his  kec]).  Hut 
still  he  keeps  him  coralled. 

Such  spasmodic  advertisers  are  really  no 
woi  se  in  some  respects  than  the  merchants  who 
advertise  regularly  every  day.  i  mean  that  they 
are  the  same  in  respect  to  "magic."  The  ques- 
tion is.  "llow  much  longer  will  retailing  be  con- 
ducted along  the  lines  of  magic." 

The  national  advertising  one  sees  in  tiie 
magazines  and  on  the  bill-boards  is  by  no  nieans 
in  the  same  class.  It  is  moulding  the  buying 
habits  of  all  who  read  it.  .\  man  wants  some 
soap  and  goes  into  a  drug  store  for  it.  "\\  hat 
kind,  sir?"  enquires  the  clerk,  "Oh.  I 'alnioiivc." 
There  is  no  guesswork  a])out  it.  and  the  writers 
of  those  ads  knew  there  wouldn't  be  when  they 
wrote  them.  That's  a  subject  for  the  psycho- 
logist. But  isn't  the  matter  of  retail  advertising 
a  subject  for  the  psychologist  also? 

Iioiling  all  this  down  to  a  definite  com])Iaint. 
it  must  be  admitted  that  much  of  the  poor  retail 
advertising  of  the  day  is  but  a  glaring  indict- 
ment against  incompetent  merchandising  or  re- 
tailing. 

If  business  does  not  come  away  as  is  fondly 
expected,  then  the  real  goat  upon  which  to  fix 
the  blame  is  advertising.  That's  what  happens 
in  many  cases  and  advertising  generally  g'ets  a 
black   eye.     l'>ut,    this    diagnosis   is  frightfully 


wrong,  .\d\  ertising  seldom  fails  to  bring  results 
but  It  must  be  real  Advertising  and  not  as  I  have 
mentioned,  "A  mere  bunch  of  gaudy  tinsel"  cov- 
ering a  merchandising  system  which  is  as  flimsy 
as  tlie  covering.  For  mind  you,  the  merchant 
who  has  to  rely  upon  "stunts"  and  the  misrepre- 
sentation of  actual  facts,  as  well  as  the  continual 
hammering  in  of  the  "Bargain"  idea,  is  in  reality 
conducting  a  business  which  has  neither  back- 
bone nor  foundation  to  it. 

Legitimate  bargain  days,  and  sensible  events 
to  attract  people's  attention  to  the  store,  are 
worthy  enough  of  the  assistance  and  power  of 
advertising-,  but  it  was  never  intended  that  ad- 
])c  an  accom])lice  or  partner  ot 
"Sales"'   ;in(l    whatnot    of  this 


vertising  should 
the  questionable 
generation. 

The  furniture 
believe  with  the 


trade  is  a  venerable  one,  and  I 
aid  of  advertising  great  things 
can  be  accomplished  for  it,  in  small  hamlet  or 
large  city,  but  it  will  be  well  to  recognize  adver- 
tising as  a  means  of  distribution  which  brings 
the  world's  i)roducts  to  the  homes  of  all  people 
in  village  and  in  city,  which  also  brings  the 
price  down  because  it  increa.ses  distribution  or 
turnover — and  not  have  it  abused  by  dragging 
it  from  its  high  estate  into  the  cut-throat  whirl 
of  the  Magic  Cutter. 

Thus,  from  actual  experience,  I  \v(juld  sug- 
gest thai  you  disillusion  yourself  of  the  common 
idea  of  newsi)aper  advertising  magic,  for  no 
grou[)  of  ])cop]e  can  be  logically  expected  to  sud- 
denly cut  loose  and  invade  your  store.  People 
don't  si)end  so  readily — you  don't  yourself. 
Advertise  your  store  as  a  store  and  not  a  spuri- 
ous bargain  counter  and  you  will  get  a  steady- 
flow  of  legitimate  business.  This  l)argain  disease 
now  so  prevalent  among  retailers  all  over  the 
country  is  a  sure  sign  of  rottenness  somewhere. 

The  furniture  retailers  of  this  country  can- 
not continue  indefinitely  to  sell  at  the  bargain 
figures,  for  sooner  or  later  there  will  be  the  devil 
to  pay.  To  my  mind,  this  Imrgain  rush  is  even 
worse  than  ceasing  to  advertise  at  all.  In  both 
cases  it  costs  considerably  more  than  was  saved 
to  pick  up  lost  prestige,  l)ul  it  will  be  harder  to 
regain  your  lost  ground  if  you  have  submerged 
yf)ur  prestige  altogether  in  the  Mad  Bargain 
Magic  Da  vs. 


Courtesy   of    (1.    1..  [li^ll 
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How  to  Advertise  a  Furniture  Store 

No.  5 — Bargain  Advertising 

By  OWEN  GURNEY 
Biirroughes  Furniture  Company,  Ltd.,  Toronto,  Out. 


This  is  the  fifth  of  a  series  of  articles  specially  prepared  for  the  "Furni- 
ture World"  by  Mr.  Gurney.  The  aim  is  to  deal  with  the  advertising  pro- 
blems of  the  smaller  merchant,  in  particular,  beginning  with  the  elementary 
principles  of  lay-out  and  copy  and  working  up  to  the  more  advanced  phases 
of  the  art  of  publicity.  Our  readers  are  invited  to  submit  enquiries  and  an 
endeavor  will  be  made  to  supply  helpful  answers  in  every  case. 


The  most  striking  difference  in  effect  between 
prestige  or  institutional  copy  and  bargain  adver- 
tising is  that  the  former  has  a  cumulative  power 
and  will  work  its  influence  for  weeks  after  it  has 
appeared,  while  the  latter  does  its  work  instan- 
taneously. 

Usually  it  is  the  best  policy  for  the  city  furni- 
ture retailer  to  have  a  bargain  offer  stand  good 
for  one  or  two  days  only,  except  in  the  case  of  a 
very  large  purchase  being  made  from  a  factory 
at  a  special  price.  In  that  event  it  will  take  a 
few  days  to  clear  it  out.  The  country  dealer,  as 
a  rule,  cannot  get  such  quick  action  as  the  city 
store  and  consequently  it  is  strongly  advisable 
to  have  the  bargain  oft'er  stand  good  for  a  longer 
period. 

A  bargain  advertisement  might  be  run  for 
any  one,  or  all,  of  the  following  reasons:  (1)  To 
stir  up  business  and  luring  in  new  customers ; 
(2)  to  show  that  really  good  values  are  to  l)e 
had  at  the  advertiser's  store;  (3)  to  clear  out  an 
overstock  or' dead  line  of  goods;  (4)  to  raise 
money  in  a  hurry  to  pay  bills  requiring  urgent 
attention. 

But  whatever  the  reason  is  the  great  object 
is  to  sell  the  goods  and  this  can  only  succeed  in 
proportion  to  the  amount  of  attention  attracted. 
Therefore  do  not  be  afraid  of  taking  liberal  space 
and  making  the  advertisment  as  striking  as  pos- 
sible. Make  the  price  bold  and  if  you  sell  in 
easy  payment  terms  state  the  amount  down  and 
the  weekly  or  monthly  payment,  or  at  least  state 
one  of  them  in  bold  type. 

Although  the  bargain  price  is  depended  upon 
to  arrest  the  attention,  there  are  other  consider- 
ations and  it  is  so  frequently  in  omitting  these 
that  the  advertiser  makes  his  advertisement  only 
a  small  per  cent,  efficient.  In  most  cases  the 
price  is  boldly  displayed,  but  how  often  a  very 
poor  cut  is  used  and  either  the  description  is 
totally  lacking  or  it  is  written  in  such  a  slip- 
shod manner  that  people  are  not  attracted  to  the 
bargain.  No  matter  how  low  a  price  is,  those 
l)eople  who  are  keenest  after  bargains  want  to 
know  what  they  are  getting  for  their  money. 
Find  out  all  the  good  you  can  about  the  article 
to  be  advertised,  then  let  people  know  about  it. 


Sometimes  a  dealer  omits  proper  description 
on  the  grounds  that,  "everybody  knows  the  kind 
of  goods  we  deal  in  here."  Now  everybody  does 
not  know  the  kind  of  g"oods  they  are.  Often 
there  are  some  desirable  features  about  your 
goods  that  you  and  your  clerks  have  overlooked. 
How  then  can  it  be  expected  that  everybody 
else  knows  about  them? 

If  you  don't  tell  the  people  in  your  vicinity 
about  your  goods,  bear  in  mind  that  the  big  city 
mail-order  firms  advertising  in  your  territory  are 
telling  lots  of  interesting  things  about  their  lines. 

Unless  you  are  taking  a  very  large  space,  it 
is  better  to  confine  your  advertisement  to  one 
special,  but  make  it  a  real  bargain.  If  it  is  just 
confined  to  one  article  or  an  outfit  the  price  can 
be  cut  lower  than  would  be  advisable  were  sev- 
eral bargains  offered.  Quite  often  some  other 
article  would  be  bought  at  the  regular  price  and 


FINSTERWALD'S 


FINSTERWALD'S 


FINSTERWALD'S 


One  Day  Special — Saturday  Only 

A  Marvelous  One  Day  Sale 

of  3-Piece  Bed  Outfits 
in  Ivory  or  Walnut  Finish! 

Dne  Solid  Carload  Is  Offered 


SOfaweck 


IlERE  you  are.  MADAM!    A  Bed  Outfit 

^  of  real  character!  A  tpecial  trip  to  the  Fumi- 
™'  liA-e  Market  wa»  D«c«»«ry  in  order  to  maJce 
is  ipeciaj  purcha««.  We  bought  an  entire  carload 
a  price  lieretof ore  anhe*a-d  of.  Notice  the  bed; 
B  different  than  the  ordinarr  ileel  bed.  It  hu  im- 
tion  cane  end*  with  tha  c«meo  deiigs  in  the  cen- , 


ler  panel  —  just  like  the  picture  above.  Full  siie 
with  two-inch  •leel  poat*.  A  good  comfortable  mat- 
treu  and  a  line  link-fabric  iteel  bed  spring  make 
Ihii  outfit  one  of  exceptional  high  quality.  It  will 
pay  every  Detroiter  who  wishes  to  furnish  a  bed- 
room fit  for  a  queen  to  take  advantage  of  this  spe- 
ciaJ  one-day  akie. 


We  Believe  This  Is  the  Lowest  Price  Ever 
Quoted  m  a  3-Pc.  Bed  Outfit  of  This  Type 


igan  Ave.  at  Washington  Blvd. 


Fig.  A — An  ad.  that  cannot  fail  to  attract  the  attention  of  .inyone 
in  need  of  a  bed  outfit 


|'s^39:9:8:o:8:0:0:e:8»:8:e»^^ 
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Fig.   B — Typical  of  bargain   advertisement   profusely   illusf  ated   at  moderate  cost. 
Heading  verges  on  the  sensational 


tilt'  actual  results  of  the  advertisement  would  be 
niucb  better  than  just  the  numl)er  of  the  adver- 
tised specials  would  indicate. 

Fig.  A  is  an  example  of  a  bed  outfit  I>arsain 
advertisement.  The  cut  is  fairly  good  for  this 
type  of  publicity  indeed,  a  rapid  glance  at  the 
illustration  and  the  price— there's  no  missing 
either  of  them — cannot  fail  to  awaken  interest 
in  any  reader  looking  for  a  low-price  bargain  in 
a  bed  outfit.  Evidently  the  bed  is  the  big  fea- 
ture, judging  by  the  description.  Scant  atten- 
tion is  paid  to  the  mattress.  Were  it  filled  en- 
tirely with  white  felt  undoubtedly  it  would  be 
stated,  but  it  is  more  likely  to  be  a  mixed  filling. 
However,  it  might  well  have  been  stated  that 


the  mattress  is  finished  with  roll  edge.  "We  be- 
lieve that  this  is  the  lowest  price  ever  quoted 
on  a  3-piece  bed  outfit  of  this  type,"  is  a  state- 
ment that  might  make  a  more  favorable  impres- 
sion upon  a  certain  ty])e  of  mentality  if  it  had 
read,  '"one  of  the  lowest."  But  it  is  a  distinct 
improvement  on  "Positively  the  lowest  price, 
etc."  It  is  safe  to  conclude  that  this  advertise- 
ment pulled  great  results.  The  original  occu- 
l)ied  newspaper  space  five  columns  wide  and  is 
well  adai)ted  for  use  in  either  city  daily  or  coun- 
try weekly. 

Fig.  B  is  shown  because  you  can  obtain 
nearly  all  of  the  cuts  at  a  moderate  price  from  a 
cut  service.    If  your  newspaper  is  able  to  use 
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mats  so  much  the  better  as  they  are  sometimes 
sold  cheaper  than  the  metal  cuts.  The  heading, 
"Like  a  Message  Written  in  the  Sky."  with  its 
editorial,  verges  on  the  sensational,  and  it  is  not 
a  good  plan  to  resort  to  too  much  of  this  bargain 
advertising.  Just  once  in  a  while,  if  every  item 
is  an  extra  good  value,  it  will  have  a  stimulating 
effect,  but  when  employed  too  frequently  it  will 
arouse  a  prejudice  in  the  minds  of  the  most  par- 
ticular and  conservative  people.  Bear  always  in 
mind  that  you  need  the  patronage  of  all  classes. 
Seek  for  ciuality  prestige  as  well  as  the  "catch- 
penny" trade. 

Fig.  6  is  an  attractive  advertisement  of  a 
chesterfield  suite  in  which  price  is  featured.  This 
type  of  advertisement  could  well  be  adapted  to 
a  suite  at  a  much  lower  price — say  the  chester- 
field at  $149.00  and  the  chair  at  $79.00.  Of 
course,  a  correct  illustration  of  the  suite  should 
be  used  unless  one  is  putting  in  an  assortment 
of  different  suites  at  the  one  price.  It  is,  how- 
ever, generally  conducive  to  better  results  when 
the  picture  of  the  actual  pieces  is  shown. 

Attention  is  given  in  this  advertisement  to 
])oth  the  savings  and  the  (piality.    It  is  Avell  to 


say  all  the  good  you  know  about  the  inside  con- 
struction, as  frequently  an  attractive  covering 
hides  a  multitude  of  sins. 

When  featuring  a  single  design  in  a  chester- 
field suite  it  is  a  good  plan  to  obtain  samples  of 
coverings  from  the  factory  so  that  it  will  be 
possible  to  put  on  a  sale  from  one  or  two  suites 
displayed  in  the  window  and  store.  Should  the 
prospective  customer  like  the  quality  and  design 
of  the  chesterfield  and  chair,  but  not  the  cover- 
ing material,  let  her  choose  another  covering 
fiom  the  samples  and  then  send  the  order  in  to 
the  factory.  The  writer  has  known  of  a  factory 
representative  going  into  a  town  armed  with 
photographs  and  sample  coverings  only  and  sell- 
ing several  chesterfield  suites  direct  into  the 
homes.  The  dealer  did  not  have  suites  in  stock 
that  appealed  to  the  prospects  and  he  let  it  go  at 
that,  until  the  traveller  started  things  moving. 
The  sales  were  booked  through  the  local  dealer. 

Just  at  this  season  splendid  results  should  be 
obtained  from  advertising  chesterfield  suites. 
One  design  used  as  a  bargain  attraction  usually 
results  in  other  grades  being  sold  at  their  reg'ti- 
lar  price. 


"High  In  Quality— N4t  In  Price" 


In  Anticipation  of  Your  Fall  and  Winter  Needs  Comes  This 

Sale  of  Living  Room  Furniture 

Recognized  quality  and  unusual  values  in  this  sale  make  it  stand  as  one  of  the  most 
important  furniture  events  of  the  year  Ample  time  in  the  choosing  of  goad  furniture  is 
repaid,  because  furniture  is  a  life-time  possession.  This  sale,  coming  at  this  time  of  the 
year,  will  give  you  d'^splendid  opportunity  to  make  your  selection  for  the  Fall  artd  Win- 
ter, and  at  a  saving  that  is  most  substantial. 

Here  are  the  detatls  regardtng  tJte 
two'^tece  suite  shown  above 
This  two-piccc  suite,  a  truly  wonderful  value,  has  been  made  exclusively  for  Pritiglc's, 
and  into  it  have  been  put  only  materials  and  workmanship  of  the  best  quality.  The  dav- 
enport measures  87  in.,  has  44  main  springs  in  the  seat  construction,  and  Marshall  spring 
cushions.  It  may  be  had  in  either  Taupe  or  Walnut  mohair,  with  the  outBide  back  in 
Velour  to  match.  Larg-e  silk  tassels  and  lull  moss  edge  adorn  each  piece.  The  frames  are 
of  carvetl  wood  (not  composition)  and  there  is  choice  of  cither  an  arm  or  wing  chair. 
The  t\vO.  pk^es  are  priced ; 


Hke  Davenport  as 
Described  Above 

»208ii 


Wing  Chair  or  Arm 
Chair  to  Match 


122 


.50 


te  may  be  had  in  an  essorlra 

Your  Charge  Account  is  Solicited 


'Jhimle^urnUurQ  @. 

fL^^  431  Gratiot  Avenue 


David  Pringlc 


One  and  One-Half  Blocks  Fr. 


Harry  V.  MatlCf 
Cent.  Mgr. 


Fig.  C — An  attractive 
example  of  a  sales 
adva  tisement  in  which 
attention  is  given  to 
the  quality  as  well  as 
the  savings — capable 
of  easy  adaptation  to 
lower  price  goods 
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Knowledge  of  Color  Fundamentals 
Invaluable  to  Furniture  Man 

By  A.  ARMSTRONG,  in  Grand  Rapids  Furniture  Record 


Not  long  ago  I  decorated  a  room  with  a 
north  exposure  where  the  sun  ne\er  had  a 
chance  to  peep  in.  The  walls  were  a  grayed 
tan.  The  rug  was  taupe  with  a  small  amount 
of  bright  blue  in  it.  There  was  a  davenport  and 
chair  of  taupe  with  a  line  black  Hne  in  it  and 
one  odd  chair  with  a  variety  of  grayed  colors 
in  it.  At  the  windows  I  used  a  gold  colored 
silk  with  black  velvet  tie-backs.  I  chose  a  silk 
with  a  sheen  to  it  so  that  it  would  reflect  more 
light.  To  continue  the  gold  coloring  to  its 
greatest  intensity  J  had  to  use  some  orange  color 
somewhere  in  the  room,  but  just  because  it  is 
so  intense  it  had  to  be  u.sed  sparingly.  So  I 
had  made  one  bright  orange  colored  silk  cush- 
ion and  nn  the  other  side  of  the  room  on  top  of 
a  hutch  desk  I  placed  a  small  bowl  of  bright 
orange  colored  flowers.  i'>ut  now  the  room 
needs  one  more  thing.  So  far  the  coloring  has 
been  all  in  one  family,  namely,  the  yellow 
family.  W  hat  the  room  needs  is  accent.  For 
color'accent  use  a  color  note  of  the  comi)lemen- 
tary  color  to  the  general  colcn-  scheme  of  the 
room. I  The  complementary  color  of  the  yellows 
is  blue,  so  1  used  a  bright  l)hie  cushion,  which 
is  related  to  the  blue  in  the  rug.  and  my  ])ictUie 
is  complete. 

Black  for  Accent 
Black  is  also  a  good  color  for  accent.  Metal 
gold  is  good  to  use  for  variety's  sake  and  is 
mostly  neutral,  so  that  it  can  be  used  with  most 
colors  effectively. 

The  primary  colors  with  their  comi)leinents 
are  as  follows : 

Pimary  Colors  Comi)lements 
Red  Green 
Yellow  Blue 
Violet  Orange 
Green  Red 
Blue  Yellow 
Orange  Violet 
W  hen   two  or  more  rooms  open   into  each 
other,    one    must    l)e    careful    to    choose  color 
schemes  for  the  separate  rooms  that  will  give 
a  harmonious  eft'ect  as  a  whole. 

In  a  small  dwelling  or  apartment  the  home 
will  have  a  much  more  spacious  eft'ect  if  the 
walls  and  rugs  are  the  same  in  all  the  main 
rooms  opening  into  each  other.  This  is  espe- 
cially true  where  there  is  no  door,  but  just  a 
doulble  opening  between  rooms.  Keeping  the 
glass  curtains  the  same  helps  to  give  the  same 
effect,  but  this  does  not  need  to  be  carried  to 
the  draperies. 

1 11  a  two-room  a])artmc'iit  which   I  iia\ e  just 


decorated  1  carried  (jut  this  principle.  Both 
rooms  have  a  south  exposure,  so  I  chose  gray 
for  the  background  color  as  it  is  a  cool  color. 
A  i)laiii  taupe  carpet  was  used  in  both  rooms 
and  taupe  colored  u])holstered  furniture  of  the 
living  room.  For  the  glass  curtains  I  used 
gray  silk  gauze  with  gray  fringe  at  the  bottom, 
alike  in  both  rooms. 

'Owing  to  the  location  of  adjacent  buildings, 
the  living  room  was  not  overly  sunshiny.  My 
client  was  a  man  and  would  have  liked  me  to 
use  led.  If  it  had  been  a  north  exposure  I 
would  have  used  it,  'but  I  knew  it  would  be  a 
mistake  in  a  south  room,  so  I  chose  mulberry 
for  the  side  draperies.  Mulberry  is  a  grayed 
red.  It  has  been  grayed  by  mixing  it  with 
blue,  so  that  makes  mulberry  and  blue  a  good 
combination.  Therefore  I  used  blue  in  the 
adjoining  room. 

In  the  mulberry  and  gray  room  1  used  black 
{ur  accent  and  a  good  deal  of  metal  gold.  There 
was  black  brush  fringe  around  the  cushions  on 
the  davenport  and  black  and  gold  radiator 
covers.  1  felt  that  the  room  needed  a  touch  of 
blue-green  so  I  used  a  good  sized  blue-green 
lustre  ware  vase  with  metalized  flowers  of  rich 
reds,  blues  and  blue-green  colorings. 

The  blue  and  gray  room  was  a  bedroom  and 
for  accent  in  this  room  I  thought  it  advisable 
to  use  candle  shields  of  orange,  blue  and  black, 
with  the  colors  repeated  in  the  radiator  cover. 


The  Influence  of  Good  Pictures 

"A  room  with  pictures  and  a  room  without 
])ictures  differ  nearly  as  much  as  a  room  with 
windows  and  a  room  without  windows:  for  pic- 
tures are  loopholes  of  escape  to  the  soul,  leading 
it  to  other  scenes  and  spheres,  where  the  fancy 
for  a  moment  may  revel,  refreshed  and  delighted. 
I^ictures  are  consolers  of  loneliness,  and  a  relief 
to  the  jaded  mind,  and  windows  to  the  imprison- 
ed thought ;  they  are  books,  histories  and  ser- 
mons— which  we  can  read  without  the  trouble 
of  turning  over  the  leaves." — John  Gilliert. 


A  subscriber  is  in  need  of  the  following 
issues  of  the  "FURNITURE  WORLD": 
July,  August  and  September,  1919,  and 
December,  1920.  If  any  reader  has  any  or 
all  of  these  issues  to  spare,  will  he  please 
write  Circulation  Department,  "FURNI- 
TURE WORLD?" 
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Upholstering 

Application  of  Quilted  Down  as  a 

Top  Stuffing 

Thin  Quilted  Pad  of  Down  Over  Springs  and  Hair  is  Advan- 
tageous —  May  be  Used  on  Any  Chair  of  Roomy 
Dimensions  (Continued  from  September  Issue) 


The  chair  frame  illustrated  in  Fig.  125  intro- 
duces a  new  theory  of  comfort  into  the  discus- 
sion of  the  application  of  down  as  a  top  stui?ing. 
This  chair  is  upholstered  in  the  early  stages  in 
all  respects  the  same  as  the  one  described  in 
connection  with  Fig.  118  in  the  September  issite, 
in  which  the  previous  article  of  this  series 
appeared. 

The  seat  has  a  spring  edge  built  up  in  the 
usual  way  with  a  very  soft  stitched  edge  and 
hair  understuffing.  No  description,  therefore, 
need  be  given  in  connection  with  Figs.  126  and 
127,  nor  is  it  necessary  to  describe  the  placing 
of  the  pillow  springs  in  the  back  and  the  soft 
upholstering  of  hair  which  overlies  the  springs. 

Fig.  128  shows  a  cjuilted  pad  of  down  attach- 
ed to  the  back  as  a  top  stuffing.  This  pad,  which 
is  thin,  is  made  knife-edged,  that  is,  without 
inserted  borders,  and  is  filled  with  a  very  light 
filling  of  clown  and  either  tied  at  intervals  to 
prevent  shifting  of  the  down,  as  shown  in  Fig. 
131,  or  sewn  across  by  means  of  a  sewing- 
machine,  with  a  very  slack  top-thread  tension, 
creating  a  loose  type  of  quilting,  as  shown  in 
Fig.  132. 

This  pad,  as  indicated  in  Fig.  128,  is  tacked 
over  the  under-stuffing  to  make  a  soft  surface 
next  to  the  cover.  It  g'oes  without  saying  that 
for  a  surface  of  this  kind  the  cover  must  be 
left  fairly  slack,  so  that  the  fluffing  of  the  down 
will  fill'  it  comfortal)ly,  but  always  avoiding  that 


degree  of  tightness  which  would  nullify  the 
advantages  of  employing  the  down  pad. 

The  arms  and  wings  are  double-stuft'ed  very 
softly  and  built  up  as  shown  in  Fig.  129.  Over 
this  is  placed  a  light  padding  of  hair,  as  shown 
in  Fig.  130.  The  down-filled  pads,  similar  to 
those  shown  in  Fig's.  131  and  132,  are  made  a 
little  over  size,  that  is,  the  pad  for  the  wing- 
would  l)e  made  a1)out  one  inch  wider  than  the 
actual  size  of  the  wing,  and  that  for  the  arm 
possibly  two  inches  over  size  each  way.  These 
are  then  attached,  as  shown  in  Fig.  133,  in 
such  a  way  that  there  shall  be  no  wrinkles  that 
will  be  perceptible  under  the  covering  but  re- 
taining so  far  as  possible  the  full  benefit  of  the 
down,  when  the  cox'ering  is  tacked  into  place, 
as  shown  in  I'ig-.  134. 

The  completed  chair  should  give  little  indi- 
cation of  the  presence  of  down  in  the  arms, 
wings  and  back,  merely  presenting  the  appear- 
ance of  a  soft,  comfortable,  stuffed-over  type. 

The  down  pads  described  in  connection  with 
this  chair  can  be  used  on  any  chair  of  roomy 
dimensions  and  use  of  them  in  connection  with 
this  chair  is  not  intended  to  convey  the  idea 
that  the  style  we  have  illustrated  is  the  only 
one  for  which  this  type  of  cushioning  would  be 
suitable.  We  have  merely  chosen  this  parti- 
cular chair  for  the  purpose  of  explaining  the 
method  of  utilizing  down  pads  as  a  top  stuffing. 
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"There  are  not  too  Many  Retailers" 

Says  Roger  Babson 

But  Too  Many  of  Them  are  Inefficient — Situation  Not  as  Gloomy  as 
Some  See  it — Chain  Stores  Have  Their  Troubles  Ahead 


"There  are  a  million  and  a  half  retailers  in 
the  United  States  today.  One  hundred  thou- 
sand of  these  are  doing  a  profitable  business; 
400,000  more  are  doing  a  fair  business ;  but  a 
million  of  these  retailers  are  barely  struggling 
along." 

This  was  the  statement  made  by  Roger  W. 
Babson  in  a  recent  address  before  the  Associa- 
ted Retail  Advertisers  at  the  Atlantic  City  Con- 
vention of  the  Associated  Advertising  Clubs  of 
the  World.  No  doubt  the  proportion  of  profit- 
able to  unprofitable  retail  business  is  just  about 
the  same  in  Canada  as  in  the  States,  and  the 
reasons  why  there  is  a  large  majority  of  dealers 
who  "are  barely  struggling  along"  are  likewise 
the  same.  Some  declare  it  is  because  there  are 
far  too  many  of  them  in  business.  Perhaps  so, 
but  that's  not  Babson's  opinion.  Let's  hear 
what  he  has  to  say  further  on  the  subject. 

"A  large  proportion  of  this  million  are  oper- 
ating- at  a  loss  if  their  books  were  kept  properly," 
he  goes  on  to  point  out.  "Those  who  are  not 
operating  at  a  loss  are  merely  getting  day  wages 
and  small  day  wages  at  best. 

"There  are  several  hundred  thousand  retail- 
ers in  this  country  who  would  be  better  off  if 
they  were  bricklayers  or  plasterers ;  that  is  to 
say,  they  would  be  better  off  as  bricklayers  and 
plasterers  rather  than  continue  to  do  business 
as  they  are  doing  it  at  present. 

"Yet  the  retailers  of  this  country  bear  the 
same  relation  to  the  country's  industries  as  the 
common  soldiers  bear  to  an  army.  The  pros- 
perity of  the  country  is  ultimately  dependent 
upon  the  efficiency  and  prosperity  of  the  retail- 
ers. The  producers  of  raw  materials  are  depen- 
dent on  manufacturers;  the  manufacturers  are 
dependent  on  the  jobbers;  while  all  three  groups 
are  dependent  on  the  retailers. 

Retail  Merchant  the  Cornerstone  of  Business 
Prosperity 

"Those  at  work  in  the  mines  and  forests  and 
those  on  the  farms  depend  upon  the  retailers  to 
sell  their  products.  The  railroads  and  steamship 
companies  are  dependent  upon  the  retailers  in 
order  to  get  goods  to  transport.  Manufacturers, 
bankers  and  all  groups  of  people  depend  for  busi- 
ness upon  these  little  stores  scattered  through- 
out the  country  in  cities  and  at  crossroads. 

"Some  say  that  there  are  a  million  too  many 
retailers  and  the  solution  is  to  eliminate  several 
hundred  thousand  of  them.  Perhaps  so,  but  i 
seriously  doubt  if  this  is  the  proper  way  to  solve 


the  problem.  Surely  an  army  would  not  be 
strengthened  by  dividing  it  in  half,  and  there 
are  none  too  many  retailers.  It,  however,  is 
true  that  these  retailers  are  not  working  effi- 
ciently. The  solution  of  the  problem  lies  not  in 
eliminating-  a  million  retailers,  but  in  showing 
these  retailers  how  they  can  work  efficiently  and 
how  they  can  be  of  the  greatest  possible  service. 
This  is  the  g'reat  task  facing  business  men  today, 
and  in  the  solution  of  this  task  the  Associated 
Advertising  Clubs  of  the  World  should  take 
the  lead. 

A  Gloomy  Picture  That  Some  Retailers  See 

"Retailers  of  the  country  are  already  in  a 
mood  to  help  in  any  such  movement.  They  see 
the  chain  store  slowly  but  steadily  approaching 
to  swallow  them  up.  Every  year  their  net  in- 
come is  becoming  less  and  many  of  them  see 
only  bankruptcy  staring  them  in  the  face.  Thou- 
sands every  hour  are  asking  themselves  the  ques- 
tion. 'Shall  I  continue  to  fight  the  battle  or  shall 
I  sell  out?'  I  frankly  tell  these  men  to  continue 
to  fight.  In  operating  such  a  fight,  however,  1 
should  adopt  many  of  the  chain  store  features. 
Were  I  a  retailer,  I  should  endeavor  to  operate 
along  chain-store  lines  but  maintain  my  own 
independence. 

"If  an  independent  retailer,  I  would  continu- 
ally keep  in  mind  that  the  chain  store  has  its 
troubles  ahead.  I  Avould  continually  keep  in 
mind  that  the  chain  store  is  operating  today 
under  conditions  that  the  railroads  enjoyed 
before  there  were  such  things  as  labor  unions, 
railway  commissions  of  other  interference  with 
their  business.  Today  the  chain  stores  have  a 
free  hand  in  renting,  purchasing  and  price  mak- 
ing- while  they  are  free  from  union  labor  trou- 
bles. Hence,  today  they  have  advantage  over 
the  independent  retailer.  Retailers,  however, 
should  remember  that  this  is  only  a  temporary 
situation.  Sooner  or  later  the  chain  store 
employees  will  be  organized ;  before  long  our 
legislature  will  enact  laws  relating  to  cham 
stores  and  their  operations;  while  it  will  be  only 
a  short  time  before  the  public  will  awake  to  the 
dangers  of  the  chain  store.  The  independent 
retailer  should  have  these  facts  in  mind  in  order 
io  keep  his  courage  and  win  the  fight. 

Value  of  Co-operative  Movements 

"If  a  retailer,  I  would  give  more  thought  \o 
co-operative  trade  movements  and  to  trade  asso- 
ciations.   A  man  can  keep  his  independence  and 
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at  the  same  time  learn 
with  his  competitors. 


1 

\ 
\ 

g 


to  co-operate  and  work 
Trade  associations  have 
been  al^used  rather  tlian  used.  Associations  of 
retailers  have  been  formed  more  for  social  pur- 
poses or  for  the  purpose  of  maintaining  prices 
than  for  the  purpose  of  l)Uying  efficiently  and 
rendering  service.  If  a  retailer,  I  would  take  an 
acti\e  interest  in  my  association,  endeavoring 
to  have  the  association  help  me  in  my  buying, 
accounting  and  rendering  service.  These  asso- 
ciations are  too  much  social  organizations.  The 
future  of  the  retailer  lies  in  keeping  his  own 
indei)endence  and  at  the  same  time  co-operating 
to  the  fullest  extent  with  his  com])etitors  in  con- 
nection with  purchases,  credits  and  service. 

"If  a  retailer,  I  should  trust  freely  for  thirty 
days,  but  rigidly  enforce  monthly  payments.  I 
would  not  insist  on  the  cash  and  carry  system, 
believing  that  both  the  monthly  account  and  the 
delixery  ha\e  a  legitimate  economic  function. 
I,  however,  would  insist  on  cash  each  thirty 
days  and  rigidly  refuse  further  credit  to  anyone 
who  did  not  pay  on  the  tenth  of  the  month  fol- 
lowing the  purchase.  Monthly  credit  is  a  con- 
venience to  all  parties  and  there  should  be  no 
risk  in  it.  The  difficulty  with  the  credit  situa- 
tion is  the  carrying'  of  customers  and  the  fin- 
ancing of  families  who  have  not  the  money  with 
which  to  pay  for  goods.  Credit  extended  for 
thirty  days  as  a  matter  of  convenience  to  those 
who  can  ])ay  is  all  right;  but  credit  extended  to 
])eo])le  who  have  not  the  money  with  which  to 
pay  is  all  wrong.  An  examination  of  mercan- 
tile failures  shows  that  losses  through  charge 
accounts  have  been  the  great  rock  which  has 
wrecked  most  retailers. 


How  a  Retailer  Should  Invest 

"Jf  a  retailer,  I  would  invest  mv 


His  Funds 

money  in 


concerns  from  which  I  purchased.  For  instance, 
if  a  grocer,  I  would  invest  my  savings  in  stock 
of  the  Quaker  Oats  Company,  and  similar  con- 
cerns. Yet,  the  average  grocer  today  buys  stocks 
in  none  of  these  companies;  but,  if  he  has  any 
spare  money  buys  mining  stocks,  oil  stocks  and 
other  stocks  about  which  he  knows  nothing.  I 
would  even  go  further  than  this  and  buy  stocks 
in  some  of  the  chain  stores.  If  the  grocers  ot 
the  country  would  only  wake  up  to  their  oppor- 
tunity an(l  put  their  savings  for  a  few  years 
into  chain-store  stocks,  they  would  in  a  short 
time  own  and  control  this  monster  which  they 
are  now  dreading. 

"If  a  retailer,  I  should  honestly  try  to  sell 
goods  as  cheaply  as  possible.  I  would  constantly 
keep  in  mind  that  I  am  the  agent  of  the  con- 
sumer and  exist  only  as  the  servant  of  the  con- 
sumer. Remem'ber  that  in  the  old  days,  the 
retailer  did  not  exist.  When  our  ancestors 
wanted  a  pair  of  shoes,  they  went  to  the  man 
who  made  them.  Those  were  the  days  of  the 
Cuilds.  Finally  there  came  a  time  when  some- 
one convinced  our  ancestors  that  it  would  'be 
cheaper  for  them  to  let  a  middle  man  do  the 
buying  for  them.  Thus,  the  middle  man  started 
not  as  an  agent  for  the  manufacturer  or  jobber, 
but  rather  as  an  agent  for  the  consumer.  This 
is  the  way  most  of  the  great  merchants  of  today 
got  their  start,  ibeginning  with  jiacks  on  their 
backs,  then  getting  a  horse  and  wagon,  and 
finally  a  little  store.  Today,  they  have  great 
mercantile  establishments  covering  entire 
blocks.  If  a  retailer,  T  would  continually  keep 
in  mind  that  T  am  the  servant  of  the  consumer 
and  working  for  him  as  his  agent  to  get  goods 
for  him  as  cheaply  as  possible. 


The  Kitchener  Furniture  Co.,  Kitchener,  Ont.,  carry  a  complete  stock  of  bedding. 

to  boo  St  sales 


Here  is  one  of  their  recent  displays  which  helped 
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Leather  Substitutes 


How  They  are  Made 

Not  Enough  of  the  Real  Thing  to  Supply  the 
Demand — The  Public  no  Longer  Views  them 
with  Suspicion 


Chemical  substitute  for  leather  is  one  of  the 
most  successful  of  modern  synthetic  industrial 
products.  Something  of  the  kind  is  absolutely 
necessary,  for  Oliver  Kemp,  who  writes  in 
Export  (New  York),  tells  us  that  even  if  their 
hides  were  split  as  thin  as  possible,  there  would 
not  be  cattle  enough  in  the  world  to  supply 
leather  to  upholster  our  12,000,000  automobiles, 
unless  we  were  willing-  to  do  with  less  shoes, 
less  bookbinding's,  less  leather  beltings  and  the 
other  commodities  in  which  natural  leather  is 
required.    He  continues : 

"Artificial  leather  is  used  on  most  of  the 
cheaper  automobiles  of  standard  make  for  up- 
holstery. Its  use  has  expanded  to  the  other 
fields  in  which  leather  was  the  only  material  of 
common  use.  It  is  found  in  the  bookbinder's 
shop,  in  the  furniture  factory,  and  the  interior 
decorator  is  using  it  to  secure  special  effects  in 
wall  coverings  and  panels. 

"This  is  accounted  for  not  only  because  of 
the  lower  cost  of  the  material  but  by  the  fact 
that  artificial  leather  has  inherent  qualities  that 
make  it  particularly  valuable  for  its  own  true 
worth.  The  term  artificial  is  distasteful  to  any 
manufacturer  who  makes  an  article  of  real 
worth,  and  for  long  the  makers  of  this  substitute 
for  leather  have  sought  for  some  name  that 
would  designate  their  products  as  a  definite  ma- 
terial of  intrinsic  value  in  itself.  The  result  has 
been  the  use  of  a  number  of  arbitrary  names 
applied  to  the  products  of  each  individual  man- 
ufacturer. 

"Originally  artificial  leather  was  made  on  a 
base  of  canvas  with  a  coating  of  flexiljle  ma- 
terial which  gave  the  product  some  of  the 
durability  of  natural  leather  and,  when  new,  all 
of  its  waterproof  quality.  This  .material  did 
not  have  the  ability  to  withstand  frequent 
manipulation  and  easily  broke  down  where  it 
was  folded  or  cracked. 

"The  mfanufacturers  went  directly  to  the 
heart  of  the  trouble  in  the  old-time  material 
and  after  experiment  with  hundreds  of  fabrics 
selected  a  type  of  moleskin,  a  closely  woven 
cotton  fabric  with  a  considerable  pile,  as  the 
base  of  their  substitute  leather.  This  fabric 
now  receives  a  treatment  which  gives  much  (.)f 
the  body  of  natural  leather  and  which  supports 
the  coating-  so  that  it  can  not  easily  crack. 


"Natural  leather  is,  in  fact,  little  more  than 
a  fabric.  It  is  composed  of  millions  of  tiny 
fibers,  which  in  the  living  animal  made  up  the 
cellular  structure  of  the  creature's  skin.  A 
microscopic  examination  of  a  cross-section  of  a 
tanned  hide  will  show  the  interlacing  of  these 
fibers  in  much  the  same  fashion  as  appears  in 
a  similar  view  of  a  piece  of  felt.  It  is  in  the 
structure  oi  these  individual  fibers  and  their 
quantity  that  natural  leather  obtains  its  strength. 
The  tanner  also  adds  to  the  quality  of  the  lea- 
ther by  the  treatment  he  gives  it  in  the  tanning- 
vats  and  the  methods  he  uses  in  filling  in  be- 
tween the  fibers  with  compounds  that  will 
provide  something  approximating  the  natural 
lubrication  which  exists  in  the  living  animal. 

"When  first  received  at  the  factory  the  mole- 
skin has  the  usual  appearance  of  unbleached 
cotton.  After  dyeing  and  inspection  it  is  prest 
to  remove  wrinkles.  During  the  dyeing  and 
drying  the  cloth  is  shrunk  to  such  an  extent 
that  stretching  is  reduced  to  a  minimum. 

"To  give  a  greater  body  effect  to  the  fabric 
it  is  passed  throug'h  napping  machines  which 
raise  the  pile  to  an  even  greater  extent  than 
exists  in  the  original  cloth.  This  nap  gives  the 
feeling  of  leather  to  the  material  and  also  pro- 
vides a  protective  surface  for  the  woven  fabric 
on  which  its  strength  depends." 

A'Vhile  the  moleskin  is  being  brought  to  this 
l)oint  another  class  of  cotton  fiber  is  undergoing 
a  radically  different  treatment  in  another  part 
of  the  plant.  This  is  nitrated  cotton,  cotton 
which  undergoes  certain  chemical  changes 
through  treatment  with  nitric  and  sulphuric  acids, 
which  give  it  the  property  nf  being  reduced  to 
a  liquid  or  semi-licjuid  form  in  different  solvents. 
In  this  form  it  is  a  clea^-,  syrupy  fluid,  similar  in 
appearance  and  composition  to  the  collodion 
used  for  the  jn'otection  of  wounds.  This  fluid, 
when  properly  applied  and  dried,  will  resist  the 
heat  of  the  sun,  rain,  snow  and  the  attrition  of 
wind-blown  sand  as  well  as  the  best  of  leathers. 
We  read  further : 

"The  fluid  mixed  witli  colors  and  also  with 
pure  castor  oil  to  provide  the  body  that  will 
flow  it  evenly  on  the  surface  of  the  cloth  is  like 
a  jelly. 

"An  immense  coating-machine  is  used,  as  it 
has  been  found  that  series  of  coatings  make  a 
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better  and  more  durable  finisb  tlian  a  single 
layer.  The  machine  consists  of  a  traveling  l)e(l 
crossed  at  right  angles  l)y  a  large  blade  which 
is  adjusted  until  it  rests  close  to  the  surface  of 
the  ck)th.  Rack  of  this  blade  the  jelly  is  fed 
to  the  cloth  and  ])asses  with  it,  as  the  cloth 
progresses,  under  the  blade,  which  removes  all 
but  a  most  delicate  film. 

"This  film  is  dried  and  the  process  is  re- 
peated until  a  coating  of  sufficient  thickness  is 
secured.  By  this  method  the  jelly  is  forced  into 
the  fabric. 

"After  the  ])ro])er  coating  has  been  a])plied 
the  material  is  sent  to  the  embossing  machines 
which  impress  in  the  surface  the  grains  of  the 
different  leathers  which  are  being  duplicated. 
By  a  process  similar  to  electroplating,  an  exact 
dui)lication  of  leather  or  of  any  other  design  is 
obtained. 

"Since  artificial  leather  has  been  accepted  for 
its  own  real  worth  the  general  ])ublic  accepts  it 


in  a  liundred  articles  which  a  few  years  ago 
they  would  not  have  considered  buying.  Arti- 
ficial leather  has  always  been  a  considerable 
item  in  the  specialty  exports  of  the  United 
.States.  It  packs  co'mpactly,  does  not  deteriorate 
and  can  be  used  for  so  many  ])urposes  that  the 
demand  is  constantly  increasing.  Production 
has  ke])t  pace  with  the  demand  so  that  the  in- 
dustry has  been  in  a  stable  condition  all  through 
the  period  of  depression. 

"Leather  still  holds  its  place  as  superior  to 
any  other  material  in  so  many  industries  that 
the  demand  will  always  be  ec|Ual  to  the  supply. 
It  is  not  probable  that  there  will  be  any  great 
increase  in  the  world's  cattle  production  and  as 
the  requirements  of  the  peoples  of  the  earth  in- 
crease, such  substitutes  as  are  at  present  avail- 
able and  such  as  are  invented  will  always  com- 
mand a  ready  market.  Chemistry  is  taking  the 
])lace  of  nature  in  producing  the  requirements 
of  mankind." — T.iterarv  Digest. 


What's  the  Reason  My  Customers 
Don't  Come  Back  Oftener? 

Did  You  Ever  Ask  Yourself  the  Question 
or  Analyze  the  Causes  that  Lead  Your 
One-time  Customers  to  Seek  Your  Com- 
petitor's Stores? 


How  many  merchants,  retailers,  or  business 
men  in  any  branch  of  trade,  stop  to  consider  the 
number  of  "one-time"  customers  that  visit  their 
establishments?  "What  is  the  reason  that  they 
are  only  "one-time"  visitors  is  the  next  logical 
step  in  the  train  of  thought?  The  answer  is  al- 
most legion.  Naturally,  there  is  a  certain  per- 
centage accounted  for  by  the  mere  fact  that 
they  are  transients,  just  "Ships  that  Pass  in  the 
Night,"  but  by  far  the  greater  percentage  fail 
to  return  for  reasons  that  are  not  quite  so  ap- 
l^arent.  Possibly  if  we  could  see  deep  down 
discover  why  these  customers  did  not  come 
back  we  should  be  amazed  at  ourselves.  At 
any  rate,  there  is  a  very  interestinp-  subject  be- 
fore the  investigator,  and  the  results  may  well 
be  productive  of  good  results,  if  steps  are  taken 
to  correct  the  cause  of  these  errors  of  judgment 
that  make  an  enemy  of  just  the  very  person  we 
would  wish  to  retain  as  a  friend. 

Take  the  case  of  the  out-of-town  dealer  cus- 
tomer who  decides  to  run  into  the  city  and  pay 
a  few  personal  calls  on  his  suppliers.  He  arrives 
in  town,  but  it  is  a  dififerent  place  from  the  small 
town  he  calls  home.  There  he  is  known  and 
his  exit  from  the  railway  station  is  sure  to  be 
the  signal  for  someone  to  greet  liim.    It  may 


be  only  the  postman  or  policeman,  but  the  mere 
fact  that  he  is  noticed  gives  him  a  comfortable 
feeling  and  he  goes  on  his  way  cheered.  It  is 
lunch  time  when  he  reaches  the  city;  he  is  more 
used  to  taking  meals  at  home  than  in  a 
restaurant,  and  longs  for  company ;  decides  to 
call  at  John  Brown's  first  and  see  if  he  has  any- 
thing new  in  stock,  the  while  a  vague  hope 
lurks  in  his  mind  that  perhaps  one  of  the  firm 
will  have  enough  perception  to  invite  him  to 
lunch  with  him.  He  is  a  good  customer  of  the 
John  Brown  Company — one  of  the  kind  that 
knows  how  to  treat  the  travellers  of  the  firm 
when  they  pass  through  his  own  home  town, 
and  has  the  right  to  expect  a  welcome.  Pos- 
sibly the  girl  at  the  enquiry  desk  glances  up — 
more  likely  not.  It  really  is  amazing  that  so 
little  discretion  is  evidenced  in  the  selection  of 
an  employee  who  is  given  the  very  keys  to  the 
goodwill  that  should  belong  to  the  firm.  The 
customer  is  not  recognized  as  such  unless  he  is 
blessed  with  a  very  important  bearing,  and  is 
more  often  than  not  disregarded.  A  feeling  of 
chill  envelopes  him,  and  by  the  time  "enquiry" 
takes  any  real  interest  in  him  he  is  not  in  a 
mood  to  explain  at  length  just  who  he  is  and 
what  his  business  is  with  the  firm.     He  prob- 
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ably  enquires  if  Mr.  Soandso  is  in,  and  is  told 
"No."  Just  briefly  like  that,  and  no  more.  "Will 
he  be  in  today?"  and  the  answer  is  again  "No." 
He  strolls  along  towards  the  stock,  and  again 
"Enquiry"  makes  his  skin  shrink  by  calling  to 
a  youth  on  the  floor  in  a  tone  that  suggests 
"Watch  this  man,  he's  actually  walking  down 
the  warehouse."  The  youth  comes  forward  with 
a  sort  of  "Whadye  want?"  air,  and  the  customer 
decides  to  look  for  inspiration  in  the  warehouse 
of  the  competitive  house  over  the  way. 

Goodwill  by  Personal  Effort 

There  may  be  some  who  consider  this  pic- 
ture overdrawn.  Let  me  assure  them  that  it  is 
an  easy  matter  to  cite  dozens  of  instances  where 
not  only  customers  who  conduct  a  single  store 
are  overlooked,  just  ignored,  but  buyers  from 
important  companies  who  control  trade  to  an 
enormour  extent,  and  all  because  the  proper 
persons  are  not  employed  to  receive  strangers, 
and  put  them  in  touch  with  the  right  man. 
"Authority"  in  the  person  of  the  general  man- 
ager, is  probably  behind  closed  doors,  quite 
ready  to  respond  to  a  legitimate  demand  on  his 
time,  but  without  any  to  waste,  but  simply  be- 
cause it  is  not  considered  necessary  to  have 
adequate  representation  at  the  enquiry  desk,  a 
good  friend  of  the  firm  is  often  turned  away. 

Contrast  this  with  the  treatment  he  receives 
from  the  traveller  for  this  same  firm.  Mr. 
Wanderlust  arrived  in  "Toonerville,"  lays  out 
his  samples  and  telephones  his  prospective  cus- 
tomers to  enquire  if  they  will  call  at  his  hotel ; 
he  greets  them  as  old  friends — if  he  remembers 
to  enquire  for  the  health  of  the  family  so  much 
the  better ;  receives  them  again  at  the  entrance 
to  the  sample  room,  concentrates  all  his  ener- 
gies on  displaying  his  wares,  books  a  nice  order 
and  probably  accepts  an  invitation  for  the  even- 
ing. For  the  customer  who  cannot  spare  time 
to  visit  the  sample  room,  he  is  always  ready  to 
pack  a  case  of  samples  and  step  out  to  visit 
him.  The  positions  are  completely  reversed. 
Nothing  is  too  much  trouble  for  the  travelling 
man  who  really  wants  to  do  business.  He  builds 
up  a  valual)le  goodwill  by  personal  efl^ort ;  it 
should  ])e  the  aim  of  the  firm  behind  him  to 
back  up  these  efforts  with  their  own  when 
opportunity  presents  itself. 

Early  one  morning  in  Spring,  a  man  entered 
a  dry  goods  warehouse  in  a  larg-e  Canadian 
city;  the  employees  were  busy  sweeping,  bandy- 
ing talk  relative  to  their  last  night's  doings ; 
thinking  of  anything  else  in  the  world  except 
sales — that  was  the  salesman's  lookout.  Later 
on  they  would  lay  out  the  orders  "Mr.  Sales- 
man" had  booked,  and  do  it  well.  Certainly 
they  would  do  it  well ;  that  is  what  they  were 
there  for.  But,  what  did  this  man  want  here  so 
early  in  the  morning?  There  would  only  be 
trouble  if  the  "boss"  arrived  to  find  the  ware- 
house unswept.  "Pass  him  on  to  the  next  man" 
seemed  to  be  the  motto,  and  finally  the  visitor 
found  himself  in  the  fancy  linen  department 
confronted  by  a  mere  boy  of  about  16  who  was 


perfectly  willing  to  wait  on  him,  but  did  not 
know  how.  A  few  minutes  sufficed — the 
stranger  left  the  department  with  the  words 
"Oh!  never  mind,  just  say  the  Intycr  for  the 

Hudson   Bay  Company,   '  called"  and 

walked  away. 

Presently  arrived  Mr.  Owner,  looked  through 
his  mail,  gave  his  dictation,  and  then  announced 
that  he  expected  a  buyer  from  the  Hudson  Bay 
Company  to  call.  The  consternation  which  fol- 
lowed was  sufficient  support  of  our  first  argu- 
ment— that  an  efficient  enquiry  department  is  as 
essential  in  its  way  as  an  efficient  sales  force, 
and  demonstrated  one  of  the  most  common  rea- 
sons that  "one-time"  customers  exist. 


Shown  by  Peppier  Bros. 


New  Type  of  Caster 

A  new  type  of  caster  called  the  "(jlide  Easy" 
is  being  offered  on  the  Canadian  market.  It  is 
made  of  pressed  steel  heavily  nickeled.  Its  shape 
is  like  a  shallow  cup  and  it  is  sufficiently  flat  on 
the  bottom  to  give  an  easy  gliding  surface  with- 
out scratching  or  marking  floors.  The  curved 
side  allows  it  to  slide  easily  over  rugs.  Glide 
Easy  cup  casters  are  made  by  the  Sanitary 
Caster  Corporation  of  Newark,  New  Jersey,  and 
stock  for  the  Canadian  trade  is  being  held  at 
their  warehouse  in  Toronto.  The  sole  agents 
for  Canada,  G.  S.  Whitaker  &  Company,  8  Col- 
Ijorne  Street,  Toronto,  claim  that  the  caster  disi 
play  jjackage  of  five  sizes  will  help  to  reduce  the 
large  assortment  of  casters  kept  in  stock  ])y  the 
dealer  to-day.  These  five  sizes  in  the  dis])lay 
package  cover  all  requirements  of  caster  needs. 
Advertising  is  appearing  in  the  trade  papers  and 
newspapers,  and  all  jobbers  are  being  supplied 
with  catalogue  sheets.  The  main  selling  feat- 
ures are  as  follows :  have  centre  prong  and  will 
stay  put  when  driven  home  in  the  leg  of  any 
j)iece  of  furniture  ;  they  do  not  split  or  chip  the 
leg;  can  be  more  quickly  and  easily  driven  into 
wood ;  are  thicker  and  therefore  wear  longer. 


Are  you  reading  the  series  of  articles  by  Owen 
Gurney  on  Retail  Furniture  Advertising?  The  fifth 
of  the  series  in  this  issue,  on  "Bargain  Advertis- 
ing," contains  many  valuable  ideas. 
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In  the  Ontario  Furniture  Markets 

Sufficient  Business  in  Hand  to  Maintain  Activity  in  Factories  Till  New 
Year — Most  Plants  Operating?  on  Forty-five  Hour  Basis — 
Kitchener  and  Waterloo  Exhibits  as  Usual 


The  advance  of  the  season  is  indicated  by  the 
])resent  situation  in  the  trade.  While  manufac- 
turers are  not  rushed  with  orders  for  g-eneral 
hues  of  furniture  yet  tliey  are  l)eing  called  ui)on 
for  (juite  a  variety  of  products  which  retailers 
are  placing  all  over  Ontario  and  Ouebec.  There 
is  a  marked  increased  activity  in  the  majority  of 
factories  and  sufficient  business  has  developed 
to  maintain  it  until  the  end  of  the  year.  What 
the  New  Year  will  bring  still  seems  to  be  a  mat*- 
ter  of  conjecture  but  there  are  expectations  thai 
there  will  he  a  fair  volume  of  business  so  that  it 
will  not  be  necessary  to  take  a  more  extended 
holiday  than  a  week  or  two.  Manufacturers. 
lu)wever.  have  not  yet  been  able  to  decide  de- 
finitely on  the  extent  of  the  o])erations  in  the 
iirst  part  of  January,  merely  stating  they  are 
hopeful  of  l)eing  able  to  resume  o])erations  early. 

Forty-five  Hour  Week  General 

While  a  number  of  manufacturers  are  experi- 
encing a  decline  in  orders  claiming  that  retailers 
have  sufficient  stocks  on  their  hands  after  hav 
ing  been  well  occupied  for  a  month  the  experi- 
ence of  the  greater  number  is  that  there  is  no 
indication  of  a  drop  in  business.  Rather  they 
are  experiencing  a  growing  volume  as  compared 
to  last  month,  so  that  factories  are  still  l)eing 
operated  five  days  in  the  week  of  nine  hours 
each  and  in  some  cases  S'/s  days  or  49  hours. 
On  the  whole,  business  is  about  sixty  per  cent, 
of  that  in  the  corresponding  period  last  year. 

Novelty  articles,  medium  priced  lines  in  gen- 
eral varieties,  and  upholstered  goods  are  in  the 
greatest  demand,  with  an  increasing  demand  for 
case  goods — with  the  result  that  concentration 
on  one  or  more  of  these  is  still  the  policy.  There 
is  a  considerable  demand  at  present  for  lamp 
pedestals  and  shades,  factories  being  steadily 
occupied  in  efforts  to  meet  the  orders  for  the 
usual  fall  and  the  Christmas  trades. 

Close  of  Building  Season  Affects 
Certain  Lines 

(lenerally  speaking  retailers  are  steadily 
placing  orders  although  in  some  instances  they 
seem  well  supplied  as  the  result  of  stocking  up 
in  the  pre\ious  month.  Many  orders  also  are 
the  result  of  retailers  filling  out  present  lines 
rather  than  adding  to  them.  An  air  of  optimism 
is  noted  among  the  retailers,  although  there  is 
still  a  tendency  on  the  part  of  the  public  to  keep 
their  purchases  of  extensive  ecpiijjmcnt  and 
furnishings  for  the  home  to  a  minimum.  With 
the  close  of  the  motor  season  there  are  hopes 
that  attention  will  be  more  generally  directed  to 
the  needs  of  the  home. 


There  has  been  a  slackening  in  the  industries 
devoted  to  the  manufacture  of  office,  church  and 
school  furniture  owing  to  the  close  of  the  build- 
season.  A  num])er  of  big  contracts,  however, 
are  still  on  the  hands  of  the  manufacturers  and 
plants  are  being  kei)t  running  to  capacity  in 
some  cases.  Present  indicatif)ns  are  that  the 
factories  will  have  a  fair  run  in  tlie  winter 
months. 

Manufacturers  declare  there  is  no  possibility 
of  the  i)rice  of  furniture  going-  down  in  the  near 
lutiu^e  or  while  the  present  conditions  in  the 
trade  continut'.  Close  competition  and  high 
overhead  expenses  in  a  period  when  business 
cannot  be  termed  normal  seem  to  make  it  impos, 
sible.  Manufacturers  and  retailers  under  exist- 
ing circumstances  have  been  operating  their 
plants  or  stores  just  above  the  safety  line  from 
the  financial  standpoint  and  with  the  advance  in 
prices  of  raw  materials  and  the  firmness  of  the 
price  of  labor  not  much  is  to  be  hoped  for  as 
regards  lower  prices.  Recent  advances  in  the 
prices  of  material,  for  exam])le  glass  and  glue, 
are  indications  of  what  may  he  expected. 

January  Exhibitions 

In  January  the  usual  exliibits  will  be  held  in 
Kitchener,  Waterloo  and  Stratford  and  the 
manufacturers  are  preparing  to  display  a  num- 
ber of  new  lines.  There  is  a  tendency  to  leave 
the  matter  of  exhibiting  in  the  hands  of  the  in- 
dividual instead  of  concentrating  efiforts  through 
an  exhibition  organization.  (This,  however,  will 
not  be  a  permanent  policy.) 


Shown  by  Stratford  Mfg.  Co. 
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NEWS  OF  THE  FURNITURE  INDUSTRY 


A  well-known  Twin  City  manufacturer 
passed  away  Nov.  9th  in  the  person  of  Christian 
E.  Huehn,  owner  of  the  Fischnian  Spring  Com- 
pany, Kitchener,  manufacturers  of  ventilated 
cushions.  Mr.  Huehn  passed  away  suddenly 
during-  the  night,  having  been  found  dead  in  his 
home.  The  deceased  was  born  on  a  farm  near 
Elmira  59  years  ago  and  for  35  years  was  in  the 
employ  of  the  Breithaupt  Leather  Company 
rising  from  office  boy  to  office  manager.  Last 
May  he  resigned  that  position  to  devote  all  his 
time  ti)  private  enterprises  including  the  Fisch- 
man  Spring  Company  and  realty  investments. 
Several  years  ago  he  organized  the  spring  com- 
pany, placing  the  management  in  the  hands  of 
Max  Fischman,  who  was  killed  in  an  accident  on 
the  highway  about  a  year  ag'O.  The  company 
built  up  an  extensive  business  in  a  short  time, 
which  is  being  continued  under  the  management 
of  Joseph  Wuest,  a  nephew  of  the  deceased. 

The  firm  of  J.  Kreiner  and  Co.,  furniture 
manufacturers.  Kitchener,  has  been  re-org'anized, 
the  present  shareholders  being  the  estate  of  the 
late  J.  Kreiner  and  a  prominent  Kitchener  busi- 
ness man  who,  however,  is  not  actively  identified 
with  the  operations.  The  new  manager  is  W.  W. 
Siegner  of  Kitchener. 

The  Hespeler  Furniture  Co.  has  estal^lished 
an  extensive  business  in  novelty  lines,  a  large 
variety  being  offered  to  the  trade. 

Baetz  Bros.  Specialty  Co.  Ltd.,  Kitchener, 
are  experiencing-  a  big  demand  for  their  electric 
lamp  stands  and  shades,  a  staff'  of  forty  hands 
being  engaged  at  present  to  meet  the  many  or- 
ders that  have  come  in  owing  to  the  approach  of 
the  Christmas  season. 

The  extent  of  the  demand  for  novelties,  especi- 
ally glassware  and  pottery,  can  be  seen  in  the 
large  variety  of  articles  on  the  stands  in  furni- 
ture stores  in  the  larger  centres,  which  have 
been  imported  from  Europe.  Among  the  coun- 
tries represented  are  Belg-ium,  Holland,  Eng- 
land, France,  Italy,  Germany,  Austria,  Czecho)- 
Slovakia,  and  indeed  every  Central  European 
country  of  any  importance. 

J.  H.  Kennedy,  manager  of  Malcolm-Hill 
Ltd.,  Kitchener,  is  lending  his  active  support  to 
the  community  Christmas  tree  project  in  the 
Twin  Cities  which  has  been  carried  out  success- 
fully during  the  past  three  years  to  the  delight 
of  the  kiddies  in  the  district. 

The  Chesterfield  Furniture  Company,  which 
was  organized  last  August  by  E.'W.  Voelker, 
formerly  manager  of  the  De  Luxe  Upholstering 
Company,  Kitchener,  and  his  brother,  C.  W. 
Voelker,  reports  continued  active  business. 

"Toyland"  is  a  new  feature  at  Keene's, 
(nielph,  formerly  the  Guelph  Furniture  Com- 
pany, which  was  introduced  at  the  beginning  of 
November  and  has  proven    highly  successful. 


The  proprietor  of  the  business  is  Wilfrid  Keene, 
youngest  son  of  Henry  B.  Keene,  the  late 
founder  of  Keene  Bros.,  London,  Ont.  After 
leaving-  the  army  in  1918  he  became  a  partner  of 
the  London  firm  which  however  dissolved  part- 
nership some  months  ago.  Mr.  Keene  then  pur- 
chased the  Guelph  business  to  which  he  has 
added  considerable  stock,  he  enjoying  an  ex- 
tensive business. 

Messrs.  Baileys  Upholstering  Works,  11 
Clifton  Ave.,  Niagara  Falls,  Out.,  has  recently 
taken  over  the  business  formerly  operated  by 
Smith  Bros.,  furniture  dealers,  at  28  Park  St., 
and  will  continue  to  carry  a  full  line  of  retail 
furniture  in  addition  to  specializing  in  made-to- 
order  chesterfield  suites.  This  firm  is  well- 
known  to  the  upholstering-  trade  having  been  in 
this  business  for  some  time. 

F.  Slaght,  furniture  dealer  and  undertaker, 
Alvinston,  Out.,  has  sold  out  to  John  Black. 

Archambault  &  Lalonde,  furniture  dealers, 
Montreal,  has  been  registered  by  Henri  Arcfi- 
ambault  and  Lucien  Lalonde. 

A  new  furniture  store  is  being  opened  at  287 
Queen  St.,  West,  Toronto,  by  S.  Levinter. 

Quinney's  Antique  Shop  is  the  name  of  a  new 
concern  opened  at  10115  102nd  Street,  Edmon- 
ton. The  stock  includes  furniture  as  well  as 
ornamental  lines. 

John  N.  Black,  of  Beaverton,  Ont.,  has  taken 
over  the  furniture  and  undertaking  business  of 
F.  Slaght,  Alvinston. 

A  new  furniture  store  is  t()  be  opened  at 
732-4  Danforth  Ave.,  Toronto,  by  M.  Bocjiner 
and  S.  Heller,  formerly  of  Acker  Furniture  Co. 

R.  C.  Paul,  who  has  been  on  the  staff  of  the 
Andrew  Malcolm  Furniture  Co.  for  several 
years,  left  last  week  for  Menominee,  Mich., 
where  he  has  accepted  an  important  i)osition 
with  the  Heywood-Wakefield  Co. 

J.  A.  Mitchener,  of  the  North  American  Furn  - 
iture Co.,  accompanied  by  a  dozen  friends,  re- 
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cently  chartcM-ed  a  l)i)at  and  spent  llu- 
seascm  at  Sknll  ruinl.  'I'hey  secured  llieir  (luuta 
in  reeord  time  and  vvlien  (itlier  amnsenient  was 
laekint"'  tliey  had  an  eflicient  radin  mitlU  t(j  en- 
tertain tliein  in  the  eveninj^s. 

(i.  II.  Hay.  of  the  North  American  Bent 
C  hair  Co.,  and  Chas.  Coryell,  nf  the  Adams  Furn- 
iture Co.,  have  been  huntins^'  the  deer  on  Mani;- 
toulin  Island. 

M.  iiernstein.  fnrnituri-  dealer,  2348  St.  Hu- 
bert street,  Montreal,  o])ened  a  branch  business 
at  1294  St.  Denis  Street,  early  in  NovenTber. 

The  St.  Catharines  House  Furnishing-  Co., 
which  formerly  carried  on  business  in  the  Mar- 
ket Square,  St.  Catharines.  ()nt.,  has  recently 
moved  to  259  St.  f'aul  St.  This  new  location  is 
an  excellent  one  and  \ery  efilective  window  di.s- 
play  space  is  provided.  C.  Baer  is  the  pn)|)rietor 
of  the  concern. 


see  line  that  we  had  jjrepared  and  are  sending  it 
around  thniugh  the  city.  We  would  like  tn  have 
your  o])inion  on  its  ap])earance. 

Yours  truly, 
(.Sigued  )  Rrander,  Morris  t\:  Co. 
The  com]>any  send  an  attractive  little  folder, 
on  the  front  cover  of  which  is  the  title,  "(lift 
Suggestions  for  Christmas."  On  the  ins'de  the 
suggestions  are  listed,  and  there  is  some  well 
written  copy,  pointing  out  how  ap])ropriate 
gifts  may  be  chosen  in  the  lurniture  line.  The 
cojjy  reads,  in  ])art  ;  "<  )f  all  gift^  of  a  ]>erman- 
ent  character,  none  afford  the  joy  and  sat'sfac 
tion  that  a  ])iece  of  well-designed,  well-made 
furniture  will.  It  is  always  a  thing  of  beauty 
and  a  joy  fore\er  and  brings  uj)  kindly  thoughts 
ol  the  gi\'er."  The  toldcr  is  printe*!  on  a  blue 
stock  and  has  atlracti\e  illustrations  on  the 
front  and  back  covers. 


i 


Grand  Rapids  Furniture  Show 

(  )\cr  li\  e  hundred  manufactm-ers  will  exhibit 
at  (  irand  Rapids  during  the  January  furniture 
show,  wihch  will  last  from  the  1st  to  the  19lh  of 
the  month.  The  factory  show  rooms  and  exhi- 
bition building  will  be  filled  to  capacity,  and 
meirhandise  in  price  ranges  to  meet  every  retail 
recpiirement  will  be  shown.  This  is  regarded  as 
an  une(pialled  opportunity  for  furniture  men  to 
rexiew  the  m.arket. 


Merchandising  Initiative 

It  is  a  ])Ieasure  to  receisc  letters,  such  as 
that  ])rinte(l  l)elow  which  comes  froni  lirander, 
Morris  (!^-  Co.,  Ilalifa.x: 

Halifax,  N.  S. 

Fditor,  Furniture  World  : 

We  saw  in  your  November  issue  an  item  in 
reference  to  a  Christmas  folder  w  hich  was  very 
g(  tod. 

We  thought  that  i)ossil)ly  you  woidd  like  to 

Make  1 924 

an  "Onwrgu-d''  year 

Build  up  bigger  profits  on  your  furniture  sales.     Keep  moving  with  the  trend  of  popular 
opinion.  To-day  there  is  an  ever-growing  demand  for  furniture  fitted  with 

ONWARD 

SLIDING  FURNITURE  SHOES 

The  Onward  Sliding  Furniture  Shoe  is  looked  on  as  an  accepted  feature  of  good,  reliable 
furniture. 

For  many  months  we  have  been  carrying  on  an  extensive  advertising  campaign  throughout 
Canada  setting  forth  the  advantages  of  "Onwards." 

Your  custom.ers  want,  not  just  "furniture"  but  "ONWARD-fitted  furniture."    The  "Onward"  gives 

the  same  prestige  to  a  piece  of  furniture  as  a  trademark  of  quality. 
See  that  your  dealer  fits  all  your  furniture  with  Onward  Sliding 
Furniture  Shoes.  Made  in  all  styles  and  sizes,  glass  base  or  smooth 
metal  base.    Keep  a  stock  on  hand  yourself. 


THIS  WILL  HELP 

Ask  about  our  window  cut-out  advertiii' 
ing  -'ONWARDS."'  It  in  beautifully 
printed  in  several  colors — size  of  card 
13  int.  by  38  ins.  If  you  haven't  already 
got  yours  it  will  pay  you  fo  find  out 
about  it. 


Onward  Manufacturing  Co. 

Kitchener  Ontario 
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Furnisl)ing 


A  Remarkable  Display  of 
Floor  Coverings 


The  Vogue  of  the  Artistic 
Cushion 


Windows  —  and  Human 
Progress 


A  Show  Window  in  the 
Theatre 


Do  You  Furnish  All  of  the 
Home  ? 


Pottery  Appeals  as  Christ- 
mas Gift 
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FURNITURE  WORLD 


Vernon  &  Co.,  Truro,  N.  S.,  Make  a 

Remarkable  Display  of  Gongoleum 

Flooring  Material  is  Shown  as  it  Will  Appear  in 
Use  and  is  also  Used  for  Background  of  Trim 
— Illustrated  Description  of  Four  Splendid  Fur- 
nished Room  Exhibits 


i 
1 

8 


One  of  the  most  elaborate  displays  of  Con- 
<>()leum  ever  put  on  in  Canada  was  shown  dur- 
inj4'  October  l)y  Vernon  <S:  Co..  at  Truro,  N.  S.. 
and  ocu])ied  the  whole  of  their  70  foot  front  on 
l)oth  ground  and  second  lloors. 

in  tlie  second  lloor  windovxs  were  sliown 
mils  of  2  yd.  wide  Congoleuni.  standing  on  end, 
and  a  number  of  small  Mats,  with  the  word 
"Idngoleum"  in  deep  vellow  letters,  teet  high 
right  across  the  three  centre  windows. 

The  four  large  lower  windows  were  lilled 
with  indixidual  dis])lays,  showing  the  use  nl 
Congoleum  in  living  room,  kitchen,  sunnuini  and 
bedroom. 

Elaborate  Furnished  Room  Displays 
The  living  room  showed  a  Congoleum  rug  in 
a  new  design  in  dee])  Idue  with  oriental  pattern, 
together  with  a  pair  of  h;indsome  chairs,  uphol- 
stered in  ]jlain  blue  mohair,  with  cane  panels  in 
the  backs,  a  long  chesterfield  table,  with  blue 
runner,  a  floor  lamp  with  shade  in  blue  silk,  and 
draperies  of  I'Tench  velours  in  a  matching  shade 
of  blue,  in  one  corner  was  a  tea  cart  with  the 
poi)ular  drop  sides  and  tea  set  of  Koyal  \  ienna 
china  with  wide  blue  banrls,  and  in  the  back- 
ground a  massive  brick  mantel  with  what  ap^ 
peared  to  be  a  real  fire  blazing  on  the  hearth. 

Tlie  kitchen  showed  a  Congoleum  rug  featur- 
ing a  grey  ground  with  scattered  l)lue  flowers, 
on  the  floor,  and  a  l)ackground  made  of  a  rug  in 
a  small  tile  efifect  in  blue  and  white,  and  a  big 
( lolcl  Seal  in  the  centre.  The  kitchen  was  fur- 
nished with  an  H.  E.  kitchen  cabinet  and  table, 
both  with  white  porcelain  enamel  tops,  and  a 
r>rantford  refrigerator,  with  one  piece  white  por- 
celain enamel  lining,  the  kitchen  effect  being 
completed  with  an  assortment  of  blue  and  white 
enamel  ware,  to  match  the  general  color  scheme 
of  the  room. 

The  main  entrance  came  next,  with  a  gold 
seal  hanging  in  centre  of  each  door,  and  a  scpiare 
of  Congoleum  in  a  tile  efifect  in  buff  and  brown 
neatly  fitted  between  the  walnut  lines  inlaid 
in  the  hardwood  floor,  and  flanked  on  both 
sides  with  rolls  of  2  yard  wide  Congoleum  set 
on  end. 


Xext  was  the  sun  room,  with  walls  and 
arches  of  buff  rustic  brick  and  a  triple  window, 
draped  with  heavy  natural  madras  and  over- 
drape  ot  blue  cietonne.  cut  in  three  arches  and 
outlined  with  gimp,  and  in  front  of  each  arch, 
an  anti(|Ue  shaped  lantern  of  cretonne,  which 
unfortunately  cannot  be  seen  clearly  in  the  pic- 
ture', on  account  of  the  window  sign  bidding 
tliem.  (  )n  the  floor  was  a  Congoleum  rug  featur- 
ing a  small  design  with  blue  Ixirder.  'Jdie  rest 
of  the  furnishings  included  a  snappy  little  break- 
fastroom  set  in  ivory  enamel  with  l)lue  bands, 
together  with  a  child's  desk,  toy  set  and  a  variety 
of  little  wooden  toys  and  animals,  mostlv  in  blue 
enamel,  the  products  of  the  X'etcraft  shops  for 
returned  soldiers. 

The  l)ed  room  had  a  delicately  carved  dresser 
and  chift'onette  in  old  ivory  enamel,  from  the 
Aleaford  factory,  with  an  ivory  bed.  with  cane 
])anels.  and  felt  mattresses,  and  a  down  puff 
with  g<ild  colored  satin  border,  the  wdiole  set  on 
a  small  floral  design  rug  with  ivory  ground.  The 
room  was  ])apered  with  a  light  tapestry  efifect 
shading  from  ivory  to  brown  autumn  tints,  the 
lattice  windows  having  draperies  of  gold  shan- 
tung. 

Congoleum  Rugs  Form  Interesting  Background 

In  the  background  and  sides  of  each  room. 
Congoleum  rugs  in  varying  widths  were  used, 
standing  on  end.  and  cju  each  floor  rug  was  a 
neat  card,  reading  "This  is  Congoleum  rug  No. 
.  .  .  .The  price  in  size        x  9  feet  is  $11.2.\" 

The  whole  display  was  designed  to  show 
how  Congoleum  is  suited  for  every  room  in  the 
house. 

This  gigantic  and  effective  display  was  de- 
signed by  Mr.  Vernon  and  |)ut  U])  under  his 
direction,  the  lettering  and  art  work  being  by 
Mr.  A.  E.  Macdonald  of  the  Macdonald  Adver- 
tising Agency.  Truro.  N.  S.,  and  the  accompan\- 
ing  photos  were  taken  by  Mr.  J.  E.  Sponagle,  of 
the  Sponagle  Photo  Studio,  being  made  with  a 
very  wide  angle  lens,  and  an  exposure  of  about 
30  minutes  at  night,  using  only  the  regidar  win- 
dow lighting  equipment. 


DECEMBER,  1923  6i 

Showing  the  Public  How  It  will  Look 


One  of  the  best  presentations  of  floor  coverings  that  has 
ever  come  to  our  attention  is  that  shown  above,  by  Vernon 
&  Co.,  Truro,  N.  S.,  which  consists  of  four  furnished 
room  exhibits.  The  whole  display  is  carried  out  forcibly 
and  with  good  taste. 
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Cushions  from  the  Toronto  Feather  &   Down  Co. 


Have  You  Taken  Advantage  of  It — 

The  Vogue  of  Artistic  Cushions? 

Great  Variety  Available  in  Shape,  Color,  Material 
and  Size  — Harmony  with  Draperies  a  Most  Im- 
portant Factor — Strong  Appeal  as  Christmas  Gifts 


Cushions  are  more  xaricd  than  ever  both  in 
shape  and  size,  while  materials  from  which  they 
are  fashioned  are  almost  as  plentiful  as  those 
available  for  milady's  toilet.  The  vogue  for  gor- 
geously embroidered  pillows,  both  in  good  and 
bad  taste,  has  been  replaced  to  a  wonderful  ex- 
tent by  the  demand  for  cushions  to  match  the 
furniture  upholstery;  the  draperies;  something 
to  tone  in  with  the  favorite  shade  of  a  hostess' 
reception  gown ; — in  a  word,  the  day  of  the  con- 
glomerate collection  of  cushions  has  been  thrust 
into  the  background  and  today  we  find  much 
more  attention  being  paid  to  producing  harmony 
rather  then  displaying  the  sometimes  feeble 
efforts  of  a  host  of  relatives  and  friends,  well- 
meaning  but  misdirected.  [For  instance,  sup- 
pose the  only  living  room  in  a  house  has  been 
decorated  in  soft  tones  of  creamy  browns  and 
greens  up  to  dark  tones,  and  a  friend  presents 
a  cushion  beautifully  embroidered,  but  in  tones 
of  blue  and  pink.  What  is  the  recipient  to  do, 
store  it  and  offend  the  giver,  or  display  it  and 


spoil  the  whole  decorative  scheme  that  has  pro'b- 
ably  been  carried  out  at  some  pains?  A  salesman 
can  be  a  powerful  factor  in  the  blending  of 
colors  if  he  will  take  troul)le  to  enquire  from 
his  customer  what  colors  already  dominate  the 
room  for  which  cushions  are  intended. 

Velour  is  being  used  in  large  quantities  to 
cover  both  flat  surfaces  and  in  the  fashioning  of 
round  cushions  where  gathers  and  ruchings  are 
employed.  Either  combined  with  metallic  cloth 
or  depending  solely  on  its  color  and  pile,  the 
effect  is  most  attractive.  Sets  for  Chesterfield 
and  chairs  are  usually  made  with  two  round  and 
one  l)olster  cushion,  in  the  same  shade  or  con- 
tracting velours,  while  for  tapestry  covered  fur- 
niture self  colored  velours  of  the  shade  dominat- 
ing the  upholstery  is  in  excellent  taste. 

Many  handsome  silk  covered  cushions  in  a 
profusion  of  designs  and  colors  vary  the  selec- 
tion and  cater  to  all  tastes,  while  still  more 
elaborate  effects  are  achieved  by  the  introduc- 
tion of  dull  goods  and  silver  filigree  laces.  Bou- 
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doir  pillows  of  the  French  class  are  much  be- 
frilled  and  belaced,  frequently  with  a  tiny  nose- 
gay of  colored  flowers  at  the  point  where  lace 
and  silk  form  the  oval  or  round  centre  motif. 

High  floor  stools  or  cushions  are  finding 
much  favor  just  now,  and  are  handsomest  when 
covered  in  figured  materials  over  which  is  hung 
a  solid  colored  velour  square  from  which  hang 
tassels  to  match,  the  latter  just  passing  the  cen- 
tral point  which  is  generally  emphasized  by  a 
cord  tied  tightly  around,  reminiscent  of  the  cot^ 
tage  loaf  of  our  forebears. 

Small  pillows  of  the  size  usually  reserved  for 
babies,  are  greatly  in  vogue  as  a  final  touch  to 
small  beds,  and  are  frequently  seen  with  wash- 


Shown  by  G.  L.  Irish 

able  covers  of  filet  lace  or  Madeira  embroidery, 
and  elaborate  French  silk  and  lace  ruffled 
fancies  are  most  popular  for  modish  boudoirs. 

A  showing  of  attractive  cushions  in  their 
appropriate  settings  will  do  much  to  bring  home 
the  fact  that  cushions  are  most  acceptable  and 
suitable  for  Christmas  Gifts. 


Well  Displayed  is  Half  Sold  in  the  Case 
Of  High-Grade  Rugs 

"The  art  of  selling  high-grade  rugs  lies  large- 
ly in  the  ability  to'  display  them  effectively," 
says  a  well-known  home  furnishings  expert. 
'"A  hig'h  grade  rug,  such  as  an  oriental  or  a 
hooked,  is  like  a  picture;  it  needs  a  setting  and 
proper  individual  presentation.  You'll  never  sell 
rugs  of  this  kind  by  piling-  them  up  in  a  corner, 
like  a  bundle  of  verandah  mats  and  sorting  them 
out  three  or  four  at  a  time  for  customers  to  look 
over.  That  is  just  about  as  sensible  a  procedure 
as  it  would  be  to  pile  expensive  etchings  one 
on  top  of  another.  The  beauty  of  a  fine  rug  is 
in  the  quality  it  has  of  adding  to  the  atmosphere 
of  an  entire  room.  It  is  as  individual  as  a  pic- 
ture. Surely,  then,  it  should  be  shown  in  such  a 
manner  as  will  impress  this  characteristic  upon 
the  customer.  Consider  how  the  antique  man 
handles  the  matter.  If  he  has  a  number  of 
antique  rugs,  are  they  bundled  together  in  some 
odd  corner?  Certainly  not.  Each  is  treated  al- 
most with  a  reverence,  as  though  it  were  the 
relic  of  some  emperor's  palace  of  the  past.  Some 
are  not  even  exposed  to  the  gaze  of  the  common 
crowd,  but  if  an  important  customer,  with  a  long 


purse,  shows  an  interest,  a  treasure  rug  will  be 
produced  from  the  depths,  perhaps,  of  some 
ancient  chest.  Every  effort  is  made  to  give  the 
atmosphere  of  exclusiveness,  and  the  customer 
is  generally  willing  to  pay  for  that  atmosphere." 

Lighting  is  also  of  course  a  most  important 
consideration  in  the  display  of  such  merchandise, 
as  the  beauty  lies  so  largely  in  the  colorings.  In 
the  rug  department  of  one  of  the  largest  retail 
establishmei-.ts  in  the  country,  the  orientals  are 
draped  around  the  walls  and  lamps  of  the  re- 
flector type,  such  as  are  used  in  store  windows, 
are  installed,  the  light  being  directed  upon  the 
rugs.  The  effect  is  very  striking.  In  the  strong 
direct  illumination,  all  the  detail  of  the  design 
and  the  colorings  shows  up  vididly  and  this 
method  of  display  exercises  a  remarkable  power 
of  attraction  upon  the  eye. 

Fine  rugs  can  be  very  appropriately  featured 
as  gift  merchandise,  but  it  is  well  to  remember 
that  the  customers  who  buy  this  class  of  goods 
are.  frequently,  very  particular  in  their  tastes, 
and  the  surroundings  in  which  the  rugs  are 
shown  will  influence  them  greatly  in  their  de- 
cisions as  to  where  and  what  to  buy. 


An  Attractive  Catalogue 

W.  E.  Phillips  Company,  Oshawa,  Ont.,  have 
issued  a  very  attractive  catalogue  illustrating 
and  describing  their  picture  mouldings,  picture 
frames  and  pictures,  wall  photo  frames,  swing- 
frames,  bathroom  cabinets,  mirrors,  serving 
trays,  and  sundry  accessories  and  supplies. 
There  are  over  one  hundred  very  interesting- 
pages. 


Shown  by  Stratford  Mfg.  Co. 
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The  Treatment  of  the  Window 

What  it  Means  to  the  Appearance  of  the  Room  and 
the  Setting  of  Your  Furniture — How  it  Affects  the 
Illumination  —  Notes  on  the  Progress  Made  in  Win- 
dow Decoration 


In  the  furnishing  and  decoration  of  a  room, 
tlie  window  has  been  becoming  a  factor  of  ever- 
increasing  imixirtance.  ()riginally  it  was  a  hole 
in  tlie  wall  to  admit  light,  but  to-day  its  value  as 
a  decorative  feature  is  universally  recognized, 
and  the  influence  which  its  treatment  exerts 
u])on  the  illumination  of  a  house  and  its  exterior 
and  interior  a])pearance  is  given  the  closest 
study.  P'very  furniture  dealer  has  an  interest  in 
this  subject,  whether  he  handles  draperies  or 
not,  because  the  treatment  of  the  window  may 
show  up  his  furniture  to  advantage  or  disad- 
vantage, as  the  case  may  be.  when  placed  in 
the  home  and  therefore  may  be  the  means 
of  creating  satisfaction  or  dissatisfaction 
with  his  merchandise  on  the  part  of  the  cus- 
tomer. The  average  customer  knows  very  little 
about  interior  decoration  and  will  take  a  dislike 
to  a  room  without  being  able  to  tell  just  why. 
The  blame  may  be  placed  on  the  furniture  in 
general,  when  as  a  matter  of  fact  the  trouble  is 
due  to  an  unfortunate  windov,-  treatment. 

Windows  a  Distinctly  Modern  Problem 

The  window,  therefore,  is  a  matter  that  the 
furniture  man  should  know  something  about.  An 
article  by  Carolyn  Manley  on  "Windows  and 
Human  Progress,"  in  a  recent  issue  of  "Arts  and 
Decorations,"  forms  a  good  background  for  a 
further  study  of  the  subject.  We  reprint  this 
article  below  : 

When  you  furnish  your  home  you  find  ])re- 
cedent  for  everything  except  the  wimlow  drapes. 
For  example:  Floor  covering  goes  back  a  few 


thousand  years,  to  the  time  when  A.  Strongarm 
Flintax  got  sufficiently  ahead  of  his  demand  for 
clothing  to  lay  an  animal  rug  on  the  floor  of  his 
cave  to  keep  his  young  bride's  feet  off  the  cold 
dirt  floor.  Floors  have  changed  since  then  but 
we  still  use  the  animal  rug. 

Or.  if  you  dun't  care  to  go  back  to  hlintax  as 
your  precedent,  you  can  look  a  mere  two  or 
three  thousand  years  ago  to  the  time  when  the 
Persian  tribesmen  wove  their  very  souls  into  the 
l)rayer  rugs  for  their  tem|)les.  We  have  never 
surpassed  the  beauty  of  construction  and  design 
in  these  rugs. 

When  you  return  to  furniture,  again  the  pre- 
cedent goes  back  almost  as  far  as  does  Mr.  H.  G. 
Wells,  while  the  historic  periods,  so  frecjuently 
f|uoted  in  its  study,  date  back  as  much  as  three 
to  four  hundred  years. 

It  is  when  you  come  to  windows  that  you 
find  yourself  confronted  by  a  distinctly  modern 
problem.  The  window,  you  know,  started  out 
to  l)e  a  slit  in  the  wall,  a  sort  of  peep,  hole 
through  which  to  watch  for  trouble,  and  judg- 
ing by  the  derivation  of  the  word — vindr,  wind- 
auga — eye — the  window,  the  eye  of  the  house 
was  a  rather  draughty  and  un])leasant  one. 

All  through  the  Middle  Ages  it  continued  to 
be  a  breezy  slit  in  the  wall,  needing  heavy 
wooden  shutters  for  safety  by  night,  and  heavy 
hangings  to  keep  out  the  cold  by  day. 

Even  the  rediscovery  of  glass  and  its  use  in 
filling  the  window,  hardly  helped  the  situation 
so  long  as  the  houses  were  heated  in  the  winter 
with  an    o])en    fireplace,    which  successfully 
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roasted  your  face  while  the  httle  chills  ran  play- 
fully up  and  down  your  spine.  Coming  to  our 
own  post-Colonial  days,  we  still  find  windows  of 
small  panes  of  g'lass  broken  up  either  by  lead 
or  wood,  and  rooms  heated  by  wood  stoves 
which  know  only  two  degrees  of  temperature — 
red-hot  or  out. 

It  was  not  then  until  the  coming  of  two  com- 
paratively modern  inventions —  the  large  sheet 
of  glass  and  the  central  heating  system — that 
we  developed  our  modern  window  problem  as  it 
now  confronts  us.  Today  we  have  a  window 
which  is  in  reality  a  hole  in  the  wall,  filled  in 
merely  with  the  most  transparent  of  substances 


-glass. 


Light  Must  be  Softened 


This  hole  in  the  wall  obviously  retjuires  some 
covering  to  eliminate  the  glare  of  direct  light,  to 
complete  the  facade  of  the  house  and  to  give 
that  comfortable  feeling  of  privacy  and  snugness 
within  that  is  utterly  lost  in  a  room  with  uncur- 
tained windows. 

We  can  begin  then  with  a  selection  of  some 
material  which  will  serve  as  a  veiling  to  the 
window.  It  must  be  as  transparent  as  possible, 
otherwise  it  will  defeat  the  window's  very  pur- 
pose, that  is  to  illuminate  the  room.  But  it 
must  break  up  and  soften  the  light.  Some  years 
ago  a  clever  manufacturer  discovered  that  by 
putting  prisms  in  glass  he  could  take  some  of  the 
light  from  the  front  windows  and  distribute  it 
to  the  back  of  the  room. 

A  well-selected  curtain  serves  this  same  pur- 
pose, as  you  have  undoubtedly  noticed  and  com- 
mented upon  after  the  curtains  were  hung  in 
some  such  room.  Of  course  a  curtained  room  is 
not  actually  lighter,  but  the  light  being  better 
distributed  or  difl:'uscd  it  seems  so.  This  is  be\- 
cause  we  have  eyes  so  wonderfully  made  that 
the  pupils  "step"  themselves  down  to  comfort- 
ably accommodate  the  light  of  the  brightest  spot 
in  a  room,  even  though  in  doing  so  they  make 
the  dark  spots  seem  still  darker.  Therefore  the 
more  even  dif^iusion  of  light  makes  a  room  seem 
brigiiter  and  much  pleasanter,  as  well  as  more 
restful. 

Diffused  Illumination 

Take,  for  instance,  two  or  three  different 
types  of  curtaining',  a  thin  white  net,  a  heavy 
mesh  ecru,  and  a  curtain  net  with  a  decided  de- 
sign. In  a  room  that  has  not  quite  enough  light 
and  where  one  may  hesitate  to  hang  even  the 
sheerest  curtain,  try  the  effect  of  the  thin  white 
net,  and  note  the  pleasing  brightness  in  even  the 
far  corners  of  the  room.  The  little  light  that 
there  is  has  been  diffused  so  that  instead  of  one 
spot  of  brilliancy  the  entire  room  has  taken  on 
the  sense  of  lightness  and  cheerfulness. 

In  a  glaringly  bright  room  the  ecru  net  will 
dififuse  the  light,  but  it- will  also  subdue  it.  Again, 
in  some  rooms  the  help  of  a  design  in  the  cur- 
taining is  needed  to  add  interest,  but  in  all  cases 
the  original  purpose  must  not  be  overlooked, 


that  :s  to  eliminate  sharp  contrasts,  and  glaring- 
lights  and  shadows. 

The  other  two  cjualities  of  your  curtains 
should  be  personality  and  decorative  value. 
Since  the  window  is  one  of  the  most  conspicu- 
ous features  of  your  room,  the  curtain  must  be 
chosen  with  due  consideration  for  the  other 
furnishings. 

By  personality,  I  mean  a  sense  of  fitness 
both  from  the  exterior  view  and  from  that  with- 
in. 

Exterior  and  Interior  Considerations 

These  two  factors  alone  make  a  nice  little 
problem  for  any  home  decorator  to  solve,  that  is 
the  problem  of  making  one  piece  of  material 
both  a  part  of  the  outside  of  the  house  and  a 
part  of  the  interior  decoration.  In  spite  of  our- 
selves we  judge  the  persons  within  the  house  by 
the  general  appearance  of  the  outside.  Who  has 
not  seen  the  plain  unimpressive  little  house 
change  its  personality  entirely  by  showing  at  its 
windows  a  dainty,  fresh,  well-hung  curtain?  It 
is  simple  in  design,  not  calling  too  much  atten- 
tion to  itself,  but  sufficiently  attractive  to  make 
up  in  large  part  for  the  lack  of  character  in  the 
house  itself.  That  same  curtain,  however,  hung 
at  the  windows  of  an  imposing  city  house  would 
lack  the  character  necessary  to  maintain  its  dig- 
nity. 

Now,  having  selected  the  curtain,  the  next 
thing  is  to  turn  to  some  way  of  giving  privacy 
to  the  room  at  night  when  the  lights  are  turned 
up  within — and  here  I  am  afraid  I  have  to  ride  a 
hobby.  Of  course,  for  a  few  hundred  years  we 
have  been  using  a  roller  shade,  first  with  a  little 
pulley  to  let  it  up  and  down,  and  then  with  a 
spring — thanks  to  Mr.  Hartshorn. 

This  of  course  brings,  us  to  the  final  factor  of 
the  window  drapery,  some  little  framing  of  a 
material  which  will  perhaps  give  the  key  tone 
to  the  other  colors  of  the  room.  It  may  be 
of  chintz  or  a  plain  stuff,  cotton  or  silk,  figured 
or  not,  but  in  any  case,  it  should  be  just  a  nar- 
row frame  for  the  picture. 


Courtesy,  W.  E.  Pliillips  Co. 
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A  Show  Window  in  the  Theatre! 

Cleghorn  &  Beattie,  Ottawa,  Arrange  a  Display  in 
Local  Vaudeville  House  Which  Ties  in  with  the 
Theatre's  Advertising — Both  the  Movie  Feature 
and  the  Retailer's   Merchandise  Secure  Effective 

Publicity 


The  June  issue  of  "Furniture  World"  told 
how  the  firm  pi  Cleghorn  and  Beattie  Limited, 
Ottawa,  co-operated  with  an  Ottawa  theatre  in 
such  a  way  as  to  obtain  much  splendid  adver- 
tising. Readers  will  recall  the  fact  that  this 
firm  at  that  time  arranged  an  exhibit  purporting 
to  represent- a  scene  from  a  motion  picture,  and 
did  it  in  such  a  way  as  to  attract  no  end  of  fav- 
ora1)le  comment. 

While  lightning  may  never  strike  twice  in 
the  same  place,  Cleghorn  and  Beattie  do  not 
work  on  that  principle.  Waiting  only  until  the 
novelty  of  the  first  display  had  worn  off,  they 
recently  repeated  the  stunt — even  more  success- 
fully than  the  first  time.  How  they  did  it,  is  well 
described  by  the  accompanying  photograph,  but 
a  few  words  of  explanation  are  necessary. 

Following  up  a  Good  Idea 

It  recently  came  to  the  attention  of  this  live 
Ottawa  firm  that  the  publicity  director  for 
Loew's  wanted  to  do  something  difl^erent  from 
the  routine  advertising,  and  Mr.  Beattie  sug- 
gested a  lobby  display  along  similar  lines  to  the 
one  arranged  last  May,  but  taking  an  entirely 
different  theme.  (It  will  be  recalled  that  the 
previous  one  was  for  a  picture  whose  story  was 
of  the  East,  and  afforded  an  opportunity  to  ex; 
hibit  Oriental  rugs,  etc.) 

The  theatre  man,  like  Barkis,  was  willing, 
and  promised  to  advise  the  store  at  the  first  good 
opportunity.  Shortly,  there  came  a  chance  to 
do  something.  Loew's  booked  a  picture  called 
"The  Common  Law" — the  story  of  an  artist  and 
his  love  for  his  model,  by  Robert  W.  Chambers, 
author  of  many  "best  sellers."  This  atmosphere 
immediately  suggested  the    arrangement  of  a 


miniature  studio,  or  portion  of  one,  with  wide 
license  as  to  draperies,  and  suitable  arrangement 
of  cut-out  figures.  Fortunately,  the  i)ostcrs  sup- 
plied with  the  picture  were  exceptionally  good, 
and  appropriate  to  the  idea. 

At  the  suggestion  of  Cleghorn  and  Beattie, 
the  theatre  built  what,  for  lack  of  a  better  term, 
may  be  described  as  a  display  box,  of  a  size  to  fit 
at  the  foot  of  the  grand  stairway- — a  location 
which  confronts  everyone  entering  the  theatre. 
The  api^rcximate  dimensions  of  this  were:  5 
feet  wide,  8  feet  high,  and  about  4  feet  deep. 
Slats  were  nailed  on  the  top  (or  roof)  so  that 
draperies  could  be  hung  to  best  advantage. 

With  this  to  work  upon,  Cleghorn  and  Beat- 
tie  arranged  the  display  pictured  in  the  accom- 
])anying  cut.  Loew's  electrician  attended  to 
the  lighting  effects,  which  brought  out  the  full 
beauty  of  the  rich  coloring — and  no  one  enter- 
ing the  theatre  during  the  week  overlooked  it! 

Display  Caught  Every  Eye 

In  theatrical  vernacular,  "it  knocked  their 
eye  out."  Patrons  entering  would  barely  pass 
the  doorman — then  stop  to  admire  the  scene — 
and  note  the  fact  that  it  was  arranged  by  Cleg- 
horn and  Beattie.  It  is  impossible  to  estimate 
the  value  of  the  publicity  which  accrued  as  a 
result  of,  first,  an  idea,  and.  secondly,  a  few 
hours  work. 

In  passing,  it  should  be  noted  that  the 
"painting"  at  the  back  was  covered  during  the 
week  by  a  gold  gauze,  which  softened  it  and 
enhanced  the  effectiveness  of  the  illusion.  This 
was  removed  when  the  photograph  was  taken, 
in  order  to  get  a  sharper  picture  than  would 
have  been  possible  otherwise. 


Courtesy  W.   E.   Phillips  Co. 
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Cieghorn  and  Beattie's  Theatre  Display 


The  Setting  for  this  striking  tableau  was  arranged,  and 
the  draperies  supplied  by  the  Cieghorn  &  Beattie — The 
idea  for  the  display  likewise  originated  with  this  firm. 
It  proved  a  splendid  publicity  stunt. 
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I  The  House  Furnishing-  Trade  throughout  Canada  will 

I  be  pleased  to  learn  that  Messrs.  Cardinal  &  Harford, 

(London  &  Persia)  Limited,  108,  High  Holborn,  London, 
Eng"land,  have  appointed  Mr.  Archibald  McCaig,  Gen- 
eral Manag"er  for  Alexander  Jamieson  &  Company,  185 
Bay  St.,  Toronto,  as  their  sole  selling  Ag^ent  for  Canada. 

To  all  buyers  of  Oriental  Carpets  the  name  of  Cardinal 
&  Harford  is  well  known,  and  the  firm  needs  no  intro- 
duction. Established  1792,  with  distributing  points  at 
Smyrna,  Constantinople,  Tiflis,  Tabriz,  Teheran,  Bom- 
bay, with  Branch  Offices  and  Representatives  through- 
out the  world. 


Oriental  Carpets  Come  to  Toronto 


stocks  of  Oriental  Carpets  are  being"  held  at  Toronto, 
and  comprise:  —  Persian  Carpets  in  MUSCABAD, 
MAHAL,  GHIOROVAN,  TABRIZ,  KIRMAN,  MESHED,  | 
SAROUK,  KESHAN,  BOKHARA,  KAZACK,  SHIRVA- 
HAN,  CABRISTAN.  Turkish  Rugs  in  GHIORDES, 
BORLOUS.  Indian  Carpets  in  MIRZAPORE,  CAL- 
CUTTA, and  MASULIPATAM. 


We  sell  to  the  trade  only,  and  are  strictly  wholesale. 

We  cordially  invite  you  to  visit  our  new  Warehouse,  and 
purchase  your  requirements  in  Oriental  Carpets. 


CARDINAL  &  HARFORD 

(London  &  Persia)  Limited,  185  Bay  Street,  Toronto 

Arch.  McCaig, 

Sole  Canadian  Agent 
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Courtesy,  "Gift  &  Art  Shop" 


Do  You  Furnish  All  of  the  Home 
—or  Just  Part  of  it  ? 

Progressive  Furniture  Houses  are  More  and  More 
Broadening  out  the  Scope  of  Their  Business  to  In- 
clude the  Decorative  as  well  as  Primarily  Utilitarian 
Lines  Required  for  the  Home 


Furniture,  as  we  have  for  so  long  interi)reted 
the  word,  consists  of  suites  of  chairs  and  tables, 
sideboards,  china  cabinets,  book-cases,  bedroom 
suites,  easy  chairs  and  couches,  and  other  arti- 
cles all  distinctly  woody,  but  only  half  of  what 
is  actually  required  to  furnish  a  home.  To- 
day, a  far  broader  meaning  is  being  attached  to 
the  word,  and  many  of  the  new  stores  are 
designating  themselves  "Furnishers  and  Decora- 
tors" while  others  who  have  been  in  business 
sometime  as  furniture  dealers  are  so  combining 
furniture  Avith  furnishings  as  to  bring  their  stock 
into  line  with  the  newer  vogue. 

The  reason  for  this  move  is  not  far  to  seek. 
When  one  begins  to  furnish  there  are  so  many 
points  to  be  considered  if  the  effect  is  to  be  har- 
monious and  pleasing.  The  wall  paper,  for 
instance,  must  not  shriek  at  the  hangings,  and 
if  the  former  be  of  bold  design,  the  choice  of  drap- 
eries should  fall  on  solid  shades  without  any- 
thing definite  in  the  way  of  pattern.  The  carpet 
must  also  be  chosen  with  due  regard  to  these 
two  furnishings,  and  while  Chesterfields  and 
chairs  continue  to  be  so  popular,  there  is  the 
additional  question  of  their  upholstery  to  be 
considered. 


Say,  for  example,  that  a  young  couple  pur- 
chase their  Chesterfield  suite  in  your  store,  isn't 
there  a  might}^  good  chance  of  your  selling  them 
a  carpet,  either  to  match,  or  tone  with  the  color 
chosen?  Aren't  the  chances  almost  equally 
good  of  selling  heavy  draperies  for  portiere  or 
window?  But  to  do  that  one  must  have  the 
goods  in  stock.  Possibly  the  furniture  man  had 
listened  so  often  to  the  comments  of  his  cus- 
tomers as  to  just  what  color  it  would  be  neces- 
sary to  buy  to  work  out  a  preconceived  color 
scheme,  or  he  had  been  called  on  so  often  to 
advise  what  would  be  best  to  purchase  to  go 
with  the  particular  suite  sold,  that  he  realized 
the  possibilities  of  rounding  out  his  stock,  in- 
stead of  giving  his  advice  in  order  that  it  might 
be  carried  out  at  the  nearest  drapery  store,  or 
ordered  from  the  catalogue  house. 

Be  that  as  it  may,  the  fact  remains  that  prac- 
tically all  the  up-to-date  stores  in  one  of  the 
largest  cities  of  the  Dominion  seem  to  have 
adopted  the  practice  of  working  in  with  their 
furniture  stocks  sufficient  furnishings  to  make 
the  display  more  attractive  and  at  the  same  time 
justify  their  position  as  advisers  to  the  prospec- 
tive customer.    In  the  largest  show  rooms  where 
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GREETINGS 


W e  thankful!})  acknowledge  the  good  will  and 
support  accorded  by  our  increasing  number  of  friends 
and  wish  to  extend  our  best  wishes  that  the  New  Year 
will  lead  along  the  high  road  of  prosperity)  and  happi- 
ness. 


on  every 


wrapper 


No.   43504— Framed  Pastel 
Glass    Size   10"   x  20" 


PHILLIPS  MFG.  CO.  LTD. 

258-326  Carlaw  Ave. 
TORONTO   -  CANADA 


3JU 


All  types  of  curtain  rods  can  also  be  furnished  with 
combination  brackets 


Notice  the  compact  bracket  of  the  double  rod 
The  triple  rod  provides  for  more  elaborate  window  draping 

Friction  here 


Friction    here    /  Friction  licre 

The  Kant  Fall  Bracket  with  Bulldog  Grip 


k/KNT  tALL 

Flat 
Curtain  Rods 
Make 
Satisfied 
Customers 

Kant  Fall  Curtain  Rods  are  neat. 
They  can  be  put  up  and  taken 
down  in  a  few  seconds  but  once 
up  they  cannot  slip  or  fall.  Kant 
Fall  rods  can  be  used  at  both  top 
and  bottom  of  the  curtain.  They 
won't  tarnish  or  rust.  Prices 
ALLOW  A  LIBERAL  PROFIT. 

Write  for  particulars  now. 


STURGIS  BABY  CARRIAGE  CO.  LTD. 


345  Sorauren  Ave. 

TORONTO,  ONT. 


mi 
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real  artists  are  employed  to  work  out  the  scheme 
to  be  followed  in  furnishing  a  room,  a  house,  a 
theatre  or  a  church,  much  care  and  forethought 
are  given  to  the  suitable  display  of  furniture  m 
their  own  showrooms,  and  as  little  as  possible  is 
left  to  the  imagination.  Where  the  space  is 
large  and  open,  one  finds  furniture  arranged  as 
for  a  room,  and  fire  places  are  even  built  in  at 
intervals  in  order  to  form  a  central  motif  round 
which  to  build  a  room.  Another  floor  will  be 
devoted  to  showing  the  actual  efifect  of  the  fur- 
nished room,  numbers  of  show  rooms  opening 
off  a  central  hall,  and  all  of  these  are  complete 
with  windows  and  their  accompanying  draper- 
ies ;  beds  completely  made  up ;  cushions  at  in- 
viting- angles,  mirrors  both  for  use  and  ornament; 
couches  or  chaise  longue  in  Milady's  boudoir — 
suggesting  the  purchase  of  an  additional  piece 
of  furniture;  carpets;  lighting;  library  scarf's; 
pottery — in  fact,  furnished  rooms.  A  section 
is  devoted  to  the  display  of  draperies,  and 
competent  advisers  assist  the  customer's  choice. 

Canada  is  fast  following  the  example  of  Lon- 
don's famous  furnishers  who  completely  redecor- 
ate and  refurnish  society  homes. 

As  indicative  of  the  fascination  which  drap- 
eries have  for  most  women  and  many  men, 
one  retailer  told  the  Furniture  World  that  a  lady 
customer  had  'been  so  powerfully  attracted  by  a 
certain  short  length  of  drapery  that  was  being 
cleared  that  she  had  ordered  a  wicker  chair  just 
in  order  to  see  her  idea  carried  out  in  its  uphol- 
stery. Imagine  a  remnant  turning  salesman ! 
And  quite  often  people  who  are  simply  attracted 
to  the  store  by  a  piece  of  handsome  brass,  say  a 
Benares  tray  for  example,  will  end  by  buying  a 
suitable  piece  of  furniture  on  which  to  display 
it. 


Place  of  Pottery  and  China  Among 
Christmas  Gifts 

Pottery,  china,  brass  candles,  etc.,  should  be 
atnong  the  easiest  things  to  sell  for  the  great 
gift  giving  season.  Nevertheless,  they  must  be 
brought  to  the  attention  of  those  who  are  not 
as  intensely  interested  as  others.  Their  merits  as 
gifts  are  well  known,  for  the  number  of  people 
who  make  a  habit  of  collecting  increases  stead- 
ily. The  first  piece  received  is  so  often  the 
foundation  stone  of  a  collection  that  every  en- 
deavor should  'be  made  to  sell.  Whether  it  be  a 
choice  piece  of  pottery  to  be  added  to  a  con- 
noisseur's stock,  or  simply  a  cup  and  saucer  or 
a  decorative  vase  as  a  gift  to  a  young  friend,  art 
pieces  soon  take  a  place  in  the  affections  of  the 
majority  of  people,  and  the  desire  to  possess 
more  makes  itself  felt  very  quickly.  I  know  of 
a  number  of  girls  who  had  never  given  it  a 
thought  until  one  of  their  friends  presented  them 
with  a  piece  from  an  open  stock  pattern,  or  pos- 
sibly from  a  harlecjuin  set ;  now  they  are  ardent 
collectors. 

Here  then  is  a  profitable  field  to  work  for 
customers.    Get  in  touch  with  the  business  girls 


in  your  community.  Tell  them  of  your  stock ; 
get  them  talking.  Many  of  them  will  start  col- 
lecting for  themselves  in  addition  to  giving  a 
piece  to  a  friend.  Lists  can  be  secured  from  any 
reliable  directory.  The  men's  furnisher  has  al- 
1  eady  made  use  of  them  to  suggest  "Presents  for 
him,"  with  very  gratifying  results. 

Window  displays,  which  good  merchants 
consider  their  chief  channel  for  advertising,  are 
greatly  simplified  in  the  case  of  a  furniture 
dealer.  It  may  be  that  he  only  handles  china 
for  the  Christmas  trade,  and  is  not,  therefore, 
very  familiar  with  the  method  of  displaying  it. 
Quite  recently  we  noticed  in  a  provincial  town 


Series  of  articles  on  "Rugs" 

With  our  January  issue,  we  begin 
a  series  of  articles  on  "Rugs,  their 
design  and  manufacture."  This  will 
be  a  splendidly  illustrated  series, 
running  the  whole  gamut  from  Ori- 
entals to  rag  rugs.  The  first  article 
will  illustrate  in  its  true  colors  the 
Ardebil  Persian,  the  most  valuable 
— and  by  many  considered  the  most 
beautiful — in  the  world. 


one  of  the  most  effective  window  trims  which 
could  be  copied  with  ease,  either  in  whole  or 
part.  This  particular  window  bordered  the 
main  entrance  to  the  store  and  was  not  very 
deep.  The  centre  back  was  occupied  by  a  solid 
arch  of  fluted  silk — of  what  shade  doesn't  really 
matter  since  that  must  always  'be  decided  with 
due  reference  to  the  season  of  the  year  and  the 
outstanding  color  of  the  ware  to  be  displayed. 
A  trail  of  leaves  and  flowers  broke  the  surface, 
and  there  ended  the  actual  outlay  in  connection 
with  the  window. 

Entering  from  the  street,  the  first  item  to 
catch  the  eye  was  a  low  stool  covered  with  a 
fancy  linen  cloth  and  holding  a  small  piece  of 
china.  Next  in  line  and  rising  in  height  came  a 
tea  wagon,  all  in  readiness  for  the  hostess  to 
pour  tea.  The  linen  centrepiece  served  to  en- 
hance the  charm  of  the  tea  set,  and  presented  a 
picture  of  what  might  be  accomplished  in  the 
home.  At  an  angle  at  the  back  of  the  window 
stood  a  china  cabinet  in  which  was  arranged  a 
fine  showing  of  Coalport,  its  clear  white  ground 
and  high  colored  decorations  standing  out  in 
marked  contrast  to  the  dark  wood  of  the  cabinet. 
Interspersed  between  the  pieces  of  furniture 
mentioned  were  odd  pieces  of  pottery,  service 
plates,  and  other  small  individual  pieces,  the 
whole  making  an  exceptionally  fine  showing  at 
once  homelike  and  effective. 


WANTED  RELIABLE  TRAVELLERS  for  Eastern  and  North- 
ern Ontario,  and  Mar  time  Provinces  to  carry  a  good  Chair  and 
Upholstering  line,  also  good  Case-goods  line.  Apply  Box  251, 
Furniture  World,  347  Adelaide  Street  West,  Toronto,  Ont.  12 
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Full  particulars  ot  complete 
line  gladly  forwarded  upon 
request. 


Resolve  Now 


that  you.  will  handle  the  profitable  Cobourg 
line  of  Mats,  Matting,  Seamless  Porch  Rugs, 
Cotton  Bath  Rugs,  Wool  Dhurry,  Jute  Car- 
petings,  Jute  Mats,  Jute  Webbing,  etc.,  during 
1924. 

Not  only  will  you  be  making  attractive  profits, 
but  you  will  be  supi)lying  your  trade  with  a 
line  they  need  and  appreciate. 


The  Season's  Greetings.  We 
sincerly  wish  you  the  compli- 
ments   of   the    Season  and 
everv  success  for  1924. 


The  Cobourg  Matting  &  Carpet  Co.,  Limited 


Cobourg,  Ontario 


i^iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^ 

Tapestries  Velours  Damask 

New  fall  line  is  now  ready  and  will  be  shown  in 
Canada  at  an  early  date.  There  are  many  nev/ 
and  pleasing  designs  and  colorings.  Stocks 
carried  at  Montreal.  All  goods  sold  F.  0.  B. 
Montreal,  duty  paid  by  us. 

Samples  and  quotations  upon  request  to  New 
York  office. 

Gobelin  Textile  Company,  Inc. 

Foreign  Upholstery  Drapery  Fabrics 

141-47  Fifth  Avenue  NEW  YORK 


^iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^^ 
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WHAT 
I  WOULD  DO 


If  I  were  a  WHOLESALER  OR  MANUFACTURER  sell- 
ing direct  to  the  retail  trade,  I  would  endeavour  to  secure 
particulars  of  new  furniture  and  general  stores  being  opened. 
If  the  information  was  obtained  sjme  time  previous  to  the 
new  concern  opening  its  doors  for  business,  I  would  make  a 
special  effort  to  secure  a  part  of  the  opening  order.  By  so 
doing  I  would  be  laying  the  foundation  for  future  profitable 
business  and  following  the  lines  of  least  resistance  in  the  open- 
ing of  new  accounts.  I  would  write  to  the  MacLean  Com- 
mercial Service,  345  Adelaide  St.  W.,  Toronto  and  find  out 
low  their  news  service  can  be  adapted  to  the  needs  of  my 
business. 


Rishel  Sanitary 
"Ventibestos"  Table  Mats 

Orders  Filled  Promptly  by  Express  or  Freight 

We  make  any  size  or  shape  without  additional 
expense.    Send  us  your  patterns. 


The  ONLY  Mat  with 
a  centre  of  CORRUGAT- 
ED ASBESTOS. 

Our  mats  are  five  ply 
consisting  of  one  heavy 
sheet  of  corrugated  as- 
bestos b  e  t  V/  e  e  n  two 
heavy  shets  of  wool  felt. 
These  are  firmly  quilted 
together  and  enclosed  in 
a  removable  flannel  cov- 
er. The  cover  consists 
of  white  cotton  flannel 
on  one  side  and  green 
Kearsage  Plush  on  the 
other.  There  is  no  pos- 
sibility of  marring  the 
table  top  when  our  Ven- 
tibestos   mats    are  used. 

Round  or  square  are  the 
same  price.  Unless 
specified  will  always  ship 
round  mats. 

Orignated  and  sold 
only  by  us.  This  Solid 
Fumed  Oak  Display 
Rack  absolutely  free  to 
our  dealers.  Write  us 
for  particulars. 


100  per  cent  Efficient 
The  Silent  Salesman 


I 

.4. 


Special  attention  given   to   Canadian  orders. 

J.  K.  RISHEL  FURNITURE  CO. 

WILLIAMSPORT,  PA. 
Dining  and  Bed  Room  Suites 

"We  make  all  our  own  Chairs  and  Dining  Tables." 


Lowest  Rates  per 

Interested  Reader 

Where  this  guarantee  of  worth  is  to 
be  found: — 


Hugh  C.  MacLean  Publications 


LIMITED 


GIFTS  for  XMAS 

Write  now  for  circulars 
illustrating  Floor  Lamps 
and  Silk  Shades,  Serving 
Trays,  Framed  Pictures, 
Art  Mirrors,  Polychrome 
Book  Ends,  Candle  Sticks, 
Statuary,  etc. 


G.  L.  IRISH 


499  Queen  St.  West, 


Toronto 


^iIiiini:iiiiiiiii'Eniiigiiiiiii{iiiigiici'iiitLDi:iiiingi.ini'itniiiBii:ur:iiiiiiiiMiii)ii>iiiiiiii)iiiininBiia 

1  The  Season's  Greetings 


We  take  this 
opportunity  to 
wish  one  and 
all  a  Merry 
Christmas  and 
a  New  Year  of 
Health  and 
Prosperity. 


Each  chair  we 
manufacture  bears 
our  name  which 
is  your  guarantee 
of  quality. 


Ball  Furniture  Co.,  Ltd. 

Hanover     -  Ontario 

iiiiiiiiiiiiniiiiiiiiiiiiiiiiiiiiiiiiiiiiiii!i9iii:iiiigiiiiiiiiiiii:iiiia;iBiiiiiiniiiiiiiiiiiiaiiiiiiiiiiiiiiiiipiiinivi 
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THE  SEASON'S  BEST  WISHES 

It  is  with  great  pleasure  that  'we  again  wish  our  many 
friends  in  the  trade  the  Compliments  of  the  Season  and  all 
good  wishes  for  the  New  Year.  We  thank  you  for  the  busi- 
ness you  have  favored  us  with  and  the  kind  co-operation  you 
have  shown.  May  1924  be  the  best,  the  biggest  and  the 
happiest  year  you  have  yet  known. 

Specialty  Upholstering  Co.  Ltd.    Waterloo,  Ont. 


Consolidated  Trimming  Co. 

Successors  to 

C,  WEINBERG  &  CO.,  and  W.  J.  ROSENBERG  CO. 
Manufacturers  of 

Upholstery  and  Drapery 
Trimmings 


Cords — Portiere  Ropes 
Pillow  Cords 
Metal  Galloons 
Picture  Cords 
Tassels  for  Mirrors 


Sun  Fast  Edgings 
Cretonne  Edgings 
Curtain  Edgings 
Sash  Edgings 
Furniture  Fringes 
Furniture  Gimps 

Lamp  Shade  Fringes 
and  Trimmings 

Main  Office  and  Factory  Salesroom 

27-33  West  23rd  Street,  New  York  City 

H.  T.  Marier,  11.5  King  St.  E.,  Toronto,  Ontario,  Canada. 

Boston,  A.  H.  Abels,  420  Boylston  St. 

Baltimore,  W.  A.   Black,  58  Central  Sav.   Bank  Bldg. 

San    Franci<!co.    Jas.    H.    Tresch,    Furniture   Exchange  Bldg. 

Cleveland,  A.  J.  Raine,  2063  E.  4th  St.,  Room  20!). 

Chicago,  S.  Adlei-,  707  Kesner  BIdgr. 

Los  Angeles,  Wm.  J.  Rosenberg  Co.,  722  So.  Los  Angeles  St. 
E.  H.  Ringgold,  Jr.,  627  Real  Estate  Trust  Bldg.,  Philadelphia,  Pa. 


To  Furniture  Manufacturers 

However  beautiful  a  piece  of  furniture  may  be 
wheel  casters  will  detract  from  its  appearance. 
They  are  clumsy  and  ugly.  To  properly  finish 
ofif  a  piece  of  furniture  you  must  use  the 


No  Glass 
To  Break 


^^Qup  Casier 


Heavily 
Nickeled 

Cannot 
Rust 


riiese  casters  are  made  of  unljreakablc  rolled 

steel,  heavily  nickeled. 
They  cannot  rip  rugs 
nor  scratch  floors.  They 
can  be  fitted  in  a  mo- 
ment and  will  not  fall 
out.  New  socket  sup- 
plied free  with  every 


Write  to-day  for  sam- 
ples and  prices. 


Canadian  Selling  Agents — 8  Colborne  St.,  Toronto 
Made  by  Sanitary  Caster  Corporation,  Newark,  N.J. 


A  Folding  Table  Will  Sell -If  It  Has 
The  Desired  Features 


It  must  be  rigid. 

It  must  be  in  keeping  with  the  other  furniture. 
It  must  be  light. 

It  must  be  strong  yet  easily  folded. 
Peerless  and  New  Elite  folding  tables. 
• — will  not  wobble. 

— are  finished  in  Fumed,  Early  English,  Golden  Oak,  and  Mahogany,  the 
tops  in  green  felt  and  leatherette. 

A  :;<)"  table  weighs  but  12  lbs.  will  support  1000  lbs.  by  test,  and  may  be 
folded  in  a  jiffy. 


Square 

or 
Round 
Models 


Hourd  &  Co.  Limited 


Sole  Licencees 
and  Manufacturers 


London,  Ont. 


Peerless  and  New  Elite 


Folding  Tables 
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Parchment  Finished  Furniture 

The  new  parchment  finish  relieved  with  a  touch  of  color  and 
well  chosen  floral  decorations,  on  lines  that  are  of  striking  beauty 
— is  a  simple  sentence  descriptive  of  this  suite.  The  chairs  are 
made  with  cane  backs  and  seats. 

You  have  the  opportunity  of  ordering  this  suite  in  either  plain 
parchment  or  with  floral  decorations,  or  finished  in  walnut,  us- 
ing highly  finished,  selected,  matched  veneers.  The  suite  is  one 
that  will  make  a  short  stay  in  your  display  room.  We  refer  you 
to  the  color  illustration  on  page  19  of  the  catalogue — a  conclu- 
sive argument  for  inclusion  in  your  next  order. 

We  can  give  you  immediate  delivery  from 
stock,  or  mail  o''der. 

Number  554. 

The  North  American  Furniture  Go.  Limited 

Owen  Sound,  Ontario 


A  Merry  Christmas 
and  a  Bright  and  Prosperous  New  Year 


PEPPLER'S 

The  preference  of  those  who 
Appreciate  Better  Furniture 

A  wide  range  of 
Dining  Room,  Bed  Room  and 
Novelty  Furniture 

A  card  will  bring  particulars 


2020 
28X40 


-AiLiL  sooo  walnut- 
Pep  PbER  Bros.  Go.  Ltd.      Ha/nover  Ont. 


I 


